
































» » the greatest 


ELP ever offered 
o INDEPENDENT 


stationers « « « 


he alert independent stationer needs no justification. Day 
by day he is more firmly entrenching himself as the logical 


and indispensable outlet for all stationery products. 


But he needs help. And that is exactly what Webster offers 
. . but ona basis which far transcends any present-day con- 


eption of service. 


t's unique. It’s practical. It’s sound. Team-work ? Of course 
but the manufacturer furnishes most of the Motive Power. 
t cannot be adequately described by such common phrases 


as Sales Promotion, Co-operation, Market Analysis, Educa- 
ion —it is all of these and then some! A real PLUS Value. 


t is not a Super-Sales Manual method. It is not a ““fly-by- 
ight’’ proposition. It digs deep for the dealer, establishes an 


verlasting Foundation for increasing present and future dealer 


profits. By any standard you set, this NEW DEFINITE 
‘TEAM-PLAN” is Webster's culminating contribution to 


America’s Independent Retail Stationers. 


WRITE FOR FULL DETAILS 


338 CONGRESS STREET, BOSTON, MASSACHUSETTS 


BRANCH WAREHOUSES: CHICAGO NEW YORK PITTSBURGH 
SAN FRANCISCO PHILADELPHIA MILAN PARIS LONDON 


AMERICA’S PIONEER DEALER HOUSE 





4 OFFICE APPLIANCES 
is anews and technical trade 
journal, serving the entire 
industry of officeequipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agent efor the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


{ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year,$2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 
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by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


> 


§ No person, firm or cor- 
poration, either directly or 
indirectly connected with 
theindustry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


{ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
ageis enclosed by thesender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


§ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


q “‘Office Appliances”’ is reg- 
istered in the United States 
Patent Office, Washington, 
+ oe 


{¥ COPYRIGHT. Contents 
covered by Copyright, 1930, 
by The Office Appliance 
Company. 
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Amer. Writing Mach. Co. ..162 Globe-Wernicke Co 115, 16 Meyer & Wenthe ; 197 Sainberg & Co., Inc 169 
Ames Supply Co 120 Graff, Geo. B., Co 181 Miller Bros. Pen Co.......201 Sanford Mfg. Co 169 
Art Metal Constr. Co 141 Grand Rapids L. L. Bdr. Co.182 Milwaukee Chair Co ...-151 Sanymetal Products Co....182 
Art Steel Co In« 166 Sargent, Lester L ..204 
Atlas Staty. Corp 152 Searles Elec. Weld. Wks. .197 





Sengbusch S-Cl. Inkstd. Co.138 
Shalicross Co., The — 
Shaw-Walker Co — 
Sheaffer, W. A., Pen Co.102, 3 


Ault & Wiborg Co., The. .135 
Aurora Metal Cabinet Co. .161 


Auto. File & Index Co = a ADVERTISEMENTS 


Auto. Pencil Sharpener o 








Auto-Oven, In 207 Sherman-Manson Mfg. Co.185 
rm gy Pe a These advertisements present the products of eng ig a — 
7 the leading manufacturers in each division of Sevens omen. so worm 
simonson, A., & Oo = 
7 - 2 sale se the industry. Because of the ground for honest Simplex Gold Stamping 
achrach Specialty Co ‘ , “ ie Press Co cont 
Baltimore Index Mfg. Co. .198 differences of opinion the publishers obviously Smead Manufacturing Co. .194 
tankers Box Co 85 ; . a . ‘ 
— ¢¢ Desk Machines 183 cannot undertake to guarantee transactions be- a ot Mevelibseseieuss 79 
eg eB wr oe A. tween advertisers and customers. They do, ood ta ee a 
— y i a — however, offer their service in resolving any, Stationers’ Loose Leaf Co.137 
entson Mfg. Co .157 7 Steel Equipment Corp : 
Berger Mfg. Co 118, 19 disagreements between advertisers and cus- Steel Siutane Mts Co : oo 
Boorum & Pease Co 154 P ‘. . J Stew: - C 97 
Bridgeport Pen Co., The..179 tomers, which result from relations established os pe hy ER evene es 
Bristow, Stanley R 202 7 _ J Storms, H. M., Co ane 
British Stationer 209 through the journal. Sturgis Posture Chair So. 'tee 
Buckeye Rib. & Carb. Co. .182 Sundstrand Add. Machine. .122 
Bump Paper Fastener Co.199 Sun Rubber Co., The......123 
Burroughs Add. Mach. Co..212 Superior Off. Spec. Co... 186 
(ery Ml, Alvah, Co _ Greene, Stephen, Co 97 Mimeograph, The io oe Swan Pencil Co., Inc 199 
Guide System & Supply Co.174 Mittag & Volger, Inc 69 
c Gunlocke, W. H., Chair Co.162 Mon Bureau 208 T 
Gunn Furniture Co 194 Moore Push-Pin Co.......192 
Canode Ink & Offi. Sup. Co.124 Guth Incorporated 176 Multi-Print System Co....202 Tell City Desk Co ...184 
Cardinell Ink-Out Mfg. Co.200 Munson Supply Co .140 Terrell’s Equip. Co 146 
Carpenter, E. W., Mfg. Co.203 H Mutschler Bros. Co 90 Tip Top Mfg. Co ..204 
Clarotype Co., The 205 ‘ ae Myrtle Desk Co 93 Todd Co., The .-101 
Collins, H. H., Ink Erad. .203 Haglund, R ~ ped Toledo Metal Furniture Co.109 
Colonial Chair Co 72 Hall- Welter ‘ — od N Triner Scale & Mfg Co - 196 
Columbia Rib. & Carb. Co. 80 Hanson Scale —_ — r Turner & Harrison Pen Co.202 
Columbia Steel Eq. Co °11 Harter (¢ orporation : 143 Natl Blank Book Co... 205 Tybon Corp 198 
Golambian Ast Werks 178 Harvey, Fred W., Co 203 Natl Brief Case Mfg. Co. .165 
Colytt Laboratories Co 204 Hellesoe Hans H . 162 Natl Business Show Co 210 U 
Conrades Mfg. Co 178 Higgins, Cc. M. & Co 204 Natl Cash tegister Co 96 
Continental Felt Co 192 High Point fending & Natl FiberstoK Env. Co..165 Taderweed Willett « Wishes 
Cook, H. C., Co 184 Chair Co.. ; 33 Natl Vule. Fibre Co 189 Co 122 Back Cover 
Corona Adding Machine 130 Hoffman, L 196 Netdi h Process Co... ESS Underwood Tw... Back Cover 
Corona Typewriter 79 Hoosier De sk Co tee 136 Newark Chair Co.. Ine 182 Union Ribbon & Carb Co. .204 
Corry-Jamestown Mfg. Cp.158 Horn, W. C., Bro. & Co...205 New Indiana Chair Co 76 Us seca Sien Co "201 
ceed — ey 2 Hotchkiss Sales Co 114 N. Y. Silicate Bk. Slate Co.203 . = sede ior 
< aay — Co a Sunt C. Howard. Pen Co. .189 S. Envelope Co — 
Crown Ribbon & Carb. (o.185 , re) 1. S. Lace Paper Wks.....181 
l U. S. Tw. Ribbon Mfg. Co..200 
O Office Appliance Co., The. .191 
Davenport-Taylor Mfg. Co.178 Ideal School Supply Co 193 Old Town Rib. & Carb. Co 194 Vv 
Davide, Thadéeus, Ink Co.tm  * DX Mee. S Rae Corp. ee, OS BS. CO — / , 
Defiance Sales Corp 188 Imperial Desk Co .147 Onken, The Oscar Co . 203 Vanderbilt Mfg ~ E - 107 
Detroit Metal Spec. Co 19g +« Emperial Furniture Co. 149 Org. Verlagsgesellschaft 209 «Van Dorn Metal Furn 1u8, 39 
Dick, A. B., Co 71 | ‘Imperial Methods Co.......170 Orpin Desk Co ...208 Van Valkenburg, L. D., Co.200 
Diebold Safe & Lock Co..153 Imperial Steel Cabinet Co.173 Orthwine, R ‘ 201 Varityper Incorporated . 180 
Diemer, John F.. Co 190 Imprvd Bos hner Binder Co 204 Oxford Filing Sup. Co 142 Vie tor Safe & Equip. Co. 8 
Dietz, J. F., Co 186 Imprvd. File & Rack Co 20S vee a he Se we alas 
Douglas Mfg. Co 166 Indiana Desk Co 7 - 
Downey, The C. L., Co 203 Ink-Out Mfg. Co sue Pacific Cb. & Rib. Mfg. Co.163 ” 
Dunleavy Co., The 177 Int'l Printing Ink Corp 135 Pas erhe + « . MIs “te a ’ . , 
Invincible Metal Furn. Co.112 arrot Speed Fastener Cp.161 Wabash Cabinet Co .110 
. Paul, Edward P., & Co. ~~ 162 Wagemaker Co itty en eae 171 
J Peerless Carb. & Rib. Co. .202 Wark-Beacon Sl. Furn. Co.193 
Eaton, Crane & Pike 181 . . Peerless Key Co., ine . oe Warshaw Mfg. Co., Inc... .203 
Economy Products Corp 202 Jamestown Metal Desk Co 95 Peerless Wire Goods Co...186 Webster, F. S., Co a 
Elliott Address. Mach. Co.117 Jasper Chair Co 206 Pelouze Mfg Co 189 Western Furniture Co.....177 
Elliott-Fisher Co 122 Jasper Desk Co 206 Phillips Rib. «& Carb Co..139 Weston, Byron Co _.160 
Endlok Parts Co.. Inc 198 Pierce, S. K., & Son Co 187 Wholesale Typewriter Co. .166 
Englewood Desk Co 81 K Polar Mfg. Co : 175 Wiggins, John B., Co......199 
Error-No Ime 190 Kalamazoo Stationery Co. .183 Portable Adding Mach Co 130 Woodstock Typewrite r Co.213 
Evansville Desk Co 164 Kay-Dee Co....... ee ee SS. ues ~6©—- Worcester Wire Nov. Co. .194 
Eveready Mfg. Co 166 Kihn Bros 190 Pre sste el Engine er. Corp 167 Wrenn Paper Co .168 
Executab Corp 187 K liar Mfe. Cor 97 Price Bros : sie 
Silian Mfg rp 197 
- Kohihaas Co., Th« 169 Q v 
L Quality Park Envelope Co. 82 Yankee Paper & Spec. Co.191 
Faber, A. W 94 Queen Ribbon & Carb. Co.206 Yawman & Erbe Mfg. 


Faber, Eberhard 133 Lanston Monotype Mch. Co.183 Quigley Furniture Co 169 ee 91, 145 





JULY, 1930 


Adding Machines 


Barrett Desk Machines.......183 
Burroughs Adding Mach Co. .212 
Corona Adding Machine...... 130 
Elliott-Fisher Co. .........+.. 122 
General Office Equip. Co..... 122 


Lanston Monotype Mach. Co. .183 
Portable Adding Machine Co.130 
Sundstrand Add. Machine....122 
Machines, Rebuilt 
Reliable Typewr. & Add. Mch. 
Corp. 
Adding Machine Rolls and —. 
Rockwell-Barnes Co. 
U. S. Lace Paper Works..... 181 
Yankee Paper & Spec. Co....191 
Adding Typewriters 
Burroughs Adding Mach. Co. .212 
Elliott-Fisher Co. 122 
Underwood Elliott-Fisher.... 
re ee 122, Back Cover 
Addressing Machines 
Elliott Address. Mach. Co...117 
Adhesive Tape 
Quality Park Env. Co...... 82 
Adhesives 
(See Inks, Adhesives, etc.) 


Arch and Clipboards 
Free Hand Binder Co...... 


.181 

Globe-Wernicke Co....... 115, 16 

Rockwell-Barnes Co. ........150 
Autographic Registers 

Multi-Print Systems Co...... 202 


Ball Bearings for Metal Off. Furn. 
SD Gs - Gv cccsececece 197 


Ballot Boxes 
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Bankers’ Note Cases 


( ¥ i Serer 166 
General Fireproofing Co...... 99 
Globe-Wernicke Co. ...... 16 


Van Dorn Metal Furniture. 118, 19 
Billing Machines 

Burroughs Adding Mach. Co 4 

Elliott-Fisher Co. 

General Office Equip. Co..... 122 

Underwood Typewriter Co.... 
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Binders, Catalog and Periodical 

Aigner, G. J., Co 201 

American Clip Co............ 132 
Blackboards (Framed) 

N. Y. Silicate Book Slate Co.203 


Rockwell-Barnes Co. ....... 
Blanks for Bonds and Stocks 
Kihn Bros. 1 


Blotters 
Wrenn Paper Co............. 168 
Blue Print and Plan File Cabinets 
All-Steel-Equip. Co. ........ 75 
Berger Mfg. Co.......... 118, 19 
veneral Fireproofing Co...... 99 


Globe-Wernicke (Co. 
Van Dorn Metal Furniture. 118, 19 
Yawman and Erbe Mfg. Co 
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Bond Boxes 
Corry-Jamestown Mfg. Oorp..158 
General Fireproofing Co...... 99 
Globe-Wernicke Co. ...... 115, 16 
Steel Equipment Corp........ 83 
Book Cases 
All-Steel-Equip. Co. .. 75 
Art Metal Construction Co. ‘141 
Globe-Wernicke Co. . 115, 16 
Gunn Furniture Co........... "194 
"i Se ““eaeeaae 126 
\o.) £, Se 169 


Van Dorn Metal Furniture.118, 19 
Yawman and Erbe Mfg. Co 
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Bookholders 

American Clip Co....... — 

American Electric Co........127 
Book Rings 


Carpenter, BE. W., Mfg. Co..203 
Bookkeeping Machines 


Burroughs Adding Mach. Co. .212 


Elliott-Fisher Co. ........... 122 
General Office Equip. Co. -122 
Underwood Typewriter C i a 
$806.006 60066 Back Oover 
Box Files 
} ae Fireproofing Co. . 99 
jlobe-Wernicke Co. ..... 115, 16 
Brief Cases . 


Nat'l Brief Case Mfg. Co... .165 
Bulletin Boards 
a York Silicate Bk. Slate 


Suis Shows 


National Business Show Co. .210 
Busses 

Art Metal Construction Co...141 

General Fireproofing Co...... 99 
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Toledo Metal Furn. Co...... 109 
Calculating Devices 

Meilicke Systems, Inc....... 186 


Reliable Tw. & A. M. O....200 
Calculating Machines 
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Burroughs Adding Mach. Co.212 

Lanston Monotype Mch. Co..183 

Portable Adding Machine ©o0.130 
Calculating Machines, t 

mameatte Sypewe. & Add. Mch. 





Calendar Pads and Stands 


Columbian Art Works........ 178 

Defiance Sales Corp.......... 188 

I. D. L. Mfg. & Sales Corp..190 
Carbon Papers 

(See Ribbons and Carbons) 


Gard Cases, Pocket 
Gardner, P. A., Leather Wks.200 
Improved Boehner Binder Co.204 


Wiggins, The John B., Co...199 
Cash Boxes 
Art Steel Co., Imc.......... 166 


Cash Registers 
Nat'l Cash Register Co., 
Portable Add. Machine Co... .130 
a Shoes, Etc. 


Rice Products Co............ 78 
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Chair Irons 

Gilson-Bolens Mfg. Co....... 17 
Chair Pads and Cushions 

Continental Felt Co.......... 192 

Economy Products Corp.... 2 


Desk File Racks 





Impr. File & Rack Co....... 205 
Desk Pad Sets 

PURGS BM, coc wse dseccecvess 177 
Desk Pads, Blotter 

Boorum & Pease Co......... 154 

Fox, Geo. E., & Co 
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Price Bros. .... 

Sainberg & Co sobesevevosevad 

Sun Rubber Co 

Superior Office Spec. Co...... 186 
Desk Pads, Glass 
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Desk Pads, Linoleum 

Fox, Geo. E., & Co.......... 74 
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Sainmberg & Co....... 2.605555 169 

Superior Office Spec. Co...... 186 
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here, 


information will 


advertised are here classified. 
requirements of the modern business office are 
represented. Should subscribers be interested 
in any article of office equipment not listed 


they are cordially 


CLASSIFICATIONS 


For the benefit of the subscribers the lines 


Many of the 


invited to communi- 


cate with the service bureau, through which the 
be promptly and cheerfully 


furnished by letter, without obligation. 
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3 (seer 175 
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Gum Rubber Co..............188 
Chairs 
Colonial Chair Co............ 172 
Conrades Mfg. Co...........178 
Crocker Chair Co............ 174 
Weite-Cross Oo. .....ce0..+e kB 


Gunlocke, W. H., Chair Co. .162 
High Point Bending & Ch. Co. 92 


Jasper Chair Oo............. 206 
Milwaukee Chair Co......... 151 
Newark Chair Co............ 182 
New Indiana Chair Co....... 76 
Pierce, 8. K., & Son....... 187 
Press-Stone M fg eo ...198 
Pe GEM, saccecanncteaceseuas 148 


Sturgis Posture Chair (©o....176 
Toledo Metal Furniture Co. .109 
Vanderbilt Mfg. Co.......... 107 
Wark-Beacon Steel Furn. Co.193 
Check Protectors & Writers =. 
Hall-Welter Co. . 
Safe-Guard Corp. 
Todd Co. 
Check Protectors and ta Used 
Reliable Tw. & A. . 200 


Check Sorters 
Kohlhaas Co., The........... 169 
Checks, Stamped Metal 
Meyer & Wenthe............ 197 
Stewart, R. A., & Co........ 97 


Clips, Paper (See Paper Clips) 


Coin Bags, Trays and Weegoems 
Art Steel Co., Imc........... 166 
Downey, The 2 i daanne 203 

Copyholders 
American Clip Co............ 132 
American Electric Co........ 127 
Ps: BO saccovcccccése 190 
Readeasy Copyholder ........ 204 


Copying Devices and Supplies 
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Yawman & Erbe........ 91, 145 
Costumers 

Conrades Mfg. Co......... ..178 

Globe-Wernicke Co ee pan 16 

Jamestown Metal Desk Co. 95 

Quigley Furniture Co........ 169 

Sanymetal Products Corp... .182 
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Batemerse GB Dds ccocccsvecceses 169 


Worcester Wire Novelty Co..194 


Desk Work Distributors 
Bristow, Stanley R.......... 202 
Fox, Geo. E., & Co 
Globe- Wernicke Co. 
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> WANTS AnD FOR SALE © 


The rate for Classified Advertisements is eight cents a word. Minimum charge, $1.60. 





SITUATIONS WANTED 


and office supply salesman seeks new 
connection, preferably in the Southeast Has acted as sales- 
man and officer of retail stationery concern. Familiar with 
principal lines of filing equipment, also with visible records and 
loose leaf. Thirty-four years of age, married, one child. Will 
consider any desirable opening with established retailer or 
as representative of manufacturer calling upon the dealers 
While now located in the South, will consider anything avail- 
able in other sectier nt references Address T-70, 
care Office Appliances, Chicago. 


OFFICE FURNITURE 


" " 


MECHANIC—Thirteen vears’' experience on leading makes type- 
writers, adding machines, and other office equipment Experi- 
enced as foreman, large scale rebuilding, and factory instructed. 
Young man, good health, education, and personality; unques- 
tionable references Only first class figms considered Give 
proposition and details in reply. Address C-66, care Office Ap- 
pliances, Chicago 

OFFICE FURNITURE salesman, with seventeen years’ experi- 
ence selling filing cabinets, desks, chairs and office appliances, 
direct or to trade Seeking connections with office equipment 
dealer or manufacturer No objection to traveling Best ref- 
erences furnished Give proposition and details in reply. Ad- 
dress P-S83, care Office Appliances, Chicago 


TYPEWRITER MECHANIC, single, 22 years old, now em- 
ployed, has had thorough training for past five years in large 
all makes shop wishes connection with responsible Royal dealer 
in the south Can handle small service dept. and furnish best 
reference Address R-64, Office Appliance, Chicago 





TYPEWRITER MECHANIC, age 29, open for new connection 


anywhere, preferably with L. C. Smith and Corona dealer. 
Fourteen years’ experience Joseph Paull, 7040 S. Rockwell 
St.,. Chicago 


SALESMEN WANTED 
WE WANT FOUR real salesmen for the stationery trade who 
are willing to work exclusively for us and along lines the way 
we want them to; States of Michigan, Pennsylvania, Ohio, New 


York, New Jersey Maryland, Delaware and New England; 
must own car; remuneration on a salary basis adjusted accord- 
ing to earnings; references required Neva-Clog Products, 


Inc., Bridgeport, Conn 
HIGH GRADE SALESMAN wanted for one of the leading office 
furniture houses in the Central West We want a man who 
is accustomed to doing things in a big way and can earn for 
himself more than $10,000 annually This is a wonderful prop- 
osition for a man of the right caliber Address Z-105, care 
Office Appliances, Chicago 
OUR HIGH-GRADE TYPEWRITER SPECIALTY is being suc- 
cessfully and profitably sold by typewriter salesmen, repair 
men, supply and specialty salesmen This is a golden oppor- 
tunity for anyone calling on office trade Territories are being 
allotted now Write for details and selling plans Address 
5-102, care Office Appliances, Chicago. 
MANUFACTURER OF BOX FILES, transfer cases, etc., has 
opening for one or two reliable salesmen to handle their line 
on commission basis in conjunction with other non-competing 
lines In reply state territory now traveling and lines now 
handling Address W-68, care Office Appliances, Chicago 
SELL ENVELOPES—A profitable side line for salesmen now 
handling any kind of office appliance Exclusive’ territory 
Write fully to Outlook Envelope Company, 1001 West Washing- 
ton Street, Chicago, Ill 

MECHANICS WANTED 


WANTED—tTypewriter and office appliance mechanic Selling 
abiilty desirable though not essential. Must be steady and 
capable If employed at present state your reason for wishing 
to change Answer fully, giving age, experience, single or 
married, salary and references. Application strictly confiden- 
tial. ©. D. Morrill, Ann Arbor, Michigan 
FOR RENT 


OFFICE AND DISPLAY space, stationery and appliance floor, 
Merchandise Mart, including telephone and reception clerk. 
Excellent for sales representative. Address 11,102 Merchandise 


Mart, Chicago 


BUSINESS OPPORTUNITIES 








FOR SALE—Stationery and office supply store in a prosper- 
ous thirty thousand population college, railroad and school town 
in central Illinois. Long lease, good location and moderate 
rent. Other interests reason for selling. Address A-65, care 
Office Appliances, Chicago. 


SALE—Typewriter, machine and 


FOR adding eash register 
business located in California, city of 35,000, business estab- 
lished eight years. Address O-101, care Office Appliances, Chi- 
cago 


STORE FOR SALE—Must be sold on account of death of pro- 
prietor. Up to date stock. Fine location. Cataract Book and 
Stationery Co., Sioux Falls, S. Dak 








TYPEWRITER EXCHANGE—Good town of 20,000, southern 
Minnesota. Handles full Remington line. Established two years. 
Volume, $11,000 last year. Wishes good partner with $1,800 or 
will sell outright. Address B-156, care Office Appliances, Chi- 


cago. 











DISTRIBUTORS WANTED 








WANT REPRESENTATIVES at several points for line of fil- 
ing specialties. Local, exclusive contract. Permanent, profita- 
ble business assured to man selected. Sell direct to consumer 
large concerns. Write qualifications. fully. General 
Fisher Bldg., Chicago 


mostly 
Filing Co., 


REPRESENTATIVES AVAILABLE 





SUCCESSFUL OFFICE specialty salesman seeks Chicago dis- 
tribution for high grade office appliance to be sold direct to 
user. Equipped to handle any meritorious specialty line either 
mechanical or systems. Accustomed to selling on a large scale 
Financially responsible. Can give manufacturer worth while 
representation. Address V-66, care Office Appliances, Chicago. 





FORMER MANAGER and part owner of commercial station- 
ery business desires to represent one or two manufacturers in 
Pacific Coast territory. Personally acquainted with all the 
leading retailers. Prefers a line which can be warehoused in 
Loe Angeles or San Francisco, but that is not essential. In 
a position to do excellent work for some manufacturer who is 
not now properly represented in the coast states. Will gladly 
consider any line of merit which offers possibilities for suit- 
able sales volume. Address Y-67, care Office Appliances, Chi- 
cago. 





TOLEDO REPRESENTATIVE of prominent ribbon and carbon 
company, whose territory includes surrounding counties and 
three counties in Michigan, seeks a specialty line which can 
be sold to ribbon and carbon users. Sells direct to users, call- 
ing upon all oftices and factories. Address X-155, care Office 
Appliances, Chicago. 


FOR SALE AND WANTED TO BUY. 





ELLIOTT-FISHER billing and bookkeeping machines bought 


and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 





REBUILT DICTAPHONES AND EDIPHONES like new, very 
Also, all other types of Office Equipment bought, 
and exchanged All machines guaranteed for a 
High-grade typewriter ribbons and carbon 
Office Machines Corp., 1442 8. 
Attractive proposition to dealers. 


reasonable. 
sold, rebuilt 
period of one year. 
paper at lowest prices. Ace 
Crawford Ave., Chicago, Il. 
Write for particulars. 





ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 





NATIONAL CASH REGISTERS, all styles, sizes bought, sold 
and exchanged. We can save you money. Henry Kass, Inc., 
Cash Register Systems Experts, 640 Broadway, cor. Van Tromp 
St., Albany, N. Y. 








ALL MODELS ELLIOTT-FISHER billing and bookkeeping 
machines bought and sold. Robt. Novak & Co., 537 8S. Dear- 
born St., Chicago. 

ADDRESSING MACHINES, comptometers, dictaphones, Edi- 
phones, Kardex cabinets, mineographs, multigraphs, bought 
and sold. Hanover Office Equipment Co., 58 Greenwich St., 


New York City. 
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TRADE OPPORTUNITIES 


The detailed inquiries which follow have been received direct 
from readers of Office Appliances. They are tangible business 
opportunities which are well worth following. 





Wants Abroad 


Cape Town, South Africa.—Modern Office Equipment (Pr 
prietary) Ltd Murray House Bure street, has been estab 
lished by A. G. Burchell, formerly manager for A. Tunley & 
Company Mr. Burchell has had ten years’ experience in met 
chandi ances, and is interested in a few add 


ing office appl 
tional lines for the western province area of the Cape The 
new company ha secured agencies for Mimeograph stencil 
duplicators, Dictaphones, Demountable typewriter and Elliott 
addressing machines 


Dublin, treland The Ajax Trading Company, 4 Lower 
©’Connel street, has been organized by Michael Devlin to dis 
tribute office equipment and supplies He desires additional 
lines, particularly metal furniture, mechanical equipment and 
other items not ibject to high import duties Mr. Devlin is a 
wholesaler in paper lines He was a delegate to the silver 
jubilee of Rotary International at Chicago, and is honorary 
representative of the Leipzig International Industries fair 

Wanted Here at Home 

Brooklyn, N. Y.—Thomas J. Morris, 186 Joralemon street, 
fishes to take on several additional lines He has been han 
dling office specialties in this city over ten years Mr. Morris 
is well acquainted personally with the trade, and in addition 


has several salesmen in the territory 


Chicago, Il! A specialty salesman seeks Chicago distributior 


for a high grade office appliance line to be sold direct to users 
His sales volume has been well above the average He will 
consider any worth while line which will respond to vigorous 
Speciality se ng Address Sem-23. care Office Appliances, 417 
South Dearborn street, Chicago, Ill 

Greensboro, N. C.—F. E. Brockmann, 506 South Cedar street 


is open for a connection requiring an experienced office furni- 
ture and supply salesman Has held executive positions, and 
is familiar with principal lines of filing equipment, loose leaf 
and visible index systems Is thirty-four years old, married 
and has one child Will consider opening with an established 


retailer, or as representative of manufacturer calling on the 


dealer trade 
San Francisco, Calif.-O. E. Frankenthal, 582 Market street, 
seeks an additional line to be sold to stationery dealers in Cali- 


Washington He maintains an office and 
staff of three salesmen His organ- 
lines on commission 


Uregon and 
room, as well as a 
now two 


fornia 
display 
ization is 


selling 


Correction for Mail Lists. 
Haverhill Mass Ozley’s, Inc., was liquidated 
years ago, but several manufacturers continue to send mail to 
this address Wr. Ovley is now connected with the Thorp 4 
Martin Company, Boston, and requests manufacturers and others 
to remove the name of Oxley’s, Inc., from their mailing systeme 


about two 








OFFICE APPLIANCES 


Commerce Department Trade Opportunities 


sent to the U. 8S. Commerce Department from repre- 
Recognized business establishments can secure 
on application to the Bureau of Foreign 
Washington, or to the district and 
number of the trade 


Inquiries 
sentatives abroad 
names and addresses 
and Domestic Commerce at 
co-operative offices, mentioning the file 
opportunities wanted 


Equipment, office ncluding safes, filing cabinets, sectional 
bookcases and typewriter tables, Victoria, Brazi N 54,801 
agency desired 

Furniture, steel, knocked down neluding desks tables, 
chairs beds and physicians furniture Sar Salvador 
El Salvador.—No. 46,116; purchase contemplated 

Machinery, typewriter ribbon manufacturing, including ink- 
ing and winding machines, Rio de Janeiro, Braz No. 45,730; 
purchase contemplated 

Machines, adding, ten key, 3erlin Germany No 16,119; 
agency desired 

Machines, adding and calculating Dresder Germany) 
16,077; purchase r agency contemplated 

Machines, adding and calculating, Hamburg, Germany No 


16,105; agency desired 
Machines, adding, Paris, France No. 46,118; purchase and 

agency contemplated 
adding and calculating, Winnipeg, Canada No 


_Machine Ss, 


45.738: agency desired 

Machines, coin handling, sorting, changing and vending, Wel- 
lington. New Zealand.—No. 46,048; agency desired 

Machines, Multigraph, Dresden, Germany No. 46,077; pur- 


contemplated 
portable 


cnase or agency 
Machines, typewriter, 
agency desire« 
Machines, typewriter, rebuilt, 
120; purchase contemplated 


Barcelona, Spain No. 46,115; 


Brussels, Belgium No 46. - 


Nibs, gold pen, 18 karat, Toulouse, France No. 46,117; pur- 
chase contemplated 

Nibs, gold, for fountain pens, Wellington, New Zealand No 
45,818; agency desired 

Paper, base, for use with gelatine duplicators, Liverpool 
England No. 45,688; purchase contemplated 

Paper, Multigraph, Johannesburg South Africa—No. 45,5816; 


agency desired 
Pencils Edmonton, 
plate d 
Pyroxylin 
contemplated 


contem- 


Canada—No 


plastic, Edmonton, Canada No. 45,82¢ purchase 


Pvyroxylin, casein and synthetic resin rods for fountain pen 
manufacture, Milan, Italy.—No. 45,819; purchase contemplated 

Ribbons, typewriter, carbon paper and supplies, Barcelona, 
Spain.—No. 46,115; agency desired 

Specialities, office, Paris, France No. 46,118; purchase and 
agency contemplated 

Supplies, office, Paris, France No 16,118; purchase and 


contemplated 
office (small items), San 


purchase or agency contemplated 


agency 


Supplies 


Juan, P. R No. 45.690: 

















ham C. Stickney Hillsids N J is York, N. Y., a corporation of New Jer- 
signor to Underwood Elliott Fisher Con Sey 2 Orig nal application filed July 15, 
pany, New York, N. Y., a corporation of RECENT PATENTS 1924, Serial Ne 120,00 ° Divided and this 
Delaware) Filed December , 1927 application filed June . 1927 Serial No 
Granted May 6. 193( Serial No. 237.268 196,187, Granted June 3, 1930 
1,7 122. Guide card for index systems Copies of patents herein listed can be ob- 1,761,407. Pencil. Patrick J. O'Sullivan, 
David FE. Hunter Muskegon Mic} (as tained from the Commissioner of Patents, Brooklyn, N y (assignor to Blaisdell 
signor to The Shaw-Walker Compans Washington, D. C., for ten cents each in Pencil Company, Philadelphia, Penna a 
Muskegon. Mic! corporation of Mic] cash, postoffice money orders or certified corporation of Pennsylvani Filed May 
igan) Filed January 20. 1927 Granté check Stamps and personal checks not 25, 1929. Granted June 3, 193¢ Serial No 
May 6. 1930 Serial No. 162.235 accepted. 365,802. 
1.757.123 Tabulating machine Clair —_—_—— 1,761,417 Merchandise-display card. 
D. Lake and Ralph |! Page, Binghamt Emil G Storck, Philadelphia Penna 
N. Y. (assignors to The Tabulating Ma 1,761,056 Typewriting machine Jesse (assignor to Moore Push-Pin Company 
chine Companys Endicott. N y , ! ,\. B. Smith. Stamford, Conn. (assignor Philadelphia Penna., a corporation of 
poration of New Jers Filed Februar te Underwood-Elliott-Fisher Company Pennsylvania) Filed March 22 1928 
192 Grant M 1936 Serial N New York, N. Y L corp on of Dela Granted June 3, 1930. Serial No. 263.897 
g Oe) € | ‘ ’ T J ; « ntec« 
© june 930. Serial ‘No "687 ee | 1,761,430. Adding attachment for type- 
l 134 AC machine Rol — x 2 writing machines Gustave O. Degener 
eT I NM eT Detr M i (as KT I 1 761 01s Account ol Gust Lv Kal ean Francisco Calif (assignor to Royal 
Burroughs Adding Ma ne Compar Ly ida, Pittsburgh Penna Filed October Typewriter Company, In : York, N 
troit, Mic rporat f Michigar 26, 1929. Granted June 1930. Serial No Y., a corporation of New Yo Original 
Filed July 23, 1928 Granted May 6, 193 402,560 ipplication filed June 10, 1926, Serial No 
Serial N 294,637 1.761.080 Typewriting machine Arthur 114,950 Divided and this application filed 
l 7,269 Typewriting machine Burn F. Lear, Brooklyn, N. Y. (assignor to Un May 25, 1927, Serial No. 194.132. Granted 
ham Cc Stickney Hillsids N J (a derwood Elliott Fisher Company New June 1930 
signor to Underwood El t Fisher C York, N. Y., a corporation of Delaware) 1,761,542 Cash register Bernis M 
par New York, N. ¥ i corporatior f Filed December 9, 1926. Granted June Shipley, Dayton, Ohio (assignor by mesne 
Delaware) Filed May 1 192 Se 1930 Serial No. 15 ‘ issignments, to The National Cas} teg- 
No. 29,87 Renewed November 7, 1928 1.761.176 Per orter Grant lL) ster Companys Dayton, Ohic 1 corpora- 
Granted May 6, 19 Bradshaw, Pittsburgh, Penna. Filed De tion of Maryland). Filed January 2, 1923 
l S Pe pad Alfred B ember 10, 1926 Granted June 193 Granted June 1930 Serial No. 610,273 
steir Elizabet! N J Filed Jui x Serial No. 153,7 1,761,547 Cash register Frederick H 
192% Grar 1 May ¢ 193¢ Se N 1,761.30 Drawer struction for f Tyler, Dayton, Ohio (assignor to The Na- 
H1,98 ne binets David Hunter Muske tional Cas} Register Company Dayton 
8 Index tab. George W. Sc fe gon, Mich. (assignor The Shaw-Waik Ohio, a corporation of Maryland) Filed 
South Braintre: Mass. (assignor t Ad er Company, Muskegon, Mich., a corpora June 15, 1928 Granted June 3 1930 
T ograph ¢ par ( ore il.. ' tion of Michigan) “iled October 18 Serial No. 285,532 
rporation of Delaware). Original appl 1926. Granted June 1930. Serial Ne 1,761,548 Cash register Edward J 
ition filed October 26 Se i N 142,14 Von Pein Dayton Ohio (assignor by 
+825 Divided nd t ipplication 1,761,404 Typewriter machins Louis mesne assignments, to The National 
May 8, 1928 _ Granted M f 1936 Se A Nemecovsky New York N y (as Cash Register Company, Dayton, Ohio, a 
! No 6,¢ signor to Sun Typewriter Company, New orporation of Maryland). Filed April 23, 
1 68 Card unit f visil ra York, N. Y., a corporation of New Jer 1920. Granted June 3, 1930. Serial No 
anon R 1 Hoel hild Rar sey) Orig nal application filed July 1 576,088 
Germar (assignor to the Firt \ 1926 Serial No. (26,063. | Divided and 1,761,549. Cash register Edward J 
hmidtmann, | G ny) I his application filed April 23 1927, Seri Von Pein, Dayton, Ohio (assignor, by 
August 8, 1928, Ser N 8.96 nd 185,958 Granted Jun 1930 mesne assignments, to The National 
Germar Febr .. Granted M 1,761,405 Typewriting machine Lou Cash Register Company, Dayton, Ohio. a 
6. 19 A. Nemcovsky New York, N. Y. (as orporation of Maryland). Filed April 26, 


JULY, 1930 
1923. Granted June 3, 1930. Serial No. 
634,739. 

1,761,555. Cash register. Charles H. 
Arnold, Dayton, Ohio (assignor by mesne 
assignments, to The National Cash Reg- 


Dayton, Ohio, a corpora- 
Filed December 17, 
1930. Serial No. 


ister Company, 
tion of Maryland). 
1924. Granted June 3, 
756,532. 

1,761,571. Cash register. Wilhelm 
Kropff, Berlin-Charlottenburg, Ger- 
many (assignor to The National Cash 
Register Company, Dayton, Ohio, a cor- 
poration of Maryland). Filed July 5, 
1928, Serial No. 290,543, and in Germany, 


August 4, 1927. Granted June 3, 1930. 
1,761,572. Cash register. Wilhelm 
Kropff, Berlin-Charlottenburg, Germany 


(assignor to The National Cash Register 
Company, Dayton, Ohio, a corporation of 
Maryland). Filed July 14, 1928, Serial No. 
292,681, and in Germany August 15, 1927 
Granted June 3, 1930. 

1,761,589. Loose-leaf 
Schade, Holyoke, Mass. (assignor to Na- 
tional Blank Book Company, Holyoke, 
Mass., a corporation of Massachusetts). 
Filed June 1, 1928. Granted June 3, 1930. 
Serial No. 282,090 

1,761,640. Stapling 
Palmgren, Chicago, III. 
1928. Granted June 3, 
258,923. 

1,761,643. Indicating mechanism for 
eash registers. Bernis M. Shipley, Day- 
ton, Ohio (assignor by mesne assign- 
ments, to The National Cash Register 
Company, Dayton, Ohio, a corporation of 
Maryland). Filed October 31, 1925. Grant- 
ed June 3, 1930. Serial No. 66,056. 

4,761,644. Cash register. Bernis M. 
Shipley, Dayton (assignor to The Na- 
tional Cash Register Company, Dayton, 
Ohio, a corporation of Maryland). Filed 
May 24, 1926. Granted June 3, 1930. Se- 
rial No. 111,308. 

1,761,651. Cash register. Samuel Brand, 
Dayton, Ohio (assignor by mesne assign- 
ments, to The National Cash Register 
Company, Dayton, Ohio, a corporation of 
Maryland). Filed February 2, 1924. Grant- 
ed June 3, 1930. Serial No. 690,239. 

1,761,656. Cash register. Arthur R. Col- 
ley, Dayton, Ohio (assignor by mesne as- 
signment to The National Cash Regis- 
ter Company, Dayton, Ohio, a corpora- 
tion of Maryland). Filed June 4, 1924. 
Granted June 3, 1930. Serial No. 717,747. 

1,761,661. Filing appliance. William E. 
Dunning and Jacob Bachofen, Alliance, 
Ohio (assignor to The McCaskey Regis- 


book. John 


device. Carl A. 
Filed March 3, 
1930. Serial No. 


ter Company, Alliance, Ohio, a corpora- 
tion of Ohio). Filed October 27, 1926. 
Granted June 3, 1930. Serial No. 144,620. 


1,761,689. Cash register. Bernis M. 
Shipley, Dayton, Ohio (assignor by mesne 
assignments to The National Cash Reg- 
ister Company, Dayton, Ohio, a corpora- 
tion of Maryland). Filed March 17, 1924. 
Granted June 3, 1930. Serial No. 699,919. 


i. 761,701 Cash register. Friedrich W. 
serger, Beriin, Germany (assignor 
to The National Cash Register Company, 


Dayton, Ohio, a corporation of Maryland). 
Filed April 20, 1929. Serial No. 356,809, 
and in Germany April 21, 1928. Granted 
June 3, 1930. 


1,761,704. Office cabinet. David A. 
Bryce, Darien, Conn. Filed September 6, 
1928 Granted June 3, 1930. Serial No. 
304,319. 

1,761,718 Cash register. Frederick 
Lincoln Fuller, Bridgeport, Conn. (as- 


signor by mesne assignments to The Na- 
tional Cash Register Company, Dayton, 
Ohio, a corporation of Maryland). Filed 
May 23, 1919. Granted June 3, 1930. Se- 
rial No. 299,112. 

1,761,719. Cash register. Frederick L. 
Fuller, Ilion, N. Y. (assignor to The Na- 
tional Cash Register Company, Dayton, 
Ohio, a corporation of Maryland). Orig- 
inal application filed May 23, 1919. Serial 
No. 299,112. Divided and this application 
filed April 30, 1927 Serial No. 187,861. 
Granted June 3, 1930 

1,761,722. Dry stencil. 
stein. Springfield, Mass. 
8, 1928, Serial No. 324,605. Renewed Feb- 
ruary 13, 1930. Granted June 3, 1930. 

1,761,742. Subtraction control for calcu- 


Harry Gorden- 
Filed December 


lating machines. Nathan W. Perkins, 
Kast Orange, N. J. (assignor to Ellis 
Adding Typewriter Company, Newark, 
N. J a corporation of New Jersey). 
Filed January 28, 1926. Granted June 3, 


1930. Serial No. 84,471. 
1,761,758. Typewriter. 

Thompson, Rochester, N. Y. 

~ ale -ctromatic Typewriters, Inc., 


Russell G. 
(assignor to 

Rochester, 
a corporation of New York) Filed 
Pebews iry 11, 1928, Serial No. 253,727. Re- 


rowed October 31, 1929. Granted June 3, 
1930. 

1,761,795. Typewriting machine. Alfred 
G. F. Kurowski, Brooklyn, N. Y. (as- 
signor to Underwood Elliott Fisher Com- 
pany, New York, N. Y., a corporation of 
Delaware). Filed September 18, 1925. 
Granted June 3, 1930. Serial No. 57,053. 

1,761,903 Penholder. Irwin C. Brad- 
ley, Brattleboro, Vt. Filed October 7, 


i929. Granted June 3, 1930. Serial No. 
398,041. 

1,761,995. Price tag holder. John P. 
Siebe, Sacramento, Calif. Filed March 
14, 1929. Granted June 3, 1930. Serial 
No. 347,021. 

1,762,103. Fountain pen and _ stand 


therefor. William Irving Ferris, West- 
field, N. J. (assignor to L. E. Waterman 
Company, New York, N. Y., a corporation 
of New York). Filed October 9, 1926. 
Granted June 3, 1930. Serial No. 140,462. 

1,762,104. Stand for fountain pens. 
Robert C. Liddell, Little Falls, N. J. (as- 


signor to L. E. Waterman Company, New 
York, N. Y., a corporation of New York). 
Filed February 2, 1928. Granted June 3, 
1930. Serial No. 251,244. 

1,762,145. Tabulating machine. George 
F. Daly and Ralph E. Page, Binghamton, 
N. Y. (assignors to The Tabulating Ma- 
chine Company, Endicott, N. Y., a cor- 
poration of New Jersey). Filed Hebruary 
5, 1925. Granted June 10, 1930. Serial 
No. 6,980. 

1,762,173. Typewriting machine. Wil- 
liam F. Helmond, West Hartford, Conn. 
(assignor to Underwood Elliott Fisher 
Company, New York, N. Y., a corpora- 
tion of Delaware). Filed April 23, 1928. 
Granted June 10, 1930. Serial No. 272,052. 
Stamp dispensing machine. 
William F. Schweiger, Rochester, N. Y. 
(assignor to Multipost Company, Inc., 
Rochester, N. Y., a corporation of New 


1,762,277. 


York). Original application filed Novem- 
ber 19, 1924, Serial No. 750,952, now Pat- 
ent No. 1,625,827, dated April 26, 1927. 


Divided and this application filed March 
19, 1927. Serial No. 176,782. jranted 
June 10, 1930 

1,762,317. Magazine pencil. Alfred 
Woelm, Berlin, Germany (assignor by 
mesne assignments, to Pencil Mechanism 
Corporation, a corporation of New York). 
Filed March 12, 1926, Serial No. 94,262, 
and in Germany August 7, 1925. Granted 
June 10, 1930. 

1,762,318. Magazine pencil. Alfred 
Woelm, Berlin, Germany (assignor by 
mesne assignments, to Pencil Mechanism 
Corporation, a corporation of New York). 
Filed March 20, 1926, Serial No. 96,302. 
and in Germany June 26, 1925. Granted 
June 10, 1930. 

1,762,345. Typewriting machine. Carl 
Kk. Norin, Jersey City, N. J. (assignor to 
Underwood Elliott Fisher Company, New 
York, N. Y., a corporation of Delaware). 
Filed January 4, 1928. 
1930. Serial No. 244,398. 

1,762,403. Temporary binder. Max 
Meyerson, New York, N. Y. Filed April 
25, 1928. Granted June 10, 1930. Serial 
No. 272,578. 

1,762,543. Binding post. 
Bowles, Watertown, Mass. 


Granted June 10, 


Edward lL. 
Filed August 








The SERVICE BUREAU of 

Office Appliances is for the 

Exclusive Use of Subscrib- 
ers and Advertisers 


In the execution of its various com- 
missions this bureau calls upon prac- 
tically every member of the staff. It 
answers by personal letters all in- 
quiries upon matters germane to the 
field, it furnishes special reports upon 
articles of office equipment, supplies 
names of manufacturers of any article 
wanted, puts man and job together, 
prepares advertising copy, furnishes 
lists of desirable agents and dealers 
in nearly every country, aids foreign 
dealers in securing U. S. A. lines, and 
in many other ways performs useful 
service, all without charge. Subscrib- 
ers in every land have made, and are 
making, good use of this bureau; 
manufacturers in every section of the 
field have had evidence of the service. 
Subscribers’ requests for catalogues to 
bring their files up to date, or to re- 
place the file in case of fire or other 
form of destruction, are broadcast 
in a bulletin which is mailed fre- 
quently to leading manufacturers. 
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16, 1926. Granted June 10, 1930. Serial 


No. 129,497. 

1,762,554. Fountain pen. John R. Hume, 
Chicago, 1. Filed May 23, 1924. Granted 
June 10, 1930. Serial No. 715,275. 


1,762,596. Correspondence rack or tray. 
Ray mond H. Soper, Muskegon, Mich. — 
signor to the Browne-Morse Compa 
Muskegon, Mich.). Filed October 12, Pi928. 
Granted June 10, 1930. Serial No. 311 987. 

1,762,630. Adjustable chair. Reginald 
Cc. Huntley, Sturgis, Mich., Filed Febru- 
ary 27, 1929. Granted June 10, 1930. 
Serial No. 343,035. 

1,762,728. Combined memorandum de- 
vice and memory tickler. Charles J. Mc- 
Arthur, Glen Ridge, N. J. Filed Febru- 


ary 26, 1926. Granted June 10, 19306 
Serial No. 90,744. 
1,762,733. Tyr age § pee. Carl 


E. ‘Norin, Jersey Cit (assignor to 
Underwood Elliott F he cons ny, New 
York, N. Y., a corporation of Delaware). 


Filed August 15, 1927. Granted June 10, 


1930. Serial No. 213,131. 
1,763,026. Desk watch holder. Donald 


Ill. Filed Novem- 


E. Willard, Danville, 
1930. 


ber 19, 1927. Granted June 10, 
Serial No. 234,438. 

1,763,040. Stapling machine. Elmer E. 
Frey, Los Angeles, Calif. (assignor to 
John P. Meehan and Edward F. Leonard, 
Los Angeles, Calif., doing business as 
Leonard Machinery Company). Filed 
June 23, 1927. Granted June 10, 1930. 
Serial No. 201,007. 

1,763,059. Guide plate for loose leaf 
binders. John L. McMillan, Syracuse, 
N. Y. (assignor to McMillan Book Com- 
pany, Syracuse, N. Y., a corporation of 
New York). Filed June 27, 1928. Grant- 
ed June 10, 1930. Serial No. 288,550. 


1,763,075. Loose leaf record book. Paul 
O. Unger, Syracuse, N. Y. (assignor to 
MeMillan Book Gomeany, Syracuse, N. Y., 
a corporation of New York). Filed De- 
cember 27, 1927. Granted June 10, 1930. 
Serial No. 242,741. 

1,763,163. Automatic visible-card per- 
forator. William W. Lasker, Brooklyn, 
N. Y. (assignor, by mesne assignments, 
to Remington Rand Inc., New York, 
N. Y., a corporation of Delaware). Filed 
June 28, 1922. Granted June 10, 1930. 
Serial No. 571,349. 

1,763,327. Pencil attachment. Peter 
Richie, Waterbury, Conn. Filed June 25, 
1928. Granted June 10, 1930. Serial No. 
288,098. 

1,763,344. Typewriting machine. Fred- 
erick U. Conard, Bridgeport, Conn. (as- 
signor to Underwood Elliott Fisher Com- 
pany, New York, N. Y., a corporation of 
Delaware). Filed April 4, 1928. Granted 
June 10, 1930. Serial No. 26 7,226. 


1,763,372. Typewriting machine. Josef 
Cc. M. Schneider, New York, N. Y. (as- 
signor to Underwood Elliott Fisher Com- 
pany, New York. N. Y., a corporation of 
Delaware) Filed January 19, 1927. 
Granted June 10, 1930. Serial No. -161,971. 


1,763,506. Account book. John A. Far- 
num, Worcester, Mass. Filed May 25, 
1928. Granted June 10, 1930. Serial No. 


280,564. 

1,763,525. Machine posting binder. Har- 
ry S. Jones, Chicago, Ill. Filed July 19, 
1923. Granted June 10, 1930. Serial No. 
652,485. 

1,763,650. Cash register. Harry W. 
Gregory, Philadelphia, Penna. (assignor 
to Re -mington Arms Company, Inc., a 
corporation of Delaware). Filed March 
18, 1925. Granted June 17, 1930. Serial 
No. 16,418. 

1,763,661. Cash register. Louis Z. La 
Forest, Ilion, N. Y. (assignor to Reming- 
ton Arms Company, Inc., a corporation 
of Delaware). Filed May 9, 1925. Grant- 
ed June 17, 1930. Serial No. 29,249. 


1,763,697. Cash register. Frederick L. 
Fuller, Ilion, N. Y. (assignor to Reming- 
ton Arms Company, Inc., a corporation 
of Delaware). Original application filed 
November 19, 1918, Serial No. 263,125. 
Divided and this application filed May 4, 
1926. Serial No. 106,598. Granted June 
17, 1930. 

1,763,699. Cash register. Charles W. 
Green, Ilion, N. Y. (assignor to Reming- 
ton Arms Company, Inc., a corporation 
of Delaware). Filed August 30, 1924. 
Granted June 17, 1930. Serial No. 735,148. 


1.763,740. Time recording machine. 


Rolland M. Barbour and Henry H. Knipe, 
Lawrenceville, ll. Filed ctober 31, 
1927. Granted June 17, 1930. Serial No. 


229,938. 

1,763,776. Index card tab. Albert E. N. 
Gray, East Orange, and Samuel M. Schen- 
kein, Newark, N. Y. Filed March 12, 
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192 Granted June 17, 1930 Serial N« Filed July 20, 1925 Granted June In¢ New York, N. ¥ 1 corporation of 
174,833 1930 Serial No. 294,106 Delaware Filed October 31, 1923, Serial 
1,763,829 Penholder Charles B. Suit 1,764,264 Tray binder Jesse M. Jones No. 671,891 Renewed April 12 1930 
er, Bluefield, W. Va Filed April 17. 1929 and Robert R. Webb, Los Angeles, Calif Granted June 17, 1920 
Granted June 17, 1930 Serial No. 355,772 (assignors to Charles R. Hadley Com- 1,764,826 Twine holder Enock A 
763,869 Machine for punching holes pany, Los Angeles, Calif., a corporation Carlson, Delvalle, Tex Filed November 
in documents and the like William Wa of California) Filed February 13, 1928 15, 1927 Granted June 17, 1930 Serial 
lace Spiers. London, England. Filed (Ox Granted June 17, 1930 Serial No. 254,020 No. 233,479 
tober 21, 1927, Serial No. 227,752, and ir 1,764,321 Typewriting machin« Alfred 1,764,900 Typewriting machine Jesse 
Great Britain December 18, 1926 Grant G F. Kurowski, Brooklyn N Y (as A. B. Smith, Stamford, Conr (assignor 
ed June 17, 1930 signor to Underwood Elliott Fisher Con to Underwood Elliott Fisher Company, 
1,763,915 Cas! register Edward J pany, New York, N 1 corporation of New York, N. Y., a corporation of Dela- 
Von Pein Dayton Ohio (assignor by Delaware) Filed March 26, 1928. Granted ware) Filed March 24, 1927 Granted 
mesne assignments to The National Cas! June 17, 1930. Serial No. 264,75 June 17, 1930 Serial No. 177,884 
Register Company, Dayton, Ohio, a cor 1,764,416 Typewriting achinse Ed- 1,764,915 Calculating apparatus An- 
poration of Mar and) Filed February ward G. Rowley, Belleville N. J. (as ders E. Vethe, Chicago, Il Filed Sey 
10, 1926 Granted June 17, 1930 Serial signor to Underwood Elliott Fisher Com- tember 10, 1928 Granted June 1930 
No. 87.348 pany, New York, N a corporation Serial No. 304,921 
1.763.936. Typewriting machine Burr Delaware) Filed June 30, 1927 Granted 1,764,959 Calculating machine Clar- 
ham ©. Stickney. Hillside, N assignor June 17, 1930 Serial No. 202,620 ence L. Johnston, Oakland ind Carl 
to Underwood Flliott Fisher Company 1,764,470 Fountain p Antonio S M. F. Friden, Piedmont, Calif. (assignors 
New York, N. ¥ i corporation of Dela Romero, Santurce Ports Ric Filed to Marchant Calculating Machine Com- 
ware) Filed Ma 1927. Serial No January 8, 1927 Granted June 17, 1930 pany, Oakland, Calif., a corporation of 
188,988 Renewed June 4, 1928 Granted Serial No. 159,835 California) Filed March 17, 1920. Grant- 
June 17, 193 1,764,580 \bstract ard system or it ed June 17, 1930 Serial N« $66,583 
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No. 1,759,845. Sales-record book; patented May 27, 1930, by 
Eleanor M. Harris, Chicago, Ill. Serial No. 228,389. 
No. 1,760,824. Fountain pen; patented May 27, 1930, by Rockel 


Alexander Fritsch, Chicago, Ill. 
cago, tll.) Serial No. 226,701. 

No. 1,761,303. Drawer construction for filing cabinets; patented 
June 3, 1930, by David E. Hunter, Muskegon, Mich. (assignor to 
Shaw-Walker Company, Muskegon, Mich., a corporation of Mich- 
igan). Serial No. 142,173. 

No. 1,762,277. Stamp-—dispensing machine; 
1930, by William F. Schweiger, Rochester, 


(assignor to John Lawrie, Chi- 


patented June 10, 
N. Y. (assignor to 
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No. 1,763,059. Guide-plate for loose leaf binders; patented June 
10, 1930, by John L. McMillan, Syracuse, N. Y. (assignor to Mc- 
Millan Book Company, Syracuse, N. Y., a corporation of New 
York). Serial No. 288,550. 


No. 1,763,740. Time-recording machine; patented June 17, 1930, 
by Rolland M. Barbour and Henry H. Knipe, Lawrenceville, III. 
Serial No. 229,938. 


No. 1,764,261. Duplicating machine; patented June 17, 1930, by 
Herman F. Heileman, Chicago, Ill. (assignor to Heyer Duplicator 
Company, Inc., Chicago, Ill., a corporation of Illinois). Serial No. 
294,106. 






Multipost Company, Incorporated, Rochester, N. Y., a corpora- 
tion of New York). Serial Nos. 750,952 and 176,782. No. 1,765,192. Visible index: patented June 17, 1930, by Alwin 

No. 1,762,728. Combined memorandum device and memory von Auw, Brooklyn, N. Y. (assignor to Boorum & Pease Com- 
tickler; patented June 10, 1930, by Charles J. McArthur, Glen pany. New York, N. Y., a corporation of New York). Serial No. 
Ridge, N. J. Serial No. 90,744. 278,587. 

1,763.9 Stencil sheet and method of dex Eugenio Raviglione Turin, Italy 1,764,978 Combined typewriting and 
manufacturing the same Alex Brooking Filed May 22, 1928, Serial No. 279,815, and computing machine Henry L. Pitman, 
Davis, Cincinnati. Ohio (assignor to A. B in Italy January 30, 1928 Granted June Westfield. N. J. (assignor y mesne as- 
Dick Company, C igo, Hil. a corpora 17, 1930 : signments to  Elliott-Fisher Company, 
tion of Illinois Filed October 26, 192¢ 1,764,612 ‘ Ledger desk. John David New York. N. Y., a corporation of Dela- 
Granted June | 1930. Serial No. 144,40 Dickinson, Chicago, Ill. (assignor to Yaw- ware) Filed Mav 16 19 Granted 

1,763,999 'ypewriter carrying cas an and Erbe Manufacturing Company June 17. 1930 Serial No. 639.266 
Walter E. Barnard, Ithaca, N. Y. (as Rochester, N. ¥ a corporation of New a ae . . 
signor to Barr-Morse Corporation, Ithaca York) Filed March 31, 1927. Granted 1,765,061 Key action for typewriters 
N. Y.. a corporation of New York). Filed June 17, 1930. Serial No. 179,760 and other machines. Orville U. Desha, 
April 23, 1927 Granted June 17, 1930 1,764,620 Typewriting machine A Fort Collins Colo (assignor of one -fifth 
Serial No. 186,124 Edgar Goetz, Far Rockaway, N. Y. (as to The Desha Typelex Trust Estate, Fort 

1,764,156 Magazine pencil David H signor to Underwood Elliott Fisher Com Collins, Colo ». Filed January 27, 1928 
Douglas, Cropseyville. N. Y Filed June pany, New York, N r., a corporation of Granted June 17, 1930. Serial No. 249.880. 
23, 1928 Granted June 17, 1930 Serial Delaware) Filed August 11, 1928. Grant 1,765,141 Visible loose -leaf device 
Ni 287.729 ed June 17, 1930 Serial No. 299.087 Charles A. Finley Rutherford, N. J. (as- 

1.764.261 Duy iting machine Her 1,764,735 Pin-box selective mechanism signor to Boorum & Pease Company. 
man F. H i Chicag Ill. (assignor for accounting machines William W Brooklyn, N. Y a corporation of New 
to The H uuplicator Company, Ir Lasker, Brooklyn N ; (assignor by York) Filed July 11 1928 Granted 
( cag I ! ition of Mlir ) mesne assignments t Remington Rand June 17, 1930 Serial No. 291,991 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defied in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


Quite a number of people have the idea that 
one cannot be reverent without being supersti- 
tious.— Selected. 

* 

To conceive ourselves as being in the life 
mind—intelligence—instead of life, mind, in- 
telligence being in us, is to clear away many 
Selected. 

x x Ox 





confusions. 


So vast is the universe that man cannot em- 
brace it in his mind; nor conceive of the num- 
her of its constituent worlds ; nor send his mind 
to any boundary thereof. Imagination fails 
before its immensity. 

But while man cannot include the universe in 
his mind, his observation and study of that 
minute section within the range of his vision 
disclose that it is operated by immutable laws. 
These laws are the expression of principle by 
which functions the universe and all included 
therein, from the creation and operation of 
countless solar systems to the life of the insect 
so small that the microscope is necessary to re- 
veal its form. 

Everything, animate and inanimate, is con- 
trolled by principle. Its laws operate in the 
realm of the seen and the unseen. Mind cannot 
conceive of its non-existence or of its variance. 

Man’s struggle through the ages has been to 
put himself in harmony with the immutable 
law. This law admits of no violation. “As a 
man soweth, that shall he also reap.” Every 
attempt, consciously or unconsciously, at viola- 
tion of the law, whether in the realm of the 
physical or the mental, ends in failure. For 
every attempted violation, all must, in some 
form or other “pay to the last farthing.”— 
Selected. 

* * x 

Beyond the single call in the life as a starting 
point man cannot project his imagination. He 
cannot conceive a starting point outside of life. 
Trace man back through the evolution of count- 
less forms to a single cell and in that tiny mold 
is potentially all that was manifested by the 
most outstanding figure of the ages. 

In the single cell from which the rose de- 
velops is the form, color and perfume of the 
Hower. In the single cell, as in the egg, is the 
gorgeous plumage of the peacock, and in the 
single cell from which springs the lark is also 
the song with which it greets the rising sun. 

From an infinite number of single cells de- 
velop infinite manifestations of the divine intel- 


ligence in which “man lives, moves and has his 
being” in accordance with divine law and order. 
Man observes that these laws are absolute. 
In nature (the manifestation of the intelli- 
gence) is no hiatus. 

Their lack of knowledge of the laws of 
nature (the supreme intelligence) resulted in 
the misconception of the universe by the an- 
cients. Upon these errors were established 
more than one hundred religions in which were 
embraced belief in the enchantment and miracle 
of the times. These ancient mysteries continue 
to the present day. In some countries they 
have been modified by the gradually unfolding 
knowledge of the centuries. But in every coun- 
try the ancient superstitions entrenched in cre- 
dulity prevail in many quarters. Where igno- 
rance is greater, these beliefs flourish most. 

Says a writer upon the subject, “The small- 
est group in the world at any time was the 
group of the enlightened.” Yet out of that 
small group has ever come the knowledge by 
which man has progressed. In every advance— 
the majority was revealed to be wrong.—Se- 
lected. 

* * * 

“You cannot hide any secret. If the artist 
succor his flagging spirits by opium or wine, 
his work will characterize itself as the effects 
of opium or wine. If you make a picture or 
a statue, it sets the beholder in that state of 
mind you had when you made it. If you spend 
for show, on building or gardening or on pic- 
tures or on equipages, it will so appear. We 
are all physiognomists and penetrators of char- 
acter, and things themselves are detective. 
There is no privacy that cannot be penetrated. 
No secret can be kept in the civilized world. 
Society is a masked ball, where everyone hides 
his real character, and reveals it by hiding. If 
a man wish to conceal anything he carries, 
those whom he meets know that he conceals 
somewhat, and usually know what he conceals. 
Is it otherwise if there be some belief or pur- 
pose which he carries in his breast? ‘Tis as 
hard to hide as fire. He is a strong man who 
can hold down his opinion. A man cannot 
utter two or three sentences without disclosing 
to intelligent ears precisely where he stands in 
life and thought, namely, whether in the king- 
dom of the senses and the understanding, or 
in that of ideas and imagination, in the realm 
of intuitions and duty. People seem not to 
see that their opinion of the world is also a 
confession of character.”—Emerson. 
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A LITTLE BIT 
OF LONDON 
FROM ABOVE 





The entire block in the center 
is Bush House. The church 
to the right of it is Saint Mary 
on Strand; further on is Saint 
Clement Danes, where Dr. 
Johnson worshipped; both 
churches standing in The 
Strand. The_ semi - circular 
road around Bush House is 
Aldwych, where are Aldwych 
House and many other office 
buildings, theatres and hotels. 
To the left of the Bush House 
is Kingsway, the home of many 
American business houses. 


Photo copyright, Aerofilms, 
Limited, London, England. 
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HOW DO YOU TREAT MARNUFAC= 
TURERS’? ADVERTISING? 


N THE world of business there are no concerns 

more enterprising than the manufacturers of office 
furniture and office equipment generally. They under- 
stand that their prosperity rests upon the dealer ; that 
the dealer may be likened to the neck of a bottle: The 
larger the neck, the more rapidly is the bottle emptied 
and refilled. Fortunate is the manufacturer who has 
a large number of the most successful dealers who co- 
operate with him and back his advertising department. 

Most dealers have and all dealers should have a con- 
siderable amount of mail to be sent out to customers 
and prospective customers as announcements of new 
goods and by way of business correspondence gen- 
erally. Monthly statements are sent out. Letters of 
information, matters of adjustment, in fact, a thousand 
and one things come up during the course of the month 
that demand correspondence. Realizing this, the manu- 
facturers supply certain enclosures to be put in letters. 
These are often done in colors and are costly to pro- 
duce. Furthermore, they represent the best thought 
of high salaried advertising men. No letter should go 
out from the dealer’s office without one or more of 
these enclosures. This journal has a considerable cor- 
respondence with dealers all over the world and there 
are some, we note both here and abroad, who never 
post a letter that does not bear some circular which 
conceivably may be of interest to the recipient. These 
circulars cost the dealer nothing by way of postage and 
are easily slipped into the envelope with a loss of not 
more than a second’s time, while the returns they fre- 
quently bring are, of course, considerable. As a matter 
of clear profit, this advertising matter sent out daily 
can be compared to nothing else in point of economy, 
for it costs the dealer nothing and whatever it brings 
is in the clear. 

Manufacturers often get up mailing pieces to be sent 
out separately or prepare cut-outs for floor displays, 
window trims, etc. These involve the finest printing 
and lithographing work which it is possible to pur- 
chase. Needless to say, such advertising is costly and 
no dealer who receives it should ignore it. We recall 
the incident of a dealer who complained to a manufac- 
turer who called on him that he had not received cer- 
tain printed matter that he had requested. The manu- 
facturer, in much surprise, said that it had been sent 
two weeks previously. He asked the dealer if they 
might not go to whatever place such matter was kept 
and see if by some error it had not been overlooked. 
The dealer took the manufacturer to a small room 


That Which Is Costly and Is 
Not Used Either for Com- 


merce or Personal Satisfac- 
tion Is Waste 


where advertising matter was stored, and here, amid a 
confusion of expensive material which littered floor, 
tables and shelves, they found the package the dealer 
had complained of not receiving. This gave the manu- 
facturer an opening to preach a tactful little sermon 
on the fact that the dealer had in that room some three 
or four hundred dollars’ worth of unemployed adver- 
tising material which had cost him nothing but had 
cost the manufacturers a large sum, particularly when 
the performance of this dealer was multiplied by sev- 
eral thousand. 

We also recall a priceless exhibition of crass indif- 
ference wherein a shipment of goods was returned to 
a manufacturer packed in the advertising matter of 
another manufacturer of a different line. 


Of course it is impossible to make this advertising 
matter one hundred per cent effective, but we do know 
that dealers can make better use of it than many of 
them are making now, and that gradually more and 
more dealers will come to understand the profit in co- 
operating with the manufacturers’ efforts. It would be 
impossible no doubt for the manufacturers to adopt 
the idea used by a direct selling manufacturer who had 
an inventory taken of the advertising matter in all his 
different branch offices so that where it was low in one 
place and high in another he could even up the supply 
and thus avoid needless reprintings. 

Some time ago Office Appliances published an article 
by Richard Montgomery of the J. K. Gill Company, 
Portland, Ore., touching upon this subject. We quote 
a few passages from Mr. Montgomery’s excellent ar- 
ticle: 

“The proportion of printed matter that brings results 
to that which is wasted is also an unknown quantity. 
3y ‘wasted’ I refer to that printed matter which is not 
given a chance to work—that which is shelved and 
becomes obsolete before it has a chance to assist in the 
sale of merchandise. Now it is quite obvious that not 
all printed sales matter is productive of results even 
though it is given a chance to work. In fact we know 
that a 10 to 15 per cent return on sales letters is re- 
garded as high, but at least in such cases we know that 
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every letter has 
fore, not wasted Real waste, on the other hand, is 
the condition which pertains when circulars and printed 
matter are allowed to repose peacefully upon shelves 
gathering their grimy quotas of dust and dirt rather 
than being sent forth in letters and packages to win 
sales battles for the stationer.”’ 
x * x 


chance to make a sale and 1s, 


new 


“IT am not unmindful of the fact that some stationers 
are opposed to using circular matter in statements and 
invoices on the ground that their customers object to 
receiving it. I fail to see any real merit to most of the 
objections offered, however. The customer who objects 
to receiving circulars and sales literature in his invoice 
or statement is much the same type of individual who 
feels insulted when, after having sold him a writing 
tablet, you suggest that he buy a bottle of ink. He 
is really the ‘crank’ type of customer and experience 


teaches that he is hard to please under amy circum- 
stances.” 

‘Another quite obvious avenue of distributing sales 
matter is through outgoing packages. The greatest 


hindrance here lies in the difficulty of securing the co- 
operation of salespeople. You give them a good ‘pep’ 
talk on the value of enclosing circular matter and they 
do it for a week or two and then forget. After sev- 
eral such experiences you too become discouraged and 
the whole plan falls down. The remedy for this trouble 
lies in keeping constantly and consistently after your 
sales force. Even if it necessitates weekly talks to 
them, sooner or later they will come to realize the ad- 
vertising and selling possibilities of including printed 
matter and finally it will become a habit. The average 
clerk is not wilfully negligent in this matter. He is 
simply human and operates through well defined habits. 
Of course it should be borne in mind that there are 
exceptions to all rules. For example, during a heavy 
‘rush’ of business it would be poor policy to insist upon 
putting inserts in packages if a slowing up of service 
Service should, of course, come 


would be involved. 


first. The average clerk will readily adapt himself to 
this, however, and will use his judgment accordingly. 
The habit of enclosing printed matter, however hard 


it may be to inculcate in your salespeople, is well worth 


whatever effort it costs you. It is a real ‘getter’ of 


business. ” 
cus- 


‘Printed matte 


tomers posted on 


used consistently keeps the 

ines available and acts as a reminder 
of things needed, perhaps in other items. Much seed 
will fall on stony ground but some will grow and pay 


for all 


, 
i 
) 
i 


that has been 


sown.’ 

“Some stationers have found another successful 
method of disposing of printed matter through building 
a wooden rack and placing it near the main entrance. 
This rack should be equipped with pigeon holes of 
varying sizes and should be constantly supplied with 
workable, circulars Many of the larger 
circulars which are too bulky for packages, mail and 
personal distribution can be disposed of in this way 
lo make the rack effective, have the shelves slant up- 
[his makes it easy for the customer to see what 


SCA ynable 


ward 
each section contains at a glance and it increases, there- 
tore, the chances of his helping himself.’ 

“Outside salesmen can render a great service by 
carrying with them a supply of advertising matter. 
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and circulars are 
full of 


Most of the modern folders, inserts 
so neatly printed, so adequately illustrated, so 
eood useful information that salesmen are not forced 
to carry samples so extensively as in the past. For 
example, a circular describing some new office machine 
can be left on a business man’s desk by a salesman with 
a word or two of additional information concerning it. 
If the man is in the market for the machine advertised, 
he is almost sure to read the circular and to question 
the salesman upon it during his next visit. A sale is 
the probable result. If the salesman had undertaken to 
describe the new machine himself to his prospect, he 
would not only have consumed considerable time but 
also he would probably have failed to paint a convinc- 
‘he net result would be a loss of time 


~ 


ing picture. 
and possibly the loss of a sale. 


‘A great deal of publicity matter finds its way to 
the customer at the wrong time. I would even go so 
far as to say that it would probably be better to send 
no advertising matter at all than to send the wrong 
kind at the wrong time.” 

2 

‘The sending out of advertising matter in statements 
and packages requires constant supervision and watch- 
ing. It is usually expeditious and economical to ‘stuff’ 
a thousand or more of these blank statement envelopes 
ahead of time according to the size of the business and 
the number of accounts. It is an excellent plan to stuff 
envelopes only one month in advance because there is 
alwavs danger of some being left over and hence being 
out of season and, further, because some special item 
to be advertised may ‘bob’ up at any moment. Hence 
whatever system is used in preparing advertising matter 
for distribution, this system ought to be flexible and 
as free from error as possible. The only feasible way 
to free it from error is to watch it constantly.” 

. @- ¢ 

“Tt is just as important to see that no circulars ad- 
vertising goods not carried in stock get into circulation 
as it is to see that all circulars sent out are seasonable 
ones. It sometimes happens, however, that circulars 
state explicitly that goods can be had only on special 
order. This, of course, is a different issue and such 
circulars can be sent out with impunity even though 
the goods are not stocked.” 

* * 

“If once a month, or once every two months, a sta- 
tioner will print an insert or folder of his own and 
send it out along with the other advertising material 
furnished him by manufacturers, I think he will suc- 
ceed in giving all his printed matter a touch of indi- 
viduality that will react in his favor.” 

* * 

“Printed advertising matter should be kept in one 
definite place in the store under the supervision of one 
individual—preferably the advertising manager if the 
business is large enough to warrant one. Special shelv- 
ing should be constructed to take care of the circulars. 
inserts and folders ordered by the store. This shelving 
should be double faced so that circulars can be stored 
on both front and back. It should not be so deep that 
one kind of circulars can be placed in front of another. 
Unless shelving is constructed in this way, the circulars 
in back may be hidden from view so long that their 
very existence is forgotten and hence they become 
obsolete and must be destroyed. The little extra ex- 
pense required to construct shelves of this type is well 
worth the increased efficiency it affords in the distribu- 
tion of advertising matter.” — 
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INCREASING EXDPENSES TO REDUCE 


OVERHEAD 


Note.—This is a somewhat abbreviated presentation 
of an article of considerable length in which the author 
takes a viewpoint perhaps not commonly discussed by 
writers and speakers on trade topics. His ideas are 
provocative of thought and worthy of careful consid- 
eration by all who have the interests of industry at 
heart. We present this address for the consideration 
of readers of Office Appliances and invite their com- 
ment thereon. 


a YOUR store conducted as a sort of glorified 
service station at which John Jones can secure more 
pens, pads or pencils when he happens to be out of 
them, or is your store operated with the idea of devel- 
oping sales and constantly increasing profits? Do you 
give not only prompt service to Jones in his require- 
ments for small items, but do you also create a desire 
for some specialty he has never heard of or never be- 
fore thought he needed by explaining its use? “But 
who is going to pay for these super salesmen? That 
is the trouble with our business now—too much over- 
head. Possibly a few of the larger and wealthier stores 
can do this but we cannot.” However, | am not so 
sure about it. In my opinion, it is largely a matter of 
turn-over and of securing greater turn-over in the 
proper manner. One way of accomplishing this result 
perhaps is by cutting prices and accepting a smaller 
unit profit. But I do not believe that one stationer in 
a hundred who attempts this means of increasing turn- 
over ends his year with as large a net profit as he 
would have had if he had insisted on getting a proper 
profit on all goods he sold. The list prices laid down 
or suggested by the manufacturers are in most cases 
designed to give the intelligent and well managed store 
a legitimate profit. 

I believe there is a far better way to secure greater 
turnover—a way which will at the same time create 
larger profits. A few years ago T. B. Everett, auditor 
for the Ivan Allen-Marshall Company of Atlanta, Ga., 
compiled a composite summary of the cost of doing 
business of three supposedly successful stationery and 
office equipment dealers in the United States. Without 
going into the somewhat formidable figures of this 
summary, we may state that it involves figures on the 
cost of sales, merchandise turnover, and outlined gen- 
eral expenses and administrative and financial expenses. 
The result was that it was found that merchandise for 
one year turned over 3.41 times. There was a gross 
profit on sales of $274,316.60 or 37.80 per cent, but 
the total net profit after subtracting trading expenses, 
delivery expense and general expense as well as admin- 
istrative and financial expenses, all amounting to 30.91 
per cent, amounted to 6.89 per cent. This means that 
the business earned less than 7 per cent after figuring in 
all costs and expenses. 

[f I understand these figures correctly, the gross 
profit of 37.8 per cent represents the difference between 
the stationer’s selling price and his purchase price for 


the goods. In other words, if he has maintained the 


list prices on his merchandise, he has bought at an 
average discount from list of 37.8 per cent. 
very interesting. 

I cannot help but wonder as I scan the figures 
whether it would not have been possible for these sta- 


This is 


Retailer Should Not Be 

Merely a Service Station— 

By C. 8. A. Williams, Pres- 

ident, The Bates Manufac- 

turing Company, Orange, 
New Jersey 


tioners to have made a higher percentage of profit 
through a little extra sales effort in securing a greater 
merchandise turnover. There seems to be a good deal 
of emphasis nowadays on the matter of discount, par- 
ticularly with regard to specialties which many dealers 
class as slow-moving items. Possibly this feeling is 
over-emphasized, giving rise to too great attention to 
the long discount as a means of solving the stationers’ 
problems. The stationers’ reason for desiring this long 
discount is, as near as I can determine, the expectation 
of letting these specialties lie on the shelf for a year 
or so. Many dealers refuse to display new items be- 
cause space is expensive and there is “no call” for 
them. Of course there is no call for a new article. 
There was no call for a typewriter until after some 
peculiar fellow invented one and practically forced it 
upon a few people who, according to their neighbors, 
were willing to throw their money away. 


Other dealers wil! display specialties but will not push 
or voluntarily demonstrate them because “it takes 
time.” Their one thought apparently is to stock staple 
items of every size and shape and then wait until some- 
body happens to ask for them. In many stores in our 
field with which I have had contact, the clerk says in 
effect, “What do you want? Anything else? Thank 
you.”” Would it not be possible for dealers to educate 
their clerks to use a little more selling effort? For 
instance, if the office manager of some business should 
come in to purchase a quantity of pens or pen holders, 
could not the clerk call his attention to the best grade 
of ink—and probably the most expensive—which in- 
formation the customer would perhaps be glad to know. 
Or, if the customer comes in to buy a gross of pencils, 
could not the clerk suggest the advantages arising from 
the use of a good pencil sharpener or from having sev- 
eral pencil sharpeners properly distributed in his office ? 





So far as I have noticed, I have seldom experienced 
such efforts on the part of stationery salesmen. On 
the other hand, I have seldom gone into the small hard- 
ware store in my town without buying about three times 
the number of things I originally went in for. The 
clerk sees to it that I do not get out without having my 
attention called to something special or new which I 
may need. 

K. G. Merrill, vice-president of the M. B. Skinner 
Company of Chicago, says there is never any demand 
for a specialty; that it always has to be sold, and that 
in the case of an old customer, the process of selling 
considerably rekindles the feeling of respect and good 
will that made him your customer, while the high 
margin of profit becomes all the higher considering the 
reduced overhead of selling a regular purchaser. 
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Suppose by intelligent sales effort by inside or out- 
side salesmen or by advertising one were able to effect 
another turnover of the $50,000 inventory which the 
three stores above referred to were carrying. This 
would result in increased sales of about $80,000 per 
year or a 29 per cent increase. Of course, it will be 
immediately argued that selling expenses would in- 
crease. Agreeing to that, suppose we increase the items 
of selling expense, including advertising, 40 per cent 
in order to get this 29 per cent increase in sales. Also 
general trading expenses will probably increase. Let 
us add 10 per cent more to these items. I am also 
willing to concede that the financial cost of bad debts 
and interest paid should increase in the same ratio as 
the sales. Therefore, let us add 29 per cent to these 
items. These increases sound pretty big, particularly 
that of adding 40 per cent to the rate of selling ex- 
pense, but let us see how we come out. The sales are 
now $354,701 per year. Direct selling expense has 
jumped from 11.78 per cent to 12.07 per cent. But the 
total of expenses reduced to a percentage basis is 28.21 
per cent, while the gross profit is 37.80 per cent, bring- 
ing the net profit to 9.59 per cent on a merchandise 
turnover of 4.41 times. 

While direct selling expenses have jumped, neverthe- 
less the increased sales have more than absorbed the 
additional expenses. In other words, on every one 
thousand dollars of sales the net profit would now be 
$95.90 instead of $68.90. 

It seems to me that this line of thought is more or 
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less practical and that with additional effort intelligently 
placed, the sales of almost any stationer could be profit- 
ably increased by pushing more strenuously some of 
the specialties which cannot be placed in the same class 
as pens, pads and pencils. We know that some of the 
most successful sales of our specialties have been made 
by stationery and other office appliance firms where the 
items have been placed in the hands of. intelligent out- 
side salesmen or where particular effort has been made 
to show how to demonstrate the articles. 


“One great principle of salesmanship,” said Dr. Paul 
W. Ivey, professor of marketing, Nebraska University, 
“is to make the customer see himself using the mer- 
chandise.” Professor Ivey then asks, “Are you pic- 
turing what your office equipment and supplies will do 
for the customer or are you selling office supplies and 
office equipment? Can you picture that customer going 
through the uses for that furniture and those supplies 
and using the files and other things? The highest type 
of salesmanship is not that which describes the mer- 
chandise, but it is that which not only describes the 
merchandise, but pictures the customer using it. This 
salesmanship gets the customer’s viewpoint, and when 
you have that you can sell him, and if you haven't it 
you cannot sell him.” 


In short, I believe that a merchant can make more 
money by reducing his overhead through an investment 
in better salesmanship and advertising which will result 
in greater sales and in fair unit profits. 


CAN THE DEALER PROFITABLY 


STANDARDIZE? 


N LAST month’s issue of Office Appliances were 

two articles discussing phases of the question of 
standardization among office equipment dealers. These 
articles were entitled, respectively, Can the Dealer 
Standardize Profitably? and, Will One Brand Satisfy 
\ll? The former was a digest of the remarks of D. S 
Hansen of Carlson Brothers, Inc., Moline, Ill., before 
the Illinois Booksellers and Stationers Association, and 
the latter was a review of an article by Frank Waldeck, 
purchasing officer of the Cleveland Trust Company, 
Cleveland, published in the Bankers’ Service Bulletin, 
a Rand McNally publication. 

We are always casting about for a panacea for our 
social and commercial ills. Each business has 
its own peculiar problems, most of which are similar 
in general effect but different in detail. We used to 
hear it asserted with much heat and more or less logic 
that if retail dealers in almost any line one 
were only permitted to establish and maintain agreed 
prices for their merchandise, all would be as perfect as 
a day in June and the commercial millenium would be 
at hand. After a little time and some trouble with the 
legal arm of the government it was found that this 
panacea would not work. It was illegal in the first 
place, and strange to relate, it was discovered that even 
if one could have prices by agreement they would not 
work because a price that would be one man’s profit 
another man’s loss, all according to volume 
of trade, location, transportation and delivery costs and 
many other considerations. Nowadays it is rather com- 
monly understood that even if there were no law for- 
bidding price agreements among retail dealers, such 
agreements would be of little avail on account of the 
many different problems which each business has to 
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meet and solve for itself. Prices, therefore, except 
those which are made standard by a manufacturer, are 
matters of individual consideration by each merchant. 
It is sufficient to say that they may approximate a cer- 
tain uniformity, but that is all. 

About the time the uniform price argument broke 
down there came along another supposed panacea and 
a very good remedy at that for many of the ills to 
which the retail merchants are subject. We refer to 
stock control, which has been advocated by many of 
the ablest men in the commercial stationery field and is 
now, through this advocacy, rather thoroughly under- 
stood and more or less generally practiced by stationers. 
Stock control will not, however, answer every difficulty 
that business encounters. It is linked up in a way with 
our most recent cure for business ills which is termed, 
Standardization. The practice of stock control elim- 
inated many passive items of stock and by so doing re- 
leased capital, shelf room and carrying charges of all 
kinds. Incidentally, it had a tendency to reduce the 
number of lines regularly carried in stock, confining 
the stock as nearly as possible to active and profitable 
lines. Standardization goes a step further and says to 
the dealer, “You should concentrate your efforts upon 
one line of loose leaf or office furniture, etc., etc., han- 
dling other items only incidentally, supplying them 
when it is found to be unwise to insist upon the stand- 
ardized brand.” In other words, the dealer would stock 
a gross of one brand on which he intended to stand- 
ardize and carry in stock two or three of the different 
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grades of like articles in other lines to satisfy those 
customers who are finicky and whimsical. That people 
are peculiar in their habits of work is shown by a 
thousand little incidents of every day merchandising, 
one or two of which will suffice to illustrate the thought. 
A well known ink man many years ago called upon a 
concern in the east to sell them ink. They replied that 
they had no doubt his product was desirable, but they 
had always used Blank’s ink and had found it more 
satisfactory for their purpose than any other brand. 
He asked them if they would give his ink a try-out. 
They said it would be perfectly useless to make the 
trial, but to satisfy him they would do so. Accordingly, 
the following day the ink man appeared with two bot- 
tles of ink, all properly sealed, one labeled Blank’s ink 
and the other one bearing his own label. These were 
duly placed on the desk of the bookkeeper and a few 
days later the ink man called again. He was informed 
that they had given the two inks an exhaustive test 
and were obliged to stick to their original opinion, 
which was that Blank’s ink was the one best suited to 
their purpose. The ink man replied: “I am going to 
tell you something that will probably make you angry 
and I think I have sacrificed any business that we may 
hereafter expect to do with your company. The fact 
is, I switched the ink in those two bottles and the ink 
vou have selected as being best suited to your purpose 
is that of my company’s manufacture.” 


There is another classic story about the man who 
could use only a certain brand of steel pens which were 
exactly like another brand, both being made in the same 
factory and the only difference being that one was 
stamped with one name and the other with another. 
Some people prefer one of these pens and others an- 
other, while the pen makers knew all the time that the 
points of the two are precisely alike. 

This suggests the question, Can we in our efforts 
toward standardization afford to combat the whims of 
purchasers? We are told that initiative and enterprise 
win, and they do in many cases. But they do not 
always win. Initiative and enterprise must be solidly 
backed by sound judgment and cold common sense plus 
factors of personality, service that does not cut into 
profits and energetic selling, with a constant watch over 
the outgo to see that it is less than the income by a 
sufficient margin to yield safety and profit. 
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The dealer, we believe, cannot afford to standardize 
on anything and proceed with the idea indefinitely. The 
customer is king, and standardization will work just so 
far as the dealer’s salesmen are able to convince the 
customer and still retain his cooperation and good will. 
We advance not by the easy stages, but by the conflict 
of ideas. There may be, and doubtless is, a certain 
degree to which we can standardize profitably and get 
away with it, but we dare not go outside of bounds. 


Every salesman for a manufacturer is familiar with 
the remark, “We can’t handle your goods. There are 
too many of the same things on the market now,” and 
yet the good salesman keeps on going and by and by 
establishes a business. 

Competition really stimulates initiative. It is striv- 
ing to establish a product on the market that makes it 
go. We know of nothing that is self starting except 
some people and all automobiles, and it took the makers 
of automobiles a long time to discover that they could 
substitute an electric motor for the hand-crank. 

So we venture to suggest that even standardization, 
which no doubt is good to a certain degree, is not a 
panacea for all the ills the trade is heir to. To be 
sure, many dealers have too much stock, which is evi- 
dence only of the fact that they are easy-going buyers. 
A man in a town of five thousand people without a 
prosperous territory surrounding may have too much 
capital invested if he carries a $25,000 stock. It is up 
to such a man to tighten the reins on his buying, get 
capital out of his surplus stock as best he can and 
establish a reserve with which he can discount his bills 
on his actively moving merchandise, and cut down the 
inactive lines as much as he can. He will find that 
there are certain lines which yield to standardization 
and other lines which do not. We suspect that the 
problem is an individual one to be solved by the pecu- 
liarities of different communities. It is an interesting 
subject and we are open-minded on the matter. Manu- 
facturers realize that it is to their interest as well as to 
the interest of dealers that everybody should prosper, 
because the belief appears to be growing that the dealer, 
after all, is the most effective outlet for manufactured 
goods in the long run, and that he can perform a serv- 
ice to the community and to the manufacturer with 
greater economy than can be expected of the direct 
agency. 


YOUR BUSINESS IS YOU 

There are business men who seem to believe that their private lives and their busi- 
ness lives are two separate and distinct things. 

They think that out on the street or at the club or at church or elsewhere they are 
taken for Messrs. So-and-so and regarded for their personal qualities or for their. in- 
dividual activities, their connection with their business being forgotten. 

They are mistaken. Their business follows them wherever they go. They are 
tagged with their business label. People do not mention their business when address- 
ing them by name. People may not even refer to their business in talking with them. 
People do, however, mention their business when speaking of them. 

When John Doe is spoken to it is “Hello, John!” or “Good morning, Mr. Doe.” 
But when he is spoken of, it is “John Doe, the insurance man.” 

Wherever a business man goes, he is usually seen and known as the representative 
of his business. The way in which he deports himself, the manner in which he meets 


and greets people, reflect upon his business. 


The enemies he makes will be inimical to 


his business. Tne friends he makes will be friendly to his business. 

The wise business man will capitalize his personal side, his personal activities, at 
least to the extent of letting it be evident that he is the same man inside of his business 
that he is outside. He will not hesitate to say to an acquaintance in the street, “You 
know where my place of business is. Come in and see me.” He is tied up with his 


business in reputation wherever he goes. 
ignore it. 


He may well capitalize the fact rather than 


(Frank Farrington’s Business Talks for 1930) 


(All rights reserved) 
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TREND OF RESEARCH AND 
EDUCATIONAL WORK IS 
TRADE ASSOCIATION FIELD 


HE threat of business recession gets all the credit, 

among some superficial observers, for the new poli- 
cies and aspirations which have lately been disclosed 
by a number of the more progressive trade associa- 
tions. As a matter of fact, the temporary jolt to the 
march of prosperity has been only in part responsible. 
lo be sure, the demand of circumstance that greater 
effort be put forth to put business on its toes did sum 
mon the trade associations to do their share. But, by 
ind large, the revision of trade association objectives 
is not in any degree an emergency measure commanded 
by a sudden crisis 

ther and more enduring influences have nursed the 
new conception of trade association duty. Whether it 
be in cause or effect, the new-stvyle program of the 
up-and-coming trade association is sympathetic to the 
reformation which has transformed annual conventions 
from pleasure junkets to serious forums for the dis- 
trade problems. Symptomatic also of a 
new spirit in trade association circles is the sweep of 
the “Institute” idea. Once the pioneers had sponsored 
the new-fangled subsidiary of the trade association, 
many were quick to follow suit. 

Clearly, the development of the Trade Practice Sub- 
mittal or Trade Practice Conference has had as much 
as anything to do with pushing back the trade associa- 
tion horizon once the workability of this get-together 
device initiated by the Federal Trade Commission had 
been proved, the trade associations found ready to hand 
an effective instrument for the standardization of trade 
rules and ethics. Up to that point, a large 
share of the time of the average trade association ex- 
ecutive had been devoted to reconciliation of conflicting 
ideas of manners and morals within the trade. With 
all this taken out of his hands and disposed of at one 
swoop, so to speak, the average trade association cap- 
tain has had leisure for types of promotional work 
tormerly neglected and he is making good use of his 
opportunities 

Technical Study Demanded to Foster Progress 

\fter all, however, it is a question whether the great- 
est impetus to research and educational work by trade 
organizations—particularly the national bodies—is not 
to be found in a dawning realization that upon tech- 
nical study and popular “missionary” work depend the 
expansion of industry. The problem of the age, for 
mass-production industry, is the dual one of increasing 
per capita consumption of goods and of finding addi- 
tional outlets for manufactures. Plainly, the discovery 
of new uses for standard products waits upon the dis- 
unrevealed capabilities, and the latter, in 
turn, waits upon technical or scientific exploration. The 
rallying of new converts to the fold of customers hinges 
upon an evangelism that expounds to the uninitiated 
the virtues and capabilities of the goods. 

Granting the obvious, that the current release of 
trade association energy is principally in the direction 
ot research and educational work, it becomes of inter- 
tock of the trend of this work. Naturally, 
it is hazardous to draw general conclusions and record 
the drift as all in one direction. In the cases of indi- 
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or pressing need. All the same, there are discernible 
certain tendencies which recur so often in the general 
picture as to make it appear that there is a chorus or 
a concentration of effort in these conspicuous channels. 

A trade association official once remarked that re- 
search in industry “is and should be nothing more or 
less than an intelligent inquiry into how to do practical 
things; if they are new, how they can be done in the 
best way; if they are old, how in a better way.” In 
pointing out that no uniform plan or method has been 
followed by the trade associations that have gone in 
for research, E. W. McCullough of the U. S. Chamber 
of Commerce observed: “It has been a search after 
fundamentals and facts by whatever means to produce 
results.” Fortunately for the best interests of their 
members, trade associations are accepting pretty freely 
the principle that research work, if it is to get any- 
where, must be systematic. Thus, whatever the annual 
changes in trade association directorates, the impulse 1s 
to sustain the prearranged research program on the 
even tenor of its way. 

Research work, as practiced by trade associations, is 
apportioned into three general classifications, namely, 
scientific or technical, economic, and general. Within 
the scientific range fall not only the chemical and other 
purely technical aspects, but likewise processing meth- 
ods in their effect upon commodity endurance, wearing 
quality, etc. General research is a catch-all for im- 
provements in manufacture, inquiry into existing and 
prospective sources of raw material, etc. Under the 
economic heading come the analyses of markets and 
distribution, the studies of advertising, etc., which have 
engrossed the attention of so many trade associations 
in recent years. 

For all that the economic research—especially the 
offshoot of it which has dealt with simplification and 
standardization in industry—has captured the spotlight 
for some time past, the best-qualified observers insist 
that the stronger trend in trade association policies just 
now is in the direction of scientific or technical re- 
search. The explanation seems to be that the study of 
markets has reached so advanced a stage that the pace 
may be slowed. On the other hand, most of the trade 
association executives and committeemen are conscious 
that the chief hope of business salvation at a saturation 
stage lies in what the scientific scouts may be able to 
do in decreasing the cost of production and in stimu- 
lating consumption by demonstration of new uses. 

This leaning to the technical or scientific in the re- 
search endeavors of the trade itself 
necessitates closer attention to the program because the 
selection of subjects for technical inquiry is of the 
utmost importance. Presumably every technical sub- 
ject is of intimate interest to its own industry. But it 
is not always so easy to pick subjects the penetration 
of which will bring practical benefit to all branches of 
a trade. To insure the best possible choice of subjects, 
some of the trade associations have put the matter in 
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the hands of Committees on Technical Research. In 

some instances suggestions from the trade at large are 

invited and are passed upon by a sifting committee. 
Cooperative Technical Research 

For many a trade association, the insurmountable 
obstacle to any ambitious program in technical or scien- 
tific research has been the supposed necessity of in- 
stalling and maintaining a private laboratory or testing 
station to carry on the work. Accordingly, and in 
direct proportion to the handicap that has been laid, 
there is significance in the trend to what is broadly 
termed “cooperative research.” 

It is not so often that it is feasible for two or mere 
trade associations to join hands and purposes, because 
diverse trade groups have so little in common, But it 
is being made increasingly easy for a trade association 
to enlist, on a favorable financial basis, the research 
services of a public or private institution which spe- 
cializes in investigation. The U. S. Bureau of Stand- 
ards and other Federal agencies have gone to great 
lengths in this joint research. A number of colleges 
and universities have made notable contributions, as 
the office appliance trade has reason to know, by what, 
for example, has been done by the Forest Products 
Laboratory at the University of Wisconsin. Finally, 
there are the alliances in research which have been 
formed, with such telling effect, between trade asso- 
ciations and general institutions such as the National 
Research Council, Institute of Industrial Research, 
(American Society for Testing Materials, National 
Board of Fire Underwriters, American Institute of 
Architects, etc. Occasionally technical research insti- 
tuted by one trade or industry will, unexpectedly add 
constructively to the knowledge of another group. A 
case in point is the enlightenment which has come to 
the office outfitting community as a result of the studies 
undertaken by carpet manufacturers to determine the 
sound-absorbing powers of draperies, floor coverings, 
etc., in the modern office. 

A trend noticeable in recent research work by or for 
trade associations is the drift away from straight prod- 
uct-testing work and an inclination to studies of prod- 
uct properties. Perhaps the elementary testing job has 
been completed in most quarters although in the case, 
say, of papers, testing is in order with the advent of 
each new number. At any rate, the more eager quest 
at the moment is for unknown or unheralded capabili- 
ties. Far-sightedly, certain trade associations have ex- 
tended this branch of their work to encompass original 
research designed to acquaint customers or consumers 
with the best means of preserving the product and at- 
taining the utmost in economic use. 

How Trade Associations Help in Still Other Ways 

A phase of trade association activity, on the tech- 
nical side, which is just unfolding but which may ulti- 
mately have significance for the office equipment trade, 
contemplates development of the trade association as 
an agency to negotiate the pooling or interchange of 
patents. Heretofore, give-and-take arrangements cov- 
ering patented features have usually been worked out 
at first hand by the manufacturers who had come to 
realize the mutual advantages. It is now suggested, 
however, that trade associations might advantageously 
take up this work which seeks to bring about syndica- 
tion of valuable or necessary features of equipment so 
that producers may devote the energy that is now 
given to internal competition to the more remunerative 
job of cultivating virgin sales fields. 

_ The trend in educational work in the trade associa- 
tion field is being dictated to a considerable extent by 
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the development of the research work. Not that there 
would not be plenty of missionary work to be done if 
there were no research to be constantly turning up fresh 
discoveries and improvements. But, since technical 
and scientific research is constantly adding refinements, 
finding new short-cuts and fresh economies, it is logical 
that the educational curriculum should concern itself 
extensively with these acquisitions. 

Alongside the public relations campaigns with which 
the more resourceful trade associations are now busy, 
there is a quota of internal educational work of which 
examples are to be found in the employee training 
services, cost accounting courses, coaching on credits 
and collections, etc. Of special interest perhaps to 
marketers of business machines and the mechanical 
paraphernalia of business is a version of educational 
effort by trade associations that is now coming to the 
fore. This is the advisory service and expert instruc- 
tion to owners in the most effective use of their equip- 
ment. 

A trend to program selectivity is one of the more 
recent manifestations in trade association policy- 
making. As the range and diversity of research, edu- 
cational and promotional work has steadily expanded, 
it has become only too evident that no trade association 
can hope to carry on all these uplift ventures simul- 
taneously. The approved solution is for concentration 
year by year, or period by period, upon a picked muster 
of projects that seem most important or most pressing 
at the time. 

Financing Extension Work Still a Problem 

While the guiding principles of collective research 
and educational or promotional work have been shaken 
down, there is, as yet, anything but a concert of opinion 
among trade association leaders as to how the exten- 
sion work should be financed. It is obvious that the 
budgeting of an ambitious program in technical inves- 
tigation and interpretative propaganda is a problem for 
the trade association that has been built up on the 
formula of large membership and small dues. 

Even the most ardent disciples of the new order do 
not seek to get their wish at the price of a serious loss 
of association membership. Hence the care shown in 
the selection, by the individual association, of one of 
the four standard plans of financing research and mis- 
sionary work. The four methods of footing the bill 
comprise the assessment device, the budgetary plan, the 
appropriation from the general funds, and the under- 
writing by special contribution. The desire or neces- 
sity of detachment for research offshoots from ele- 
mentary programs has been responsible for the popu- 
larity, this past few years, of the “Institute” idea. This 
permits the delegation of the research and educational 
work to a wheel-within-a-wheel, a subsidiary of the 
trade association, on which members may chip in or 
not, as they please. 

Among business men who are super-sensitive to pub- 
lic opinion, there is a feeling that not the least of the 
blessings that attend the stressing of association re- 
search and educational work is to be found in disabuse- 
ment of the public mind of certain unpleasant sus- 
picions. There is no question but what dark dread 
rose a few years ago in the minds of many laymen 
lest the trade associations were plotting price manipu- 
lation and inflation. However unfounded the obses- 
sion, it lurked. The latter day emphasis on technical 
research, statistical compilation, and educational work 
is accounted a most tactful method of demonstrating 
that if the new-found service association in commerce 
is in any degree selfish, it indulges this selfishness by 
first being unselfish. 
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A THIRTY-DAY WATER TEST.—This exhibit was prepared 
by the E. L. Steck Company, Austin, Texas, using a ‘“‘Duco 
finished Wagemaker desk The surface of the desk formed the u ———— —— —— —| 
bottom of a glass water tank which was kept constantly full for UNDERWOOD GIANT TYPEWRITER MOVED FROM THE 
thirty days while the desk was on exhibition. When the tank BOARD WALK TO THE ATLANTIC CITY AUDITORIUM 
was removed the surface of the desk was found to be unimpaired CONVENTION HALL.—<Accompanied by a police guard and a 
large crowd of spectators, the big typewriter, standing eighteen 
feet high and measuring twenty-one feet across, was moved 
to a permanent location in the convention hall In addition to 
the mammoth typewriter, the entire Underwood Elliott Fisher 
line will be on display Photo by Atlantic Foto Service 
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-DREDS OF ARABIC CHARACTERS IN THE TURKISH LANGUAGE 


A STRIKING CONTRAST BETWEEN THE Hl 

AND THE SIMPLE ROMAN ALPHABET WHICH IS NOW REPLACING IT AT THE ORDER OF MUSTAPHA KEMAL 

THE PRESIDENT OF THB TURKISH REPUBLIC An American traveler stated that alnhabetical charts were posted every-— 
Turks learn the new alphabet (Cuts by courtesy of The Rotarian.) 


where to help the 


room was a necessity Ac- 
cordingly the Pacific Grey 
hound Lines equipped one of 
its motor coaches for the re 


TRAVELING PRESSROOM 
BHQUIPPED WITH ROYAL 
TYPEWRITERS When the 


United States Army held its 

ir maneuvers recently in porters, selecting Royal type- 

Northern California it was writers for newspaper men to 
use. (Cut by courtesy of The 


= Royal Standard) 
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EDITORIAL 





The State of Business 

@® The recession experienced in trade and commerce 
the last few months has been world-wide rather than 
merely local. According to figures compiled from Gov- 
ernment reports by the Foreign Commerce Department 
of the United States Chamber of Commerce the ex- 
ports for the first quarter of 1930 were 20.4 per cent 
less than the exports for the first quarter of 1929, and 
the imports showed a falling off by a corresponding 
percentage. However, in 1929 both exports and im- 
ports reached unusual figures, particularly during the 
first part of the year. Comparing the first quarterly 
figures for 1930 with those from 1923 onward, it is 
found that the falling off has been by only a small 
percentage. The most marked falling off in the first 
quarter of this year occurred in automotive exports, 
which last year had jumped to the head of the list. 
Once more, therefore, cotton is king. It is interesting 
to note that our own industry is apparently one of 
those least affected by the slump in exports. The re- 
port of the United States Chamber gives the figures of 
two of the major industries in this field—typewriters 
and adding, calculating and bookkeeping machines. In 
the first quarter of 1929 we sold for export 119,000 
typewriters valued at $6,449,000. In the correspond- 
ing period of the present year we exported 107,000 
typewriters valued at $5,698,000. This represented a 
decrease of 11.6 per cent in value and 10.1 per cent in 
number of machines exported. This is not a bad show- 
ing for a quiet period. In adding, calculating and 
bookkeeping machines the first quarter of this year 
showed a surprising movement. In that quarter we 
sold abroad 20,370 of such machines, valued at $4,478,- 
000, as against 19,530 machines in the first quarter of 
last year, valued at $3,698,000, representing a gain of 
18.4 per cent in the value of our exports of adding, 
calculating and bookkeeping machines for the first quar- 
ter of this year over the corresponding period of last 
year, and of 4.3 per cent in numbers. 

Even though general business shows considerable de- 
cline, reports from office equipment manufacturers are 
not discouraging. The nation is suffering from the re- 
sults of over-speculation, which originated the wrong 
psychological attitude. We went ahead too rapidly, 
and now we must pause to consolidate our position. 

Dealers’ stocks in all lines are said to be low, and by 
fall there should be an access of confidence and an in- 
crease in activity. Those who have made a careful 
study of conditions sense a trend toward improvement. 
There is no definite movement as yet, but the current 
of pessimism seems to be abating. 

The tariff uncertainty, which dragged on for many 
months, is now ended, and probably the new law will 
work quite as well as the old one. 

Altogether, the situation encourages the belief that 
the worst of the dullness is over and that we shall soon 
see a stiffening of confidence and a slow but steady 
advance. 

<*> 


Big Convention Planned by Typewriter Men 


@@ Next month—August 18, 19 and 20—the type- 
writer men of the United States, or a considerable 
number of them, including dealers and manufacturers, 
are going to stage a convention at the Book-Cadillac 
hotel in Detroit that promises to break all previous 
records and hang up a difficult mark for future con- 
ventions to shoot at. Many of the best men in the 


typewriter industry are now active in the support of 
the National Typewriter Dealers Association. 

At the next meeting above referred to there will be 
an excellent program, which is outlined elsewhere in 
this issue. There will be enough first class entertain- 
ment to keep everyone from being dull, while the busi- 
ness sessions are going to hit some of the trade’s prob- 
lems blows that will be effective in eliminating some 
and weakening others. 

Officers of the association headed by James P. Ward 
of Chicago and strong local committees in Detroit are 
putting an unusual amount of good work into conven- 
tion preparations. They have the support of most of 
the manufacturers, and it isn’t too much to say that 
those who don’t go will have missed something well 
worth their while. 

<-> 

Stationers’ Regional Meetings Do Good Work 
@©® Those of us who have been around a bit recently 
and have visited the several regional conventions of the 
National Stationers Association have been impressed 
by several very encouraging developments. There has 
been an increased attendance of dealers whose num- 
bers have doubled and in many cases more than doubled 
over previous district meetings. Too much emphasis 
is no longer laid on entertainment. Men of influence 
among the travelers’ organizations have taken hold 
vigorously, urging the dealers to attend, taking charge 
of the entertainment features and seeing te it that the 
entertainment is of the right sort. They have consti- 
tuted themselves reception committees radiating gen- 
uine hospitality and cooperating with the local dealers 
in the several cities where regional conventions have 
been held. 

Not by any means least in importance of the 
matters which the regional conventions have en- 
couraged is the organization of local associations in 
cities where there had been none or where there 
once was a local association which had been per- 
mitted to lapse for want of the necessary support 
by members. Sometimes, lacking the proper co- 
operative spirit, the local association had blown up. 
With a different understanding of the functions of 
a local organization—with increasing knowledge of 
what can and cannot be expected of it—the way is 
clear for the organization of such associations 
wherever there are enough stationers to get to- 
gether around a dinner table. The association spirit 
is taking form in Chicago, Milwaukee, Detroit, Col- 
umbus, Pittsburgh and many other cities, irrespec- 
tive of section. 

The officers of the National Association, particularly 
the president and the general manager, have done ex- 
ceptionally good work in which they have been backed 
up whole-heartedly by regional governors and local sta- 
tioners. Programs have been studied and planned to 
give the most information in the time available. The 
silent ones have been made to talk, to their own good 
and to the advantage of their hearers. Men have been 
called in from this and other fields who have a real 
message. Men and management have been stressed 
before goods, wares and merchandise. 

Playtimes have been confined to the evenings, with 
good vaudeville features and enjoyable social dancing 
which promoted acquaintance and good fellowship. 

In fact, we failed to see anyone who was not glad 
to be present at whatever convention it was his good 
fortune to attend. 








CONCERNING THRE HIstTORy OF 
CALCULATING MACHINES 
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V. T. Odhner was born in 1845 and died in 1905 


having been graduated from the higher technical school he 


was oftere ind accepted a position as engineer on the 
me inical staff of the well-known firm of Nobel Brother 


Petersburg, 
Nobel 


improvements of various 


at their plant in what was then St 

During the time he was employed by 

kinds along 
’ 


mechanical lines Yet at the same time he continued t 


work on plans for a calculating machine, the perfection « 


which had been his desire even from his childhood days 
So it was that 1874 there appeared a successful hand 


made model of Odhner’s machin¢ And two years later, in 
constructed 
Brothers It 


illustration. But not 


1876. came the first Odhner Arithmometer, 
during the time he was employed by Nobel 
e which is shown in the 
accomplished and 


stopp1l y 


what had beet 
there, Odhner continued to work on improving his machine 


and, in order that the machine might be placed on a firm 


established in 1886 his own factory in 


Brothers he 


By John P. Mendeleef of Len- 
ingrad, U. 8. 8. R—Translated 
from the Russian 


St. Petersburg. where he began intensive manufacture of 
the mac e under his ow n Duru entire period 
from 1886 until the factory was closed in 1918, the total 
umber of calculating machines turned out by that tac- 
tory was about 50,000 
Chat the number of Odhner machines ifactured in 
the St. Petersburg factory was thus comparatively limited 
s explained by the tollowing tacts 
lst—During the earlier part of the period at least, the 
mnt ‘ ’ ] ] . " ; , hourine 
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looked upon calculating machines with disfavor 
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the Odhner machine was also manufactured in 


under agreements with the inventor. The 


Odhner machines which were made in foreign factories 
vere turnec t aer var} > ames t » Odhner’s 
pate ce Sf 

\ nhmometers were ide tthe G Natalis & Co 
sew @ mac! M ictory (erm vy, under the trade name, 
Brunsviga, after the ancient name of the famous town of 
Braunschweig, where the factorv is locate Brunsviga 
machines e1 }é ved the W est distribut I y of the 
nachines made under the Odhner patents During the en 
tire period from the time the Grimme, Natalis firm first 


began the manufacture of the 
machines have all this time beet 


manufactured at the city of Braunschweig 


However, German manufacturers have made_ several 
notable improvements on the original Odhner patents, al- 
though the general principles established by Odhner have 


remained throughout 
Other calculating machines which are based on Odhner’s 
principles are manufactured in Germany under the names 


of Thal Ss and 


Up until comparatively 
I 


lriumphator 
recent times the manufacture of 


unes of the Odhner tvpe was limited to | uropean con- 


cerns, so that the distribution of machines of this type was 


seemingly small. But during the last fifteen or twenty 


years American firms began to become very much inter- 
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ested in machines of the Odhner type, and American manu- 
facturers have made a number of practical improvements 
in the mechanism and operation of machines of this type, 
following which the distribution of such machines has 
grown by leaps and bounds. 

From the foregoing little sketch of the history of the 
Odhner Arithmometer it becomes evident that two of the 
most important factors in the life of the modern office, the 
typewriter and the calculating machine, made their appear- 


ance at practically the same time. But the typewriter, that 
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child of American inventiveness and ingenuity, quickly rose 
to popularity, while the calculating machine seems to have 
remained in the background of public attention. So it is 
that when only recently there came around in 1926 the 
fiftieth anniversary of the appearance of the Odhner cal- 
culating machine upon the commercial market, the event 
came and went by practically unnoticed. 

And it is because of my feeling that justice should be 
done to the great réle played by V. T. Odhner that I have 


written this little article. 


EFXVELODES IN AUSTRIA 


HE male Austrian does not pay much attention to the 
, eee which he uses Less well-off than before 
the late war, the connoisseur no longer can afford cream- 
laid luxuries with crest, or monogram, embossed in a con- 
spicuous position. Being, however, a generous fellow, anx 
ious to please those upon whom his affections are set, 
Anatol cheerfully denies himself a material pleasure, in 
order that a lady, with a desire for a box of really choice 
envelopes, may be gratified. In Austria woman especially 
rules men’s hearts; consequently, her will being law, many 
a packet of dainty envelopes, fragrantly perfumed with some 
exceptionally clinging scent, changes hands. Particularly 
on birthdays and holidays, for these are the recognized 


occasions for making presents, with Christmas and New 


Year's Day thrown in to balance them. Escape is im- 
possible 

These envelope presents are suited to certain seasons. 
On Svylvester-Abend (Christmas eve) in Aennchen’s white 
hands a hundred envelopes (the customary number) on 
which tiny red berries peep out from miniature holly leaves. 
\ week later, the New Year is ushered in with writing 
paper to match, and the pleased recipient declares that her 
cup of happiness is overflowing 

When a birthday arrives, something extra choice is pro- 
vided; envelopes which have been lightly powdered with 
silver or gold dust and costing many kronen, are bestowed 
upon the lady. Should a holiday occur in the merry spring 
time, mimosa, the violet, or the modest primrose are 
pressed into service, decorating both front and flap. The 
moment welcome summer makes its presence felt, rosebuds 
supplant the other flowers 

In chill autumn the falling leaf with its rich sienna tints, 
is used by the adroit stationers, and with delightful effect. 
Sometimes one leaf only adorns the envelope, which, by 
the way, is of superfine quality. The miniature picture is 


relegated to the flap 
When Ink Must Be Very Black 


Vienna has ever been renowned for “ladies’ stationery.” 
In the Graben, that attractive, curved street, many a shop 
window displays envelopes which enchant the beholder. 
At the moment a very pale silurian grey, with a tiny border 
in silver and initials to match, appeals to every woman of 
taste, while paper which is well “silvered” possesses count- 
less admirers. Neutral tint also has its adherents; olive 
green, sparrow’s-egg blue and a deep carmine are voted 
“kolossal.” She who fancies these colors, fortunately, uses 
the blackest of ink when addressing the envelope contain- 
ing a letter of thanks to he who has bestowed upon her 
the gift. Otherwise the writing might be a mere impres- 
sion, scarcely darker than the paper. A calamity. 

That abominable offshoot of l’'arnt modern, cubism, hav- 
ing made its undesirable presence felt in the Austrian sta- 
tionery world, envelopes suffer from these inroads. None 


are pretty; some achieve hideousness; many ought, in the 


Fragrantly Perfumed to Please 

the Woman of Taste — Die 

Stamping at Home.—By George 
Cecil 


interest of public taste, to be confiscated. Yet the horrid 
things sell, favored musical-hall performers (with more 
cash than talent) eagerly snapping up the horrors—even 
bidding the salesman procure for them something still more 
hideous. In justice to Vienna, it must be pointed out that 
no genuine Wiener dreams of buying such things. Ugly 
envelopes are the joy of the foreigner. 
The Indispensable “Stud” 

The envelopes which are in ordinary use prove service- 
able. Properly gummed, and made to stand the rough 
usage resulting from a long sea journey, they are de- 
manded by merchants whose mail includes correspondence 
with persons at the other end of the world. An extra 
large and thick variety is approved by the music shops, 
for Austrians, when ordering sheet music by post, detest 
receiving it rolled to the shape of a policeman’s truncheon. 
An envelope partly open at two of its extremities has the 
approval of storekeepers who have to dispatch samples to 
hoped-for customers. <A similar envelope, with a “stud” 
fastening the flap, in the good American way, is extremely 
popular with all publishers of magazines. Thousands of 
these are purchased every month. 

The well-born, who have been impoverished by the late 
war, rarely can afford the expensive crested stationery to 
which they were accustomed in happier days. The dies are 
still used, for having once been made, the appliance lasts— 
more or less—-forever; it merely is a question of stamping 
the flap. This work, however, may be carried out in the 
home; the Herr, though “adlig,” no longer has money to 
squander. He, therefore, cannot avail himself of the sta- 
tioner’s services, except to buy envelopes, and these are 
of the cheapest quality. A come-down, alas. 

Those peasants who have learned to write are content 
with something very rough-and-ready. Only when a stroke 
of luck brings them a legacy do they dream of launching 
out into that which is decorative and costly. Such events 


are uncommon. 
<> 


New Associations in Stationery Field 

As a result of the work of the officers and regional gév- 
ernors of the National Stationers Association during recent 
months several new stationers associations have been or- 
ganized in leading cities. Under the direction of Regional 
Governor R. M. Tussing of the Fifth District a stationers 
association has been organized in Detroit, with Lynn B. 
Emery as president. An association has been formed in 
Milwaukee, and one is under way in Chicago. 











SURVEY OF OFFICE 


ADPPLIANCES IN CANADA 


By A. B. Wakefield, Manager 
of the Roneo Company of Can- 


ada, Toronto 


N THE held otf ofhce appliances, there is no other 

country which can be compared in many respects with 
the Dominion of Canada, which has an estimated area of 
3,725,000 square miles with a scattered population of only 
ten million people [he progress of the country, however, 
is made manifest when it is understood that since 1911 the 
population has increased by three million people. Such 
cities as Ottawa, Toronto, Montreal, Vancouver, Winnipeg, 


etc., may be said to be fashion centers in point of modern 


Steel Equipment 
With the exception of the United States, Canada occupies 
the premier position in steel equipment such as steel filing 
abinets, shelving, desks and other metal furniture. At the 
moment there are several organizations which are effecting 


existing buildings and others are opening 


extens Ss ¢ 
new establishments in the provinces with a view to coping 
with growing demands. Many of the pioneer houses art 


reorganizing their offices and adopting modern appliances 
and equipment The organization of new factories has 
doubtless been stimulated by the heavy freight charges 
involved it onveying merchandise from Toronto, for 

stance, to Halifax, an approximate distance of 1,177 miles 

[here are quite a number of English and United States 

mpanies interested in the Canadian steel equipment mar 
ket. The articles produced in the United States are subject 
to tariff charges in addition to freight involving an advance 
of approximately twenty per cent over the British prices 
more over prices demanded in the United States 
Quite recently I was talking with the president of a well 


interested in the Canadian 


known United States compar 

steel equipment market. He was here to ascertain whether 
or t it would be practical to place a series of distributior 
agencies throughout Canada. He reported that after inves 
tigation he found not the remotest possibility of being abl 
to accomplish what he had intended. The proposition, he 
said, is t ex sive on account of the tremendous distanc« 
between the principal cities He pointed out that local 


firms are maintaining big turnovers, but nevertheless have 
difficulty in making ends meet 
These comments can be quite readily substantiated I 


know several organizations specializing in steel office equip 


ment who are experiencing trying times. These difficulties 
ire not altogether the result of competition, but are due to 
the extremely heavy traveling expenses, plus high charges 
for freight [rain traveling, too, is becoming a slow and 
tedious job. I have just returned from Parry Sound, ap 


proximately one hundred miles from Toronto, and the se 
vice consists of only two trains a day 
Much progress is to be noted, however, in both western 
l tern Canada, and high hopes are entertained that 
the current vear will see record turn-overs, resulting in 
hopes are based on the fact that the manu- 


f steel office equipment have now acquired a 


MR. WAKEFIELD 





complete knowledge of the working of the Dominion mar- 
kets and have arranged their distribution centers so as to 
permit reasonably quick and economical deliveries with 
service men practically on the spot. 

Only a few days ago I received information to the effect 
that an important steel equipment concern had indicated 
their intention to erect their own plant somewhere in On- 
tario and I should not be at all surprised to see them going 
ahead with the proposition. This concern, I understand 
produces the better grade of steel equipment generally and 
their products should find a ready market 

Filing Systems 

It is strange but true that while Canadian steel filing cab- 
inets are almost invariably purchased by Canadians, the 
English “systems,” are preferred, particularly in the larger 
organizations [his in my opinion is due to the scientific 
construction of the system as compared with domestic ideas 
on the subject 

Visible Card Records 

Seldom does one find a reasonably efficient office without 
its visible card record systems. This system is applied to 
stock records, prices, sales, travelers’ reports, real estate, 
school records, clubs, churches, hospitals, doctors, etc., all 
claiming that the visible record system offers them dis- 
tinctive advantages. 

Duplicating Machines 

From coast to coast the field for duplicators is immense 
but brimful of difficulties when the satisfactory covering of 
the country is considered It is imperative to maintain 
reasonably regular service of the machine and this is 
perhaps the most difficult problem to solve in consequence 
of the great area to be covered. Thousands of machines 
are used in the great northern sections, hundreds of miles 
from the base organization. When such places can not be 
reached by train, the automobile is brought into service 
and the service becomes extremely difficult, particularly in 
winter, with its snow blockades. There are quite a number 
of machines of both English and United States make and 
here again patriotism favors the British made article 

Addressing Machines 

The market generally has been carefully tested and there 
are high hopes that the field for addressing machines will 
be considerably developed. The popular demand is for the 
smaller type of hand operated machine. I have only re 
cently read of a client who took up a small hand machine 
for a mailing list of five thousand. Apparently this par- 
ticular customer does not consider a time-saving limit or 
possibly he purposes doing the job himself! In another 
case, I know of a machine being sold to a customer who 
had a list of one hundred fifty clients who are written to but 
once a month. These two extremes will convey a true 
impression of the possibilities of the addressing machine 

Typewriters 


] 1! 


I have traveled the world, but never in all my life have 
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I seen such a diversified state of affairs as exists in the 
typewriter business here in the Dominion. Competition 
is as keen as in any place I have ever visited. Not only 
are all the leading typewriter companies well established, 
but there are a number of smaller dealers, etc., manipu- 
lating rebuilt typewriters of all kinds. The Canadian agency 
of the Imperial typewriter, an English product, is, I under- 
stand, reorganizing its business throughout Canada. There 
would appear to be good possibilities for all known makes 
of typewriters. 

One has only to glance at the new building programs in 
Montreal, Toronto and Vancouver, to appreciate the possi- 
bilities existing for typewriter organization. As an exam- 
ple, I call your attention to the new Bank of Commerce 
now nearly completed. It is situated on King street West, 
close to the premier hotel—the Royal York—and in near 
proximity to the new Union station. It is a thirty-four 
story building, said to be the tallest building in the British 
Empire. Toronto is proud to possess the Bank of Com- 
merce building and already there are rumors of still bigger 
buildings for the future. 

A General Survey 


Of the Dominion business generally, I am thoroughly 
convinced that the office appliance organizations who are 
efficiently established may certainly look forward to max- 
imum opportunities. I know quite well that several firms 
have been doing their utmost for the past few years and 
have had but scant recompense, but these particular organ- 
izations are now so entrenched that some benefit will be 
forthcoming. Business generally throughout the Dominion 
has been desperately bad. There have been many known 
reasons, but with the approach of spring existing unem- 
ployment will be considerably relieved. Men who flock 
to the city from the farming areas for the winter months 
are gradually returning to the land, and from inquiries I 
have had effected I am of the opinion that the current year 
will prove a genuinely record year for the office appliance 
trade generally. 

—————<—————_— 


William Watson Addresses Scottish Sales Promo- 
tion Association 


On Thursday, May 29, at the Grosvenor restaurant, Glas- 
gow, Scotland, William Watson, managing director of the 
Royal typewriters for Scotland, presented a timely address 
on How Sales Promotion Can Help to Revive Scottish 
Shipping and Bring New Industries to the Clyde. 

Mr. Watson referred to the decline of Scottish shipping, 
but not in a pessimistic vein for Scotland still has many of 
the finest ship-builders in the world, as evidenced by the 
placing of the order in Clyde Bank for the gigantic new 
Cunarder which will on completion be the largest and 
fastest liner afloat. Scottish shipping companies have 
shown enterprise by putting on new ships and speeding up 
their services. British shipping leaving Scottish ports 
serves all parts of the world and those in Scotland who 
order goods from overseas should insist that they be deliv- 
ered directly to Scottish ports. Scotchmen must find out 
their weaknesses and develop salesmanship, concentrating 
upon intensified training. Today the policy should be the 
sales organization first to form the advance guard and the 
factory second. For factory output is much easier to pro- 
duce than large orders for it. Creating demand is the 
secret of every business and that the job for the sales 
organization. Manufacturers are too meager with their 
advertising, because advertising supports the salesman and 
is necessary for his success. 


The speaker then referred to supporting local enterprise. 
He pointed out the fact that Scottish shipping concerns are 
the leading sea carriers and pointing out that it is impera- 
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tive for those in position to do so to give shipping com- 
panies their support. Those who come to Scotland to do 
business there should buy Scottish equipment. They can- 
not expect to secure one hundred per cent patronage from 
Scotchmen whose goods they do not buy. 


The large proportion of Scottish imports come into Eng- 
lish ports on foreign shipping lines. Such goods should be 
delivered direct to Scottish ports and on Scottish shipping 
lines. 


When Scotchmen order goods from overseas, they should 
specify delivery by Scottish shipping companies. Just as 
our railway companies appeal to the public by attractive 
advertisements, so our shipping companies may follow suit. 

Advertising today plays a more important part in busi- 
ness than ever before. To organize a selling force and 
expect it to succeed without judicious advertising is equiva- 
lent to an employer who engages the services of a typist 
with only one hand. Advertising is now imperative for all 
progressive firms. One of the secrets of success with adver- 
tising in Scotland depends upon making one’s appeal 
through the Scotch press. There is talk of a civic week for 
Glasgow during the coming year, an event which would do 
Clyde and West Scotland a great deal of good. Manufac- 
turers abroad, like Henry Ford, are anxious to secure a 
share of British and colonial trade. It is up to Scottish 
business men to attract these world-wide manufacturers to 
the Clyde. Under the scheme of rationalization of ship- 
building there will doubtless be certain engineering and 
shipbuilding establishments with available ground for ex- 
pansion going cheap, which could at a moderate cost be 
turned into modern factories for new industries. 

The man who specializes in advertising alone is not the 
ideal man today. He must be some one who.can get the 
best value from his advertising and concurrently coordinate 
and intensify his sales effort. 


New manufacturing industries on the Clyde would lead 
to more shipping and greater prosperity for Scottish ports 
and if fully developed would lead to increased shipbuilding. 

In conclusion, the speaker said whatever our business 
men may be, professional, industrial or commercial, wher- 
ever we have a policy or a product to sell, our only hope 
is to cooperate with one another to work for the revival of 
the industry in the Clyde and to act upon the lead given 
us by His Royal Highness, Prince of Wales, when he said 
in his famous speech in the Mansion House, London, in 
February, 1929, that to secure our share of the world’s 
market, Britain must become a nation of salesmen. 

~ 

Newspaper Supplements in Sheaffer Schedule 

A distinctive feature of the 1930 advertising campaign of 
the W. A. Sheaffer Pen Company is a four-page color sec- 
tion which will appear at intervals in a group of newspapers 
in large trading centers. The two outside pages are in full 
color, and the center pages in monochrome rotogravure. 


The front cover shows a color reproduction of “The Girl 
Graduates of '30,” without advertising. The back cover 
flashes in color representative selections from the Sheaffer 
line. The rotogravure pages within afford space for the 
ads of local dealers. This is a novel idea and treatment, 
and should assist the company’s dealers materially. 


The advertising for Sheaffer, in addition to the color sup- 
plements, is said to embrace all basic sales promotion mate- 
rial for an energetic campaign to help the dealer. Sales 
helps are provided on a generous scale, including display 
material for showcase, display window, counter and shelf. 
The company’s advertising department at Fort Madison will 
assist dealers in the preparation of layouts for catalogues, 
house organs, sales promotion letters and other forms of 
merchandising activity. 
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WHY PORTABLE TYPEWRITER SALES 


INCREASE 


EVERAI 
equipped 
banks of keys and 


years ago when portable typewriters wer 


with universal keyboards involving three 


a double shift, they did not sell so rapidly 


as they do now, when they have a standard keyboard with 
tour banks of keys and a single shift. So far as we are 
concerned, here in a small city of Illinois we sell more porta- 


bles than large typewriters. Standard size Remingtons, 


Underwoods, Royals, L. C. Smiths, etc., sell at about $100 
Rebuilts can be had ot A No 
4, Remington 


riters cost 300 new 


new 1 type retail from $50 


up, while Coronas No Underwood and Roval 


portable typew There are those who 


buy portables because they cannot afford to purchase the 


more expensive larger machines Some of the standard 


machines rebuilt according to accepted standards cost as 


much or more than new portables. Some people preter a 


new portable typewriter to a large rebuilt typewriter because 


of a lurking fear nearly always without foundation that 


rebuilt typewriters are defective in some part, while the 


is strong and will stand hard usage 
keyboard 
doubled in the last two years at our 
Machines keyboard 
been used principally by college students and traveling men 


Now 


business colleges and universities use them 


new portable 


Sales of standard portable typewriters have 


establishment 


having the universal have heretotore 


who used no accepted system of operation. students 


of high schools 


freely as well as business peopl Writers buy portables 
They travel a great deal for the information they need in 
their work and take portable typewriters with them In 


short, the portability of the portable typewriter is the princi- 
adoption of the four- 
field 


pal secret of its popularity while the 


bank keyboard 


adapted 


tends to widen the to which the 


machine ts 
typewriters almost a 
used in ball parks, at 


reporters find portable 


Newspaper 


necessity nowadays for they can be 


social events, etc 


the ring side, for writing up weddings, 


as well as at court hearings. Reporters are enabled in many 


cases by the use of the portable to obtain items more cor- 


rectly and in less time than by the handwritten method. 


[The demand for portable typewriters in large cities has 


increased for several reasons. When people live in restricted 


quarters they prefer if they have a typewriter at all at 
home to have a small one which can be put away in a 
closet conveniently and as conveniently taken out when 
occasion demands Many portable machines find use by 
people who summer in the country, while stenographers 


doing extra work find the portable typewriters convenient 


for use at the houses of those for whom they do extra 


because they can be trans 


work Teachers buy portables 
ported from home to school and vice versa and because 
they are cheaper than standard typewriters 


The 


reason 


A typewriting machine is attractive to children 
typewriter supplies a 


a machine either standard or 


educational influence of the 


why every home should have 


portable, the latter being of course the more convenient on 


account of its lightness The desire to express themselves 


in writing after the manner of adults is present in all chil 


dren and they are quick to sense the convenience of the 


typewriter as a medium of expression 

The sale of typewriters is larger in the homes than ever 
before and this applies more to portables than to standard 
machines because say what one will, the portable typewriter 
in modern design and color is a dainty and desirable article 
and it has helped more than a little in the recognition of 
typewritten form. The typewriter 


may be had in any special color desired to match bedroom 


letters as good social 


By Ursula Kelligar. 


colored 


It pays the dealer to display 


window with 


or library furniture 


portable typewriters in a show a sign to the 


that 


efrect etiquette recognizes the typewriter in social 


correspondence 


is a demand for portable type- 


Throughout the year there 


writers. These machines are sold more largely to students 


in the fall, while in the spring business is good because it 
is graduation time and parents desire to give their children 
dealer can 


suitable graduation presents The typewriter 
avail himself of this and other 


push the sale of portable typewriters on account of theu 


seasonable opportunities to 


wide versatility of use and because of the fact that the type- 


writing machine is now an essential tool for most people 


who write 

[The Christmas business on portable typewriters is very 
profitable. These machines are first-class Christmas pres- 
and others whose 


duties Both 


new and used portables sell rapidly at Christmas time for 


ents for pastors and teachers, students 


require any considerable amount of writing. 


gift purposes 


In the summer I sell and rent many machines of this 


type. Of course, not all people who go on trips take a type- 
who do, want one that is convenient to 


Ministers often rent porta- 


writer, but those 


carry and takes up little room 
standard 


bles to take on their vacations, leaving the larger 


machine at home provided their study is equipped with 
such a machine. 
I find that each season brings different types of cus- 


tomers for portable typewriters, but I never have a dull 


know that it pays typewriter mer- 


chants and stationers to sell both new and 


season in this line and | 
used machines 


of this type 


= ae — 
London Rotaprint in Larger Quarters 
Owing to greatly increased business, Messrs. Kaye's 
Rotaprint Agency Limited of London, England, recently 


necessary to remove to larger premises at Cecil 
Holborn Viaduct, London, E. C. 1, a few 


premises previously this 


found it 
House, 57 A 


west of the occupied by 


di Ors 


agency. The new premises are double the area of the 
previous quarters and will enable the agency to give better 
service to Rotaprint users than heretofore 


>—__ 

Prominent Waterbury Stationer Passes 
Charles S. Davis of Davis & Nye, Inc., 60 Bank street, 
Waterbury, Conn., suddenly the last of May 


He was well known in Waterbury, and his loss is keenly 


passed away 


felt 
_— 
Sympathy to L. E. Muran 
Office Appliances extends deepest sympathy to L. E. 


Muran of the L. E. Muran Company, 294 Devonshire street, 
the loss of his son 


- > 
Electromatic Typewriter Co. Appointments 
of Rochester, N. Y., 
appointments: New 
Mass.; Canada—J. 
W. Crow, Kansas 


finished a three 


Boston. over 


The Electromatic Typewriters, Inc., 
made the following agency 
Theo. C. Harris, Waltham, 

Toronto; the Middle West—C. 


These three gentlemen have just 


recently 
England 
W. Neun, 
City, Mo 


months’ factory in Rochester 


course at the new 
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WATCH YOUR STED 
By M. L. Hayward 


“Infants” and “Necessaries” 

Cases frequently arise where an office appliance dealer 
sells to an infant—that is, a person under the age of 21 
years—sometimes knowing that he is an infant and taking 
his chances—at other times believing him to be of age, 
and not learning that he is an infant until he tries to collect. 

On this point the general legal rule is well established. 
namely, that the infant is liable not merely for the neces- 
saries of life, but for things suitable to his station in life 
and to his particular circumstances at the time. 

“Things may obviously be incapable of being necessaries. 
A wild animal, or a steam roller, could hardly, under any 
circumstances, be considered to be such. Things may be 
of a useful character, but the quality or quantity supplie1 
may take them out of the character of necessaries. Ele- 
mentary text-books might be a necessary to a student of 
law, but not a rare edition of ‘Littleton’s Tenures,’ or eight 
or ten copies ot ‘Stephen’s Commentaries.’ Necessaries 
also vary according to the station in life of the infant or 
the peculiar circumstances in which he may be placed. The 
quality of clothing suitable to a Harvard boy would be 
unnecessary for a telegraph clerk; the medical attendance 
and diet required by an invalid would be unnecessary to 
one in ordinary health,” says a leading text-book on this 
point 

Suppose, however, that an office appliance dealer sues 
an infant, the case is tried by a judge and jury, the ques- 
tion is whether the goods supplied are necessaries or not, 
and then the next question is, who is to determine whether 
the goods are necessaries, the judge or jury? 

On this point the following rules are well established: 
(a) “Evidence being given of the things supplied and of 
the circumstances of the infant, the Court determines 
whether the things supplied can reasonably be considered 
necessaries at all; and if it comes to the conclusion that 
they cannot, the case may not even be submitted to the 
jury.” 

(b) “If the judge conclude that the question is an 
open one, and that the things supplied are as may rea- 
sonably be considered to be necessaries, he leaves it to the 
jury to say whether, under the circumstances of the case, 
the things supplied were necessaries as a fact. And the 
jury determines this point, taking into consideration the 
character of the things supplied, the actual circumstances 
ot the infant, and the extent to which the infant was already 


supplied with them.” 
* “ « 


The Reason for Rejection 

A Michigan office appliance dealer had shipped supplies 
to a customer which the latter refused to accept. 

“I am rejecting the supplies because they are not the 
kind that I ordered,” the customer wrote, the dealer sued 
for damages for non-acceptance, and the customer was giv- 
ing evidence. 

“Did you examine these supplies before rejecting them?” 
the customer's attorney asked. 

“T did.” 

“Did you find the supplies to be of a merchantable 
quality?” 

This question brought the dealer’s attorney to his feet. 

We object to this question, of any evidence of the qual- 
ity of the supplies,” the attorney objected. 

“On what grounds?” 

“On the ground that the customer, having rejected the 
supplies on a specific ground, namely, that the supplies 


were not of the class which he ordered, cannot now rely 
upon an entirely new objection, that is to say, an objec- 
tion as to the quality of the supplies.” 

“The objection is allowed,” the court ruled. “The buyer, 
after having a full opportunity to examine the supplies, 
notified the dealer that he rejected them on a _ specific 
ground. The dealer had the right to act upon the assump- 
tion that this was the only ground upon which the buyer 
relied, and it would be unjust to permit him to rely upon 
other grounds on the trial of this cause.” 

The particular case in which this point arose is reported 
in 106 N. W. 867, and the New York courts have laid down 
the same rule in the following words: 

“By formally stating his objections the buyer must be 
held to have waived all other objections.” 

+ . + 
Was There a Warranty of Quality? 

The office appliance dealer had bought certain supplies, 
and had a written memorandum of the purchase giving 
the quantity and the kind of supplies bought, without say- 
ing anything about the quality thereof, the dealer had no 
opportunity of inspecting the supplies, and when they 
arrived they were found to be badly damaged. 

Whereupon the dealer sued the seller for damages. 

“There was no warranty or statement that the supplies 
were of any particular quality,” the seller demurred. 

“No, but the kind of supplies was described in the con- 
tract, and it was understood that the supplies should be of 
merchantable quality, which they were not—in other words 
there was an implied warranty of quality,” the dealer con- 
tended, and under these particular circumstances the law is 
in his favor on this point. 


, 


“The buyer bought for the purpose of sale. and the seller 
could not on any other supposition than that the articles 
was merchantable have found a customer for his supplies, 
and the buyer must be taken to have trusted to the judg- 
ment, knowledge, and information of the seller, as it is 
clear that he could exercise no judgment of his own; and 
this appears to us to be at the root of the doctrine of 
implied warranty, that in this view it makes no difference 
whether the sale is of goods specially appropriated to a par- 
ticular contract, or to goods purchased as answering a 
particular description,” said the court. 

. * . 
The Subject Matter of the Sales 

The office appliance dealer had agreed to buy and the 
seller had agreed to sell certain supplies, then in transit 
from California via the Panama Canal, and the contract 
was signed on Wednesday. 

On Thursday morning the dailies announced that the 
ship carrying the supplies, the crew, and the entire cargo, 
had gone down at sea. 

Then the question was whether the contract was binding 
or not. 

“You're bound to accept the same quantity and quality 
of supplies which I'll buy elsewhere and deliver to you,” 
the seller proposed. 

“No, I bought the particular supplies in a particular 
ship, and as those supplies were not in existence when I 
bought, there is no contract,” the dealer retorted—and cor- 


rectly so. 

“Such a contract of sale plainly imports that there was 
something to be sold and something to be bought, whereas 
the object of the sale had ceased to exist,” says the court 
in the leading case on the point. 





m_é 





IN 


HER LANDS gu... 


Vln RR § mC 





Lig Sin 


<3/ <\ 


a 

















Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 
this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 
Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London Correspondent, Mr. W. Teignmouth Shore, 

18 Templars Avenue, Golders Green, London, N. W. 11, England 
Mr. Shore's knowledge of the office equipment business 
and its possibilities in Great Britain makes his 
counsel valuable to those desiring to 
cultivate the British Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Note.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFICE 
APPLIANCES in the British Isles. New subscriptions should be sent to Mr. Shore. Renewal orders should be 
sent to OFFICE APPLIANCES’ home address, 417 South Dearborn street. Chicago, Illinois. 


London, May 16, 1930. only to be good but actually better than anything new! 
It was my good fortune to find Mr. Gestetner “at home” Yes, I agree with you, that attitude is surprising; but it 
the other afternoon; which was not surprising, as I had exists, as you know. On the other hand there is the in- 
an appointment with him, and, like all good men of busi creasing number of those who grasp the fact that an 
ness, when he says he will be there he is so office run on the latest and best methods and with the 
rhe Gestetner offices are in Aldwych House. Aldwych. latest and best machinery is economical and efficient, and 
ilmost under the shadow of the London Bush House and produces more business. 
in the midst of a very busy center of office appliance “We receive a deal of assistance from what I call—it is 
traders, mostly American. His is a “thorough-view” office; the only right designation for them—thankful customers; 


glass partitions giving an air of openness and providing the those whom we have helped to make their offices more 


necessary privacy without any aloofness efficient. They not only send other customers to us, but 
As I said to Mr. Gestetner. such an office. so busy and Often suggest that we should refer our prospective cus- 
so evidently well organized, is one of the best of eoles tomers to them—so that they can tell them what we have 
men for efficiency and office appliances accomplished for themselves. That, of course, is the expe- 
“You've been paying one of your periodical visits to the "eee of all those who sell the right goods to the right 
States,” I said, adding “I won't keep you long, even if people 
you would let me do so. But do just tell me all you said “Has foreign competition, American, German, led British 
and did over there. and let me know of all the differences Office managers to wake up? Has it influenced them? I 
vou find between the business worlds there and here!” do not think so. One nation does not very much care 
His look of pained surprise and rebuke admonished me, what another is doing with its offices. I don’t see why 
so I amended my question, and received the following, they should. Progress comes from the natural and national 
which I remit with the omission of my occasional interrup growth of ideas and from the general desire to progress. 
tions The spreading realization that the prosperity of any—of 


“I found a rather more optimistic spirit among business ¢V¢TY—business is centered in an efficient office—it is that 
men there than I do here It is rather a surprise how that is the driving force; and the realization that the office 
damping an effect the Labor Government Budget has had; ™ust be made as efficient as possible. So, the wide-awake 
much more depressing than I foresaw. But I really do be- business men here, when offered an office appliance, a 
lieve that the prospects for the office appliance trade during abor-saving device, a labor-saving method; a method or 


the next few months are rosy; judging not only by our machine that secures greater efficiency—well, they don't 


own bie business during the first half of May: but also, Care from where it comes; they form their own judgment 
from what I see all around. There is a genuine and in of it and are not impressed unduly by hearing that it has 
creasing desire to modernize the office, to make it just as one well in another country; they want to know if it 
efficient as the factory will do profitable work for them 

“Of course there is still a big bit of old-fashioned preju- “But in this country, very often the very idea of the 
dice to overcome Chere are still many business men, too necessity and the possibility of greater office efficiency has 


1 


many, who stick to the old methods, and believe them not to be ‘sold’ to the prospective purchaser before you can 
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sell him the means of obtaining it. That is not stupid; 
that is wise. It is a foolish mistake made by many Ameri- 


cans to start over here with the idea that the British are 


stupid, and old-fashioned. Some men here are so some- 
times, but stupidity is not a question of nationality. 

“There is a difference between the business atmosphere 
here and in America, but it does not lie there. I often say 
that if the English and Americans did not speak the same 
language they would get to understand each other quicker. 
And more easily. Because they do speak the same tongue, 
they find it difficult to realize that they do not always think 
the same thoughts and do not always see things from the 
same point of view They expect to get together more 
rapidly than is possible. It is just as it is between near 
relations; misunderstanding between them is so easy! 

“That’s why, I think as you say, American business men, 
over here to open up trade, so often make the disastrous 
mistake of thinking that their goods and their methods of 
sale—that have gone in the States—must also go here. Of 
course they go, but sometimes in the wrong direction. 
Americans themselves are not to be rushed into buying; 
they, too, want to know the reason why. But I think they 
do more quickly grip anything new that is put before them 
and are more ready to cotton on to it if it is good. More 
persistence is necessary here to overcome the fixed idea 
that what was good yesterday must be good today.” 

hank you, Mr. Gestetner, and au revoir. 

oa 

Barrett Adding Machine Man Goes Abroad 


Frank J. Roderick, manager of the Barrett Division of 





the Lanston Monotype Company, Philadelphia, manufac- 
turers of the Barrett desk electric and hand adding-listing 
machines, sailed on June 21 for Liverpool. 

Mr. Roderick will spend a couple of weeks in England 
calling on English dealers who are already selling the Bar- 
rett Sterling model hand and electric machines. From 
London he will go to the Continent, calling on all Mid- 
European Barrett agents, and also those in the Balkan 
tates, Spain and the Scandinavian peninsula. 

The Barrett organization in Europe is made up of re- 
liable and progressive adding machine dealers. <A _ repair 





FRANK J. RODERICK 


and service organization covers all of Europe and Barrett 
electric and hand machines are constantly receiving a wider 
distribution through sub-agents. 

Mr. Roderick’s trip to Europe this year is made particu 
larly for the purpose of assisting his main distributors in 
establishing sub-dealer agencies and to keep all Barrett 
distribution outlets in close contact with the Monotype fac- 
tory in Philadelphia, with the idea of closer cooperation 
and better service. 

It is likely that Mr. Roderick will remain abroad until 
early in the fall. 





Office Equipment at West Africa 





By Luigi J. Buckle, Nsawam, West Africa 


Che times change and with them do tastes and tempera- 
ments of persons change. 

West Africans of today are not those of one century ago. 
They are not even those of half a century ago. The coun- 
try itself is not now as it was a hundred years ago or even 
fifty years ago. Changes have taken place, great and small, 
both in the condition of the country and in tastes of per- 
sons, etc. 

Today the best in modern Western civilization has been 
imbibed by many a West African so that personal condi- 
tions that existed at the ancient time seem nearly forgotten. 

The West African of today has the tastes of bettering his 
life as much as he can. He likes convenient and comfort- 
able life, and he is always eager to get the best things that 
conduce to this condition of life. Thus where perfect satis- 
faction was found in donkey-riding at a time when mechani- 
cal vehicles had not made their debut, brilliant automobiles 
are seen now conveying civilized West Africans along well- 
constructed present-era streets. 

In the office he has the taste to be as comfortable as his 
European and American friends, the inventive genius of 
whom has provided this new. era with suitable office equip- 
ment that satisfies the human desire for comfort. 

Notwithstanding this, he appears to be forgotten by the 
American manufacturers of most convenient and comfort- 
able office equipment to the extent that such convenient 
installations as Imperial steel cabinets, Globe-Wernicke’s 
portable metal safes, glass table pads, Sheaffer writing ma- 
terials, and accounting machines, are scarcely found in the 
country. 

Of accounting machines more should be said as the large- 
ness of West African accounting work demands them as 
facilities. 

West Africa is of sufficient commercial renown, and 
wherever commerce has achieved the stage at which it is in 
this country, it necessitates employment of complete and 
most convenient office equipment in the working of the busi- 
ness. 

As accounting is indispensable in commercial business, 
and as it becomes overwhelmingly large where the business 
is large, these mechanical accounting devices are a great 
facility that relieves accountants of the enormous sight and 
mental strains involved. This need necessitates keen desire 
to have adding and other accounting machines that are 
manufactured in America. 

There are numerous accounting offices here which would 
naturally afford ample field of trade to American manufac- 
turers of such machines, with possibilities of expansion of 
this trade in the future, compatible with general business 
progress in the country. 

Of metal office furniture, glass desk pads, etc., it can be 
said that they would meet with good reception on arrival. 

Needless to say, American manufacturers would have 
much to gain and nothing to lose by their supplying West 
\frica with up-to-date most convenient and comfortable 
office equipment. 

8 > 
Crown Emissaries Visiting Overseas Trade 

Mr. A. G. Del Barco, traveling representative of the 
Crown Ribbon & Carbon Manufacturing Company in Ecua- 
dor, Peru, Bolivia and Chile, is on a trip through his terri- 
tory, co-operating with Crown dealers in those countries 
to enhance service to users of inked ribbons and carbon 
paper. 

Mr. Georg Rothschild is on a similar mission to dealers 
in Panama, Costa Rica, Nicauragua, Honduras, Salvador 


and Guatemala. 
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Australian Typewriting Championship Contest 

Typists from the several Australian states met in Ade 
laide, Sout! \us 
tralian speed championships held under the auspices of the 
All-Australian 

The 


championship; one 


Australia, on April 16 to compete in the 


exhibition 
divided 


minute championship and school novice 


1 


contests were into three sections: one hou 


championship, and were conducted under International 


Typewriting Contest rules. The one hour and one minute 








WINNER OF AUSTRALIAN TYPE 


SPEED CHAMPIONSHIP 


PHYLLIS PRICE, 
WRITING 


MISS 


championships were open to all typists using any make of 


typewriter; the school novice event was restricted to bona 
fide typewriting students only 

Che winners in each section of the contests used Under 
wood standard typewriters 


Miss Phyllis Price, former holder of the Australian type 
the New South 


typewriting speed cham- 


writing championship title and holder of 
Wak s “Senior al 


d “Intermediate” 


contests In 


pionships, won the one hour and one minute 

the former section, Miss Price wrote eighty-seven net 
words a minute, and in the latter section ninety-seven net 
words. Miss Freda Andrews was second in the one hour 
contest, writing eighty-three net words a minute, and Miss 
L. Hickox was third with a speed of seventy-five net words 
a minute All three operators used Underwoods 
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PLACE IN 


MISS FREDA ANDREWS, WHO TOOK SECOND 


AUSTRALIAN SPEED CONTESTS 


Miss Price and Miss Andrews are Sydney (N. S. W.) 
girls and graduates of Stott & Underwood’s Business Col- 
lege, Ltd., which has a chain of ten colleges throughout 


Australia 
In the school 
Adelaide (S A.) 


Miss 
fifty-nine 


novice championship, Hartwig of 


was first with net words a 


OFFICE APPLIANCES 


minute and Miss Comley second with forty-three net words 


a minute. This contest was of fifteen minutes’ duration 
and here, too, both girls used Underwoods 
a a eee 
Steinfeld European Addressograph Agency 
Instructor 
Leo Steinfeld, formerly a junior salesman in the New 
York branch of the Addressograph Company, has been 
promoted to the position of agency instructor in Europe, 
with headquarters at Paris, France. He will devote his 
entire time to working with European salesmen and 


His district in- 
Holland, Switzer- 


agencies of Addressograph International. 


cludes the countries of France, Belgium, 


land, 
Mr. Steinfeld is well fitted for his new 


Italy, Spain and Portugal. 
work. He speaks 
six languages fluently and has attended school and traveled 


extensively in England, France, Germany, Belgium, 


Holland and Switzerland 


> 

National Speed Contest in Czechoslovakia 
March 22 and 23, a j 
held 


Department of 


On 


operators 


contest for typewriter 
the 


Prague 


spec ed 


was under the supervision of Czecho- 


slovakian Education at the Sample 


Fair. First prize was won by an operator using a Wood- 
stock typewriter, with a record of four hundred sixty-five 
strokes per minute, during a writing period of fifteen min- 
utes. The contest was exceedingly popular and attracted 


More 


one hundred typewriters of all makes were used in this 


in immense amount of attention and interest than 


contest. 

A moving picture of the event, of the winners, the judges 
the affair 
houses of 


connection with 
the 


countries 


and other important events in 


was made, and will be shown in all movie 


Czechoslovakia and in many foreign 
Messrs. Chochola & Company, general dealers for Wood- 
stock the 


fact that their operator won first prize to be con- 


typewriters in Czechoslovakia, are happy over 


They are 


gratulated on the effort and interest which they gave to the 


contest, helping greatly to make it possible and to 


make if 


very 
successful as well 

> 
Pencil Industry Established in Mexico 


\ factory producing wood cased lead pencils has been 


established in Mexico City, Mexico, by a wholesaler and 
manufacturer who began business in 1930. Both cheap 
and high grade pencils are manufactured. 

Manufacturers of raw materials interested in this pros- 


from the United States Bureau 
Commerce, Washington, D. C., 
mentioning File No. 45,286 
aaiiniennees 
German Trade Association Meets in Thousand- 
Year-Old Town 
The National Association of German Paper and Station 
(Reichsbund Schreib- 


pect can obtain information 
and Domestic 


district 


ol Foreign 


or its offices, 


ery Dealers Deutscher Papier und 


warenhandler) met for its annual convention in Goslar a 


Harz, Germany, June 19, 20 and 21. Goslar is a historic 
A more detailed report of 


the August Office 


city said to be 1,000 years old 


the convention will appear in issue of 
Appliances 

> 
Rudy Meyer Represents Powers-Samas in Spain 
Meyer of Madrid 


Spain 


Reference to the appointment of Rudy 


as distributor of Powers accounting machines in 
was made in the May issue of Office Appliances on page 39. 
that Mr. Meyer 


received his appointment from the Powers American organ- 


The impression may have been created 


with Pow- 


Aldyvch House, Lon- 


ization, whereas he is operating in connection 


ers-Samas Accounting Machines, Ltd., 


don, W. C. 2, 


England 
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Monroe European Sales Contest 

Jean B. Buisson, of the National Company in Paris, 
France, was the winner of the Monroe Legion cup awarded 
by the Monroe Legion to the salesman in Europe who se- 
cured the highest number of sales points during the first 
quarter of the year. 

The President's cup, a trophy offered by Jay R. Monroe, 
president of the Monroe Calculating Machine Company at 
Orange, New Jersey, to the leader among the European 
distributors of Monroe adding-calculators, has been pre- 
sented to Suomen Osuuskauppojen Keskuskunta, Helsinki, 
Finland, in recognition of his splendid sales record. 

These trophies will remain in the possession of the win- 
ners for the next quarter or until won by some other dis- 
tributor or salesman, and must be won for three successive 
quarters in order to become a permanent property of the 
winner. 

The membership list of the Monroe Legion, the honorary 
sales organization of distributors and their salesmen of 
the Monroe company outside of the United States, which 
had its beginning on January 1 of this year, is growing 
rapidly. Approximately one hundred fifty representatives 
throughout the world are already wearing the emblem of 
the Monroe Legionnaire, having secured the necessary 
number of sales points to qualify for this honor. In addi- 














JEAN B. BUISSON 


tion, many have advanced to a higher rank by reason of 
the fact that they have increased their sales points to meet 
the requirements of the higher order. 

Among Monroe representatives in Europe who have 
been showing consistently high sales records during the 
last few months in addition to M. Buisson, are: A. McVick- 
er-Smyth, S. L. Glanfield and S. R. Edwards, London, Eng- 
land; in France, Messrs. Roux and Andre Auribault at 
Lyons and Paris; L. Zukmann, Berlin, Germany; Walter 
Steinhart, Vienna, Austria; in Belgium, Messrs. Piecq and 
Daenen; Eugenio Longone, Rome, and Angelo Raimondi, 
Milan, Italy; Richard Anderson, Stockholm, Sweden; in 
Czecho-Slovakia, Messrs. Holub and Jirovec at Brun and 
Prague; Jacques Can, Bucharest, Rumania; Mr. Prevrat- 


sky, Warsaw, Poland, and Rene Faigle, Zurich, Switz- 


erland 
- ed 
Dictaphones in India 
E. Alexander Powell, who has been lecturing over a 


hook-up of Columbia Broadcasting radio stations Tuesday 
evenings on the subject of modern India, recently com- 
mented in one of his radio talks, that India today is learn- 
ing to do business in the modern manner. To support his 
point, he said that much business is done by the use of 
typewriters and Dictaphones. According to the lecturer 
he noticed in the course of his travels in India that Dicta- 
phones were employed in some of the palaces and adminis- 
trative bureaus. 
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American Typewriters in Belgium 
Antwerp, Belgium, June 2, 1930. 

According to official figures Belgium imported $264,400 
worth of typewriting machines from the United States, or 
60 per cent of a total of $434,000 worth, during the first 
three months of 1930. These figures show a proportionate 
falling off in the sales of American-made typewriters im- 
ported into Belgium. During the year 1929 the United 
States sent 67 per cent of the total of imported machines 
into Belgium, while in 1928 over 70 per cent of the type- 
writers came from America. While Belgium’s needs in the 
matter of typewriters are growing fast, as the total import 
figures for the years 1928 and 1929, respectively, $1,650,000 
and $1,940,000 (in round numbers) prove, American ma- 
chines have found a keen competitor in this country, in 
Germany. In 1928 America sent $1,196,657 worth of type- 
writers to Belgium; in 1929 she sent $1,300,000 worth. 

While American exports increased, Germany’s exports in 
machines increased in much greater proportion. Against 
the $27,000 figures for 1928 must be put the $40,000 odd 
for 1929. The import of French typewriters has increased 
very slightly. British exports to Belgium have fallen off 
slightly, for Sweden and Switzerland there is a small in- 
crease. Figures can be made to prove anything, it is stated, 
but these particular figures require study. American con- 
cerns have opened up in Belgium, during the past two 
years, in a remarkable manner. The assembling of motor 
cars, here at Antwerp, employs hundreds of thousands 
of hands, directly or indirectly, for besides the actual assem- 
bling, the import of the motors and spare parts gives work 
to hundreds of dockers. The firms use American ma- 
chinery just as the great American electric company here 
uses such machines. Thus the figures go to show that Ger- 
man manufactured typewriters are pushing ahead very 
actively, as the demand for American made machines is 
partially accounted for by the American demand. German 
travelers are very pushing, being forced to extra efforts 
by the financial straits in which many firms find them- 
selves. German firms allow exceptionally easy credit terms 
to good houses with a reputation for solidity. Then the 
German-made machine, although very heavy, stands more 
ill-treatment than an American machine, and for this reason 
attracts a certain class of customers. Swedish machines 
are selling well here, for entirely sentimental reasons. 
Princess Astrid, the wife of the heir to the throne of Bel- 
gium, is a Swedish princess, and no doubt she knows how 
to encourage the import of Swedish products into this coun- 
try. Swedish machinery is becoming increasingly popular 
in Northern Europe, perhaps because of the extensive 
advertising that is being given to Swedish goods of all 
kinds. Imitating American enterprise in this matter, Swe- 
den is pushing her way into a place in the sun. 

Some American makes of typewriters advertise them- 
selves too extravagantly as to claims, while some other 
firms are neglecting publicity. It is naturally the firm 
who retails a machine whose name is plastered over cars 
running all over Belgium that gets the orders. Whether 
these cars are filled with typists or the boss is merely going 
on a joy ride—the latter is probable—the expense is justi- 
fied, and that a hundredfold in increased business. Italy 
runs the United States very close in the matter of adver- 
tising.—L. R. 


——— 
Woodstock Appointment in Guatemala City 

The Woodstock Typewriter Company, Chicago, IIl., has 
appointed Mr. Frank A. Dalton, 10 Calle o No. 5, Guatemala 
City, Guatemala, exclusive representative. This addition 
to his lines, which include the products of the Victor Add- 
ing Machine Company and The Toledo Scale Company, 
gives Mr. Dalton excellent opportunities to develop the 
latent opportunities for business. 
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Gunther Wagner President Celebrates Three Score 
and Ten 


On April 29, Senator Beindorff, proprietor of the firn 


Wagener, celebrated his seventieth birthday. H« 
1860 and joi 


1881, traveling at first for the Vienna branch of 


of Gunther 
was born at 


Waener in 
that firm 


Essen in ned the firm of Gunther 


Hanover 


entrusted with part of the management of th 


Being transferred to the factory at 


he was SOO! 


c 


commercial department. He became a partner in the firm 


on January 1, 1894, and sole proprietor one year later 


On May 12, 1888, he married Elly Wagner, daughter of 
the then owner of the firm of Gunther Wagner. Senator 
and Mrs. Beindorff have one daughter and three sons, Dr 
Gunther Beindorff, Fritz Beindorff and Kurt Beindorff, all 
active the firm 

Ever since Senator Beindorff joined the firm the business 
has extended itself in scope and importance. The firm was 


1838 by Karl 
transterred to Gunther Wagner, also a chemist, in 
1871 At 


but Senator 


founded it Hornemann, chemist, and was 


January, 
first the company prospered on a small scale only, 
Beindorff had acquired much practical know! 
travels abroad and developed a 


edge during his extensive 


strong sales organization. 


Che principal articles which the works manufacture now 


inks, 
duplicating 


\ wood working depart 


inks, drawing artists’ colors, typewriter 


. iting 
are wi re 


ribbons, carbon papers, accessories, India 


rubber, office pastes and chalks 


ment and one for producing tin goods are also important 
factors in the business. Of late the manufacture of the 
Pelican fountain pen has been taken up and pushed to 
success 

Senator Beindorft was elected to the office he holds by 


wn of Hanover during the 


the t great war and until the 
end of the inflation period he presided over the chamber 
of commerce 

The Gunther Wagner Works have factories at Vienna 


Danzig, Budweis, Bukarest, Mailand and Barcelona as well 
as ten branches in Germany Senator Beindorff is espe 
cially able in the selection of men to assist him in his 

best organizations in 


work and therefore enjoys one of the 


the republic Che firm is up-to-date, paying liberal wages 


yearly allowances to such workmen as have served the firm 


for more than ten years, payment of old age or invalid 
pensions, allowances for babies, etc. <A relief fund for 
workmen is endowed with a considerable sum, also there 
is a jubilee relief fund for employees. The Senator has 


arranged for new pensions for his employees without the 


latter having to contribute to them He is not only the 


head of his firm but he is a member of the board of visitors 
of the Deutsche Bank and of the Discontogesellschaft, 
Factory A.-G., He is a 


and honorar\ 


1 
also 


Bahlsen Cake Hanover 


member of the Chamber of Industry Trade, 


member of the Wirtschaftsverband der Hannoverschen In 


dustrie, member of the Kaiser-Wilhelm-Gesellschaft, hon 
orary member and Dr. ing. h. c. of the Technical High 
Sx he l t Han ver 


- ee _ 


New Firm Organized in South Africa 


A. G. Burch formerly manager for A. Tunley & Com 
pany in Cape Town, South Africa, has organized a new 
concern under the name of Modern Office Equipment (Pro 
prietary), Limited, Murray House, Burg street, Cape Town 


South Africa The new already has the agencies 


for Elliott 


company 


addressing machines, Mimeograph stencil dupli 


Dictaphone dictating machines and Demountable 
Mr. Burchell had ten 
machines mentioned as well as many 


lines for the 


cators 


typewriters has years’ experience 
in merchandising the 
others He is 


Western Province area of 


interested in a few additional 


the Cape 
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DELIVERY SERVICE IN SWITZERLAND Theo. 
Mugeli, Royal typewriter dealer in Zurich, Switzerland, recently 
put into service the delivery truck shown above, for the purpose 
of aiding in the efficient handling of the company’s expanding 
typewriter business 
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Blikman & Sartorius Open Street Level Showroom 
for Office Furniture and Machines 


Because of the inadequacy of the showroom tor office 
machines and furniture formerly located on the second 
floor of the Blikman & Sartorius main establishment at 
Rokin No. 17, Amsterdam, Holland, a new ground floor 
branch store has been opened at Rokin No. 1 The new 


showroom faces the street and is admirably situated for 


handling the company’s expanding business in furniture and 


machines. In point of convenience, the branch office is 
well located, being only a one-minute walk from the general 


headquarters of the company. 


Among the products regularly displayed are Royal type- 
writers, Elliott addressing machines, Rotaprint duplicators, 
Hamann and Triumphator calculators and Art Metal steel 
furniture 

Al interesting tact concerning the establis ent ot the 
yranch showroom is that it is located in almost the sam 
spot that the Blikman & Sartorius business was situated 
one hundred years ago. A folder announcing the opening 
of the showroom carries illustrations of the square Dam 


Sartorius store of that 


Blikman & 


1930, in which the 


in 1830, showing the 


time, and the Dam en Rokin of entrance 


to the new showroom can be seen [The old building was 


torn down in 1876 to make a thoroughfare for horse-drawn 


street cars 

> 
Underwood Plans Expansion in Italy 
intensify its foreign 


As a 


Underwood 


part of a program to 
sion, 


Elliott Fisher Company has joined 


the Banca Commerciale Italiana in the forn 


company for the distribution of its products 

The company, 
its headquarters in Milan and 
in excess of $1,000,000. It is 
Elliott 


the leading banking 


new known as Underwood Italiana, has 


disposal a capital 


has at its 


jointly owned by Underwood 


Commerciale Italiana, 


Italy. 


Fisher Company and Banca 


institution in This step fol 


lowed a realignment of the Underwood organization in 


several Continental countries 
Underwood Elliott 


far in June are relatively better than in May for the same 


England and 


Fisher’s orders received for export so 
period. Domestic sales for Underwood Typewriter Division 
so far in June are ahead of the corresponding period of the 
last 

The company’s profits in 
in April, and April was 
N. Y. World, June 24 


same month vear. 
better than 


March 


were relatively 


May 


relatively better than 
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Profit Building Through Management Control 

The foregoing is the title of a timely booklet of about 
sixteen pages issued by the Acme Card System Company, 
8 South Michigan avenue, Chicago, IIl., and dedicated to 
executives who would build better and more profitable 
businesses. The booklet presents soundly reasoned argu- 
ments for better management and better records. We quote 
several passages: 

“With those merchandising institutions which are expand- 
ing, paying dividends and building up reserves, the follow- 
ing conditions necessarily exist—sales efforts are properly 
controlled; salesmen call at the right time, with sales man- 
agers on the ground where they are most needed; the sales 
quota has been scientifically arrived at for their territory 
and merchandise is being placed in keeping with it. That 
concern which has taken the necessary steps to organize 
its selling efforts appears to get the preference and at a 
better profit margin than the company whose sales attempts 
are poorly organized and poorly controlled. 

“When competition continues to expand and prosper at 
the expense of those longer in the field, there is always a 
sound reason for it. Old established institutions may 
wonder if there is disloyalty within their own organization 
or possibly that the competitor is taking business at a loss 
not knowing his costs. But the fact is too often brought 
out later that the more aggressive concern did know their 
costs and that effective control and direction were reflected 
in every activity through the use of modern methods 
properly applied. 

“This means more than hours spent writing pep letters, 
organizing sales contests and merchandising schemes. 
These things count only where foundation is secure. Today 
effective sales efforts require a thorough understanding of 
the customers’ buying habits in relation to what the seller 
is selling, and then the right action at the right time. Know 
the facts; know all the facts; and know all the facts at the 
right time. 

“Commercial businesses would never have been created, 
or survived for a single hour, except for the records kept, 
the principle upon which they have been built. It is the 
method of handling, keeping and using all of these records, 
that has so drastically changed because of development, 
research and necessity. 

“Record keeping methods must be scientifically worked 
out, applied and made to fit each individual business. In 
the April issue of World’s Work, mention is made of a 
furniture manufacturer who has been enabled—“to simplify, 
eliminate and combine clerical activities sufficiently to save 
$175,000 a year in the wages of clerks and department 
heads.” 

“A sales program in industry involves more than a prod- 
uct coupled with a sincere desire; there must be a definite 
plan, procedure and follow-up. 

“There should be a definite hook-up between sales, inven- 
tory control and purchases. 

“The sales department is responsible for factory employ- 
ment and the success of the sales department is dependent 
upon production methods and purchases—the control of 
inventory. 

“* * * * An executive in a large organization will fre- 
quently write a letter to a salesman or dealer. The execu- 
tive assumes that a reply is going to be made. He places 
no follow-up. It frequently happens that a reply is not 
received; furthermore, its absence is not observed by the 
one who wrote the letter. If a reply is received after a 
lapse of time, the executive often relies on his memory as 
to the facts the letter contained. 

“When a representative is called into the executive's office, 
the latter needs to know the number of calls the representa- 
tive makes daily; the number of sales; his daily volume 
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this month, as compared with his daily volume for the same 
month a year ago. 

“In connection with this information, the executive wants 
to be able to have flashed before him the kind of letters he 
has had occasion to write—commending or constructively 
criticizing the representative's activities. 

“* * * * Too many men are called into home and divi- 
sional offices without vital factors being discussed; they 
have been lost sight of, an occurrence that may be avoided. 
Standard practice has already been worked out for having 
all of this information before one whenever the occasion 
demands. This method employed in management and direc- 
tion helps the organization and adds to its success. 

“Frequently a manager employs a man with outstanding 
success with another company and brings him into his 
organization and wonders why he is not outstanding there 
as he was with the competitor. It is management and con- 
trol that has as much to do with success of a sales repre- 
sentative, or the lack of it, as does that representative's 
personal traits. 

“Sales organization and sales management are looked 
upon as the productive end in every business. Direction is 
not confined to setting sales quotas and registering dis- 
appointment because they are not realized, but it does 
involve supervision of the details leading up to the con- 
summation of a sale; the necessary intermediary steps must 
be rigidly complied with. Every salesman knows he is 
expected to get orders, but he too often fails to recognize 
the intermediary steps, and too often, the management 
neglects to impress him with the importance of them 
through a conscientious, automatic check and record directly 
applying.” 

— ee 
James E. Gaffaney New Victor Agent in Fargo 

The Victor Adding Machine Company, Chicago, IIl., has 
announced the appointment of James E. Gaffaney as exclu- 
sive agent for Victor adding machines with headquarters 
in Fargo, N. D. Mr. Gaffaney is widely known through- 
out the office equipment industry, having specialized in the 
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distribution of office machines and kindred lines for over 
twenty years. 

The latter part of 1925, Mr. Gaffaney was one of the 
sponsors and organizers of the National Typewriter Deal- 
ers’ Association. He was one of the original officers, serv- 
ing as vice-president of the Northern District. 

Mr. Gaffaney is president of the Office Specialties Com- 
pany of Fargo. His company does an extensive business 
in office equipment, handling such lines as typewriters and 
supplies, dictating machines, adding and calculating ma- 
chines, safes, filing equipment and supplies. Under the 
aggressive leadership of Mr. Gaffaney, the company is 
expanding rapidly. 
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LUNCHEON IN HONOR OF THE GERMAN TYPEWRITER DEALERS WHO VISITED THE UNITED STATES LAST MONTH. 


Cooper Room of the Prince 


George 


Hotel, New York, N. Y., June 


The luncheon was held m the 
table numbers and reading from left to right around the tables are: Table No. 1, Adolph Essich, Charles Heuss, Wilhelm Buettel, 
H. J. Humphrey, Carl Enke and Erich Nieling. Table No Julius Levy, Elimar Breur, Hans Rammansee, C. F. Brown, Georg 
Marx and Adolf Hartmann. Table No. 3, Artnur Seifert, Louis Newberger, Herman Notholt, Fowler Manning Uli Remé and 
Hay. Max Kuettner, L. J. Conger, Arthur Weil and W. E. Bret Table No. 


Laurence, W. C 
Messerknecht, T. D 


George Meckel 


Table No. 4, Gordon 
o Heinz 


; 
Carl Bruer 


German Visitors Return Home 
people from Germany who 


left for 


of office equipment 
home on June 
left on 


isited the United States last month 


Chicago Chey 
Mention of thei 


those 


west as 
that 


togethe r 


coming as tar 


‘Europa” on day 


nited who 


States with a list of 


participated in the was published in Office Appliances 


tour 


for June on page 45 


In Chicago, where they arrived on June 7, they spent 
four days visiting ofhce equipment plants, the stock yards 
boulevard systems, etc. They called at the plant of the 
Victor Adding Machine Company, where they were taken 


company’s 
Addresso 

Marshall 
1 


over the factory, and luncheon was served in the 


Chey also visited the plant of the 


the Wilson-Jones Company 


dining room 
graph Company, and 


cordially 


Field & Company, everywhere being received 
Before coming to Chicago, the party visited the store of 
the L C Smith and Corona Typewriters, Inc, on June 
The first stop that day was at the L C Smith and Corona 
[ypewriters, Inc store at 330 Fifth avenue. Next they vis 


ited the executive offices at 51 Madison avenue, where they 


were received by President Fowler Manning, Vice-Presi 
dent C. F. Brown, Vice-President L. J. Conger, W. C. Hay 
of the toreign sales department and other executives. Latet 
they were taken to the Cooper room in the Prince Georg: 


hotel, where they were the luncheon guests of the company 
On the evening of the day following their arrival, May 2° 
by the New York Typewriter 


Ilion, N. Y 


tactory Their 


; 


the { were given a dinner 
Dealers Ass 
were shown over the 


Chicago included Philadelphia and 


arty 


ciation. Afterward they visited 


where the, Remington 


itinerary on the way to 


Washington 


Returning from Chicago they visited the Burroughs plat 


at Detroit, taking the boat from thence to Buffalo, trans 
ferring at Niagara Falls and going by way of Albany and 


New York 
Columbia Steel Equipment Entertains 
On Wednesday, June 5, the 
Philadelphia as the guests of the Columbia Steel Equipment 


Utica to City 


German delegation visite 


Company, manufacturers of steel office equipment, who 
spared no pains or expense to give them a memorable day 

Quaker City At ten o'clock the officers of the 
met the delegation from abroad at the 


hotel After 


in the 


Columbia Company 


Jeniamin a brief reception, a tour otf 


DeWitt, TI H. 


Negro and Sigfried Chlupsa 


the city was started under police escort arranged by the 


to avoid traffic interruption. The first event was 


the store of John Wanamaker, 


company 


an exploration ot where the 


grand organ announced the arrival of the party with the 
strains of the German national anthem, which deeply 
touched the vistors and added to the pleasure of their 


this point the 


From 

office and display rooms of 
the Columbia Steel Equipment Company at 1801 Chestnut 
range the 


pilgrimage through the establishment 


delegation was conducted to the 


street, where they examined at clos various 


items manufactured by the company. 
Ruck, 


was followed by 


Ceorge president, gave an address of welcome 


which a demonstration of the constructive 
features of the Columbia line [he visitors were also inter- 


ested in many of the photographs of Columbia installations. 
was presented 


each of the party 


booklet of 


othce, 


illustrated 


Before leaving the 


a beautifully Philadelphia. 


with 
Noon hour 
up the city’s beautiful Parkway, 


arrived, six well filled motors speeded 


along the East River drive 


having 


and over Roosevelt boulevard to Evergreen Farms, a 


former country estate pleasantly situated about twelve miles 


surrounded by sloping lawns and mag- 
trees. Here an had 
Columbia Company, providing an hour of 
Meckel of Munich, on 


thanking the Co- 


from the citv and 


nificent old elaborate luncheon been 


arranged by the 


relaxation and refreshment. George 


behalf of the visitors, made an address 


lumbia Company for their courtesy and hospitality 


Next on the 


where the old 


program came a yisit to Independence Hall, 


Liberty Bell and numerous other relics were 


due to the history 


Pub- 


were re- 


viewed with the respect ir Significant 


The 


1 
ly i 
isning 


remaining time was spent in visiting the Curtis 


1 


the group 


make re ady for 


Company and at five o'clock 


turned to the Benjamin Franklin hotel, t 
departure to Washington. 

The Remington Rand Luncheon 
the day before their departure for 
New York 


Remington Type- 


their 


On Tuesday, June 17, 


visitors attended a luncheon at the 
Club as the the 


In the absence of General Foreign Direc- 


home, the 
Advertising guests of 
writer Company. 


tor John A. Zellers, 


i harge of the 


Bates of the foreign department 
distribute the 


Harry 
was in details. In 
German and English speaking guests so that there would be 
were 


ord r to 


seating arrangements 
Enke, C. Falkenstein, H. 


at each table, the 


First table: Carl 


interpreters 


s..11 
as O1LlOWS 


a) 
yn 


a. 


rH. 
the 
tel, 
org 
and 
No. 


the 
vas 
the 
the 
ply 
1eir 
the 
; of 
nut 
ous 


yme 
tive 
ter- 
ns. 
ited 


ded 
“ive 
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ag- 
een 
- of 
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fall, 
‘ere 
Ory. 
‘ub- 
re- 
for 


for 
ork 
‘pe- 
rec- 
lent 
the 
| be 
ere 
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Rammensee, J. Jung, W. E. Moore, Mrs. Else Hartmann, 
A. Hartmann, A. Seifert and K. Vasen. Second table: W. 
Ericson, A. Weil, G. Marx, W. Shuloff, C. H. Minor, Eli- 
mar Breuer, M. Kuettner, G. S. Odell, Carl Bruer, Mrs. 


Alice Hemes. Third table: C. H. Everly, C. B. Robertson, 


E. Nieling, R. Olsen, A. R. Glass, L. S. Wilson, L. B. 
Browning, K. Courrant, W. F. Stein, T. Negro. Fourth 
table: J. B. Zellers, A. Essich, Mr. Hays, W. Beuttel, L. 
Ferraro, R. McK. Jones, H. Messerknecht, W. Roberts, H 
Notholt and I. Myers 

At the head table, Judge C. A. Oberwager was installed 
as toastmaster. At the head table was also Dr. von Wevell, 
assistant German commercial attaché; George Meckel of 
Munich, chairman of the delegation, Mr. Clarkson of the 
Powers Accounting Machine Division of Remington-Rand; 
William Davis, foreign department, Remington Rand; W. 
Peucker, assistant foreign sales manager Kardex Interna- 
tional Limited, and Harry Bates, foreign department, Rem- 
ington Typewriter Company. 

Harry Bates, acting for Mr. Zellers, expressed the regret 
of the latter at his inability to be present and gave expres- 
sion of the hope that the visit had been enjoyable and profit- 
able. He then introduced Judge Oberwager of New York 
as toastmaster. The judge appropriately expressed his 
pride and that of the representative business element in 
this country in such organization as Remington Rand and 
gave expression to what such organizations meant in the 
achievements and growth of the country. 

George Meckel replied for the German delegation, his 
remarks being translated into English by Adolph Hartmann 
of the house of Gunther Wagner of Hanover. Mr. Meckel 
expressed the appreciation of the visitors for the kind recep- 
tion which had been accorded them. He said the purpose 
of the visit was to enable members of the group to see how 
we lived and did things in America and he expressed the 
hope that all present could come to Germany where they 
would hope to do for their visitors what their hosts had 
done for them. He expressed in pleasing terms the grati- 
tude of the visitors to members of the industry in America 
for permitting them to go through their plants and see the 
different processes. 

Speaking for the government of Germany, Dr. von Wevell 
expressed his thanks and the thanks of the German govern- 
ment for the invitation to be present at the luncheon. He 
said that the visitors had received many new impressions 
and much inspiration from the trip and that he was sure 
their hearts were filled with gratitude at the hospitality 
shown them by the American people. For the benefit of 
those who did not understand English, Dr. von Wevell 
repeated his remarks in German. 

The official speech for the Remington group was made 
by W. Peucker, assistant foreign sales manager of the 
Kardex International Limited Division of Remington Rand 
Mr. Peucker spoke in German. He referred to the fact that 
the German visitors had seen some of the beauties of 
America during the trip, particularly Niagara Falls, and his 
gratification that the American advertisers had not talked 
too much about that wonder of Nature. He was gratified 
that their visit had been of sufficient scope to give them an 
idea of what this company meant and regretted that there 
had not been sufficient time to show them all of the different 
factories. He referred to the fact that he was a much 
younger member of the Remington Rand organization thar 
some of the visitors who, he recalled, sold Remington type- 
writers as far back as 1892. He expressed satisfaction at 
the ability of the visitors to absorb the picture of Amer- 
can conditions and expressed the hope that upon their re- 
turn to Germany they would be able to employ such ideas 
as were applicable for the benefit of the home country. 
He assured the visitors that America is watching the prog- 
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ress of Germany, earnestly hoping that Germany will pull 
out of its difficult situation without further trouble. He 
said that the many great achievements of Germany in the 
past justify the belief that they are on the way to rapid 
recovery. He referred to the steamship “Europa,” on which 
the visitors made the trip, as one of the most impressive 
signs of that recovery, the “Europa” being Germany’s most 
beautiful liner and the world’s fastest boat of its type. He 
regretted his inability to go back to Germany with the visi- 
tors, but would call to them as they left a “Glueckliche 
Reise” in which American friends would join with hearty 
bon voyage. 

A number of the visitors expressed their appreciation of 
the courtesy shown them in the several cities visited. Mr. 
Hartmann commented in English on the fact that it is 
nice to speak after eating, when one had been able to give 
his attention to his luncheon. He said that in Germany 
the custom is to speak after every course. He said he 
thought the American plan was better. In conclusion, he 
again repeated the invitation of the entire delegation to 
visit Germany and be shown what Germany is doing now. 

er aes 
A Visitor from Ireland 

In the rush of the full program of the Silver Jubilee Con- 
vention of the Rotary International held in Chicago, June 
23 to 27, Mr. Michael Devlin, official delegate of the Dublin 
Rotary Club and the only representative of Ireland at the 
convention, paused between sessions to make a few state- 
ments concerning offices in Ireland and his impression of 
business organizations in the United States. 

The businesses of Ireland, according to Mr. Devlin, are 
for the most part small and local. They are backward in 
their business methods. The larger corporations and 
branches of foreign concerns are progressive and modern, 
but the smaller business man has not followed suit. 

The general outlook of business in Ireland is becoming 
more bright. The political question is beginning to take 
second place, an interest in business economics forging to 
the front. 

As part of his visit, Mr. Devlin toured the principal cities 
and industrial centers of the United States and Canada, 














MICHAEL DEVLIN 


gathering data for a report to his brother Rotarians in 
Dublin. He expressed amazement at the general efficiency 
and progressiveness of American business houses. 

The principal business of Mr. Devlin is the wholesale mer- 
chandising of paper. He is also honorary representative of 
the Leipzig International Industries Fair. In addition, he 
has recently organized a firm under the name of the Ajax 
Trading Company, 3 and 4 Lower O'Connell street, Dublin, 
for the purpose of distributing office equipment, machines 
and supplies. He is interested in securing additional lines, 
particularly metal furniture, mechanical equipment and other 
items not subject to a high import duty. 
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ld more vigorously sponsor education 
thee turniture and equipment, tor 
man and woman the schools turn out 
follows ~ ‘ ts the uneducated man does not have 
| Y le res ed to their needs alone there would be 
tth ( I Bare necessities lude food and drink 
clothes ‘ g, and in some parts of the world many 
quite est ible folks get alone wit little more than the 
first t i é They are poor prospects for office desks 
ut trans int thet educate thet each them to appre 
ciate ¢ | books, comfort and pleasing surroundings, and 
e |} é ide stomers for a thousand things the primal 
savage never dreamed 
We respond in definite ways t those stimuli that excite 
r ¢ t s. Al biect excites our admiration: the thought 
of its possession brings a feeling { delight: desire for the 
obtect S ¢ gendered and at once ve tear that we cannot 
ifford it: but we determine to have it some day, and then 
mes the te ter, who makes it easy tor us to purchas« 
the ect lesire and we triumphantly order its delivery 
Perhaps we are advancing to a better position in the 
\ ld and we feel that our physical surroundings and equip 
ment are 1 longer in keeping with our situation Forth 
with the desirability of better equipment sharpens our 
powers of observati and on the way to lunch we pass a 
store devoted to everything that is up-to-date in ofhce tur 
niture Perhaps we enter—possibly we go to another store 
we recall seeing vesterday, or determine to see what Blank 
has before con tting ourselves The thought may simmer 
tor days ut I lv we are shown a suite, and the process 
ft sale S 
| ss | ve ca go one step back of the customer's feel 
g that his prestige deserves something in keeping with 
it Perhaps he has seen the office of a friend, or along with 
1 statement of account from his stationer was enclosed an 
llustrated folder picturing and describing an equipment for 
just such an office as his He may have seen a clever ad 
ertisement in a magazine In fact, there are many ways 
which the thought of the better office may have origi 
ited, including the country-wide better office movement 
sponsored by the office furniture manufacturers and helped 
ilong enterprising dealers who understand that a good 
dea is like a see t takes little to plant it, but once it 
germinates it llows as natural a course to fruition as the 
rt t wheat planted in the eld 
Pride is a erful lever; it involves self-esteem; it fans 
tior t erects mental images of desirable surroundings 
ind situations When the pride and self-esteem of the cus 
omer walk by the side of the dealer they inevitably lead 
to sales Uhe l in can resist everyone but himself 


jutsu by which 


The salesman performs a sort of mental jiu 


he uses the force of the customer's own mind to make 
the sale 

Some teel ged t supply the selves with a fine office 
: te he 1us¢ i s ess or protessional rival has one; but 
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Why Many People Buy Office 
Furniture of High Grade— 
The Universal Urge 


hers purcl is out of sheer love ot the beauty ot tne 
things and the satistaction to be experienced being sur 
rounded by them. The love of comfortable and luxurious 


environment may reinforce other motives that lead to sales 


Dealer Should Rejoice in His Work 
dealer 


Unless the realizes that he is performing a valu- 


le service to his customers by supplying them with suit- 


ible office equipment, it would be better tor him to go into 
S e other business, for good office furniture of the best 

medium grades is today a necessity because the lack oft 
it places the user under a handicap which is most often 
nnecessary Not every man can buy the best, nor should 
every man be urged to do so, but each should have that 


vhich is suitable to his means and situation, following out 


Polonius’ advice 


“Costly thy affords; 


raiment as thy purse 
Neat, ™ 


but not gaudy 


The word, Service, used in connection with commercial 


involves an apparent paradox We must serve 


others with an unselfish spirit, yet we must gain while 
doing so, otherwise we cannot continue to serve One ot 
the foremost stationers in this country said to the writer 
the other day that successful business involves what may 


be described as “selfish altruism.” He who grasps for gain 


is likely to miss it. He forgets the greater thing 
The 


more 


too avidly 


and his reward is in sta- 


said that he 


tor the lesser, proportion 


had discovered in than 
all the 


ire working about him and centering in his direction. Sin 


tioner mentioned 


three score years that no man can sense forces that 


cerity, honesty, cleanness, industry, concentration, all bring 


forth fruit in kind, nor need the man having those qualities 


be surprised when he finds himself prosperous. This is 


neither religion nor metaphysics—it is the law of cause and 


effect that nobody can get away from 
When one has purchased merchandise to sell again one 


should have such a degree of confidence in it and enthu 


siasm for it that he feels impelled to exhibit his goods to 


Chere is nothing 
When 


steel or 


everyone every hour of the working day 


like confidence to engender confidence one places 
in his 


show window a fine desk of wood on a 


rug, with a chair of equal quality before it, and 


desk 
tending to 


effect to 


handsome 


with suitable fittings and a background that is appro- 


center attention on the main object— 
the 
reputation 


Its maker designed it 


priate 
public, “Here is 
It will 


one sSavs in passing some- 


ornament 


stake my upon 


vour office and serve you for you 
ind I bought it for you. Its presence here speaks for this 
establishment just as its presence in your office would 
speak for your good taste and sound judgment.” 

One cannot sell fine things to people who don’t know 
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they exist [he writer has known dealers who seemed to 
think that the public knew as much about their merchan- 
dise as they knew [It is not so. In the nature of things 
t cannot be so, for every man must apply his mind to his 


his knowledge of things outside 
The 


need or is 


own affairs, thus confining 


his field of vision to a comparatively narrow compass. 


buyer becomes such either when he senses a 


attracted by some object which sets up in his mind the 


desire to possess it The two conditions merge into 


rie M« st 


incient cCnair 


may 


the old desk and the 


people get along with 
aura of 
shake 


must be 


as long as these articles preserve the 


respectability along with the symptoms of age lo 


people out of this “good enough” condition they 


shown what they ought to have. Since it is hardly ethical 


in this business to button-hole the customer on the street 


and drag him in, one must perforce assail his attention by 
advertising and window displays—which are themselves the 
nost effective advertisements 

If there were only one store in town people would have 
to go there or go to the next town. But even if one had 


1 monopoly and did not show his wares the annual in 


ventory would relate sad tale of dust-laden merchandise 


1at remained on the shelves because nobody took the 


trouble to tell the customers it was there 


{| have suggested here how emotional states often deter 
mine sales Admittedly it is old stuff; but the best of us 
will occasionally “dig ourselves in” and require to be ex 


cavated by rhetorical shovel. It is possible that our little 
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for little more. Possibly in some things we have been 


mistaken—it has occurred heretotore, but even an erroneous 


statement that stirs to action is better than nothing at all. 


Besides the emotional urge to buy desirable office furni- 


ture, there is a considerable list of more practical induce- 
ments. As businesses grow new furniture must be added; 
files must be extended; desks, chairs and filing cases that 


have outworn their usefulness must be discarded and new 
substituted. Old New 
ling systems may have to be introduced with a resulting 


articles systems become obsolete. 


supply of filing accessories to carry out the new ideas. 


The value of correct-position chairs becomes known 
through some maker’s advertising, perhaps, or by reason 
of the enterprise of some salesman for an office furniture 
house. If they prevent a measure of fatigue in typists and 
other desk workers, thus lessening end-of-the-day errors 
more letters to be produced, then the initial 


and causing 


cost is an investment. The unit of power in the office is 
as important as it is in the factory and its conservation is 
equally or more to be desired. 

\Ve have the practical arguments for steel furniture and 
the unassailable position of the light steel safe that resists 
high temperatures and incredible abuse. 

So far we have touched only a few of the things we be 
lieve the office furniture man can do to advance the cause 
of better business. If he analyzes all his opportunities and 


applies the results, he is going to be a busy man. There’s 








shovel is no more than a trowel, but even a trowel may a story about a man who went afar to hunt diamonds. 
help some. If in a single case it stirs the top layer above Finding none, he returned home and discovered that an- 
some burrowing brother and causes him to emerge into the other had enriched himself with the gems that lay beneath 
light of the new day, we shall be satisfied. We can hope _ the surface of the first seeker’s former back yard. 
LEATHER COVERED FURNI 

TURE TAKES A PROMINENT 

PLACE IN THIS DISPLAY In 

the store of the Sable Furniture 


‘Company, Detroit, Mich., leather 

ipholstered office furniture 

opened up a new avenue of 

profit The furniture shown is 

made by the Vanderbilt Manu- 

facturing Company Detroit 
Mich 




















NEW MACHINES 





and DEVICES 





Typewriter Perfected to Run by Electric Power ments. Mr. Thompson is an electrician of wide experience 
The Rochester Times Union of May 27 published an ind has devoted his time to perfecting the Electromatic 
extended article with illustrations of a completely electrified system during the past eight years 
ypewriter made and financed in Rochester. for which its It is stated that on the Electromatic machine the touch 
ponsors expect to find a world market It is named the s the same on each key and no more effort is required to 


return the carriage than to operate a typebar. The opera- 
tion of the machine is characterized, we are told, by uni- 
formity of type impression and unusual speed capacity. 
[he impression is entirely independent of the pressure of 
e finger on the key. 
Chere are three principal assemblies in the Electromatic 
ypewriter—the power mechanism, the frame and the car 
ge Each frame serves as a shield for the typewriter 
echanism and is a means for mounting motor, rheostat, 
yorm gear and clutch and power roller [he carriage is 
complete assembly, easily installed and removed Che 
wer mechanism proper is the heart of the Electromatic 
stem. Each of the type bars is connected through bell 
ranks to cam units, distributed symmetrically on both sides 
with a rubber covered roller extending across the base on 
e bell cranks and just behind the keyboard Che typist, 
by touching a key with a two ounce pressure or more, de- 
presses it one-eighth of an inch, releasing the cam which 


then engages the roller and operates the type bar, carriage 





return, platen shift, escapement, back space or line space, 


tabular, etc., without further effort on the part of the 
THE NEW BLECTROMATIC TYPEWRITER 
writer. 
KE} [he master driving roller is covered with a special com- 
tlectromatic typewriter and it is predicted that its an : 
Ss ; , 1 that its manu position rubber vulcanized on an aluminum core which 
facture w become one of the important industries of 


* yields in case there is an occasional crowding of type bars 
Owing to the peculiar construction of the machine, it ts 

the new machine possesses interesting characteristics possible, however, to have four or more type bars in mo- 
rhe touch on the keys is extremely light and the machine tion at the same time without interfering with the working 
will perform any of the regular operations of the manually 6¢ the machine. All castings are of die cast aluminum and 
erated typewriter. It is claimed that its speed, however, the keys, space bar and platen knobs are made of colored 


is much greater than that of the machines in common use 


bakelite, available in colors, including pastel shades. Ex- 
he development of the product goes back to January, posed plated parts are of polished chromium All parts 
1923, when the Electromatic Typewriters, Inc., then asso 


ciated with the Northeast Electric Company, began investi 
gating possibility of completely electrifying the office type 
g I 
writer The results of research then instituted are now 
embodied in the present machine which is said to be com 
parable in size, weight and number of parts to other type 
{ 


writers \ key pressure of two ounces is said to be sufi 





‘ 

ent to move a key one-eighth of an inch, which brings it aft =r 

~ . i. . 
to contact and prints the character. The Electromatic is .~ ae | 
- — 

protected by more than forty United States patents. It is 
said to be the first machine to have all movements operated 
by power [he inventors have already received a medal 


trom the Franklin Institute for pioneer work in the electri 


heation of the typewriter 


he Electromatic system applies power to all] the type 


ASSEMBLIES OF THE ELECTROMATIC TYPEWRITER 


writer movements by cams which are brought into engage 


ment with a revolving rubber-covered roll when the opera are accessible for service. Parts are interchangeable and 
r touches the keys rhe original idea was for operating the frame is finished in crystal japan baked on, resulting in 
mly the type bars by cams. That was the invention of a durable, non-glare finish. Gears for the ribbon feed are 

lame F. Smathers of Kansas City [The Electromatic punched directly on the ribbon spool and the ribbon spaces 

Compa however, under the guidance of Russell G about one-eighth inch for every operation of a type-bar, 

lLhompson, developed the Smathers idea commercially remaining still when the carriage is returned or the space 
vorking out the application of power to all the rest of the bar is operating. A simple device prevents type bars from 
pewriter movements, including carriage return, line space rebounding, thus reducing possible interference 


ack space linder shift, escapement and tabular move For writing capital letters or using any of the figures on 





the top half of the type bar face, the entire type basket shifts 


[his is said to have important advantages. The escapement 
consists of two simple 


pawls 


made possible by power operation 


pawls which engage the rack directly. These are 


mounted on a small plate. Key levers extend to the front 
of the typewriter where they are guided in slots in a comb. 


The 
vas built during the World War by the Symington Com 


Electromatic factory at 45 Crouch street, Rochester 
Later it was occupied by the General 
Che fifty 


thousand square feet of floor space at present and is rapidly 


pany for a gun plant 


Electric Company Electromatic Company has 


expanding 
iGreen 


New Low Priced File Announced by Invincible 
\ new Metal 
pany, Manitowoc, specializing in the 


division of the Invincible Furniture Com- 


Wisc., 


duction of low priced items, 


large scale pro 


is now producing the “Capitol” 


standard four-drawer file. It is a sturdy, well designed file 


bstantial drawer pulls and label holders 


ped wit su 





NEW “CAPITOL” FILE MADE 
BY THE INVINCIBLE METAL 
FURNITURE COMPANY 


Che drawers operate easily, have ninety-four inches of filing 


apacity and an efficient follower block The file is made 
both letter and legal sizes 
> 


. ne iccountants 


Texas Men Devise New Accounting System 
and H. E. Cormack, public 
] ] 


have devised and placed on 


Eubanks 


of Lubbock, Texas. the market 


the Simplified Accounting System, said to be applicable to 
iny type of business. The system is being sold by the 
Simplified Accounting Systems Company, 212 Ellis build 
ing, Lubbock, Texas 

By a simple arrangement of columns and lines in this 
new system, each account is automatically classified under 


} 
+} 


le proper heading It is said that even inexperienced 
0okkeepers have no difficulty in operating the system 
because the columns and lines are so arranged that mis 
entries are reduced to the minimum. 

One page is used for each day’s business, the current 
sheet giving a complete record of the business to date 
When a sheet is completely posted, it automatically gives 
a profit and loss statement, balance sheet, a record of the 


day’s business and the total amount of each account to date 


sold in 


acceptance 


\ number of these systems have already been 


different 


int 


parts of the country, where a ready 


ultimate wide distribution 


S tO al 
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New Metal Desk with Fluted Legs 
Che Jamestown Metal Desk Company, Jamestown, N. Y.., 
The 
legs are fluted and designed so that the desk has the beauty 
The “Executive” has 


offers a new “JoneSteel” desk called the “Executive.” 


of a piece of carved wood furniture. 
which is grained 


a composition called “Micarta” 


a top of 





THE “EXECUTIVE,” MAD 


, E BY THE JAMESTOWN 
METAL DESK COMPANY, i Be 


JAMESTOWN, N 


The “Micarta” 


top presents a fine writing surface, is very durable and will 


and colored to match the rest of the desk. 


not burn or mar. 


The “Executive” is made in both roll and flat top mod- 


els, the latter equipped with “Clemco” typewriter mechan- 
ism if desired. It is made in any standard or special finish 
Hardware is of bronze. 


The manufacturer invites inquiries for further details 
ie ‘ 
Lanston Announces a New Barrett Desk Machine 
Che Lanston Monotype Machine Company, Philadelphia, 
Model No. 61 Barrett desk 
machine for store, professional office, and home use. The 


machine weighs only twenty pounds, adds* and lists 


Penna., has introduced a new 
new 
seven columns ($99,999.99) and has a six-column keyboard 

The 


adding without listing, the totals accumulating in a set of 


machine can be set for adding and listing or for 


cs > . el 
‘ = M a Aine 





NEW BARRETT DESK MACHINE MODEL NO 61 
visible dials. It is sturdily constructed. The base and 
case are of cast aluminum, finished with four coats of a 


fine grade of black enamel, baked on. All working parts, 
both on the forward and return operation of the handle, 
are controlled by an automatic air governor. The operating 


lever is equipped with a shock absorber to prevent abuse 
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and damage to the working parts. The typebars are made 
of single pieces of bronze [he keyboard is made in six 
units, each column being self-contained and assembled in 


total, sub-total, repeat, cor 


(Other features are | 
and all 


add and 


on unit 


rection, nor non-print keys designating 


symbols 


an 
Some New Shaw-Walker Office Desks 
Shaw-Walker Muskegon, Mich., an 
three general office desk known 


company’s 


The 


nounces 


Company ot 


desks, 


newest addition to the 


new one a 


is 5032, which is the 








SHAW-WALKER GENERAL FRICKE DESK NO OL 


ilready con prehet SIVE steel desk line This is a tour 
leewged closed back desk having the usual center drawer 
ind a box drawer with bakelite pulls at the top of each 


desk is the 


combined 


pedestal One of the chief features of this 


familiar roll-edge linoleum top which is with 


rigid constructio1 symmetrical appearance and electrical 


push button and other wires. 


desk is 


planning for telephone 


The second new Shaw-Walker known as No. 


6048 [his is a double flat top desk, sixty inches long by 
forty-eight inches wide Its top is of rolled edge linoleum 
as supplied on other items of the line Like them, it is 





TOP 


DESK NO 


604 


DOUBLE FLAT 


drawer pulls designed to match the 
desk itself With ped 


6048 is spacious Additional 


pet with bakelit 
conservative outlines of the double 


‘ , , 
estais or ceac side, the No 


room is available on top by taking advantage of the organ 
ization features which permit the use of sightly letter trays 
in the upper right hand drawer of the desk 

The third new desk to be announced by the Shaw 


4534 D. H 


is rounded out to permit 


stenographer’s desk No 
desk line 


line for the entire general office, 


Walker Company is 


by which the 


of standardization on one 


i 
SKYSCraper! 


t is desired to have a small 


smaller ofhce where 
typewriter desk to match the other desks. 


The No. 4534 D. H., is 


drawers, any one of 


or for the 
a single pedestal desk with three 
Stationery 
basket, an 


box which is suitable for a 


rack, for letterheads, et A convenient waste 


OFFICE APPLIANCES 

“organized” feature, may be placed in the bottom drawer 

if desired. Its construction and appearance make this desk 
a fitting companion to the other desks in the line 

In its direct announcement to the trade, Shaw-Walker 


are sending out a sheet printed on heavy paper showing 


how the Skyscraper desks are wired. These are instruction 
sheets for the use of those responsible for the installation 
of electrical devices 
——> 
Three New Silverglo Lamps 


Numbers and seven are the 


numerical designations of 


forty-four, thirty-one forty 


three new lamps announced by 


Silverglo Lamps, Inc, 300 East Federal street, Baltimore 


Md The first of the ones above mentioned is made of 


spun brass throughout. It is twenty-three and one-half 
inches high and its base is six inches in diameter. The 
diameter of the shade is seventeen inches 

Number thirty-one is twenty-eight inches high and rests 
on a base four and one-half inches square, with solid brass 
column, fluted. It is fitted with a toile de joie shade four- 
teen inches across and nine inches deep 

Number forty-seven is thirty-one and one-halt inches 
high, with a base five and one-half inches square It has 














NO. 47 SILVERGLO NO. 44 





SILVERGLO 


a hexagonal toile de joie shade eighteen 


Lhe toile de joie shades ar¢ treated by i patente d process 


iving beautiful effects Finished with a hig 


ire at the same time very translucent. It is said that the 

colors are richer than hand-painting on real parchment 

[They may be washed with soap and water without injury 
\ variety of designs is offered 
> 

“Viking” Penetrative Rubber Stamp Ink 

The Superior Type Company, 3948 Ravenswood avenue, 

Chicago, Ill., has added “Viking” penetrative rubber stamp 

ink to its lines. This affords quick drying of rubber stamp 


impressions through the penetration of the fiber of the 


The ink 


naturally 


paper does not dry quickly on the pad, which 


would require frequent re-inking This medium 


and non- 
The 


stamp 


is free from disagreeable odor, is non-smearing 


settling, and does not gum, cake or glaze in the pad 
does not injure rubber 


combination of ingredients 


dic S 
red, blue, green, 


black, 


orange 


“Vikine” ink is made in violet, 


bright red, carmine, brown, and yellow. The con- 
tainers conform in a general way to usual practice in pack- 
aging writing fiuids, with a range of one-half, one, two and 
tour Bakelite brush tops 


Larger quantities are packed in tin cans with adjustable 


ounce bottles, provided with 


spouts, ranging one-half pint, one pint, one quart, one-half 


gallon and one gallon. 
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Myrtle Offers Finely Styled, Low Priced Desks 
The Myrtle Desk Company, High Point, N. C., an 
complete new series of artistically 


desks to be sold at a 


nounces a designed, 


turned leg figure that places them 





MYRTLE DESK NO. 3153-1 


definitely in the lower price range Che new series, which 


includes many complete suites, has single panel walnut 
| I 


1 


veneered back panels and walnut veneered ends and tops 


Heavy blocked posts, paneled drawer fronts, bronze knobs 


bottoms are some unusual features for low priced 


and dust 


desks The suites are all finished in walnut 

Four sizes of flat top desks, three sizes of typewriter 
desks, a table, telephone stand, waste basket and costumer 
are included in the suites. <A sixty-inch “Clemco” flat top 


furnished in this new line which is to be 


cle sk Is als« 
known as the 3100 series 
> 
Fourth Color Combination in “Lifetime” Line 
The W. A. Sheaffer Pen Company, Fort Madison, lowa, 
has announced in newspaper and magazine advertising its 
new black and marine green color combination. This is the 


fourth combination included in the 


black and pearl de 


pany’s higher 


line, preceded by the 
luxe, black and jade green. The com- 
not made in 


stock 


selection of barrel material by the manu- 


priced writing instruments are 


a profusion of color combinations, thus reducing 


inventories Che 
appeal to the average individual. 


that the black and 


facturer is based on the 


Che manufacturer points out marine 


green is wholly unlike anything thus far offered to the 
market While costing more to produce, the black and 
marine green is not higher in price than the other de luxe 


summer and fall 
and the 


lines The new item will be featured in 


idvertising campaigns in magazines, newspapers 


college press In addition, merchandising helps will be 
provided tor dealers, including striking color streamers tor 
store windows 


> 
New Raised Letter Metal Sign 


sign has been introduced to the 


- 


w raised letter meta 


American market by the 


Fort 


Supersine Company of America, 


street, Wayne, Ind. “Supersines” orig 


DK.oYKES 





TWO STYLES Or 
RAISED LETTER 
‘UU PERSINES’ 





distribution 


inated in England, where they have a wide 


he Supersine Company of America has the exclusive rights 
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of manutacture and sale in the United States. 


“Supersines” are made of highly polished aluminum alloy, 


with the letters and designs raised by a pressure process. 


The backgrounds of the signs are finished in either crinkle 


or smooth enamel in a variety of colors and black. Borders 


ire optional and triangular wood mountings are available 


for desk or counter use. The lettering is furnished in two 


sizes—standard, one and three-quarters inches high and 


special, seven-eighths of an inch high. The signs can be 


made in almost any height not exceeding eight inches, 


although the usual height is three and a quarter inches, 


with the length determined by the number of letters in the 
wording. 

Other features of “Supersines” are durability, slight flex 
ibility, and low cost. Commonly used signs such as Infor- 
Teller, Private, etc., are kept in stock and offered 
a lower price than made to order signs. The manufacturer 


mation, 


invites inquiries for further information and trade literature. 
on oe — 
Polar Introduces New Waste Basket 
Che Polar 119-125 North 
Fourth street, Philadelphia, Penna., has added a new waste 


basket, No 


Manufacturing Company, 


The new 


705, to its line of office accessories. 





POLAR WASTE BASKET NO. 705 
basket is graceful in appearance, has turned posts and is 


made in genuine mahogany and walnut. It is designed 


to harmonize with fine desks and period furniture. 

The manufacturer reports having already received many 
orders for samples, indicating a ready acceptance by the 
trade. The retail price is $11.00 


_ >. —_ 


New Spreader for Thaddeus Davids’ Semi-Liquid 
White Paste 

The Thaddeus Davids Ink Company, Inc., 

New York, 


paste application to a spreader bottle. At the same time 


95-97 Vandam 


street, announces the first-semi-liquid white 


Davids has perfected and patented a spreader top bottle 


that has original and practical applications. 


This bottle containing the well-known Davids semi-liquid 
white paste is shaped to fit the hand as an ordinary pen or 


pencil. The rubber spreader permits smooth and steady 
flow of mucilage, with perfect vacuum action while spread- 
ing. It will not clog. Spreads from any angle. The 
octagonal shape of the bottle makes it easy to handle. 


It lies flat on the desk and will not roll off, nor will it spill 
The Davids semi-liquid white paste in the new spreader 
bottle is packed in attractive individual display cartons 


(New Machines and Devices—Continued on page 151.) 
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President of New York Stationers Comments 
on Situation 








Louis C. Geils, president of the Stationers Association of 
New York, makes the following encouraging comment on 
association activities and business conditions 

: * 
LOUIS Cc. GEILS 

Regarding r association activities, we have just closed 

e ot our busiest seasons and also the Board ot Directors 
lave iga selected the present officials to serve another 
Veal 

Che association has been active in supporting the newly 

nized retail associations and much good through thes« 
mediums tor our industry is anticipated 

Also, the newly organized Regional District No. 14 of 
the National Association has our hearty support and if the 
first meeting which was held at Hotel Astor on April 21 is 
i forerunner of what the following meetings will be, we 
eel more than repaid for the support we have already 
given it 

l am certait that many of the retaile rs, manutacturers 
ind wholesalers that attended this meeting have a better 
nderstanding and at least have taken one good thought 
away with them for the betterment of their business 


Business conditions in the metropolitan district are im 


proving; in fact, we are on the plus side against that of a 


vear ago, as the Federal Reserve survey shows for this 


district 


‘l am very optimistic as to better business this fall, all 


point that hoping that Congress will get through 


tarift 


way, 
bill and 
‘flexible 


signs 


with the that they will see the advisability 


of supporting a tariff’ which has stood the test 


Unemployment ts not so bad 


make 


affairs so 


as some people will 


it appear and most industries have shaped their 


that in majority of cases people are kept employed, if not 
full time, yet with an income that will keep things going 
“Industry more than ever is studving the human side, 
ind = =this mn many ways, makes far better cooperation 
etweet! emplovet il d empl vec 


> 


Woodstock Making Great Convention Preparations 
The Woodstock 


make the Detroit 


ypewriter Company is planning to 


sales for their dealers 


nventior i 


offering 


rocus 
prizes to the Wood 


and distributors and are three 


the highest average ot 


April, May, June and July 
the 


stock distributors with quota in 


each division for the months of 


Che 


winning distributor in each division will be guest 
the Woodstock Typewriter Company with his wife or 
] hotel expenses paid Dealers 


the 


"1 ' 
ne guest, with all railroad and 


attended last nvention remember 


tertainment Woodstock furt 


may 


endid e1 ished 


OFFICE APPLIANCES 
Sixty Years in the Stationery Field 
It is not often that a man spends sixty his life 


J. E. 


ationery 


years or! 
in the same line of work, but that is the case with T. 
tuckley of Pittsfield, Mass., 
business since May, 1870. 
The Mr. Buckley’s 
spent in York City with various fine stationery 


who has been in the st 


early years of industrial lite 


New 


were 


man 


ufacturing concerns, and in 1893 he came to Pittsfield 
where he became one of the pioneer workers with the 
Eaton-Hurlbut Paper Company—now Eaton, Crane & Pike 


Company. 

Mr. Buckley is still in good health and attends daily to 
his duties at the Eaton, Crane & Pike Company plant. The 
much-reduced fac-simile of 


the 


accompanying print shows a 


the testimonial presented to Mr. Buckley by directors 


1870 1930 
The Officers 


and 
y) Directors 
of 


aton Crane-Pike Company 


wish to offer their sincere congratulations 






and felicitations to 


— 
\ Thomas J.E. Buckley 


(Od on the 


Sixticth Anniversary 


ee of his association with the manufacture 
"7 of fine stationery 


| — 
\ S OF, Le, 
Ar cin 

7; sts Biegn _ 
Ar thet ( , are 


: Yoh fi veby 





FACSIMILE OF TESTIMONIAL PRESENTED TO THOMAS 
J. E. BUCKLEY ON THE SIXTIETH ANNIVERSARY OF HIS 
CONNECTION WITH THE STATIONERY FIELD 


and officers of the Eaton, Crane & Pike Company on the 


sixtieth anniversary of his association with the manufa 


ture of hine stationery. 


_> 
Jasper, Ind., a Growing Industrial Center 


[The Evansville Press at Evansville, Ind., in its recent 
annual industrial edition, published a special article from 
Jasper, Ind., showing the growth of that live city Che 


article stated that among the largest plants constructed in 


Jasper during the past year were the Jasper Chair Com- 


pany, the Jasper Office Furniture Company, the Indiana 


Chair Company and the Jasper Seating Company, each 
costing $200,000. Several additions also were constructed 
by the Hoosier Desk Company and the Jasper Cabinet 


Company, each company spending approximately $150,000 
[The Jasper Desk Company, which concern was organized 
in 1890, 5.000 on 


ments, the article pointed out. 


$50,000 and $7 
Citizens of 


spent between improve 
Jasper attribute 
the growth, progress and development of that wideawak« 
the 


city to the complete harmony of the citizens of com 


munity W. B. C 


, 193 


Organization and Purpose of the Wood Office Fur- 
niture Associates 
[The Wood Office Furniture Associates, Inc 
the wood desk 
the American 


Walnut 
Northern 


is composed 
manufacturers, 
Association, the 
the Hard- 
with the 


leading and wood chair 
Manufacturers 
Hardwood Association, 
affliated 


Association, all of 


Hemlock 
wood Manutacturers 
National 
subscribe to its funds. 


and 
Institute, and is 
Lumber Manufacturers whom 


I 
i ne 


the 


purpose of the association is to further the interest 


generally, and the desk and chair 
Chis 


general means 


wood industry 


business end will be accomplished 


particularly. 


through three 


First, a three-year national advertising campaign to ap 


pear in a group of magazines which are read everywhere 
the 
This campaign will begin with the September 
and will the fall 
the guild 


ind by all classes of workers up to and including 


executives. 
and winter. 


continue throughout 


mark by 


be 


advertising will be 


\ppearing in all 
] the 


oducts of associated members will 
identified 


The 


maintain 


the retail dealer im- 


the retail dealer, his ability to 


Second, cooperation with 


' stimn ; 
Os o rt 
k I I ( 


portant 


the necessary stock for the quick deliveries demanded by 


executives today, his ability to render services in planning 


layouts, his broad knowledge of the needs of his customers 
on which his services are predicted, is recognized by the 


Wood 


conduct 


Office Furniture Associates, and it is planning to 


sales schools at strategic points with dealers and 


their personnel at which salesmanship, product and mar 


ket will be discussed, and where the best ideas of the three 


] 


thousand dealers will be made available for the individual 
dealer. 
Chird, it is planned to utilize the resources of the Na 


tional Lumber Manufacturers Association, which represents 
practically the entire lumber industry from the tree to the 


finished product, and whose ramifications reach approxi 


fourteen million people who are directly interested 
The National 


turers Association maintains a field force of highly schooled 


n ately 


wood industry Lumber Manutfac- 


1 
in the 


technical men who are at all times located within an over- 
night trip to any section of the country, and who will be 
itilized to give technical advice and service. These men 
are also available to eddress interested trade groups on the 
merits of wood. 

The officers of the Wood Office Furniture Associates 

e: President, C. S. Brewer, president of the Standard 
Furniture Company, Herkimer, N. Y.; vice-president, A. H. 


Steines 


lhik 


Commercial Furniture Company, 
the 


pre sident ot the 
Chicago. II] secretary, ( > 
| ee pold Desk 


s ( Jiser a 


Leopold, president of 
Company, Burlington, Ia.; treasurer, O. C. 
the Gh 4... oS. 


resident of Olsen Company, Chi- 


cago, Ill.; manager, F. T. Hess, and counsellor, John 
Dornette 
The main office the association is located at 645 Gray- 
ir building, New York. N. \ Mr. Dornette’s oifice is 
cated Cincinnati. Ohio 


> 
Globe-Wernicke Profits 
New York Herald-Tribune of June 24 printed the 


following item 


Che 


For the vear ended May 31 the Globe-Wernicke Company 


reports net profit of $344,689 after interest, depreciation 
and Federal taxes, equivalent, after allowing for dividend 
requirements on 15,673 shares (par $100) 6 per cent pre- 
ferred stock, to $7.26 a share (par $100) on 34,499 shares 
stock. This compares with $376,226, or $8.42 
a common share on 33,499 shares outstanding in preceding 
Sales the ended May 31, 1930, totaled 


$6,431,195, against $5,750,911 in preceding year 


ot common 


vear for year 
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Rockford House in New Home 
The Mid-City Stationers, Inc., now located at 415 East 
State street, Rockford, IIL, although only six years old, is 
a prosperous and growing concern thoroughly up to date 
They recently moved into the present 


in every respect. 


location which is larger than the two previous locations 


they had occupied. 


The owners of the company are M. F. Westring and 
A. A. Thorsell. The first location of the company six 
and a half years ago was at 317 East State street. They 
next moved to 325 East State street and now have gone 
to their present address, always keeping to East State 
street 

One of the outstanding features of the new store is a 


handsome new copper front with an eleven-foot display 


window in which a complete office may be shown equipped 
in the latest and most effective manner. 

Beautiful two-tone walls, walnut panels and woodwork, 
maroon fixtures with a floor to harmonize all help to give 


and efficient 


the new store an exceptionally neat appear- 
ance. Floor cases are electrically illuminated and a novel 
display of greeting cards will allow patrons to pick clean 


cards of any type desired. 
A roomy stairway leads downstairs to a long furniture 


display room where office desks of every description, filing 


cabinets, safes, chairs and other office appliances of a 
larger nature are shown. 
Every detail of the store arrangement is the work of 


experts, placing of cases, storing of merchandise, illumina- 
tion and routing of freight having all been considered at 
the time the location was planned. 

Stock office supplies and equipment are unloaded on ar 
rival on a modern push button controlled elevator on the 
side near the rear of the building. The shipment then goes 
to the basement where it is unpacked, cleaned, checked in 
and priced. Furniture is loaded on a dolly and sent into 
the display room for exhibition while smaller merchandise 
is taken to the first floor and shelved in proper com- 
partments. 

Clerical and desk work of the organization is done in the 


rear where the office is separated from the balance of the 














INTERIOR OF THE NEW STORE OF MID-CITY 


STATIONERS, INC., ROCKFORD, ILL. 


store by counter height mahogany partitions extending 


across the entire width of the store. 


—__$$<g>—__—_ 
Perry Made General Manager of Illinois Paper 


G. M. Perry, formerly secretary of the Arlac Dry Stencil 


Corporation, Pittsburgh, Penna., has joined the Illinois 
Paper Company, Chicago, Ill, as auditor and general 
manager. Mr. Perry will have charge of the company’s 


dealer organization. Before making his recent connection 


Mr. Perry was with the Arlac Corporation for about four 
years. 

The Illinois Paper Company announces that it will short- 
ly introduce a new line of imported stencil paper. 
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Report of the folable / Wifes 
in Every Section of the Field. 


A. B. Dick Co. Wins Stencil Suit on Appeal zation in August, 1929, and was appointed to the Minne 


Some months ago the A. B. Dick Company of Chicago 





brought suit against the Shallcross Company, Inc., befor 
the United States Court for the Southern District of New 
York, alleging the infringement of their Patent No. 1,526,982 
relating to stencil sheets and requesting the usual remedies 
\ decree granting the prayer of the complainant was pro- 
nounced, and an order was entered pendente lite restraining 
the defendant from infringing the letters patent above 
specified From this injunction and the findings of the 
court the defendant appealed. The case was heard recently 
by the United States Circuit Court of Appeals for the Sec 
ond Circuit, consisting of Circuit Judges L. Hand, Augustus 
N. Hand and Chase The opinion of the Court, read by 
judge Augustus N. Hand, supported the findings of the 
District Court in every particular, affirming the decree in 


favor of the A. B. Dick Company Che appeals court took 





occasion to compliment the district judge for his excellent 

1 ‘ nollie ¢t ritor 2 < net ad to ] vil 
opinion, observing that defendant's stencil sheets so clearly apolis territory. Later he was transferred Milwaukee 
infringe Claim 18 of the A. B. Dick Company’s patent that and his territory expanded to include Minneapolis 


they would have added nothing to the district judge’s opinion Trademark Litigation a Calendar Field 


\ decree was recently entered in a _ suit started last 


September by the Defiance Sales Corporation of New York 


had it not been for the earnest argument of defendants’ 


counsel that the real scope of the patent was misunderstood 


City against Columbian Art Works, Inc., of Milwaukee, in 


Claim 18 of the Dick patent reads as follows: “18. A oe 
which the former complained of unfair competition and ot 
stencil sheet adapted for conversion into a stencil by the : me 
sol ' infringement of its trade marks. “Perfection.” “Gem” and 
impact of tvpe and the like thereon, the same comprising : 
Jumbo Gem” by the latter 
in open-texture base having a coating including a cellulos« ‘ ¢ : 

: The decree states that the two trademarks first named are 


ester and a tempering agent.” 


, , registered in the United States Patent Office, and that they, 
In reading the opinion of the Court one receives the ; 
; , . . a ; is well as the trade mark Jumbo Gem” as applied to 
impression that Claim 18 is broadly inclusive of every type , , , ' , , 
. . ; ( ilendar pads are good and valid trade marks and are the 
ot stene falling within its boundaries that the characte . 4 ? , 
: : : , exclusive property otf the Le ince Sales Corporation which 
the tempert vent mentioned whether it be castor oil, ; : P , 
: , , , is the exclusive right to use them on calendar pads 
eic acid or what—is immaterial so long as it pertorms the 
“ , ; , he decree further states that Columbia Art Works 
functions « ‘ for, and that other ingredients or types « ; é } : 
' , , I nas I ged the above umed trade marks and there 
< ‘ i I te il re is the stencil sheet ‘ 
; en) s the defendant compar ft sing any of 
texture ‘ ting that necluds 
Cl t calendar | ds I ltact er Dy the 
el t . ( suit ( eril ivent ne ré 
Dehance Sales Corporati t sil the g | will and 
t ( t trv les i spects « the 1 itt ~ 
, ep ‘ ( e comptla i ( ry iti cl i cndal 
, ] not a wy caid complainants 
ungbluth Promoted by Underwood ids made by said nan 
( \l Jur blut vho has « n cl irezec ¢ the portable he decree also provide S ror i de terminatiol § the costs 
city ‘ \ \ l ev er \ n trie ( d ives to be awarded the Lx ince Sales (¢ ry i 
( Cah te last ll - et t ted to fre 
paaentet vering the western district Mr. Tungblut! Columbian Art Works. Inc.. state that thev will imme 
: ersonalit ind a wide typewriter experience diately take the matter t the United States Court of 
uring 1928-29 he vas president ol the lowa Commercial Appeals in Chicago Chey deny any intention to intring 
( ntest \s tor staging the lowa State tvpewriting invone’s trade marks, and believe that thev have a proper 
championship contests He joined the Underwood organ! case for the attention ot a court of appellate jurisdiction 
i I 


Carpenter Elected Vice-President of Boorum & 





Pease 
Charles C. Carpenter, well known throughout the coun- 
trv for his part in the development of loose leaf manutac 
ture is € elected vice president of the Boorum & Pease 
Compa ~ New York, and will serve as executive director 
r } 
ce CARPENTER 
of the company’s business in the Middle West district. 


He will 


branch office and warerooms, 


make his headquarters at the company’s Chicago 


which are located at 500-532 


South Throop street, from where he will exercise super 


vision over the district 

Mr. Carpenter’s appointment makes no changes in branch 
managers, nor distribution It is primarily de 
signed to afford the dealers in the district 
f the 


to facilitate transactions and key up the service all along the 


points of! 
a ready contact 


business in order 


with the executive department « 


line. All data essential to service and convenience of deal- 


ers will be kept at the Chicago headquarters, thus being 
available at first hand 

Mr. Carpenter was until a year ago an executive of the 
Wilson-Jones Company and 


Sam'l ( 


was for many years president 
merger of 


Tatum 


ot The Tatum Company prior to the 


these two concerns Under his management The 


Company was established in an outstanding position in the 
held 
developing 
Chat Mr. Carpenter's experience and bent of mind 


technical application of loose leaf systems, 
pro- 


upon the 


appropriate forms and following certain 


cedure 
WwW ill be 


department, is a reasonable prediction 


later retlected in the Boorum and Pease loose leaf 


The connection is capital for both parties 

. > 
Electromatic Typewriter Now on the Market 
Che Electromatic typewriter, described in detail elsewhere 


in this issue, is a product of Electromatic Typewriters, Inc., 





= 














RUSSELL G. THOMPSON 


is expected that a world-wide sales 


Rochester N. ¥ It 
| 


organization will soon be developed. 


4 


wn 


Che company is headed by William A. Montgomery, pres 
ident; Edward A. Halbleib, 


Chompson, general manager and chief designer; Walter J. 


vice-president; Russell G 


Niles, factory manager; John L. Petz, manager of tool and 
production engineering; D. W. Crumrine, manager of devel- 
opment; R. W 
and Miss Gertrude E. 


Davidson, manager of sales and service, 


Reynolds, office manager 
intact 

Stowell Returns from Europe 

ae x Dictaphone Corporation, re- 

turned to 


Stowell, president of 
New York early 
Europe, where he visited many 
that the 


in June after two months in 
Dictaphone branches. He 
American business methods 


reports influence of 


and equipment abroad is steadily growing. In a recent 
interview Mr. Stowell said: 

“Europe offers a wonderful market now to the Amer- 
manufacturer of effect 
economy of any kind—whether in manufacture or in office 
One this situation is a 


appreciation in American 


ican machines which operate to 


management. important factor in 


manutfac- 


Europe of 


growing 





turers’ standards of service to customers. European busi- 
ness is making a splendid comeback and eagerly adopts 
modern business equipment and business practice to the 
end that greater productive efficiency shall result.” 
te —— 
Remington Rand Inc. Reports Earnings 

The Wall Street Journal of June 3 stated that in report- 
ing its earnings for the fiscal year ended March 31, 1930 
of $3.51 a share on the common stock as against $1.15 the 


previous year, Remington Rand, Inc. has demonstrated 


that the problems which arose with its creation in March, 


1927, are behind it. 


The more than doubling of net last year was accom- 
plished with an improvement in sales of only 1.5%. Sales 
increased $888,883 while net earnings at $6,040,554 were 


$3,112,787 above those for the previous fiscal period. 


Economies arising from consolidation of the six business 


machine and record organizations tells the story. Cost of 
sales was brought down from 90% of gross in 1929 to 
slightly under 86% for the March 31, 1930, year. Every 


saving of 1% in costs on present volume adds 49 cents a 
share to earnings on the 1,335,276 common shares outstand- 
ing. Thus, even if sales are not added to materially during 
the current fiscal year, continuation of the increase in effi- 
ciency might improve earnings. 

The typewriter division is the largest single unit of Rem- 
ington Rand, accounting for from a quarter to a third of 
As the trend is toward quieter busi- 


the annual volume. 


offices, its Noiseless typewriter section is naturally 
Late this 


a portable Noiseless 


ness 


benefiting. year the will put on the 


market 


company 








Underwood Elliott Fisher Earnings 


According to a in the Wall Street Journal of June 


report 


17, 1930, Underwood Elliott Fisher earnings for the five 
months ending May 31, 1930, were approximately twenty 
five per cent above the dividend requirements for the first 


year Che company has cash on hand of approximately 
Prot 


corresponding 


halt 


$9,000,000 not as good as in 1929 are ahead 


1928, 


ts while 


having apparently 


ot the 


period o! 
turned the corner in March. So far in June the domestic 
{ 


standard typewriter business is ahead of the same period in 


1929 


With earnings for the first five months of more than $3 


a share on the 696,831 shares of common stock, inclusive of 


he company’s equity in the earnings of non-consolidated 


liated and subsidiary companies and after preferred divi- 
ends, taxes and depreciation; with the management feeling 
that the corner has been turned so far as the United States 
lump affects Underwood Elliott Fisher Company; and with 


se to $9,000,000 in the treasury and a surplus of approxi 


mately $14,000,000, it is safe to assume that the dividend of 
$1.25 q rter will be untained 
s ¢ @ 

Domestic sales of Sundstrand adding machines in June 

to the time f the report are better than tor the same 
part ine, 1929 [The southwestern and southeastern 
sections of the country seem to have stood the slump best 
with a fairly « sistent recovery on the Pacific Coast and 
n the New York sections, judging trom typewriter, account- 
ing machine and adding machine sale Sales of the nots 
ess typewriter are improving.” 

Che management of the Underwood Elliott Fisher Con 
pany is strengthening its organization abroad. The realign 


1¢ foreign organization is being completed in Eng- 


land and has been completed in several of the Continental 
countries, and is nearly completed in other countries 
In bringing Underwood Elliott Fisher’s cash position up 


to a point slightly under $9,000,000, the management has 
creased cash approximately $3,100,000 compared with 
Ja ] At the same time the management has increased 
reserves ap} imately $500,000 in the same period Che 
profit and loss surplus at the end of May was just under 
$14,000,000. Underwood Elliott has reduced inventories so 
that the ire materially smaller tha n January 1, 1930 
an 
U. E. F. Reports Sales Gain 
Che New York Herald-Tribune of June 26, 1930, states 
that 1 t the . s of the Underwood Elhott Fisher 
Compa! ire s ving indications of a revival in general 
t according to Philip D. Wagoner, president 
judging from typewriter, accounting and adding ma 
hine sale the southwestern section of the country seems 
to have withstood the recessiot! best and appears to Y 
display we the earlhest recovery Paciic Coast and New 
York sections also are show1 reasonably consistent re 
overy vitl " rogressive movement from month to 
an 
Dictaphone Foreign Business Gaining 
Che Wall Street Journal of June 3 notes the recent re 
tt L. C. Stowell, president of the Dictaphone Corpora 
thor tro i tw months’ trip to Europ 
M Stowe tates that Dicta ne busine ibroad is 
aining Commenting on the extent to which Europea 
yusiness methods and equipment are now influenced by 
Amer ca ract Mir Stowell said that “Europe offers 
1 wonderful market to the American manutacturer of ma 
hines ( ope te to effect e¢ omy ! anutacture 
Mce i iar t ete 
| ea ‘ Ss ft } 9 splend < neback 
at Stowell ears eager to adopt 
\ 1 t ethods toward the end 
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ichieving American business efficiency One important 


tactor, he said, is the growing appreciation in Europe for 
American manufacturers’ standards of service to customers 
Commenting on the tariff, Mr. Stowell said ‘When 
business men I met abroad spoke of the United States 
tariff situation they seemed more concerned with the su 
cessive delays of action than with the terms of the pres 
ent bill They appear to want to do business with the 
United States in increasing volume, but the tariff delays 
have created a great deal of indecision and uncertainty 
No business concern, Mr. Stowell pointed out, “would take 
two years to decide on the price of its product—its business 


would fail in the meantime.’ 


a 
Marchant Calculating Machine Sales 

Che Wall Street Journal of recent date published 

article on the subject of the gain in Marchant Calculating 

rhe 
the 


a long 


Machine Company sales overseas information cam« 
the 
that within the preceding four weeks the increase in foreign 
Marchant 
that conditions abroad have started a definite upward 


It ily 


from San Francisco Bureau of Journal at 


usiness in the machine gives rise to the 


trend. 


he increase in orders has been general France and 


Argentina are among the countries from which larger com 


mitments have been received but the whole foreign field has 


shown indications of improvement Foreign business ap 


proximates forty per cent of Marchant’s total. Business 


or the year to date has been between twenty and twenty 
five per cent less than that of last year but the first months 
f last year was a period of unusually good business, while 


months of 1930 reflected the general dullness of 


the like 


almost all lines. The company expects orders in good 


volume from government departments calculating 


machines 

If foreign business continues to improve the effects of 
the slow domestic market will be mitigating 

J. G. King, president of the company, has been visiting 


the company’s distributors in various European countries 


cucceiialiaeideasts 

Computing-Tabulating-Recording Company Retires 
Some Bonds 

[The New York Herald Tribune of June 24 

advertisement addressed to the holders of Computing-Tabu 

sinking 

$89,000 


carried an 


lating-Recording Company six per cent thirty-year 
fund gold bonds due July 1, 1941, to the effect that 
worth of the principal amount of the above stock and bear 
ing certain listed numbers given in the advertisement had 
been drawn by lot for redemption for account of the sinking 
paid on July 1, 1930, at 105 cent of 


their par value plus accrued interest to that date 


fund and will be per 
Interest 
on the bonds named as being drawn by lot tor redemption 
will cease on July 1, 1930, and the the 


should present them for payment on or after the date named 


holders ot bonds 


it the trust department of the Guaranty Trust Company 


140 Broadway, New York City. 
ea 
National Cash Register Company Declares 
Quarterly Dividend 


[he National Cash Register Company declared 


a regular 


quarterly dividend of seventy-five cents on Class A commot 


15 to stock of record June 30. 
company in May 
booked in 
running approximately twenty-five per cent below 
booked in 


of May of last year and was second only to that of 


stock, payable July 
booked by the 
the 


exceeded by 
April, although 
May of 
May ran ahead 


()cto 


( Irde rs 


eighty-one per cent volume 


last vear Overseas business 


ber, 1929, the record month 


>. 

Jasper Seating Company Increases Capital Stock 
[The Jasper Seating Company Ind, filed 
papers with the secretary of state at Indianapolis, increas- 


of Jasper, has 


itl 


each.—W. B. ( 


ing the capital stock 1,000 shares having a par value of $100 











Ray Joins Barr-Morse Organization 
typewriter field, has 


Ithaca, N. Y., as 


widely known in the 


E. K 
joined the 


Ray, 
Barr-Morse Corporation of 


assistant sales manager 


Mr. Ray’s experience as division manager for many years 


the Corona Typewriter Company and later as assistant 








domestic sales manager for the L. C. Smith and Corona 

['vpewriters, Inc., has equipped him with a_ thorough 
I K. RAY 

knowledge of dealer problems throughout the entire coun- 

try His connection with Barr-Morse will enable him to 


renew contacts with his many friends in the industry. 


When this article appears, Mr. Ray will be on an ex- 
tended trip through the Middle West in the interests of the 
Barr tvpewriter 

> - 


Braden Takes New Position 
rhe hkeness of the tall 
that of W. R 


traveled for many vears for the 


gentleman presented below is 


Braden, a widely known loose leaf man who 


Irving-Pitt Manufacturing 











W. R. (“BILL’"’) BRADEN 

Company of Kansas City, Mo. He is now with the selling 
organization of the Stationers Loose Leaf Company of Mil- 
waukee, where the above picture was taken during the 
recent convention of the Sixth Regional District of the 
National Association held in the 


etr« I olis 


Stationers Wisconsin 
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The Guest Book 

G. E. FRANKENTHAL, Hobart building, San Fran 
cisco, called a few weeks ago. Mr. Frankenthal is a man- 
ufacturer’s representative and his mission here was to call 
on Chicago office equipment producing concerns and others 
in eastern cities. 

D. W. KAHLE, Jamestown Metal Equipment Company, 
Jamestown, N. Y., visited this office recently. Mr. Kahle 
included Chicago, Milwaukee and Detroit on his itinerary 

ELIMAR J. BREUER, Breuer’s Rotafix A. G. and 
Belloprint G. m. b. H., Berlin, Germany, called on June 10 
Mr. Breuer was traveling with the German delegation and 
planned to remain in the United States some weeks after 
the rest of the delegation went home, to investigate dupli- 
cating machine field in this country on behalf of the Ger 
man Office Machinery Dealers Association, studying Amer 
ican sales policies and looking up machines available for 
sale on the German market. 

H. O. BENTLEY, Dallas, Tex., was a recent visitor at 
this office. Mr. Bentley was formerly a district manager 
for the Victor Adding Machine Company. 

A. L. LORING of Kalamazoo Loose Leaf Binder Com 
pany, spent an hour in this office on June 11. 

HARRY F. HOMER, South Calif., 
representative of the Esterbrook Steel Pen Company, called 
on June 16. Mr. Homer had East for 
time and was on his way home to Pasadena. 


Pasadena, western 


been in the some 
He was ac- 
companied by Mrs. Homer. He was a close friend of the 
late Harry C. Sharp for many years. 

A. V. GOODALE, who represents the Roneo interests 
in Penang, Malaya, was among our visitors on June 18. 
Mr. Goodale was on his way to London, coming by way 
of Vancouver and intending to call on some of the office 
machinery manufacturers in the United States. 

CARL S. GRIMES of the Grimes-Stassforth Station- 
ery Company, Los Angeles, visited our office on the 19th 
ultimo. He came east on a rather extended trip during 


which he called on manufacturers whose lines his house 


handles in the west. He was passing through Chicago, 
New York and Boston. 
visit George Wolcott at the latter's home at Old Orchard 
Beach, Me. 

JACK GREY of the McMillan Book Company, Syracuse, 
N. Y., visited our office on June 23. 


tions as being not at all discouraging in the loose leaf field 


3efore he returns he expects to 


He reported condi 


He has in the course of his travels added many new ac 


counts to the McMillan list and is well satisfied with the 


outlook. 
E. X. STOLTZ of the Western Furniture Company, St 


Louis, Mo., visited this office on June 24, accompanied by 
J. H. BAILEY also of the Western Furniture Company 
F. M. KING, office equipment man of Los Angeles, 


King is a manufacturers’ 
Besides call- 


Calif., called on June 25. Mr. 
representative handling office furniture lines. 
ing on manufacturers, it was his intention to visit relatives 
in Wisconsin before his return to the Coast. 


sectsnaiilibeaiaaian 
Columbian Buys Executive Calendar Line 
The Columbian Art Works, Inc., 1024-1032 Juneau ave 
nue, Milwaukee, Wisc., has just purchased the Executive 
from the B. E. j 
Chicago and has moved the to their plant ir 
Milwaukee where the line will be manufactured hereafter. 


line of calendars Lawrence Company of 


business 


The Executive line consists of Four-in-One and Three-in- 
One, which have been manufactured for several years, and 
several new numbers—the Two-in-One, No. One, Cel- 
larette, Work Organizer and Telephone Book. 

The purchase of the Executive line is the second addi- 
tion which the Columbian Art Works have made to their 
line of calendars within the last In July of 
1928 they bought the Success line. 


two years 





Sixth Regional District 
sixtl regziona 


WaUlKct 


egistered at ut ind at it 10:30 the onve ) 
was calied t the Wisteria 1 m on the ninth or 
»y Howard L. Watkins, regional governor 


Artl 
Stationers’ Associa 


National Association 


the Rev. Thomas Gardner, 


National 
tio cise issed the su ject, “What the 


' 
the 


Can Do tor You In his talk, Mr. Walker outlined force 
fully the deve ment of the National Association and par 
ticularly the growth of its service along practical lines. He 
pointed t that the association is not an organization in 
inv way it cal to the law, but strictly obeys it. It seeks 
the development of the stationer along proper merchan 
dising line ind ow de veloping a system of intormation 
WW c < t fail to be productive ot great benetits to 
every member and through the members ot the associatio1 


remarks, a nominating commit 


Walker's 


tee was appointed to select the next regional governor tor 
the district and the regional governor for the retail division. 

An interesting address on The Magnitude of the Station 
ery Business was given by James E. Neary, vice-president 


New York City 


Following some announcements, those present adjourned 
for a buffet luncheon in the club room of the lower lobby 
In the afternoon, there was a meeting for dealers only 
Among the addresses delivered was one on “Effective 
Window Displays” by Edward H. Mundt of the Siekert 


& Baum Stationery Company, Milwaukee Mr. Mundt 


spoke from personal experience Clean glass is the first 
consideratior Good illumination is the next requisite 
It can make or mar any setting \ well-lighted window 
1 the middle of the block draws more attention than a 
poorly lighted window on the corner Show windows, like 
vill boards, not lighted up at night, mean nothing 

[C'wo kinds of window displays are outstanding—tirst, the 
fancy or artistic window which is admired by the public 


exhibit a single line of merchandise. If 


properly gotten up it will make a hit It is a good adver 
tisement r the store, but not necessarily a producer of 
mmediate sales [he other kind of a window has a num 
ber of lines t, each one suitably displayed. The mixed 
window brings ire immediate results because there is in 
uch a window usually something in which the onlooker 
becomes interested The best drawing window is the 


Meetings--Conventions--Dinners 





checkerboard window which M Mundt claims as his owt 
, , , , 

ei i ae Kac rtick Ss si Wil aividt I 1a sep 

1 

te squart the squares eme of Vaf4ri B « rs Each 
rticle bears its price on the corner of each square Che 
results of such windows are surprising Many stationers 

‘ . oh ee ith . rh —— - 
ave eda Tt Ss aea W 1 success. i ( separatl squares 


rve to concentrate attention on ¢€: 


sig the center of the window may read, “By the little 
things in life we are judged. Does your office lack any of 
hese?” The speaker said he had more than twenty-five 
per cent better results from the use of this window than 
from any other type. <A pencil on a velvet pad priced 


it ten cents each means something, but without the price 


it means nothing. The idea is to attract the pencil buyer 
nto the store where he is likely to become interested 
in other articles as well Once the speaker said he had 


tried out two windows, one bearing the sign “Stationery 
for the Home” and the other, “Stationery for the Office.” 
He found that he sold many articles for home consump 
tion as well as for office use. The speaker does not lay 
merchandise flat on the floor, but builds his windows up 
with small articles in front, using the larger ones toward 
the rear with a centerpiece of some kind for the main 
attraction. Glass vases and shelves are used to build up 
windows and the use of price cards should be general. 
“Whenever I see an advertised article in our line,” said 
Mr. Mundt, “I cut out the article and show the advertise 
ment and merchandise in the window This helps. We 


should all work with the advertiser 


Mr. Mundt then referred to the exhibit of open dis 
play appurtenances in Room No. 32, presided over by Mr. 
Schaefer. He said that he used open display cases in his 
store with wonderful results, because customers like to 
have an intimate hand in selecting their own purchases. 


General Manager C. P. Garvin spoke on “Accomplish- 


ments and Proposed Activities of the National Associa- 
tion.” Change is the order of life. Nothing is still. Meth 
ods of selling are broadening. Art and sentiment, as well 
as practical considerations today in more than one line 


fre the imagination and establish the desire for ownership. 


Organizations perform an indispensable service Chey are 
not a leveling down, but a leveling up, because the tone of 
the trade is being improved and many have received mental 


stimuli which is leading them on to success 


“The time is coming when the stationer will concentrate 
on profitable lines and make more money He will cut 
out waste of time, waste of labor and waste of capital 

‘Dealers’ Support of Advertising and Promotional 
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Work” was the subject of a fine address by H. B. Blanken- 
ship of the Wilson-Jones Company, Chicago 

In the William The 


proofing Company, Youngstown, Ohio, who was detained, 


absence of Hoge of General Fire- 


Ed Little was called on and spoke on the subject, “Mer- 
chandising Filing Equipment.” Mr. Little emphasized the 
important place which the interior equipment of files has 
in the business. He pointed out that the files are useless 


without the equipment and are really the minor part of 


the sale when re-orders from year to year are considered. 
Almost invariably the dealer is in a position to make much 
than he does 


on his filing equipment sales 


Mr. Little told several stories to illus- 


more money 
on his cabinet sales. 
trate the indifference of many salespeople to the impor- 
tance of filing equipment and related how 


dealer had built up his filing equipment business into one 


one prominent 


of his most important sources of revenue. This can all 
be done by training salesmen to understand the importance 
of equipment that goes with filing cases, making them 
realize the profit that resides in these apparently small 


items. 
said Mr. 


upon people to see certain truths and to act upon them.” 


“Salesmanship,” Little, “is the art of prevailing 


“Let the dealer decide on a line and then stay with it.” 
“Good display is a paramount consideration. An Indiana 
dealer sells $20,000 worth of filing supplies in a year with 
a display that costs him little more than $100. Good ar- 
rangement and good salesmanship bring this result. 
Following the remarks of Mr. Little, there was an open 
two topics—The Appraisal of 
How Are You 
‘his discussion took up about an hour and many 
The 


quorum which discussed 


Trade-In Equipment and Reducing Over- 


head? 


suggestions of an interesting character were made 


discussion rather got away from the assigned subjects, 


but it was nevertheless interesting and provocative of talk. 
At 5:00 p. m. 
quet was held in the 

At 2:00 o’clock on Wednesday a meeting of the North- 
Valleau, 


the meeting adjourned and at 6:30 the ban- 
Fern room on the seventh floor 


west Travelers was held, presided over by R. B. 
president. This meeting was held in the Rose room. 
Thursday, June 5 
On Thursday morning, the meeting came to order at 
10:00 a. m., Governor Watkins in the chair. 
Conrad A. Netzhammer, sales manager of the North- 


Milwaukee, 
Work. Mr. 


merchandising 


Company, spoke on the 


Your 


thorough study of 


western Furniture 


Importance of Planning Netzhammer, 


who has made a meth- 
ods and is notably successful in the origination and appli- 
ideas, presented a chart as a 


said that 


cation of business-building 


basis for his remarks. He most successful men 


belong to trade associations and attend conventions. We 


are living in an age of conferences and the interchange of 


49 


ideas is one of the bases of American business success. 
Business is the fine art of service. It is not the go-getter 
any more, but the go-giver who succeeds today. The 


speaker divided his topic into three parts: Why to plan; 
Results. The planning means increas- 
It involves the use of daily reports. 
It gives a basis for initiative. The salesman should not 
only plan his calls and their sequence, but from the cus- 
tomer’s point of view should plan his sales talk, carefully 
proposition. This makes for brevity and 
One of our greatest losses is poor 
merchandising and poor selling methods. The customer 
judges the salesman just as the prospective employer judges 
his prospects. The customer is the judge who renders 
the decision on the proposition which the salesman pre- 
sents. No salesman is making money for his firm except 
when he is in the presence of a prospect able to buy and 


How to Plan, and 


ing your selling time. 


outlining his 
force and gives prestige. 


is telling his story in a convincing way and asking for the 
order. It sometimes requires much headwork to bring 
out the sales story and we come to the second subhead, 

[ Therefore, plan to 


how to plan. Customers want facts. 
Show 


give them. Chairs are better than they once were. 
reasons why and exhibit photographs. Two desks are dif- 
ferent one from the other. We must understand what to 
expect from the consumer. 
Nothing great was ever achieved without enthusiasm and 
hard work 
Making a 


or initiative. 


sale in the store does not take much nerve 


Attempting to make a sale by telephone is 


an easy way and sometimes works, but it is not very 
effective. Having been given a prospect to see, the sales- 
man senses fear creeping in. Sometimes the salesman 


hears that Jones is going to buy, but does not believe it, 
and doesn’t call. But it is the cold canvass which touches 
the biggest prospect field of all and the indifferent sales- 
man does not work it. The speaker here showed what 
results follow the men who properly plan their work in- 
the indifferent ones who are too fearful or ineffi- 
expect much these 
Today very 
often our advertising looms larger than our store in the 
smaller still. 


The adver- 


stead of 


cient to use their heads. Customers 


days on account of high-class advertising. 


minds of the customers and the salesman 
The converse of the picture should be true. 
tisement should be the least, the store the next and the 
salesman the greatest factor in the minds of the customer. 
It is more necessary than ever now to plan carefully to 
conserve time. One owes it as a duty to the prospect, to 
the house and to one’s self. In conclusion, Mr. Netzhammer 
quoted some pertinent words of Daniel Webster on “Duty.” 

William H manager of The 
Carter’s Ink Company, gave an eloquent address on Sales- 


He told the story of the Irish- 


Greenleaf, advertising 


manship and the Stationer. 
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representative 


elling Knowledge is tl 


CONVENTION 


Stationers’ Loose Leaf Company 


very POss 





rst and strongest of the sensory impress s Hearing 
ind teeling come next The salesman who does not thor 
uughly understand his technique, may make the sale, but 
ye other fellow may come along and close it It is not 
ecessary to call seven, eight or nine times Demonstrate 


ur product and stick Know what you are going to d 


ssess yourself of enthusiasm and you will develop per 

nality Make the necessary sacrifices to wu just as the 

champions do In the big parade of business a man has 

o run like the mischief to stay where he is and he must 
ister than that to get in the torefront ot the processk 


Following Mr. Ott’s address, the report of the nominating 
committee was read and approved, nominating August 
Hunn of the H. H. West Company, regional governor tor 


next vear, and George O. Stevens of Stevens, Maloney & 


Company, Chicago, governor of the retail division of the 
th district 
In the afternoon of Thursday, the majority of the met 
the convention played golf at Tuckaway Country club 


Entertainment Features 


e ladies were entertained by automobile rides and a 


ncheon at the magnifhcent Elks’ club, followed by a bridge 


partv. The winners of the bridge games wert Mrs. Frick 
rst prize \Irs Mashek. second prize, Mrs lacobs, third 
prize 


At the banquet on Wednesday evening, W. E. Smitl 
vf A. W. Faber, Inc., acted as toastmaster Che speeches 
| 


1 


were brief and each of the following responde whel 
called upon \. J. Walker, president of the National 
Association; ( P. Garvin, secretary and general manage! 
f the National Association; Ed. | Little of the Wabasl 
Cabinet Company, Wabash, Ind.; R. M. Tussing, preside 


of The Victor Safe & Equipment Company, Marietta, 


+ 


Ohio, and governor of the fifth regional district; R. B 
Valleau, president of the Northwest Travelers’ club, and 
Howard L. Watkins. National Bank Supply Company, Mil 
waukee, regional governor, District Number Six. Others 


it the speakers’ table included Mrs. Garvin, Mrs. Tussing, 


3 


? ? 





Upper left hand picture: J. P. Alford, Cameron—Amberg Com 
R. M. Tussing, Victor Safe & 


Leaf Company: Ed L. Little, Wabash Cabinet Company, and C. A 


hand picture J. R. Lindley I. R. Lindley Company: Chet 
‘ompany A 2 Walker, president National Stationers Associa 
pictur This group includes FE. H. Mundt, Milwaukee; O. S 
Pacir C. P. Garvin. general manager f the National Sta 
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1d H. Brosk 
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SNAPPED AT THE SIXTH REGIONAL MEETING.—Upper row, left to right: J. T. McLaughlin, Filing 


Equipment Bureau; Harry Balch, Quality Park 
Skibbe; Harry 
who has attended all National conventions; Roy 
Club, and “Bob” Valleau, 
regional governor of the Sixth 
nominee for the Sixth District; G. O 
for the retail division of the Sixth District; 


realistically, but forgets to put down the 


Mrs. Little, Mrs. Grindell, and Fred Chris 
& M. Vernon, and H. L. Murdoch of the 
Blank Book Company 

ittended, the proportion of dealers 


Mrs. Watkins 

tensen of S. E. 

National 
The meeting was well 


being larger than last year The figures were as tollows 


Dealers, 36; manufacturers’ representatives, 72; ladies, 29; 


National officers, 3; trade papers, 4; special representatives, 


The Golf Tournament 


This event was held at the Tuckaway Country club not 


Milwaukee, and was much enjoyed in spite of a 


hich persisted most of the afternoon Chere 


were thirty-two players Harry L. Murdoch of the Na 
il Blank Book Company, headed the list with a score 
59, winning first prize; Harold H. Friedlander of Rand 
McNally & Co., and F. M. von Ritter of the Stationers 
se Le Company, tied for second place with a score 
60 eacl A coin was tossed to decide the relative posi 
t s, M Friedlander winning the toss and taking second 


third. The 


second prize, a pair of 


lace, with Mr. von Ritter first prize was a 


1andsome golf sweater: linen golf 


third prize, a pair of golf hose. 


Open Display 


incomplete 


. +e : 
knickers, and 


This report would be without mention of 


he valuable and “Open Display on Display” 


Fred C. 


play Committee, in one of tl 


interesting 
Schaefer, chairman of the Open Dis- 
Hotel 


convenient to the assembly room. This showing consisted of 


presented by 


e rooms of the Pfister 


steel counter units with display tops having compartments 
back in terrace fashion, giving com 


Such count 


built up from front to 


plete accessibility to the merchandise shown. 


ers may be had singly or on the unit principle, and in 


practically any shape necessary to fit the environment 


Open shelves one above another and set upon casters were 


featured, also several other devices for the open display 


of merchandise. Circulars, photographs of installations, 


etc., completed a useful exposition of the modern ideas. 


Envelope Company; A. R 
Jennison, Weis Manufacturing Company; 
Clarke, 
president of the Northwest Travelers’ Club 
District; August Hunn, The H. H 
Stevens, Stevens, Maloney & Company, regional governor nominee 
Hoge of The 
Glenn Grindle of Th 


“Bill” 
ball, and 


Skibbe, Horder’s, Inc.; Mrs. 
Charles Bremmer; L. F. Childs; J. H. Hildreth, 
president-elect of the Northwest Travelers’ 
Bottom row: Howard L. Watkins. 
West Company, regional governor 


Fireproofing Company poses 
General Fireproofing Company 


General 


Oxford People Hold Sales Conference 
Che annual sales conference of the Oxford Filing Supply 
Company was held at the main office of the company in 
Brooklyn on May 28 and 29. 
Those present included R. A. Jonas, 
C. E. Reynell, L. C. Goodhand, A. E. 
Herold, A r. Hurley and R. P. Jonas. 


Intensive preparation had preceded the conference. 


2 
Petersen, C. G. 


Jonas, Jr., 


Ryan, J. 
The 
Oxford travelers were presented with an entirely new plan 
for increasing dealer sales of filing supplies. On the first 
day the conference adjourned to Luger’s restaurant, where 
a beefsteak dinner was enjoyed. 

The 


showing of new 


balance of the conference was taken up with the 
items, new display and promotional ma 
terial and general discussion of problems and polic‘es 


Fully 
the steady expansion of the company, the Oxford travelers 


prepared to meet conditions and to co-operate in 


left for their respective territories 
—— ~~ —-— 


A Luncheon to the Washington Smith-Corona Staff 

On June 3, the Hamilton hotel in Washington, D. C., was 
the scene of a luncheon given by Manager McRae of Divi- 
sion No. 2 to the Washington sales staff, Charles J. Rogers, 
L. D. Waller, C. U. Homan and W. J. Buckland of Balti- 
The occasion for the luncheon was the severance of 
Washington branch to 


more. 


with the 
> 


Mr. McRae’s connection 
become manager of Division No 

As a memento of the esteem and regard of the Wash- 
ington branch, he was presented with a trunk suit case 
The advancement of Mr. McRae, who will continue to make 
his headquarters in Washington, brings Charles J. Rogers, 
who dropped the managerial toga from his shoulders in 
October, 1927, on account of illness, again into the position 
he formerly held. He has recovered his health and his 
many friends rejoice that he is able to resume his old posi- 


tion. 
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Seventh District Stationers Hold Lively Meeting 
in St. Paul 


One of the yest regional district meetings the National 
Stationers’ Associat ever held took place at the St. Paul 
hotel, St Paul Mint on Monday and Tue sday, June y 
and 10 After registering in the corridor next to the Palm 
room, the stationers gathered in the latter room, whers 
the convention was called to order about 10:30 a. m. by 


Frank Koch ot Des Moines, governor of the seventh district 

Che first address was that of Arthur J. Walker, president 
of the National Stationers’ Association, who reviewed at 
some length the work of the association during the vear. 
with particular reference to the results accomplished by 
the regional « s, nearly all of whose meetings Presi 
dent Walker is attended this vear traveling several thou 
sand miles night and day to cover them. He also spoke 
of the development of the plans of the association on a 
service basis to members as outlined in previous addresses 
He referred t rect selling by manufacturers and sug 
gested that the ire entitled to the co-operation of dealers 
in working t this policy; to combat what are regarded 
is unfair met ls the association is organizing the major 
manufacturing branches into groups, each as a division of 
the association under the general manager Che first 
achievement in this direction is the organization of the 
Loose Leaf Divis Mr. Walker referred to the fine work 
being done |! the Manufacturers’ Research Committee, 
the Retailers’ Research Committee and the Trade Relations 
Committee Che quickest and surest way to improve 
ment,” said the speaker, “will be found when every firm 
conscientiously analyzes and rectihes its own policies.” 
Mr. Walker’s remarks were greeted with hearty applaus¢ 

The next speaker listed on the program was J]. S. Sprott, 


sales manager of The Berger Manufacturing Company, Car 
ton, Ohi Mr. Sprott at the last moment found himselt 
unable t e pres and delegated the duty of presenting 
his address to W. H. Shortlidge of the same company 
The subject f the paper was What Can the Manufacturer 
Do for the Dealer 
Mr. Sprott’s paper emphasized the point that the manu 
facturer, in order to be himself successful, must have dealers 
who are successful themselves Considering the speed at 
which we are going. there is danger of losing sight of fun- 
damental things so that there is danger of our believing 
that manufacturers do not have an appreciation of the part 
the dealer ylavs the successtul program ot business It 
s encouragit to note that business men are discussing 
these things openly ind intelligently and thos industr es 
ire most progressive and most prosperous that have ai 
knowledged the existence of certain evils and are taking 
steps to elin te thet It is necessary in order to answer 
the quest that w e€ a common conception of business 
und its t Business is the agency that supplies the 
mater er " ts of manlh d It takes Nature's 
fts, conve ’ fabricates them and sells and ships 
tne t c the i he used 1dvantageously or con 
sumed. Business was made to serve man and not man to 
serve bus s. Our own field may be divided into the co 
erter, t ibricator and the distributor In some cases 
ther ‘ ( ly two classes because conversiot1 and 
| t it lled by one et For efhicient service 
‘ t ( n utacturing, a satistactory 
l t aistribut hat will be effective 
t inufacturet Can the manufacture 
st | T t eco! Tm \ i Satistactiotlr to the 
use! r « be done tl dealers Here the 
speaker nent ned two organizations, one of wl ich, start 
g with nothi ve years ago, or practically nothing, has 
It S e furniture of approximately $200,000 
: ve iT \ DT nt ind ot another concern in the 
Middle We ! 1 highlv competitive market has 
| It k Ww . ess 3 | ten ve irs’ time 
Cher re like cases and ises of older house s 
that ‘ \ o ¢ the ice « the menace of direct 
se] ‘ stor et No manufacturer in this field 
is vet ( t that he can retail his products it a 
small tr t tha retailers cat Nor sl Id 
we er! h t that there have been failures ind 


OFFIC! APPLIANCES 
near failures as the result of adoption of a direct selling 
plan on the part of the manufacturer. “No chain store to- 
day to my knowledge,” said the speaker, “has demon- 


that it can handle specialty selling which is the kind 
of selling that must be done today by the office equipment 
dealer.” Competition is not much between the dealer 
and the manutacturer as it is between the dealer and the 
branch manager of the manufacturer. If the dealer is 
the more capable man, he will win out in the contest. The 
question of direct selling or distribution through the dealer 
will be determined by the survival of the fittest. Many 
branches over this country, even in the field in which we 
rk, have discontinued, because they could not 
operate at a profit, the being that some local mer- 
chant was too good a seller for them. The dealer has every 
incentive to beat direct selling by the manufacturer and can 
do it if he will study the needs of his fellowmen for the 
products he sells and pursue sales work aggressively. 

[he speaker referred to a manufacturer who started out 


strated 


SO 


we peen 


reason 


to sell his product through dealers despite the fact that the 
largest manufacturer in the line was securing most of his 
volume by direct selling. Today the manufacturer first 
referred to controls that particular industry and is now 
entering another field and within two years will have that 
industry on a dealer-distributing basis. 


Che speaker here outlined five things which the manufac- 
turer should to make the dealer successful These 
included satisfactory products; proper price, allowing a 
fair margin to the dealer; assistance in developing dealers’ 
organization; proper to dealers on financing, 
management, the appreciation of the deal- 
ers’ problems 

When a business does not provide something 
service that mankind needs or wants, it 1s a fal 


do 


advice 
proper 


sales 
etc., and 
or some 


lure [ 


am convinced,” concluded the speaker, “that mankind can 
be best served in the field in which we work through the 
dealers and I have cast my lot accordingly 


Following Mr. Sprott’s address, J. O. Davis of the Miller- 


Davis Company, Minneapolis, spoke in reply to the ques- 
tion, “Is It Necessary for a Manufacturer to Sell Direct 
in a Territory Where There are No Retail Dealers Mr. 
Davis said that this question can be answered by asking 
another: Can a man serve two masters? 


Most manufacturers cultivate a field for their products 
through retailers and only by degrees extend their activi- 
ties to users or consumers Such action is taken most 
frequently after his goods have been advertised and dis- 
tributed by the retail dealer; so that the question at issue 
resolves itself into a question of fairness Following are 
some of the high-lights of Mr. Davis’ remarks 

It is less expensive for the manufacturer to market his 


wares through dealers than to sell direct 


Successful distribution requires establishing agencies in 
important places in competition with existing houses—a 
condition which will cause the reduction of prices and a 
profitless business without materially increasing the quan- 
titv ot goods sold 

Che established retailer has a better opportunity to dis- 
tribute manufactured products than the maker. 


following the 


consumers in 


procee d 


over-production 
to sell 
surplus stocks Chis 


tremendous 
caused m 


war 
many 


ing caused 


anutacturers direct to 


ises To dispose ot 


great losses The systematic channels of trade vere par- 
tially destroved 

It is not necessary to sell direct where dealers carry 
adequate lines of merchandise maintat service properly 
trained salesmet advertise the lines and relieve manufac- 
turers of selling in small quantities 

Selling direct demoralizes prices It discourages the 
dealer and offsets his organization Antagonism will take 
the place oT co-operation while new lines will be vesti 
gated and competition will become keen En loyvment is 
iffected It tends to destrov a system vw ‘ has ré 
vailed since the dawn of civilization. 

In selling the consumer direct, the manufacturer not only 
demoralizes business for the dealer, but undermines his 

vn future possibilities The dealer has his experienced 
sales force If manufacturers carry off the large deals, 
they make it harder for dealers to show an) volume in 
their sales, reducing earning power and creating dissatis 
taction among salesmen who finally leave tor other employ 
ment Loss ot good men is a capital loss 

If a manufacturer feels it is necessary for him to carry 
1 deal direct in some district where he has no dealer. he 
should at least put the dealer’s price on it and deliver it to 


the nearest dealer representative 





CAUGHT BY THE CAMERA AT THE 
and Mr. Yellowly 


SI PAUL CONVENTION 


Top row, first picture: Standing are Ted Douglas of Boorum & Pease Co 
of Yellow & Haines, Mason City, Ia Seated are Harry Short, Columbian Art Works; W. E. Smith, A, W. Faber, Inc.; 
( IP. Garvin, National Stationers’ Association; W Ww S. Carpenter, Sanford Mfg. Co., and James T,. Lacey, J. G. Shaw Blank Book Division 
f the Wilson-Jones Co. Second picture: (¢ ’. Russell and W. H. Shortiidge, Berger Mfg. Co.; F. L. Jenkins, Eaton, Crane & Pike Co., and 
W H. Git leaf, Carter's Ink Co Third picture Ladies at the convention grouped on the porch of the old Sibley House, a relic of pioneer 
lays in the northwest Second row, first picture: ¢ I. Garvin, Jas. J. Barrett, A. J. Walker and Mr. Thomas of Thomas & Grayston. Second 
icture 0. J. Bertelsor B Praden, Charles Considine and Frank M. von Ritter Third picture: C. D. Drnek, Wahl Co.; Leo Triponel, Rey 
n Mfg. ( George Desmon Browne-Morse Co Claude Fleet, Eberhard Faber Fourth picture: Group consists of Herbert Fall, Japs-Olson 
‘ Ht. ¢ MeNiff, Shaw-Walker Co Cliff Cody Dubuque la Pat Malia, Wilson-Jones Co. Third row, first picture: Group consists of L. M 
Ackert, Eaton, Crane & Pike Co H. 8S. Thoren, H. ¢ Boyeson Co.; Fred Foster, Globe-Wernicke Co.; Henry Claussen, Free Press Co., Man 
kato. Minn Second picture Fred C. Schaefer, Sanford Mfg. Co Ham Warnock, Berger Mfg. Co.; Dick Clay, The General Fireproofing Co 
Third | re la Winger General Pencil Co., and ¢ L. Kaufman Fourth picture: Group consists of J. T. McLaughlin, Stanley Trick, George 
K. Desmor and Jack Laws Fourth row first picture Bill Hoge, The General Fireproofing Co.; George Brainard, president, The General Fire 
proofing Co Bob Valleau, president, Northwest Travelers’ Club; Walter Nelson, The General Fireproofing Co. Second picture: View of the Old 
Sibley House at Mendota Mhird picture: Elmer Erickson, W. B, Allen, Frank A. Stott and Gene Willoughby. tottom row, first picture 
Jenr " Frar Cooper, Karl Keisel, Carl Kastel and Fred Christensen, Se« 
l ture lia Warnock Berger Mfg. Co.: 


Harry 
ond picture Karl Castle bestows blessings on the golf 
Walter Maddock 


Fargo, N. D.: Joe Roller, Grand Forks, N. D., 


game Third 
and Kay Chase, Dennison Mfg. Co 
Dealers are entitled to a commission on any 


transaction 
in their territory if it is found 


method of distribution is through established dealers, but 
as there are not enough dealers in all cities for all lines 
manufactured, it is a problem for those manufacturers not 
manufacturers recognize that the logical represented. The present policy of selling direct or through 


necessary for the manu 
tacturer to sell direct on account of competition. 
Che majority of 





| business is wrong \ know! Chese included Ed. Little, Cliff Cody of Dubuque 
inutacturer, while he may not be represented in one 





and others 
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rh | , ~ . 
ty, may have a splendid connection in the next one and , ; , 
re ; lt was annouw amid applause that the attendan in 
should have an equal number of good dealers as compare ‘ { ec rie i tust it the attendance n 
th his competitor cluded fty-eight retail dealers, seventy-six salesmen and 
ir ’ "1 ‘ ’ ; y | lot - —. 1 ’ } | 
In conclusik M Davis read a letter fro Frank J ther manutacturers’ representatives and thirt even ladies 
Koch of K Brothers, Des Moines, who expressed the Tuesd 10 
pind that whe the dealer gets an organization devel uesday, June 
| sme ‘ } ] - ! ‘ 1 ; } 
ed gh class realms of salesmanship, he need is session was a joint meeting of the entir¢ nvet 
fear the direct seller s te rtait towne mamas . , 
a cue certa that yee mu tiol Paul Buckwalter of Chicago, district manager for 
top the pract of neiping manutacturers get orders tor 
| ping tm Ii Ire! t ro! , > > ' " 
: ‘ sions . , pan ” o fir ' gic 
if q antitve ror nve or ter per cent of! the order paid ; Na : ul Blank Book Company, _— : = wear dat 
f ealer. be this is not profitable and is not fair ot the Harvard Research Bureau report. He showed charts 
to the le taff Mr. Koch referred to the loss of expert yy which he illustrated his remarks. The report covered 
riesime t ther ndustries ~ I yf he sSes lest } } 
sUSEE EC : e of the losses hard the business of two hundred seventy-two stationers in the 
‘ ea ted out that a policy which did not , ' 1 ¢] ] | 
Rests : ae” ; <r : , United States and Canada and the report was divided int: 
gh gra to make an income. commensurat ' 
th their a ty a wrong policy general stationery of the lighter lines, commercial station 
ddr Mr. Davis was followed by the appoint ery without printing and commercial stationery with print 
t nol t committee and by announcements ng and furniture. Topics discussed included stock control 
( ‘oa retarv and general manager of the expense; market analysis; customers’ records; salesmen’s 
‘ 4 , : tr ver ? ' ] ) , , 
' \ tiot cave i forceful and interesting ad i better sales anagement, et 


VW it ft National Association Is Domne for You R. B Valleau, president of the Northwest Travelers’ club 


Li, ; \\ H. Greenleaf. advertisi: gy mal reviewed the work of the association with spt ial reference 
he 4 Oo presented a fan to the sales meetings inaugurated for dealers by the men 
. eeniiineinin tind deen ers of the club. He touched on such subjects as roved 
h service Tne store how t treat customers whe ; " « mie 
j c ¢ the 1 ' ne sessio1 ind p ted out that most successful deal il close 
After | the Palm root 1 dealer’s meeting was touch with travelers and manufacturers. He referred to the 
n the W i the main floor rhe sessio ilue of the travelers’ clubs promoti tt ce t 
te ] ; , discuss ne ' the quest ’ \y ree I il met 1 Ss 
Deal Willing t Hels Chems es Fred ( ol ifer « the Sa rd Manutfact x Lompa 
4 naner Charles M. Marshall of the Ivan Allen-Mar uthned The Function of the National Association Bureau 
1 ¢ mit I Atlar ta, sa past president of the National i Ope Display and Store \rrangement, pointed out the 
\ tio} . y | , President Walker Mr Mar theory of open display and extended an urgent invitatio1 
\Il’s suggestions were received with interest and approved to all dealers to visit the exhibition room where he had 
: , nstalled the most modern examples of lispla hx 
H Sell Filing Supplies Profitably was ably dis- tures, counters, etc. This display, s Mr. Scha 
ttle f the VW ish Cabinet Compan. was a really fin example 1% what is being don Vy mal 
kd Ha f the Miller-Davis Companv gave tacturers tor those who desire to arrange the stores to 
t ( Sales Special Items make the tullest use of the opel display id \ consid 


day : Gus Trapp of Curtis erable variety of exhibits was shown and lines were pre 


Fsove ¢ ] ; ‘Th ley - ¢] tint ] stim? ; 
The Banquet \ oe S Phe Valu e National Associati sn 
» of 3 Retrict v held in. % Pal the Dealet He emphasized the fact that one must put 


the St. Paul hotel at 6:30 p. n W. E. (“Bill mething into his relations with the National Associatio1 


Soni 6 ahead 1 acquitted himself with great efore take anything out of it he association is 
re t t 2 tt lled st or \ J W lke Ww ng many t nes It S sending « s 4 st nnaires I 
expre +f of the manv kindnesses show des a itional index competent tion depart 
: , » the counts und his special satisfactiot ent al commercial advisory servics ( the work 
t | i t S ead Dp 1 ng the ome folks ‘ y res nal meetings, traveler : { M Fall's 
t l t t they appr ( the ourse he id take er was I eived wit manifestations ol . 
t Walker « gratulated Regional Governor Kocl President Walker then discussed briefly t lopment 
+ p } ( Clarke ind thers o1 the splendid Nat I As itor iftairs and was fo General 
he eting arrangements and = thee , M iger Gar who gave a summing-up of t eeting 
P vas eing hel He said that he sensed i development n ou istrv along 
\f Ga da fine tril ‘ to the w 9 reside ‘ Rotar Club lines and that we iré dev | £ ne our 
Walker is doing. He said that one of the finest things a S¢lves the ability to think straightforward! 
, ‘ to send t her selected sons He Che nominatt: committee then reported that nominatio1 
d tl] Pri ent Walker id t up a cture « Q. Davis of the Miller-Davis Company, Minneapolis 
Rin aliaes hard fot scandens tie Wiis es s reg governor, and B. J. Bristol of Koch Brothers 
R, 1 ¢ rank K expressed s thanks ¢ Des Moine is regional governor for t retail divisio1 
; P badd ¢ the cnuccecc the meeting Che eport of the committee w is unanimous] idopted 


me 4 il governor. asserted with force and meeting adjourned 

eners that d be governor and he would expect he afternoon was devoted to special features, including 
. , it ‘ , secictance ever the gol t rnament ind other special entertainment ror 

t ' strict those who do not play The golf tournament was followed 

' Clanton eumsteeel the acestinns of tn Merten the resentation of golf prizes 
! Entertainment features wer entioned Entertainment Features 
t cerning the oC lf t rnament and On the first dav or the ve tion the iadies ere enter 
t lled t ( nd make themselves t ned witl i most interesting tome le rid \ cl col 





JULY, |! 


Points of historical 


house, built by 


sumed the greater part of the day 


interest were visited, including the Sibley 


General Sibley in 1835 and of late years restored by the 


Daughters of the American Revolution to its original con- 


dition and filled with interesting souvenirs of early days 


in the northwest, including some fascinating pieces of 


colonial furniture, Indian arrowheads, bead work, etc. 


house, an- 


served at the Catherine Fee 


Luncheon was 
other old landmark situated within a block from Sibley 
house 


Following the banquet on Monday evening, there was an 


excellent entertainment and dance, the dance numbers being 


protessional entertainment of a_ high 


that everything in the way ot 


interspersed with 
is well to point out 
and entertainment was managed by the North- 


order. It 
hospitality 
west Travelers’ club, who achieved most excellent results 
[he committees included the following: Arrangement 
Roy Clarke, chairman, travelers’ club; Sterley Jerue, chair 
man, stationers’ club; Fred Foster, Ham Warnock, Bob 
Valleau, Thomas C. Carpenter and E. Friedman 
Registration: Harry Murdoch, chairman; Harry 
son, L. M. Ackert, C. I. Cole, Fred Foster and Gus 
Informatiot Arthur Grayson, chairman; James 
id Harry Spurlock 
Golt 
nock, kK. E 
Automobile 
Huette, ( D. 
Harry Collins, 


Jenni 
Trap. 
Miller 


] + 


Bob Valleau, chairman; Claude Fleet 
». Chase and F. E. Malia. 

Edward Friedman. chairman; 
Drnek, O. W. Hedstrom, J. A 
Karl Keisel and Henry Thoren 


Ham War 


Henry 
©’ Brie 


Glad Hand: Jim Lacey, chairman; W. E. Smith, Jo 
Hildreth, George Willig, A. C. Jaeger, Al. Skibbe, Fred 
Schaefer, O. J. Bertelson and Clifford Tolty. 

Club Headquarters R. J. Clay, chairman; R. H. Hire 
L. H. Triponel, W. A. Hildreth, H. E. Cooper and M. D. 
Hasty 


Herbert Fall, chairman, and E. M. Hansen 


Publicity 
Mesdames Frank Koch, Fred Foster, Edward 


Hostesses 


Friedman, R. B. Valleau, F. C. Schaefer, R. C. Clarke, 
Claude Fleet, Sterley F. Jerue, Thomas C. Carpenter, Henry 
Thoren, Herbert Fall, E. M. Hansen and Gus Trap. 

Open Display Fred C. Schaefer, chairman; Clifford 
Tolty and Henry Thoren 


a 


National Association of Typewriter Dealers 


The fifth annual convention of the National Association 
of Typewriter Dealers promises to be the most successful 
and largest ever held. It will take place at the Book 
Cadillac hotel, Detroit, Mich., on Monday, Tuesday and 
Wednesday, August 18, 19 and 20. A. E. Roberts, chai 
man of the convention committee at Detroit, reports that 
arrangements are coming along very nicely. James P. 
Ward, Sr., president of the National Association, has been 
cooperating with Mr. Roberts and reports that practically 
all the principal manufacturers have selected their booth 
space and indicated what entertainment and educational 


work they will do 

The big 
educational value to the dealers 
have had practical experience in selling and manufacturing 
Monday and 


feature of this vear’s convention will be its 


Prominent speakers who 


will talk and demonstrate new selling ideas 
Wednesday afternoons will be devoted by the manufactur- 
ers to sales conferences, and dealers will have every oppor- 
tunity to get the latest ideas in merchandising, service, etc 

President Ward has appointed the following dealer mem- 
bers nominate officers for 
the ensuing year: Chairman, E. M. Wynn, Wynn Type- 
writer & Supply Company, 903 Grand avenue, Kansas City, 
Mo.; J. J. Cohen, Cohen Typewriter Exchange, 10 West 
Twenty-eighth street, New York, N. Y.; W. R. Schilling, 
Fort Pitt Typewriter Company, 428 Fourth avenue, Pitts- 
burgh, Penna.; G. S. Cambias, Ex- 
change, 607 Commercial place, New Orleans, La., and H. J. 
Williams, Williams’ Iowa Supply, Dey building, Iowa City. 

The social program of the convention will be of unusual 
The following list of events fore- 


as a nominating committee to 


Cambias Typewriter 


varietv and excellence 


sn 


shadows somewhat incompletely the entertainment which 
will be offered the delegates and ladies: 
Monday, August 18—Banquet, Underwood 
Company, Book-Cadillac hotel. Entertainment, Barr-Morse 
Corporation, vaudeville show, famous headliners. 
Tuesday, August 19—Banquet, L. C. Smith & 


Typewriters, Inc., Prince Edward hotel, Windsor, Ontario 


Typewriter 


Corona 


Dancing, entertainment, Remington-Rand Business Service. 

Wednesday, Woodstock Type 
writer Company. Final banquet, Royal 
Entertainment, 


August 20—Luncheon, 
Location, surprise. 
Typewriter Company, Book-Cadillac hotel. 


Company. Dance music by 


Royal Typewriter famous 


orchestra. 


_ es 

Chicago Office Appliance Managers’ Outing 
The Chicago Office Appliance Managers’ Association en- 
joyed an afternoon of golf at the Illinois Golf Club June 10. 
association are likewise members 
Blackstone, chairman 


Three members of the 
of the Illinois club, including A. E 
of the entertainment committee, who arranged the outing; 


C. L. Hayes of International Business Machines Corpora- 




















APPLIANCE 


SNAPSHOTS TAKEN AT CHICAGO OFFICE 
MANAGERS’ OUTING.—Top row, left to right: 

Cooke, Marchant Calculating Machine Company; C. 
ers, Brandt Automatic Cashier Company; A. . Goodwin, 
Marchant Calculating Machine Company; Ray B. Drum, The 
Todd Company; H. R. Williams, H. M. Storms Company; 
William Eismann, The Nelson-Eismann Company. Second row: 
William P. Hoy, Automatic File & Index Company; J. A. Gil- 
bert, Office Appliances; F. A. Nuttal, Postage Meter Company; 
Cc. L. Hayes, International Business Machines Corporation; A. 
E. Blackstone, Dictaphone Sales Corporation; E. A. Kalkhurst; 

J. T. Stewart, W. S. Gilkey Printing Company 


Dwight L. 
BE. Cyph- 


tion, president of the association; and E. A. Kalkhurst. 
The weather was ideal. 

Che prize for lowest net score went to William P. Hoy 
of Automatic File & Index Company, who lowered his last 
about twenty strokes. Second prize went 
to J. T. Stewart of the W. S. Gilkey Printing Company. 
J. A. Gilbert of Office Appliances was third. E. A. Kalk- 
who turned in the lowest gross score of the day, 
was fourth. In accordance with the usual practice of the 
Chicago association, every member present contributed a 
Before the dinner, 


was over some were 


year’s score by 


hurst, 


prize and every player won a prize 
which followed in the club-house, 
anxious to know when another such outing might be held. 
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SIX PERSONS WHO 


\TIONERS’ 


ONE OF THE FORTY 


FORTY 
NATIONAL ST 


DISTRICT 


- 


few eme ippear in the bove picture were Norma 
Frank Winfield irand Junction, ¢ oO lL. J. Bissey, Loveland 
( oO jeorge Matheson, Denver, Cok Ek. C. Runge, Denver, ‘ 
orad Spring ‘ io (the only woman delegate) L, R Kendr K 
‘ t I Robinson, Chicago, Ill D>. N. Gagnon, Denver 
ve ( Arthur J. Walker, Minneapolis, Minn Edward L. Litt 


Shield R J Mitchell, Ivan Soderquist, 0. W Pechman and 
Dick 


Healy 


Thomy n, Denver: Fred La Cari, Kansas City, Mo.; 

Col Har Dimmitt, Fort Collins, Colo Fred Broome Pueblo 
Colorac Springs, Col E. D. Purnell, Joliet, Il A. J. Peiker 
us City Ml ] I. Simmil Kansas City Me H. G. Johnsor 


und J. P. Oberhauser, E. A. D 


Tenth District Stationers Discuss Live Problems 


By Wilfrid Redmond 


Che chau stores and direct selling, scheduled as leading 
ssues tor discuss betore stationers of the tenth dis 
trict at the regional meeting of the N. S. A. in Denver 
lune 16, found unexpected competition on the floor wit! 


problems of almost equal prominence introduced by small 
city dealers il d brought to the 


attention of the nationa 


associatiol is formidable for the first time 


umong these subjects which threatened 


steal the show” were those inserted into the program b 


Stores 


Hart LDimmitt of the Campus Company 
s, ( E. Frank Winfield, Winfield’s, Grand Jur 
tio Colo... lving respectively state-owned store con 
vetiti the need for closer attention on the part of 
the manufacturer helping the small town dealer to edu 
cate the customer unfamiliar vitl record keeping equip 
ment 
Mr Dimi tt l i dis« ss given under the titi 
Shoul Viat icturers ( nt < to Sell Dealers Whot 
They Know to Be Consistent Price Cutters brought t 
oht t x ct fa party ! well-organized buving 
< 1 ( know is | t | duc it1o il Buyers 
\s t sed ising agents tor stores 
t tate educati | stitutions Mr. Dimmitt 
eal the ill st ( dire t sale smal ire 
t j to red to the yrice-cutt £ 
tivit f ‘ se maintained stores wl 
| ver é t clared Mr. D 
the 1 © the er sé 
p , ‘ ed ator » 
t | t ces approx ite the qual 
‘ ee A th t the stat 
‘ t ells Ab r cent atte 
| if t indie Added to t t 
. mpetit siness | iV gw taxes 
; ‘ A ' nder-selling et " 
\ the srobl a r dealers t sit ar 
t t " S¢ t take iC intage of the ppor 
t t t ict I ffered bv the National Ass 


ATTENDEI 
ASSOCIATION \T 


oO LA. Jae 





REGION 


ANNUAL CONVENTION OF THE TENTH 


» THE 
DENVER, COLO., LAST MONTH Those in attendance, most 
lL. Pears San Francisco; \ lL. Gillespie, Sheridan, Wyo.; E 
‘olo H. W Robinson, Loveland, Colo.; A. R. Nichols, Denver 


Utah: Miss Edna Levine, Co 

Denver, Colo Roy Chapman, Grand Junction, 
Kansas City, Mo.; F. B. Abernathy, Den~ 
Hankins, New York City, N. Y H. A 
George 


c<son, Salt Lake City 
EE. Wilsor 
W. H. Palmer, 


Wabash Ind > J W 


Watson, all of Denver; W. R. Fisher, Pueblo, Colo. 
Santa Fe, N. M E. A. Kistler, Denver; F. B. Robinson, Golden, 
Cok William Mason, Jr., Colorado Springs, Cok H. S. Riley 
Corbridge, Casper, Wyo.; Claude M. Conger, Kan 


enver; W J 


nver Harry Balch, Chicago: A. O. Carlson San Francisco 
lia nd «¢. J. Carr, all of Denver 
Ciatiol suc as tiie orvanized TES l 0 ol s untair 
condition to state legislature 
It was reported to the convention by Bill Hoge, Youngs 
town, Ohio, that it has come to his attention that forty 


igents ire members of 
h all do 


nducements 


ve state university purchasing 


Educational Buvers’ Association,” althoug 
ike advantage of the attractive contract 


offered by manufacturers 


Mr Winfield, 


In discussion one ot 


although an unprogrammed 


nteresting phase 5 


the most 


small city dealer's problem offered during the day 


the Junct 


It came up as the result of Grand ion stationer’s 


1 tf tl Irving- Pitt 


yuery iddressed to Claud ( onger ‘ < 

Division of the Wilson-Jones Company, Kansas City, as to 

why the manufacturer of loose-leaf equipment does not 
en e detailed instruct for the use of such equip 

ment—record keeping systems—in written form for the 

venefit of the dealer whose program is the building up of 


“With the smaller systems such instruction ts 


cluded explained Mr. Conger, “but in the case of the 
irger ts we go on the theory that audit s and account 
ints are familiar with their uses and such educational mat- 
ter would be superfluous 
hat is true in the case of the dealer u i large city,’ 
declared Mr. Winfield His customers are experts in the 
’ g of such systems But | ive to sell these units 
t garage ind grocers wil i t touch with 
ct 1 { ethods and know nothing t the new outhts. 
elieve, if the manutacturer would help us in this we 
‘ d Iding up lume witl these it sales where 
ssiness did not exist before. increase the stationery busi 
ess d r thr ugh de iler outlets t Ss tr trom the 
~()} F ce t s now t if 1! 1 ( onic Chere Sa 
< | t | s t been to ed et el eative busi 
ess W \ tiie small cit cle ilk : re tamil if 
t ' the ] roe ey stationet! ‘ s¢ . cti ties iré 
entered ther 
Arthur |. Walker resident the N. S. A. anticipated 
the } ' ter ot the pre blems whicl “ ild be discussed 
hetor ; F entry his one C lress when he 
hefianeil 
The tent district differs from the thers of the asso- 
ciat n that the stores here are fewer but stronger. Their 
roblems, for the most part, do not come from outside 





ed 
ed 


he 


.O- 
eir 


de 


sources [hey arise mainly from conditions peculiar to the 
district.” 

He stressed the need and the opportunity for stationers 
within the district for co-operation, the opportunity, because 
regional problems lend themselves readily to solution 
where there is organized effort while national problems 
take longer 

“We should have our own house in order betore we set 
out to censure the manufacturer,” he declared. “The prob 
lems which are really formidable are those which the dealer 
has brought upon himself. 1 refer chiefly to practices ot 
profitless selling, of trading dollars. The responsibility for 


relief from these evils lies within the business of every 


man. The relief lies in the study of our own policies. 
Prosperity comes from. self-education Education is the 
ereatest of self-endowed gifts And the national associa- 


tion is the post-graduate school of your education.” 

Referring to Mr. Winfield’s appeal to the manufacturers 
for greater educational help for the small dealer, Mr. 
Walker said “Here is a particularly apt illustration of 
what the national association can do for the retailer. At 
present we are getting out exactly the educational material 
which Mr. Winfield is seeking.” 


One of the highlight constructive talks of the conven- 
tion was given by Bill Hoge on “The Opportunity for Busi- 
ness and Profit in the Office Equipment Field.” 


“The office of today,” he declared, “is a manutacturing 
plant where records are made at as low a cost per unit 
as can be done A desk, a loose-leaf device, is a machine. 
It is bought for the function it performs, not as merchan 
dise Che sooner we realize it must be sold as a function 
for the service it gives, the sooner will we emerge from 
the era of price selling. When a customer starts out to 
buy a letter file today he shops, he inquires about the 
price, we talk price, and the transaction ultimately and 
inevitably descends to the level of a price transaction. Why 
not build up in his mind the idea of thinking of a letter 
file in terms of its efficiency as a machine. When we sell 
for price we are taking a machine and selling it as a com 
modity. THERE IS NO ITEM WHICH YOU CAN- 
NOT SELL BY DEMONSTRATING ITS FUNCTION. 
Chere is no office in which we cannot suggest merchandise 
that will be readily accepted if we sell on the basis of 
service rather than price 


“As a basis for tl new method of merchandising we 


s 


must make a thorough analysis of our markets. We can 
kill direct selling and chain competition by doing so. To 


my mind the four greatest needs of the stationer today are: 


- To know the requirements of his trade. 

a lo sell service mste id Or price (If he needs your 
product the customer must buy regardless of price If he 
doesn’t need it, it is of no use to him at half the price.) 

‘3. Feature key lines. (It is easier to sell their function 


than in the case of less conspicuous lines.) 


“4. Better education of salesmen. (Don’t overlook the 


delivery boy and the stock clerk.)” 
Edward | Little, rst vice president of the N. S. A., 
gave a brief but comprehensive summary of what the 


dealer’s attitude should be toward the manufacturer. ‘We 
should think,” he declared, “not of the differences which 


exist between the marketing methods of the manufacturer 


ind the dealer, but of the similarities to be found in the 
businesses of both. We are both salesmen The minute 
we begin to realize that our methods and theirs have much 
in common, that every branch of the industry has prob 
lems similar to the other, then, and then only, will the 


entire industry begin to move ahead. 


I. A. Jackson, the Deseret Book Company, Salt Lake 


7 


un 


City, speaking on “The Effect of Chain Store Competition; 
How to Combat it,” said, “To those persons who prefer to 
trade with us instead of the chain we should give a special 
kind of service. We should become better acquainted with 
them. How much better our customers would feel toward 
us if they knew us. I realize it is absurd to think we can 
meet and know them all, but we know a good deal more 
of them than is our policy at present. 

“If there is anything good about chain store methods 
it is good for us. Chains are well-lighted, for instance. Are 
our stores? In my) wn store we are not afraid of light. 
We believe in light. We believe it not only good for us, 
but for every other retailer. Are we giving the energy to 
our windows the chains are? How many of us have the 
sales meetings the chains do? Those are things to think 
over.” 

In the discussion of sales schools L. R. Kendrick, Den- 
ver, remarked that they are just as essential in the “one 
man” store as in the large one. “We sometimes think 
we have wasted enough time on the man on the road when 
we let him talk an order out of us,” he said, “but we 
can learn a lot from him and so can our sales force if we 
give him the opportunity to talk to them.” 

Mr. Kendrick likewise sounded a warning upon the 
need of co-operating with those manufacturers who use 
dealer outlets exclusively. “If we do not work with the 
association against those manufacturers who sell direct,” 
he declared, “our market will drift away from us before 
we know it. As the dealer looks for and needs customers 
so does the manufacturer look for and need outlets. Those 
manufacturers who are seeking outlets are the ones it is our 
business to co-operate with.” 

Other talks which resulted in discussions during the 
day were those given by Claude Conger on “The Future 
of Your Loose-Leaf Department”; F. B. Abernathy, Den- 
ver, on “The Possibilities of the New Retail Division of 
the N. S. A.”; Charles Robinson, president of the Rocky 
Mountain Travelers’ Club on co-operation between sales 
representative and dealer; Ed. Kistler, Denver, on “Effect 
on Dealer of Direct Selling by Manufacturer,” and William 
Mason, Jr., Colorado Springs, on “Stock Control Methods 
and Value.” 

Mr. Mason, the Outwest Printing and Stationery Com- 
pany, Colorado Springs, was nominated to succeed L. R. 
Kendrick, Denver, as regional governor of the tenth dis- 
trict. Mr. Kendrick was named as governor for the retail 
division of the district. Both nominations will be con- 
firmed at the Detroit meeting of the N. S. A. next October. 

he meeting was attended by forty-seven delegates, dou- 
ble the number present last year. 

—— 

Stationers Association of Northern New Jersey 

The annual meeting of the above association was held in 
May, when the name of the organization was changed from 
the Stationers’ Association of Essex County to the Sta- 
tioners’ Association of Northern New Jersey. 

The following officers were elected: President, Martin 
Escofher; first vice-president, William C. Schoeder; second 
vice-president, C. Arthur Oakley; secretary-treasurer, Ed- 
ward F. Sheridan. 

Committees: Membership, Archer Gibbons, chairman; 
Edward N. Plates and William C. Schroeder. Entertain- 
ment, Martin Escofher, chairman; Leo Denning, William 
C. Schroeder, and C. Arthur Oakley. By-Laws, Edward N. 
Plates and Henry J. Palmer. 

Che membership of the association consists of stationers, 
manufacturers and dealers in kindred lines located in North- 
ern New Jersey, including Monmouth and Middlesex 
counties. Meetings are now suspended for the summer. 
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Chere should be closer co-operation between the dealers 
Ontario and Quebec 
Furniture dealers get together and have a weekly lunch- 
eon in one of the Canadian cities, and discuss their prob- 
lems Chis, they tell us, has created a feeling of confidence 
not heretofore experienced 

The afternoon’s discussion brought many things to the 
surface and it is only when they come to the surface they 
an be treated and cured A committee will be formed 


to study all the furniture problems and make recommenda 


The Annual Banquet 
The meeting of the day closed with a banquet held in 
the ballroom of the Royal York hotel. The regional gov- 
ernor, P. F. 


was large and there was much enthusiasm. 


Grand of Toronto, presided. The attendance 
Over one hun 
dred and fifty persons sat down to a fine and satisfactory 
meal Those at the head table were: P. F. Grand, re- 
gional governor, Grand & Toy, Limited, Toronto; W. H. 
Griffin, Southam Press, Limited, Toronto; J. P. Coo, 
United Typewriter Company, Limited, Toronto; J. P. Cook, 
James A. Cook & Son, Limited, Toronto; W. Ed. Dawson 
Dawson Brothers, Ltd., Montreal; Rev. Frank W. Beare, 
Toronto; J. S. Luckett, Luckett 
Loose Leaf, Limited, Toronto; W. §S 
\V. Bell, Ltd., Montreal; J. B. Hay, Hay Stationery Com- 
pany, Limited, London; G. A. 
Book Company, Limited, St. Johns, Quebec; R. N. Brown, 
Brown Bros., Limited, Toronto; G. R. Warwick, Warwick 
Bros. & Rutter, Limited, Toronto; H. P. Lee, Warwick 
Bros. & Rutter, Limited, Toronto; J. F. Taylor, W. J. 
Gage & Co., Limited, Toronto; George Beare, S. B. Beare, 
Limited, Toronto Mr 
and appreciation to those present and particularly to those 


St. Andrew’s Church, 
Pennycook, Thos. 


Savoy, Dominion Blank 


Grand spoke words of welcome 


who had come from long distances to be at the meeting 
Their presence, he said, was an indication of their interest 
in association work 

Toasts were given to the King, the President, and our 
Guests. 

Short addresses were made by Geo. A. Savoy, Dominion 
Blank Book Co., Limited, St. Johns, Quebec; J. B. Hay. 
Hay Stationery Company, Limited, London; E. J. Kastner, 
L. E. Waterman Company, Limited, New York; J. P. 
Cook, Jas A. Cook & Son, Ltd., Toronto, and W. Ed 
Dawson, Dawson Bros., Limited, Montreal. 


Mr. Grand announced that W. Ed. Dawson had been 
elected as regional governor for the coming year, and 
wished him all success The meeting received this an 
nouncement with much applause. 

C. M. Coo introduced the speaker of the evening, W. H 
Toronto, who made an eloquent 


Griftin, Southam Press, 


and convincing address and carried his audience with him 


It helped those who heard it and helped 


throughout their 
businesses and listeners could not but feel that the per 
sonality of the speaker backed up and confirmed his every 
word 

he musical features were of a high order, consisting of 
solos by Lorne Davidson, tenor, and William Hopkins, bari 
tone. Ernie Bowles was accompanist 

Much praise is due to P. F. Grand, regional governor. 
Chisholm, L. E. Waterman Com 
Toronto, and Mr. McNaughton, W. V. Daw 


son, Limited, Toronto, who planned and arranged the 


program 


an 
California Carbon and Ribbon Men Meet 


Che annual meeting of the Carbon and Ribbon Dealers’ 
Association of Southern California was held on June 5 


Sibertson remaining as 


president; Mr. Dollard as secretary-treasurer, and Mr. Heck 


59 
as general assistant at large. The meeting was-devoted to 
checking back on the achievements of the organization 
during the past year. Through the efforts of the associa- 
tion the public has been educated to buy high quality 
carbons and ribbons and instead of competition being on a 
price basis, it is now well established on a basis of quality 
plus service 

Mr. Ecclestone told of the good work the Remington 
Rand organization has been doing in this direction, es- 
pecially in circularizing the buying public with a “buy qual- 
itv” campaign. 

Mr. Bland spoke on manufacturing problems with which 
he is well acquainted. He also gave a talk on the public’s 
attitude toward coupons. 

An interesting incident was the discovery that one of the 
members, Mr. Dollard, holds a commercial aviator’s license 
and that he has used his plane successfully in giving super 
service to certain out of town accounts. He also uses the 
airplane in his visits to his San Francisco office. It is 
expected that other members will now become successful 
cloud-hoppers. 

Arthur G. Wilson entertained with the reading of a son- 
net entitled “The Little Weed.” 
tobacco, but was a high grade poem and Mr. Wilson was 


It has nothing to do with 


unanimously elected to the position of poet laureate of the 
Carbon and Ribbon Dealers’ Association. It was also 
ordered that the association issue a challenge to all other 
associations for a poets’ contest. Mr. Wilson’s next read- 
ing will be a poem entitled “Bugs.” 

Also on the program for July will be a few ukelele 
selections by Mr. Heck and a vocal solo by Mr. Sibertson. 

Optimism was the keynote of the meeting, everybody 
present stating that they are ahead of last year in sales 
for the corresponding period. 

Mr. Dollard reported the opening of an office in Denver. 

At the conclusion of the meeting, Mr. Sibertson was 
given a rising vote of thanks for his success in piloting the 
association through a successful year, and with him again 
at the helm the association seems to be all set for an 
even better period. 

—_ 

“Bill” Dawson to Be Canadian Regional Governor 

Stationers of the Thirteenth Regional District of the Na 
tional Stationers’ Association have nominated William E. 
Dawson of Montreal to be regional governor during the 
fall of 1930 and until the convention in the fall of 1931 
His election will take place at the National Convention to 





W. E. DAWSON 
Governor-Elect, 
District No. 10 


be held next October in Detroit, along with the election of 
nominees for the other regional governorships. Mr. Daw- 


son will succeed Percy F. Grand of Grand & Toy, Toronto, 


as governor of the district. 
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Fifty-—vard dash for girls—First, Miss Doris Dyer of J. L. Fair 
banks and Company; second, Miss Edna Richmond, and third 
Miss Beatrice Lane, both of the Thorp & Martin Company 

Seventy-five vard dash for men—First, Harry Smith of Tow 
hill Company; second, John McAuliffe of Standard Diary Com 

ny; third, Curtis Low of J. L. Fairbanks and Company 

Mixed relay race First, Mr. Hanrahan of Ward's and Miss 
Sl nway < Ward's; second, Harry Smit! f Towhill Company 
nd Miss B. Love of Damon's 

Stork race for girls—First, Miss D. Dyer of J. L. Fairbanks 
& Company: second, Miss B. Love of Dar rd, Miss Elis¢ 
Whit f Standard Diary Company 

qulr ice for mer First, Har sr h Towhill’s: second 
Dan M ney f Cart s Ink ¢ par ! I McQuillan of 
I rum & Peas 

ly g nt won by Mr \u ! ( Howard 
H I Company 

The golf contest was a lind bogs wit selection of 
the numbers between sixty d seventy to choose from and 

umber sixty was drawn as the blind ge Che winners 
were as follows First, Willis Brownville, golf bag; se 
ynnd, N. P. Blish, brassie; third, Ed Singer, mashie; tourth, 
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sevent 


B. Willander. golf hose: fifth, ¢ 
Bob Mevers. golt 
eighth, Wallace 


If balls; te ] 


nth 


hose; 
Lovett, golf h 


Sidney Fink 


Cornell, golf hose; 
h, Arthur 
se; ninth, Ted C 
golf balls; eleventh, 


itze! lf balls: 


golt 


King, 


as 


thir- 


teenth, A. Blomen, golf balls; fourteenth, G. W. Pratt, golf 
balls, and fifteenth, J. T. Towhull, golf balls. 

Donors of the prizes include eighty-three of the leading 
manufacturers in this field, the three principal trade pub- 
lications and the following dealers: from Boston, Adams, 
Cushing & Foster, Inc.; J. L. Fairbanks & Company; 
Thomas Groom & Company; Hobbs & Warren, Inc.; Wil- 
liam M. L. McAdams; L. E. Muran Company; Samuel 
Narcus; Thorp & Martin Company and Ward’s From 
Lawrence, Mass., A. L. Cole Company; Worcester, Narcus 
Brothers, and Brookline, W. D. Paine Company 

One of the most enjoyable events of the day was the 
dinner given at the New Ocean House. 

— oe 
May Meeting of San Francisco Typewriter Men 
(Delayed in Transmission) 

Ninety-five per cent of the membership was represented 
at the monthly meeting of the Typewriter Dealers’ Asso- 
ciation of San Francisco, held May 21 at the usual dinner 
at the Elks’ club. Albert E. Herman, of the Retailers’ 
Credit Association of San Francisco, Inc, was the speaker 
of the evening and gave a splendid talk on Credits, touch 
ing, among other phases of this important subject on what 
protection dealers should look to, before extending credit. 
He also described some of the uses and abuses of credit. 

After Mr. Herman had finished his address, he explained 
the terms and conditions upon which the Typewriter Deal- 
ers’ Association of San Francisco could be accepted as a 
member of the Retailers’ Credit Association. An expression 
of individual opinion as to the advisability of joining 
showed only one dissenting vote, but action on the matter 
was deferred till a later meeting, when the question will 
be thoroughly gone into. 

H. J. Hastings, president of the typewriter association, 
who was in the chair, said that there was no doubt about 
membership being a distinct advantage, but there were 
probably some half dozen members present who would 
want an expression of opinion from the firms they repre- 
sent before obligating them. It is so arranged that if 
twenty members of the Typewriter Dealers’ Association 
apply for membership in the Retailers’ Credit Association, 
they would be accepted as an association, giving the mem- 
bers the benefit, as a group, of rates, the abundance of 
information the credit body possesses, etc The service 
does not cover corporations or companies, but individuals. 
Information regarding corporations is available elsewhere 

Owing to the fact that the meeting had been given over 
to the Retail Credit Association, there was no time to bring 
up the important new court decision in the matter of a 
stolen typewriter. H. J. Hastings, president of the Type- 
writer Dealers’ Association of San Francisco, has had to 
bring suit during the past few months for getting back 
typewriters owned by fellow members that had been stolen 
and pawned. In the latest case, he had to bring suit for 
a stolen typewriter he owned 

[he pawnbrokers had a new attorney and apparently they 
had determined to make a test case. Mr. Hastings’ stolen 
typewriter had not been pawned, but had been sold outright 
to the pawnbroker, who, in turn, had sold it outright to 
a purchaser. In this case, there was apparently no ma- 
chine to replevin, and the pawnbroker stood pat in saying 
the machine had passed out of his hands completely. 
Everything, there tore, depe nded on the attitude of the court 
which held that the typewriter man must have his type- 
writer or the equivalent. The defendants then gave up 
without a struggle, promising to trace the typewriter 
through the bill of sale. The attorney for the Typewriter 
Dealers’ Association conducted the case for Mr. Hastings, 
who believes that pawnbrokers now thoroughly realize they 
cannot get by, when a stolen typewriter is purchased out- 
right and re-sold. 
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Western Monroe Managers Meet at San Francisco 


Twenty Monroe managers from the Pacific division were 
called into conference in San Francisco June 12-13 by 
the domestic sales manager, W. G. Zaenglein, who person- 
ally conducted the meeting. He particularly discussed and 
outlined the future of the Monroe Company in relation to 
“organized effort’ of both the individual and collective 
man-power as tied in with such sales aids as the present 
advertising campaign and the accounting service depart 
ment’s activities. Mr. Zaenglein also commented especially 
upon the two additional models now being included in the 
Monroe line, general announcement of the new 20-place 
capacities in the “Executive” or “L” and the electric “LA” 
models having been made just at this time, following an 
insistent demand for the ten-column size in these small, 
popular machines. 

Although the visiting men were entertained at the Hotel 
Mark Hopkins, all sessions other than the banquet were 
held in the conference rooms of the new Monroe building 
at 60 Main street. 

Plans were formulated for an increased man-power with 
which to keep pace with the great strides being taken by 
the Monroe Company. The convention came most oppor- 
tunely for the San Francisco office, which had in May 
business established an all-time high record some six per 
cent greater than the previous high recorded in May, 1929, 
and far in excess of any other month. Mr. Zaenglein’s 
parting message to the Pacific division district managers 
had to do with the development of an even more complete 
system service to Monroe users and prospects, the giving 
of a real and valuable figure service, which has been and is 
more than ever before the Monroe aim at this time. 


— 


Oakland Typewriter Men Meet Trans-bay 

The regular monthly meeting of the San Francisco Type- 
writer Dealers’ Association was held in that city June 18, 
with the usual good attendance. It had been planned that 
no important business of the association should come before 
the gathering, as it had, as guests, representatives of the 
newly organized Typewriter Dealers’ Association of Oak- 
land, of which T. Micco is president. The guests were 
welcomed by H. J. Hastings, president, in a short talk 
offering full co-operation and assistance to the new or- 
ganization 

In addition to Mr. Micco, the following Oakland dealers 
were present: Ray Rauber, representing Typewriter Guy, 
of Oakland; M. C. Perkins and F. Lesh, of Perkins’ Type- 
writer Shop; C. H. McCaslin, Oakland Adding Machine & 
Typewriter Company. 

Mr. Micco made a splendid talk on the aims and ambi- 
tions of the new organization. Speaking of this later, to 
the representative of Office Appliances, President Hastings 
of the San Francisco Association said that from the interest 
and enthusiasm of all the Oakland dealers, he predicts that 
they will be one of the outstanding dealer associations of 
the Pacific Coast. 

The new Remington portable representative, E. P. Stark, 
who came to Oakland recently, was present and was called 
on by the chair for a little talk which he gave to his hear- 
ers’ satisfaction. 

At the July meeting the election of officers for the ensu- 
ing year will take place. 

The San Francisco Typewriter Dealers’ Association has 
now enough members signed up for the organization to 
be taken in, as a group, by the Retailers’ Credit Associa- 
tion of San Francisco. This seems to be generally regarded 
as a worth-while move, as it helps both organizations and 
aids the credit situation in San Francisco. 
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CONNECTICUT VALLEY STATIONERS OUTING AS RECORDED BY THE CAMERA lop row. first picture Mr 












ark I t Waterman Company George Gilmore Old Town Ribbon & Carbon Manufacturing Company; Bill Hag- 
gerty. Joseph Dixon Crucible Company; J. O. Hobart, Eberhard Faber l’encil Company Second picture: Frank J. Horie 
esident of the New England Travelers’ Club, and William J. Driscoll Third picture: Rolling the ball, Mr. and Mrs 
Frank Fare Mr ind Mrs. Charles D. Coe f Holyoke Miss Parcells, and Miss Smith Middle row first picture 
Pitching quoits Elmer Pape New Britain; Jim Feeley, Springfield. and Arthur Eddy, New Haven Second picture 
Bathing J. Martin, W McCarthy, A. Warren, J. I Perman, |! S. Lann, G. Grant and Jim Feeley Bottom row 
ret picture Mrs. G. Enright, Mrs. P. E. Farnun \ R. Evans of The Globe-Wernicke Company, and Mrs. Arthur 
~ ‘ in. a f Springfield Second picture Mrs. Frank Farco of Bridgeport and John Molloy of Merider rhird 
Joe Bonney, George MeGinnity and W I. Cook, store managers, E. L. Freeman Company, Providence a 


Connecticut Valley Stationers’ Outing with her a remembrance of the day George Gilmore otf 

The annual outing of the Connecticut Valley Stationers the Old Town Ribbon & Carbon Company, according to 

Association was held at Ye Castle Inn, Old Saybrook on the custom of several years, presented the prizes. During 

the Sound, on Wednesday, June 18. The day offered little the dinner the gathering was delightfully entertained by 

of promise as to the weather in the early morning, but Miss Pauline Parcells of New Haven, who gave several 

i re iter ind turned out to be a beautiful day vocal selections. Tom Stonehouse also added to the pleasure 

Over undred members of the association and their of the event by singing “West of the Great Divide,” fol 

ends were present on this occasiot Competition in the lowed after an enthusiastic encore by his old favorite 
field events wv ctive and interesting “Golden Gate.” 

The events and their winners were as follows: Ladies’ A handsome De Luxe desk pad was presented to Mr 

rst. Rose Olschefske; second, Mrs. Stone ind Mrs. James E. Feeley in recognition of Mr. Feeley’s 

Men's barnyard golf: first, Wiliam Farnum fine work as president of the association and the able 

id, Per lacobs Ladies quoits: first Mrs. E. Gran- issistance given by Mrs Feeley It was presented as a 

eld; second, Mrs. F. J. Smith. Men’s quoits: first, Mr token of the esteem in which they are held. Mr. Feeley in 

Snellgrove: s nd, Mr. Weising. Shot put: first, George i brief acknowledgment of the presentation expressed his 

Hackbart nd, Roy Scheppach. Ladies’ fifty-yard das] appreciation of the cooperation of the officers and members 

t. M rcells:; second, Miss Bartholomew f the association in making the outing such a success and 


Among Those Present ilso in their support in carrying on the work of the Con 


\r those present at the outing were the managers necticut Valley Stationers Association 

f the thr Freeman stores at Providence, R. I., and said The grand prize for attendance for the ladies was won 
t ’ . event for that citv. During the dinner by Mrs. G. F. Mulford and for the men by Pete Koss of 
é Stonehouse of the W. A. Sheaffer Pen the Columbia Ribbon & Carbon Company These were 
Company assisted Elmer Pape and Arthur Shearman in two special attendance prizes set aside as being the most 

the su e and received the enthusiastic cooperation of all ittractive of the group given out 
present ich one of the ladies was presented with a box A special commendation was given Ray Cowles, Arthur 
of candy at the dinner and the attendance prizes, through Eddy, Thure Bengston and the others working with the 
the courtes f various manufacturers and dealers, were committee which secured such a splendid result in the 


tu imbetr that every lady present carried home carrving out of the details of the outing 
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\fter dinner many of those present 


danced to the musk 
of the orchestra and every one without exception voted the 
outing a great success and an annual event to be looked 


forward to with the pleasantest anticipations 


>  — 
The Chicago Stamp Manufacturers’ Club, Inc., has sus- 
pended meetings tor July and August Any action requir- 


ng the sanction of members will be handled at a special 


meeting to be called by the president 
> — 
Philadelphia Stationers Visit Waterman Newark 
Plant 


The third of the popular educational tours by the Phil- 
idelphia Stationers’ Association, combining outing and edu- 


cational features, was held on June 20, when the stationers 


took the final tour for the spring, this time to the Newark 
factory of the L. E. Waterman Company. Twenty-eight 
stationers were present on this occasion and were welcomed 
at South Newark by Ed. J. Kastner, salesmanager of the 
Waterman organization and his staff. At the factory the 


rtv was greeted by President F. D. Waterman and a 


evroup photograph was taken, reproduced herewit! 

Che partv was then taken to the factory cafeteria Capa- 
le of caring for six hundred twenty-five employees in 
three shifts, where lunch was served, Frank D. Watermar 
presiding and welcoming his guests with an appropriate 
speech in which he called attention to the international 
character of the Waterman business, introducing three of 
he company’s foreign representatives, gentlemen from 


England, France and Italy, who were present. Mr. Water 
man said that he happened to be in England in January, 
1930, when the Stationers’ Association of Great Britain and 
lreland was celebrating its silver jubilee at Torquay, and 
knowing of no one officially designated to represent our 


National Association, he communicated with headquarters 


authority Assent being delayed, he filled the breach 

the usual American fashion, topping it with the gift 

i silver loving cup bearing the inscription, “Silver Jubi- 
lee—a Token of Good Will and Friendship trom the Sta 
tioners’ Association of the United States and Canada.” 


Mr. Waterman then introduced J. D. Ruddick of the 
British Association, who gave a concise description of Eng- 
lish trade conditions, with special reference to branded or 
trade-marked goods [hese prices are protected by law, 
ilthough the complete serenity of English dealers is some- 
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what disturbed by the action of cooperative associations 
which distribute dividends from profits amounting to a 
considerable discount at the end of the year. The speaker 
said that quick turnover was sometimes delayed by the 
practice of manufacturers in multiplying new designs, new 
colors, etc 

Regional Governor William E. Ward of the fourteenth 
district, New York City, expressed his pleasure at being 
present and meeting so large a delegation from Philadel 
phia. President Connell of the Philadelphia Association 
announced that he here called a special meeting and 
appointed George Wustner as secretary and Charles Hodge 
as recorder, to hear a motion that the Philadelphia Sta- 
tioners’ Association heartily endorses Mr. Waterman’s 
action at the silver jubilee of the Stationers’ Association of 
Great Britain and Ireland. It was so moved and seconded 
and the motion was unanimously carried. 

Remarks were made by Past President Frank R. Welsh 
and others, after which the party was divided into con 
venient groups under competent guides for a tour of the 
factories. 

The L. E. Waterman Company has a complete rubber 
producing plant at Seymour, Conn.; a plant at St. Lambert, 
Ont., where complete pens are turned out, and the gold 
pen factory at Newark, five stories of steel, concrete and 
glass, covering five acres. The company draws supplies 
from every quarter of the globe, each item undergoing the 
most rigid inspection with possibilities of rejection in any 
one of the two hundred and ten distinct and separate opera- 
tions that go to make a gold pen. 

Each guide armed himself with an instruction card, show- 
ing the gold nib in every stage from blank to finished pen 
point. The groups were taken through every department 
and each operation was carefully explained. Wherever 
possible, automatic machinery is used, one of the machines 
doing sixteen different operations, yet the onlookers were 
impressed by the exquisite and delicate handling that can 
only be secured by expert manual operations, such as 
recessing the point to receive the globule of iridium, tough- 
ening with fluxing liquid, welding with a torch and, above 
all, the delicate splitting of this, the hardest of metals. The 
plant makes its own machinery, dies and parts. 

Many other matters of interest were discovered in this 
tour of an up-to-date factory. One of the interesting 
points is the reclamation from the lavatory water, floor 
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MEMBERS OF THE PHILADELPHIA STATIONERS’ ASSOCIATION ASSEMBLED ON THE STEPS OF THE L. E 
WATERMAN COMPANY PLANT IN NEWARK, N. J.—The 


visit to the Waterman plant was made June 20 It was one 


the association's regularly scheduled “Industrial Journeys" 





OFFICI APPLIANCES 


sweeping waste baskets, dust from polishing wheels and ringing up and asking for a machine on trial for a tew days 
even trot towels and overalls of trom $80,000 to $100,000 Dealers cannot tell whether thev really intend to buy a 
gold a year Che tactor has complete printing, cabinet machine or not. Once it is in their possession, they man 
making and ink-making departments age to drag negotiations along for several weeks, or a 
After the tour, all gathered in the recreation hall and month. When the salesman calls, he is told the man who 
en ed s eral hours of bowling baseball and pool ifter has the machine on trial is out of tow! and the salesman 
“ goins ick to the cafeteria, where President Charles does not like to take it away, as the man may really mean 
~'< es ed wit Mart Escoft preside t the | siness 
Fecex ( f stations it s right Mr. Escofti ex When the patience of one typewriter firm is exhauste¢ 
essed it be i es t al 1 cha enged ‘* ] ] this class ot peopl rings upa ther T ind gets a type 
\ 1 tuture est writer o1! trial It s believed that tl issociatiol! cal 
ka . re t tine compa indle this particular I len act rd y to Mr Mic 
I inds ( ol cit set ( H ‘ is hee enthusiasts reg rd or ¢ itlol tor some 


Y and E Hold Regional Sales Conferences 


the V« Cafe and unanimously d thce Appliances has just received a program of the 


ealers of QO)al iT ! Calit.. met lune 0 
ikl | | pewriter ey ale rs’ Asso rege nal sale Ss conterences he ld i! June by the y awman 
I Ml propriet ot the Oakland Tvpewriter ind Erbe Manufacturing Company of Rochester, N. \ 


Cor vas elected president, and Albert Nashmar During and immediately prior to the opening of the 


t i S 
was elected temporarv secretar\ month the following conferences were held Group one, 
Out t eleven typewriter dealers operating in th Conference one, May 28, at Rochester; Group one, Con- 
Oabl ae toe nine attended the meeting. be mins ference two, Hotel Statler, Boston, June 2; Group one, 
f the organizatio1 Thev are IR Conference three, Yawman and Erbe sales office, 368 Broad- 


I , the Acme Typewriter Companv: A. L. You: way, New York City, June 4; Group one, Conference four, 

Guy (Oakland): ( HM McCoslin. of the Yawman and Erbe sales office, 902 Chestnut street, Phila- 

Oakland Adding Machine & Typewriter Company; C. H delphia, June 5; Group one, Conference ve, William Penn 
\l t the Oakland Tvnoewriter Company Mrs. | Le Under Group two, the following conferences were held 
Number one Charlotte hotel, Charlotte N oe June Kf 

’ ( ( ort of the Thorn Typewriter Compan\ Number two, Windsor hotel, Jacksonvill Fla., June 5; 
| N. Bostick. of the Oakland Rubber Stamp Compa: ind Number three, Winecoff hotel, Atlanta, Ga., June 7; Num 
Albert Nashmar ber 4, Thomas Jefferson hotel, Birmingham, Ala., June 9; 

s, June 11; Num- 


pewriter Dealers’ Association, it was resolved ber six, Baker hotel, Dallas lex, June 14 


‘ 7 - & ' ] n hotel rl 
On the invitation of H. J. Hastings, president of the San Number 5, Monteleone hotel, New Orl 


i 


that members of the new Oakland Association should In the third group, the following conferences were held 
ittend the ne meeting of the older organizatiot Number one, Mayfair hotel, St. Louis, June 3; Number 
Speaking t 1 representative f Office Apphances re rd two, Muehlbach hotel, Kansas City, Mo., June 5; Number 
g the initial meeting Oakland Typewriter Dealers’ Ass three, Nicollet hotel, Minneapolis, June 7; Number four 


ciatiotr r.M the president, said that the problems that at Yawman and Erbe headquarters, 162-164 West Monroe 
confront typewriter dealers in other cities are their pr street, Chicago, June 9; Number five, Fort Shelby hotel, 


the new organization plans to eliminate as Detroit, Mich., June 11, and Number six, Statler hotel, 


them as possiblk he first movement in this Cleveland, Ohio, June 13 
le at the initial meeting, was to try to stand Che different sessions tollowed out substantially the same 
rent on standard typewriters It was resolve: program, including roll call, a discussion of Yawman and 


that. beginning with Tulv 1. all rentals will be $4.00 a mont! Erbe past, present and future; discussion of supplies, in- 
Mfr \l co turther said that the Oakland dealers feel the de xes, etc.; demot Stratiol ot the o/UU ine, and alter 


rience of the San Francisco dealers will help them i: luncheon some remarks on Yawman and Erbe home office 


dealing with the problem of stolen typewriters that have departments; the new visible index, safes, steel cupboards 
rwned. In addition t eing able to give one anothet und steel shelving, mechanical posting equipment, the 
rmat regarding lost machines. thev will also be able wood plant, round table discussion, dinner, and in the eve- 
ud accounts. et Another problem the hope ning a discussion of the new Yawman and Erbe steel desks 
llv is one that has been giving dealers he illustration here shown is that ot Group one, Cor 
' ' trouble recent! Ser ' nle have beet ference one, mentioned above 








YAWMAN AND BRBE REGIONAL SALES CONFERENCE, GROUP NO. 1, CONFERENCE 
NO. 1, ROCHESTER, N. Y MAY 28 This meeting was the first of seventeen conferences 


ixteen of which wer held during June 





‘CES 


lays 
iy a 
nan 
or a 
who 
man 


nean 


1ccQ, 


some 


the 
man 


‘um- 


eld 
nber 
nber 
four 
nroe 
ot 1, 


otel, 


INTERESTED GROUPS AT RECENT 
HORDER PICNIC lop row eft to 
right W J ;oodman Mrs (;oodman 
Harry H. Schaefer and Mrs. Schaefer 

Estelle Parks and Bob and Dick Nor 
ton Bill Smith, Mrs. Smith and Joe 
Hildreth eating ice cream cones Mr. 
Lipp as Mephistopheles amuses Miss 
Fournier, Mrs. Mueller and Miss Fla 
herty Second row: Roger Simonson and 
E. Y. Horder rhe Chester Parrotts and 
Little Miss Parrott Bill and Mrs 


Lineweber Mrs Herman Shermer, 
Miss Shermer, Herman Shermer Mr, 
and Mrs. Hasson of the Blaisdell Pencil Company Walter Snelling 
Dispenses Prizes; near him are Mr. Lyng, Miss Higgins and Miss 


Horder’s Eighth Annual Picnic 


On Saturday, June 14, 1930, Horder’s, Inc., at Chicago. 
held its annual picnic at St. Paul’s park, Forest Preserve, 
Morton Grove, III his is the big annual event of the 
Horder organization and proved once again that the Hor- 
der folks need no assistance from the outside in getting up 
a good time. The general committee consisting of J. J. 
Lyng, chairman; W. L. Snelling, prizes and program; Ruth 
H. Rosie, prizes and program; A. J. Krelle, reception; Mar- 
guerite Higgins, refreshments and music; Rudolph Hitch, 
baseball, and Edward Shapiro, grounds and transportation, 
may qualify as experts in getting up and handling an out- 
ing involving a large organization, and we say large ad- 
visedly because the number present, including the Horder 
employees and members of their families, plus a few guests 
and others, must have numbered between five and six hun- 
dred persons. Notwithstanding the transportation problem 
involved of carrying that number of people thirty miles or 
so into the country and bringing them back again, every- 
thing moved with absolute smoothness. In the games and 
sports, which were characterized by much activity, there 


were only a few minor scratches for the Red Cross nurse 


Chartered Willett motor coaches left the Horder building 
Quincy and Jefferson streets at 9:30 a. m. The greater 


+ 


al 


++ S « . 
number of people, however, went by private cars and made 





Rosie Third row: B. J. Gerber, official 
announcer, and daughter.-Bill Cox of 
The Carter's Ink Company consuming 
young onions.—This interested group 
includes E. Y. Horder, W. C. Carpen- 
ter, F P. Seymour, Miss War, Mr. 
and Mrs. Fred Coggin, Mrs. BE. Y. 
Horder, Mrs. F. P. Seymour and others. 

Mrs. Sol Hoisman, Sol himself and 
the young son of Mr. and Mrs. O. A. 
Tischer Mrs. Lincoln and Mrs. Thiedig 
enjoy the games. Bottom: E. Y. Hor- 
der presenting twenty-year service pin 
and $500 check to William Johnston. 
Gus Gilard, the clown, introduces some of the family to Miss 
Ormsby, the nurse; left to right—Little Miss Gilard, Gus Gilard, 
Mrs. Gilard, Master Gilard and Miss Mary Ormsby. 


an imposing procession as it moved through the downtown 
streets out toward Oak Park and on to the rendezvous at 
Morton Grove. Each child received a gift bag containing 
many articles dear to the hearts of childhood. These gift 
bags were given away by the clown, Gus Gilard, who was 
assisted by his small son and a most amusing monkey that 
immediately caught the eyes of the children. The children 
formed up in procession immediately on arrival and fol- 
lowed the clown to the place where the gift bags were 
distributed. 

The first event was the junior baseball game which 
started immediately on arrival. Horseshoe pitching contest 
was the next event, followed by a footrace for little tots; 
twenty-five yard dash for children under twelve; the same 
for colored children under twelve, and a seventy-five yard 
leap frog race for errand boys. A basket lunch was served 
at 11:45 with coffee in cafeteria style at the pavilion. At 
12:30, Roger A. Simonson, Jr., displayed moving pictures 
taken at last year’s picnic, in the dance pavilion. This was 
one of the most interesting and amusing events of the day. 

At one o'clock in the afternoon, the contests began. 
These included quarter mile race for men, Horder em- 
ployees only; seventy-five yard dash for ladies, Horder 
employees only; sack race for girls, sixteen or under; twen- 
ty-five yard somersault race, sixteen years or under; wheel- 
barrow race for married couples; manufacturers’ representa- 





OFFICI APPLIANCES 

















Caroline Onofrio, Marion Bartlett, F. P. Seymour, Miss L. Robb 


SOME MORE FAMILIAR FACES AT THE HORDER PICNIC Left t> right 
Group Poses with Mr. Horder: left 


Marge Kern, Philip Douglas Lioyd, Grace McBurney, Harry G. Horder and Mrs. Thiedig.—The Twenty-Yea 
to x I b | Horder, William Johnston, Carl Guthier, Ed Shapiro, Estelle Parks, J. Arthur Philipp John Raven and A J Krelle The 
Contract Divisior Ed Rohs, Chester Parrott, Robert Nimmy, M Nickle Miss Traynor, Mr. Wolverton and Mr. Trap 


tives contest; three-legged race for ladies, Horder em Informashow at Chicago Convention 


ployees only; three-legged race for men, Horder employees An Informashow, or business show for buyers, was held 
only; errand boys’ sack race; fat women’s race; girls’ tug in conjunction with the fifteenth annual convention of the 
of war; men’s tug of war between Horder’s office and National Association of Purchasing Agents at the Stevens 
warehouse men and Horder stores hotel, Chicago, June 16-19, inclusive. The show is ar 
[The final contest of the day was the baseball game ranged by the association Among the exhibitors in the 
between Horder office and warehouse team, and Horder’s office equipment and supply fields wer: 
Store tean Big Bill” Cox and “Skipper” Jenkins were The American Crayon Company, Sandusky, Ohio.—In 
the umpires It was a lively and interesting contest dustrial uses of this company’s product were emphasized 
Che prize drawing was held at four o'clock in the after by this exhibit. C. M. Gerlach in charge. The new desk 
ind many handsome prizes were given away as package for “Evergrip’”’ mucilage was popular. The rubber 
rewards for winning the several events. This was followed cap affords four types of applying adhesive 
dancing in the pavilion from five to six, then refresh American Writing Paper Company, Holvoke, Mass \ 
ts, then dancing until 8:30 variety of specimens of printed jobs and sample books ot 
es were donated by over one hundred seventeen mat “Eagle-A” papers, cover stocks and bristols gave put 
turers chasing agents a new insight into the extensive field, and 
Committees aside from those already named included the showed how to specity the proper stoc k tor forms of per 
following Receptior Herman Shermer, George Bassing manent and of transitory character J}. A. Owen, who was 
Mrs. Thiedig, H. H. Shaffer, Helen Chase, C. H. Carlson, in charge, demonstrated the making of paper by hand from 
B. Estelle Parks, A. Philipp, Cecelia L. Bredt, A. Kennedy and a vat of stuff of rag content. 
\. J.. Peters. Refreshment: Edward Wreath, Walter Bre Aluminum Company of America, Pittsburgh, Penna 
vogel, Lawrence Samson, Arthur Sorenson, Cedric Hayward, “Alcoa” chairs made of aluminum, and also a vault step of 
Jack Harper, Robert Bacon, Chester Nickel, Robert Daudt, manifest utility. F. E. Hannon, ot the Chicago office, was 


Stanley Kostrzewa. Grounds: Earl Lincoln, John J. Rauen in charge 
Roland Faulk, H. R. Wilson, O. A. Tischer. Judges of Continental-Diamond Fibre 
terial ere fiber 


les H. Bird, first place; G. N. Alderson, se Included in a variety of vulcanized materials we 


Company, Newark, Del 


events ( ar 
nd plac A. J Hedman, third place; A M Karnuth, waste baskets. W. R. Yates in charge 
fourth placing Ed. Wilke was in charge of horse sho Ralph Coxhead Corporation, New Yorl N. ¥.—The 
pitching Coach conductors: first coach, H. Shermer: sec Mercedes and Mathamaton calculating devices were demo 
oacl I S. Randall; third coach, Charles H. Bird; strated bv a staff in charge of Howard C. Nagel 
fourth Coach, John V. Cosley; fifth coach, P. D. Lloyd. DeLuxe Metal Furniture Company, Warren, Penna 
Ben J. Gerber was the official starter of all events Heads Wardrobe cabinets were included in this display, whicl 
f Horder organization were present in force and threw was in charge of Henry A. Struck, Chicago 
ems es ith enthusiasm into the day’s festivities. Mr \. B. Dick Company, Chicago, II The new No. &6 
Mrs. FE. Y. Horder, Mr. and Mrs. Harry Horder and Mimeograph was the center of attraction, fortified by the 
fa M d Mrs. Fred Seymour and family and Mr Mimeoscope and the Autoslip A complete exhibit of sup 
Mrs. W. J. Goodman were in evidence throughout the plies was shown The display was in charge of H. E 
Sweitzer and H D. Beaumont issisted by members of the 


pal home office sales staff 
Underwood to Entertain N. T. D. A. Dictaphone Sales Corporation, New York, N. Y.—Latest 


Members attending the National Typewriter Dealers As- models of dictating, transcribing and shaving machines 
sociation meeting at Detroit, August 18, 19 and 20, will be were demonstrated to the purchasing agents \ FE. Black 
uests of the Portable Division of the Underwood Type stone, manager Chicago branch, was in charee 
vriter Compat it a banquet on Monday evening, August Joseph Dixon Crucible Company, Jersey City, N. J Che 
1k. at 7 ock company’s products in the graphite and the lead pencil lines 
Wednesday, August 20, immediately after lunch, a sales were displayed under the guidance of | X. (ee, «. 
ference between the members and executives of the Mueller and E. C. Bleat 
Portable Division of Underwood Typewriter Company will Do/More Chair Company, Elkhart Ind Specimens 
. eld lack Wolle, manager of Portable Division; J. 7 from this line were demonstrated under the guidance oft 
iffer inager New York territory: ( M. Jungblut W. |. Black. director of sales 
iger ot Chicago territory; A. | Tongue, director of Thomas A. Edison, In The “Ediphone” recording and 
heat ind Mr. Marschalk, of Marschalk & Pratt, will transcribing machines were demonstrated by a staff under 
e¢ ol nd t onfer with members, to make sales demor the direction of J. D. Pahlman, manager t Edwin Barnes 
the TInderw ’ nortable thorough! ® Tiros 
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‘CES 
= Eberhard Faber Pencil Company, New York, N. \ \ Underwood Typewriter Company, New York, N. Y.— 
striking exhibit of lead pencils, penholders, erasers and Models displayed included the standard Noiseless, wide 
rubber bands, which won special commendation from the carriage, portable, bookkeeping machines, typewriter sup- 
exhibit committe E. A. Meyer, district manager, was in plies and Sundstrand adding machines. George L. Hoss- 
charge, assisted by W. J. Crangle field, of the home office, and George W. McClellan, man- 
Che Heinn Company, Milwaukee, Wis.—Catalogue bind ager of the Chicago branch, were in charge. 
ers of the loose leaf type were displayed in profusion, repre a 
senting the covers furnished for manufacturers in a diverse Cedar Rapids Concern Reorganizes 
range of industries H. Ehman and H. Hascall, of the D. R. Holden has retired from the Holden-Kahler Com- 
Chicago office, were active in the direction of this booth. pany, 216 South Third street, Cedar Rapids, lowa., where 
Kee Lox Manufacturing Company, Rochester, N. Y he had been engaged many years. The active management 
Inked ribbons and carbon papers for every service and is now in the hands of Walter H. Kahler and Willis Mohn 
| requirement were on view. J. A. Salisbury, manager Chi The former has been in the stationery and book business 
_ cago branch, was in charge in Cedar Rapids during his entire business career, and was 
-* Lyon Metal Products, Incorporated, Aurora, Ill—Steel associated formerly with the Morris Sanford Company 
. cabinets for offices were shown, with lockers, shelving, shop Mr. Mohn had also been connected with the Morris San- 
equipment and storage devices were on display. L. R. Pet- ford Company. During the past fourteen years he has 
tingill, engineering and sales division, was in charge. been associated with the F. W. Woolworth Company and 
held Manifold Supplies Company, Brooklyn, N. Y., showed its Montgomery Ward & Company. His most recent con- 
f the inked ribbons and carbon papers through the M. B. Cook nection with the Chicago mail order house was as district 
vens Company, Chicago superintendent of retail stores 
; ar Remington Rand Business Service, Inc., Buffalo, N. Y.— The Holden-Kahler Company deals in office equipment, 
1 the \ model office for an efhcient purchasing agent was shown, _ stationery and books, having as major lines the products 
complete from typewriter, accounting machine, files, desks of the Yawman and Erbe Manufacturing Company and 
In and Safe-Cabinets Among those demonstrating and ex the Irving-Pitt division of Wilson-Jones Company. 
sized plaining were W. ( Mowry and Howard Reed, of the —— 
desk Sp New Orleans Stationers Plan Outing 
ibber Scovill Manufacturing Company, Waterbury, Conn On Tuesday evening, June 10, the Stationers’ Association 
This company is known to the stationery field for its office of New Orleans met and discussed plans for the outing and 
s.—A pin lines; the display showed to purchasing agents brass, stag party which has been postponed until July 12. 
ks ot bronze and nickel silver mill products, raw materials for Morris Hansell, chairman; Austin Leftwich and John 
pur numerous manufacturers. R. Godden was in charge Fitzwilliam are the committee appointed to have charge 
and Triner Sales Company, Chicago, II \ selection from of the event. The outing will be held at Ted Bernhardt’s 
per this company’s comprehensive line displayed computing, camp on Lake Pontchartrain. The party is given in honor 
») was parcel post, express, packing house ratio counting and of the local purchasing agents’ association and other friends 
from candy scales. J. M. Triner, inventor and manufacturer, of the New Orleans stationers. 
was in charge, assisted by sales ofhce representatives —_— 
Ina F. S. Webster Company Inc., Boston, Mass.—Shown Dictaphone Managers Gather 
ep ot here were carbon papers, inked ribbons, special carbonized Dictaphone managers from North, South and West gath- 
was forms and rolls, binders, typewriter oil and type cleaners ered in Chicago June 14 for a two-day convention which 
J. A. White, manager of the Chicago branch, was in charge, was held at the Medinah Athletic Club and the Illinois Golf 
del assisted by his staff. George F. Malcom, general manager, Club. President L. C. Stowell, who recently returned from 
fiber from Boston, was present part of the time Europe, presided. Others from the home office who as- 
Wilson-Jones Company, Chicago, Ill—Loose leaf sys sisted were M. B. Sands, vice-president; S. W. Whiting, 
Phe tems and devices were displayed, typifying the “DeLuxe,” field sales manager; N. J. Wilcox and Gordon Paterson. 
‘mon “T-P” and “Tatum” lines. E. V. Mendemhall was in charge After a strictly business session, business was put aside and 
issisted by home office staff members. the group adjourned to the golf links. 
Na 
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DICTAPHONE SALES MEETING AT CHICAGO Left corner, G. W. Bailey, Cincinnati; F. S. 
Moyer, assistant manager, Chicago; E. M. Thal, Detroit. Right corner, N. J. Wilcox, executive 
ig and assistant, New York, S W. Whiting, field sales manager, New York. Around table, left to 
’ lor right, F. S. Ward, Dallas: C. L. Bossmevyer, Indianapolis: F. L. Scott, St. Louis; Gordon Pater- 
indet son, executive assistant, New York; A. E. Blackstone, Chicago; L. C. Stowell, president, New 
Barnes York; M. B. Sands, vice-president, New York; J. H. Best. Pacific Coast manager, San Fran- 
cisco; T. R. Crayston, general manager, Canada, Toronto: H. H. Cross, Cleveland: N. C. Hale, 
Minneapolis; G. M. Miller, New Orleans; G. H. Reed, Kansas City. 








OHS 


A Chapter in the Story of C 


alculating Machines 


rron Lda‘ s to Monros s ne titie ot i sixteen-pagt 
{ ‘ i it el I ad eat « vers recent gott 
t ( M roe (a i re Macl < ( pal It 
t Wy \ N ] L he T ( tine klet Ss ft trace 
rief ing " eter f me at fig 
i t Mi ( id ¢ ile tor 
te text d presenting the history 
sp t . cTs \ i 
i . \ ils ‘ 
r 
Lhe s a hk .R. M ro reside 
. » de ' the at »s , 
it s sei thie Ba 
vy B. \ teresting pt t s I ig 
Ro s 1 ed the hneure work w 
ict i imbers The bookke er 
> Wa ] i capped i d t Va> 
t t the Itiply ACI\ 
LN ‘ oe « » scholar 
rt \r Syste i t 1200 A. D 
h ‘ I irit ( ile t ns ine Scie t 
1 é ical ¢ ting es 
1838 ‘ t Fra Step Ral 
( in< t S¢ . sp il e 
H ( ] eT \ s t s t | is ere 
athe 1854 < was ced t ( t 
S ituré ind 
‘ aev . ( ] ( ot \ ( \\ 
| ‘ . said ¢ have e< t 1 
‘ \ ( ill ‘ t Ss 
; | klet ere ec es 
R74 . P the ~ rf 
Frankl ( 
I t st s < stea 
‘ 
7 
Transfers by Ditto Managers 
Lape ; nagers have been ef ‘ 
rate \ ( \ Heraste 
\ t ‘ \I t < ‘ I r 
h \tl succes k R Haskell 
is st t re t ‘ 
i 
‘ . ( . 
cH W i 
re } } k IR (, t < ore 
Was ID. ¢ Frank Mess 
‘ ; { . 1 " oe 
| ers S et ide 1 
ue it Was gt 


Third Annual Dictaphone Sales Training Sc 


l open July 14 its 


hool 


e1 Kammerer 


OFFIC! 


cig e 
issigne ( duall t s Dictaphone branches, 
vhere for t ext r months each one will be under 
the pers 1 directi 1 bran inager During the 
entire six ths the vill e rate s Dictaphone stu- 
. fe i week salar aen and will be 
cle ‘ ( re < sales < til tne\ are ad- 
cot t ‘ Stat > I staft sales ‘ ‘ y a 1931 
) e last tor ( s course, ea¢ man will be 
st t toucl vit cK crete sell ‘ rocesses and 
ill e every opportunity t test his ibilitv, without 
« £ esi s < I ictu sales ctiol ul til he takes 
‘ ssigne te woryv <« ~ w cK t 
ethod of recruitn g and t g salesmen has 
ce found quite satisfactory the Dictaphone organi- 
atiol The sales department has t I 1 distinct advan- 
taut ra ww Saices tron the ¢ 1 The two 
ths caden st ct I col re 1 the heels of 
eu rk ets the eve ma Ww ¢ rid oO! bus 
ess ¢£ luall ind si thl s t t ( re egins to 
yilit it selling he feels me in business 
e sal i SK ( ites t gre¢ salesman.” 
oo 
Golfing Employes 
Ean raging €1 es to golf and to hold an annual 
tour init « vec nik ers oft ‘ iT as een found 
n ~{ etmhici ( ( int 1 le i ( lar a rick 
& M ra ti seattle Was 
ry . ‘ golhing s quite general ng the per- 
< r t eT exc < t ¢ l the staftl 
H i ( tside saies rs the state ol! 
Wa t terests ¢ rick & Murray, is the 
l ( I it 1 ist cal will be required to 
efene . rs the championship | this vear 
Seve! runners-up ve been developed from the many 
c < ers tie stafi \ ive eC getting up 
to ¢ the pre é ist 1 ds the Jefferson 
Park gol urst Beat Hill ese runners-up will 
tte t rest I s Hal Ufford at 
( 5 S which is running through May, 
| ‘ J 
()xc 1) ‘ " ‘ s enc rag or 
é oe ‘ s staff bv do 
t le s ! flig ts I the 
a" y the for the chan 


7eS 
‘ ed } S ! mie rs t large side and 
stat t tl t dividua 

+ ' t vit é ( \l | 


Leaves Ediphone Sales Organization 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 








OFFICERS: 


Arthur J. Walker, President, Minneapolis, Minn.; Ed. L. Little, First Vice-President, Wabash, Ind.; B. A. Tuttle, Second 
Vice-President, South Bend, Ind.; E. Clifton Wilson, Third Vice-President, Houston, Tex.; Fred. Christensen, Fourth Vice- 
President, New York, N. Y.; C. A. Stott, Treasurer, Washington, D. C.; Fletcher B. Gibbs, Auditor, Oak Park, lil.; Charles 


P. Garvin, Secretary and General Manager, Washington, D. C. 


REGIONAL GOVERNORS 


REGIONAL GOVERNORS 
District No. 1. D. D. Mac- District No. 4. Austin 


, District No. 8. George District No. 11. Pal Clark, 
donald, Bradley & Sco- Leftwich, Tropical Print- Hausam, Hutchinson Of- Clark’s Book Store, Wal- 
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Gardner, Hill Printing & 
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Toronto, Canada. 


Sinisgalli, Utica Office 
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District No. 3 WwW. E. Wisc. District No. 10. % & 

Stockett, Stockett - Fiske District No. 7. Frank J. Kendrick, Kendrick @& District No. 14. William 
Company, Washington, Koch, Koch Bros., Des Bellamy Co., Denver, E. Ward, John Ward @ 
D. C. Moines, Ia. Colo. 


Son, New York, N. Y. 
GENERAL OFFICE and INFORMATION BUREAU—525 Investment Bldg., Washington, D. C. 


Place and Time of the Next Annual Convention, Book-Cadillac Hotel, Detroit, Mich., October 6, 7, 8 and 9, 1930 
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The QO square inches 
where pencil profits grow thickest 


The Venus selling cabinet, de- 





veloped through many years of 
use. is found in tests to be the 
most profitable of pencil displays 


MH BH-oy 


emai in small packages . . . speedy turn- 


over on low investment... all are united in 4 gt or eee WERasry 





the Venus selling cabinet to make vour pencil 


department profitable. 


oe - = 3 


tA 


A mere 90 square inches in a good counter lo- 
cation will handle vour sales on black pencils . . . 
will earn vou the profit vou deserve, the pencil 
profit that only a 10e pencil can give—with a 
Venus selling cabinet to do the work. 

And vou will want to help the cabinet perform 
its task 

By showing the Venus window display where 
it will shout “Venus Pencils” to every pencil 
user who passes; 

And by coaching vour sales people to suggest 
Venus every time a customer asks for pencils. 

Because of the forceful color advertising sched- 
uled every month in the Saturday Evening Post, 
more customers than ever before will buv Venus 
on your suggestion. 

Do all vou can to sell Venus 10¢ pencils in- Ee ee ee ee ee eS 
Venus selling cabinet is right next to the cash register— where 


stead of cheaper ones because — 
pra tically eve ry customer u ho enters the store will see it before he 


t faces the customer 


10c¢ pencils give you the profit you deserve. leaves. See that the Veune cabine 


AMERICAN PENCIL COMPANY, VENUS BUILDING, HOBOKEN, NEW JERSEY 


VENUS PENCILS 


in 17 black degrees and 3 copying 


THE LARGEST-SELLING QUALITY PENCILS IN THE WORLD 
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Addressograph Agency Opened at Duluth 

A new Addressograph sales and service agency was es- 
tablished in Duluth, Minn., June 9, 1930 H. I Metz 
has been named as sales agent Mr. Metz was for several 
vears in the Addressograph general sales department in 
Chicago. He was subsequently promoted to junior sales 
man at Detroit and later went to Germany, discharging 
special sales and agency instruction duties with the com 
pany’s German organizatio1 His excellent work abroad 


won for him his recent promotion 











TWO RECENT DISPLAYS OF VICTOR SAFES AND 

RAND VISIBLE RECORD EQUIPMENT.—The top pi 

ture shows the window of the F. W. Roberts Company 

Cleveland, Ohio The larger picture is of a window in 

the Burrows Brothers’ store, also in Cleveland. The dis 

plays attracted wide attention and turned many a pros- 
pect Into a customer 
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Hargreaves Moves Gift Department 

The Hargreaves Printing Company, Dallas, Tex., re- 
cently completed a successful removal sale, held just prior 
to the transferring of its gift department from the com- 
pany’s store facing on Elm street to the store on Com 
merce street, directly across from the Baker hotel. The 
new location is more suitable for the merchandising of gift 
articles 


> 


Ol’ Doc. Stork 


Cap Shift for Miss Carol Mary Grumbine 
Mr. and Mrs. R. J. Grumbine caroled right merrily when 
Miss Carol Mary adopted them for parents some weeks ago. 
Mr. Grumbine is manager at Cincinnati for the Woodstock 





Typewriter Company 
<> —_—_- 


“K & T” Line Displayed at Palmer House 
In June the National Blank Book Company showed its 
line of Kiggins & Tooker items at a sample room in the 
Palmer House, Chicago. Harry Murdoch was in charge 
aie 3 
Lawrence College Receives du Pont Gift 
The Institute of Paper Chemistry of Lawrence College, 
Appleton, Wis., has received a gift of $5,000 from E. I. 
du Pont de Nemours & Company 
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CARBON PAPERS 
TYPEWRITER RIBBONS 


THE LINE THAT CANT BE MATCHED 





A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 


MANIFOLD 
SUPPLIES 
COMPANY 


188 Third Avenue 
BROOKLYN (Station t 2) N. Y., U.S. A, 
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Suggestions— 
the 


New FOX 


LEATHER 
DESK SETS 











Executive 
Phone Book 
C eover—Creen 
or Brown Veal 
Top Grain cow- 
hide cover, embossed in con- 
trasting colors. Specify bind- 
ing edge, width and thickness 


Executive Desk Portfolio—A convenient 
desk file for correspondence and similar 
detail. Has five index tabs and six 
pockets reinforced, expansion back. Green or Brown Veal Top Grain 
Cowhide cover, embossed in contrasting colors. Size: 124%4"x10'%4”. 





Executive Desk Pad—Green or Brown Veal Top Grain 
Cowhide all leather base with felt bottom. The 3” padded 
ends are attractively embossed in a conservative design 
in contrasting colors. Sizes: 1244”x19%4”"”—12'4"x2414" 














20’ x34” —2414"x38\," 
Executive Humidor 
Covered with Green or 
Brown Veal Top Grain 
Cowhide embossed in 
contrasting colors 
Equipped with lock and 
a removable metal 
moistener. Cedar lined. 
Inside dimensions: 
6%"x10%"x3”" deep. 










Executive Waste Basket—Wood 
veneer basket covered with 
Green or Brown Veal Top Grain 
Cowhide. Embossed in con- 
trasting colors. Removeable 
metal container. Height 1514”. 





Executive Desk 
Tray A leather 
covered wood tray 
bound, inside and 
out, with Green 
or Brown Veal 
Top Grain Cow- 
hide Cover em- 
bossed in contrast- 
ing colors Size 
94," x 1444" x 
deep. 


Send for NEW CATALOG 


GEO. E. FOX & CO. 


325 W. Ohio St. Chicago, 111. 


A. H. Denny, Inc., 356 Broadway, New York 
Eastern Wholesale Distributor 
Western Wholesale Stationers, 228 S. Los Angeles St. 
Los Angeles, Cal., Pacific Coast Distributor 
Associated Stationers, Inc. 
Jefferson and Quincy Sts., Chicago, Ill., Distributor 
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PASSED AWAY 
Harry C. Shar 


In the passing of Harry C. Sharp, for many years general 


sales manager of the Esterbrook Steel Pen Manufacturing 


L ompany, the Stationery held loses one of its best loved 
ind most highly respected men, whose unassuming com- 
non sense and sound judgment combined with tact and 
sympathy made him one of the outstanding personalities in 


Mr. Sharp passed away on June 15 at the age of seventy- 
1 


two vears Several weeks ago he entered the Cooper 


hospital at Camden, N. J., for what was then regarded as 





THE LATE HARRY C. SHARP 


a minor operation He seemed to be convalescing, but 


suffered a relapse and, in spite of three blood transfusions, 
lapsed into a coma which ended in death 

Mr. Sharp entered the employ of the Esterbrook Steel 
Pen Manufacturing Company as a clerk when still a young 
man, rising steadily through increasingly responsible situa- 
tions to the position of director of the company and man- 
ager of sales and advertising. He was widely known and 
highly regarded throughout the United States and Canada. 
Among his activities outside of this field were successful 
service as president of the Camden City Board of Educa- 
tion; director of the Camden City Board of Education; 
director of the Camden Safe Deposit Trust Company; of 


the Chamber of Commerce, and member of the Merchant- 


ville Pensanken Water Company. For many years he 
served as president of the South Jersey Automobile Asso- 
ciation. Mr. Sharp was active in Camden County Repub- 
lican circles. He was campaign manager for the late Sen- 


ator David Baird, and advisor to David Baird, Jr., and to 
Ambassador Dwight Morrow, for whom he was named as 
campaign treasurer, but owing to his critical physical con- 
dition, his report of campaign expenses filed June 12 was 
signed by W. D. Sayres 

Mr. Sharp lived at 616 Benson street, Camden, N. J. 
He is survived by his widow, Ellen Sharp; a daughter, 
Miss Hazel, and a son, Harry C. Sharp, Jr.—C. H. 

Few men in our field, if any, connected with the selling 
end of affairs, had more friends or was more greatly re- 
spected than Harry Sharp. For half a century he was in 
contact with the selling of pens and he had a host of 
friends wherever he went. 

Several of those connected with Office Appliances have 
been well acquainted with Mr. Sharp for a quarter of a 
century and more and we counted ourselves among his 
sincerest admirers His death brings a sense of sorrow 
and regret to each of us and we extend our heartfelt 
sympathy to members of his surviving family and to his 


many associates and friends in and out of the Esterbrook 


organization 
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deep 
sea 


fishing 





with a five foot line 


You can’t land the big fellows with a five- 
foot line—even if you get them interested 
after a lot of hard work. And a pieced-up 
line is exceedingly unreliable. 

This applies to selling storage cabinets and 
unit shelving to large offices as well as deep 
sea fishing. 

With A-S-E, you not only have a high-grade 
line of steel cabinets and utility racks to 
offer—but 29 different types and sizes. 

No matter what the storage requirements 2 
may be—you can meet them—and at the 


same time stick consistently to your sales of the 


story. 

For all A-S-E cabinets have the same supe- 29 
rior construction and durable finishes de- 

veloped through 18 years of experience in 

steel craftsmanship. 








They differ only in design and 
size. 





The special catalog shows the 
many different models of A-S-E 
cabinets and details the 
many advantages which have 
made them practically standard 
equipment in such modern 
buildings as the Tribune 
Tower. 

Send the coupon for your copy 
today. 
All-Steel-Equip Company, 
Incorporated 
600 Griffith Avenue Aurora, Ill. 
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| ALL-STEEL-EQUIP COMPANY, Incorporated, 
; 600 Griffith Ave., Aurora, Ill. 
| Please send me the A-S-E Office and Factory Equip- 
| ment Catalog, Number C-28. 
tii 

Name . ' ; dae deewn 
| . ** . . * 
| Company i diets ROIS Gl oe Bie cane F 
Address \ (viken doe eeeaeaeenaee 
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Adding Adornment 


in the volume grade 


Here are chairs of real comfort and 
convenience, lifelong durability in 
structure and finish, with extra detail 
of carving and shaping to give unique 
appearance, added for good measure. 
Your prospect may refer to it as 
‘adornment, the desire for spiritual expression in a purely functionalistic 
object’ or merely as “‘purty fixin’s’’ but the preference will be there just 
the same. Here is turning, carving 
and shaping that delights the eye, 
finish that preserves the chair and 
heightens the effect. Quartered oak, 
mahogany finish, walnut finish and 
solid walnut. A line on your letter- 
head brings full details and prices. 


NEW INDIANA CHAIR COMPANY 


Jasper, Indiana 





Indiana Desk Compar 














7i 
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A New Executive Suite 


w i t h a p ersuda- Making a new high mark in value for the desk user’s money, the new 
4600 design not only maintains the well known Indiana Desk Com- 


pany standards of construction and convenience, but adds a beauty 


sive com bination of cabinet work and finish with pleasing harmony of ensemble. 
of greater va lue Designed by one of the outstanding masters of the furniture craft, 


and moderate cost this 4600 suite has the features and the appearance of one produced 

without consideration of expense, but is still in the medium price 

group. Exteriors are genuine walnut finished with four coats of lac- 

quer rubbed dull. Panels and top are genuine walnut veneer, posts 

walnut 2} inch fluted and turned, drawer fronts are solid black walnut 

—_ with sides of hardwood dovetailed front and rear and three-ply 

ISTIC bottoms framed in. Pedestals have three-ply built-up dust proof 
bottoms, rigid and vermin proof 


just 

ying Completing the 4600 suite are table with bow-stretchers, combination 
72 humidor-telephone stand, and costumer, matching the desk. The 

-Ve, suite is also made in plain oak with a Flemish brown finish, waxed. 

and This furniture is ready, awaiting your order for shipment. Full 

yak specifications and prices on request. 

and 

Ces. a 


Jasper, Indiana 


Orders may be pooled with shipments from New Indiana Chair 
Company. A pool carload makes a convenient stock, easily 


handled and quickly turned. Ask us. 
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Funeral services were held on June 19 and interment was 













Harleigh cemetery 

+ + *€ 
F. H. Gottlieb 
several years correspondent in Ger- 
lances, and well known in that cou 
translator, passed away on Friday, 
clock in the evening after an illness 


during which period he underwent 







ffice 
la THE LATE F. H. GOTTLIEB 
ereat suffering. He leaves surviving his wife, to whom he 


had been married fifty-two years. Mr. and Mrs. Gottlieb 


have worked hand in hand throughout the years they have 


NDER every | of office furniture and een together 
off seach shes » wl fos Mr. Gottlieb was seventy-eight years of age at the time 


:, » bi , he h , le 1 sever 
NO-DENTS. of his death. In his earlier days he had traveled in several 


countries and had acquired a considerable knowledge otf 


Nt -DI N1 us , nt furniture shoe, foreign languages. He worked until a few days before his 
nade OF iN lesigned to protect t death, being a man of great energy and determination 
from mars, dents and gouge = ide by fur- Manv friends attended the funeral services, giving such 
Not only do NO-DENTS protect U consolation as possible to Mrs. Gottlieb 
ut Kee} u sam ture in pia ind Mr. Gottlieb was highly respected as a man of ability 


and sound principles and his loss is sincerely regretted 
NO-DENTS are recomn led by floor cov- Office Appliances extends its profound sympathy to Mrs. 


nanufacturers. 1 we , ure vou Gottlieb. in this. the hour of her bereavement 


otter t! rv best protection to floor cov- 7 @ ¢ 
f all kind 5 tee tees Chew here C. W. Davis 
with all tvr of furniture. After a lingering illness, C. W. Davis, formerly manager 


D ; eee ae 3 aloes “ ead of the stationery department of The Dorsey Company, 
. ae = Dallas, Tex., passed away May 15, 1930, at his home in 
Dallas. Mr. Davis was much respected and highly regarded, 
and will be greatly missed by the stationery trade in Dallas 


Pucthes ; + + + 





H. O. Smith 
(one of the oldest and best know! I Smith and 
Corona employees, H. O. Smith, passed away unexpectedly 
on June 10 at his residence in Bellerose, Long Island, N 
PATENTS ARE PENDING ON NO ' 
\ Mr. Smith was taken ill with heart trouble last October 
DENT WHICH IS THE ORIGINAI 
RF LIEN FURNITURE . .: \ change for the better took place later on and ror several 
weeks he was able to be up and out of doors Until a 
ew davs betore his death he was onfhident he would be 
Vv f ible to return to business soon 
i 


‘ na say Mr. Smith was born in Worcester, Mass., fiftv-nine years 
igo and began his typewriter career as a salesman thirty 


Manufactured by two years ago with the old Smith Premier Typewriter 


RICE PRODUCTS CO. Oe eS hin ae 


m ind Brothers Company 


1158 E. 146th St. CLEVELAND, OHIO | started in business, he was among the first men to be 
- ee, Wien Pend c ployed and was eventually given the Rochester office 
estern ‘V ice roducts oO. 


$14 E. Sth Se . Los Angeles, Calif as manager Later he joined the New York office as 
* * Lee - = , . 
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10 
Payment Plan 


7Y 





mcreases sales for Corona Dealers 





T’S easy to sell in a boom year. The 

real test comes when business 1s a little 
subnormal—when people are budgeting 
their expenditures more carefully than be- 
fore—when the pennies are watched as the 
dollars were watched just a few months ago. 

That is why, at this time, the most 
convenient terms you can offer have a 
special appeal to prospects. 

Corona dealers who are using the 10- 
payment plan are finding that their install- 
ment sales advance in spite of a certain 


amount of pessimism. 


Thousands of prospects can find a low 
down-payment in their purse who could 
not find a high one. 

Feature the 10-payment plan to increase 
your sales in 1930! Use the window strips 
and display cards furnished free to Corona 
dealers. In your newspaper and direct mail 
advertising, play up easy installments! 

If you have not received a copy of the 
Corona “Installment Sales Manual,” write 
for it. It tells how to handle time payment 
contracts and describes Corona install- 


ment service to dealers. 


CORONA 


The Corona Special—the original portable 


L C SMITH & CORONA TYPEWRITERS INC 


1831 New York Life Building . . . 51 Madison Avenue, New York City 
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THERE LS A DIFFERENCE IN CARBON PAPERS 








Will You Be Numbered 
Among the Prominent Dealers 
Enthusiastically Utilizing 
THE COLUMBIA 
COOPERATIVE SALES PLAN 
This Fall ? 


EALERS throughout the country, whose 

customers depend upon them to stock and 
recommend reliable, quality merchandise, will ap- 
preciate the selling features and the gratifying profits which the 
Columbia Cooperative Selling Plan creates for the ‘m. 











Columbia can quic ‘kly convince you and your customers that there 
is a difference in typewriter ribbons and carbon papers, and that 
this difference means more to them and to you. 

And Columbia can show you, specifically, the way many prominent 
dealers have already utilized this unusual Cooperative Selling Plan 
to build a substantial and permanent business on high grade 
lypew riter ribbons and carbon papers. 


Write us for details on this profitable franchise proposition. 
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COLUMBIA RIBBON & CARBON MFG. CO., INC. 


Main Office and Factory Glen Cove, Long Island, N. Y. 





Branches and Agencies in all Principal Cities of the United States: also Toronto, London, Mexico City, Madrid, Milan 


THERE IS A DIFFERENCE IN TYPEWRITER RIBBONS 
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assistant manager, then became a traveling auditor, but 
after two years of road work he returned to the New 
York office as floor salesman 

Mr. Smith was a man of high principles, kindly and lov- 
able and will be mourned by all who knew him. He was 
a member of the Central City Lodge 305 F. & A. M., 
Syracuse, N. Y. He is survived by his widow, Mrs. Hen- 
rietta Hawley Smith, to whom sympathy is extended 

+t - & 
Frederick Buse 

Frederick Buse, brother of Harry W. Buse of Reming 
ton Rand Business Service, Inc, died at Washington, D. C., 
recently. Mr. Buse was fifty-nine years of age His pass- 
ing was caused by heart trouble. 

For five years Mr. Buse was unofficially connected with 
the Billy Sunday organization, acting as postmaster for 
the evangelist and his party, traveling with them from coast 
to coast. He was also in charge of the Lost and Found 
department of the organization during the entire five years 
of the campaign. 

Following his affiliation with Billy Sunday, Mr. Buse 
became a \ M. ( \. secretary in charge of the Liberty 
Hut near the Union Station in Washington, D. C. For 
the last ten years he was employed by the United States 
post office department. 

Mr. Buse is survived by his brother, H. W. Buse, his 
mother at Davenport, la, and three sisters, Mrs. D. La Rue 
of St. Louis, Mo., Mrs. F. Taylor of Detroit, Mich., and 
Mrs. J. P. Weber of Chicago, II 

+t + + 
George M. Judd 

George M. Judd of Newark, N. J., passed away on May 
31 in his sixty-ninth year, following an illness of several 
months. He started in the typewriter business thirty years 
ago in a small store and gradually built up an establish- 
ment that is a monument to his ability and industry. 

Mr. Judd had been dealer for the L. C. Smith and 
Brothers Typewriter Company and its successor, the L. C. 
Smith & Corona Typewriters, Inc., for many years 

Office Appliances joins his former associates in the or 
ganization in sympathy to Mrs. Judd and to the brothers 


and sisters of the deceased 


+t ££ + 
W. E. Doster 
W. E. Doster, one of the well-known typewriter men 
of Oakland, Calif., died June 17, his funeral taking place 
in Oakland on the 19tl Members of the typewriter trade 
] 


from the bay region paid their 


t 


last respects by attending 


the funeral The deceased, up to the time of his death, 
was proprietor of the Doster Typewriter Company, 1440 
Franklin street, Oakland 
' £- + 
Joseph T. Lynn 

On Monday morning, May 19, Joseph T. Lynn, shipping 
and receiving clerk of the Washington branch of L. C 
Smith and Corona Typewriters, Inc., passed away just as 
he started his day at the office 

Mr. Lynn entered the employ of the Washington branch 


on March 4, 1918 He is survived by his wife. a married 


daughter and a son in high school 


Othce Appliances extends its profound sympathy 


+t + § 
George Abrahams 
George Abrahams of the Royal Office Supply Corpora 
tion, formerly known as the Royal Ribbon & Carbon Com 
pany, 85 Duane street, New York City, passed away sud 
denly on Thursday, June 12, from a heart attack. Mr 
Abrahams was secretary-treasurer of the company for 
many years and was well known to the trade for his many 


excellent qualities 
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The 


ENGLEWOOD 
7000 Grade 


is such exceptional value— 
the design is distinctive and 
different—that dealers tell 
us it is the best number 
they have ever seen. 


The moment they saw the 
desk they said it would in- 
crease their business and 
the success they have al- 
ready had on this line 
justifies our saying that you 
owe it to yourself to look 
into the Englewood 7000 
Grade. 


The brochure illustrating this 

and the other ENGLEWOOD 

grades will be sent on your 
request. 


Englewood Desk Co. 


58th and Lowe Avenue 
Chicago 








& ) 


— The Better Made Line— 


TY PARK ENV. CO 


Flat and Expanding 


ENVELOPES, 
V. F. POCKETS, Etc. 








Up-To-Date Merchandise for 
Modern Business, With Special 
Features, Which Makes It an 
Easy Matter to Sell the Goods. 





Made DeLuxe Style With 
Durable Tan Cloth Gussets — 
Also With Red Paper Gussets 





All Have Patented Reinforced 
Flaps Across Entire Fold to 
Prevent Tearing and Cracking 





Quality Park Envelope Co. 


Service Station & Warehouse 
11-116 The Merchandise Mart 


CHICAGO 


Section 





EASTERN WHOLESALE DISTRIBUTOR 
A. H. DENNY, INC. 

356 Broadway, New York 
WESTERN WHOLESALE DISTRIBUTORS 
ASSOCIATED STATIONERS SUPPLY CO. 
231 So. Jefferson Street, Chicago 








nan in Detroit. where his good work ear 


OFFICE APPLIANCES 


the usiness 


+ + +- 
William J. Derby 
7, 1930, marked the passing of William J. 
started with the 


Derby, a 
riter industry He 
Brothers Typewriter Company as a sales 
ned various promo- 
ons until he retired in 1926. He was then manager of the 
Yetroit branch. Mr. Derby had a large 
| h tact, his humor and his ability to 


number of friends 


He is notec Tor s i¢ 
let Strate and s¢ tvpewriters 
Office Appliances joins his tormer employers in sym- 


pany, passed away June 2, following a | 
ness He was thirty-nine years old, and 


widow and two sons 


pathy to Mrs. Derby in her loss 


bk + 
Albert J. Redding 


Redding, who had been a spe 


Woodstock Typewriter Com- 


ial sales repre- 


Albert J 
Chicago branch, 
ng and painful ill- 


1 is survived by his 
There was a large attendance of 


writer field present at the interment 


friends within the typewt 


Che pallbearers were members of the Chicago sales organ 


tion Several of the home office executives attended the 


services 


hy 


1. both in business and in 


“Bert” Redding was lion-hearted 


is fortitude while suffering during a long illness His 
friends cherish memories of his high character, loyalty and 


, ’ 
is notified its dealers 


be enerave l rec ot chara 


lomitable will 


> 
Sheaffer Engraves Merchandise for Industrials 
Che W. A. Sheaffer Pen Company, Fort Madison, lowa 
that Sheaffer merchandise sold to 


ufacturer or his dealer will 


ndustrial accounts by the mai 
The lettering will give the 


name of the customer when used as an advertising specialty, 
ne name of the individual it is to be pre 
sented. 
This new service exemplifies the company’s policy to 
rotect merchants against competit! by unethical dealers 
On several occasions Sheaffer mercha ‘ riginally sold 
t lustrial accounts, has fallen into the hands of irre 
sible nd duals | s merchandise has been offered 
tblicly at cut rates, thus working a hardship on authorized 
Sheaffer dealers According to officials, the sales policy of 
the Sheaffer company has never beet changed with respect 
the rest icted ais t Ss pencils and desk 
sets 
-_ 
“G-F” Shows Equipment at Palmer House 
\ display of General Fireproofing store equipment was 
ide the week of June 23 at e Palr House, ( hicago. 
1. R. Caldwell, of the store equipment department, held 
pen house to representatives « 1 number of widespread 
chandising | ses. “G-F”" store equipment in colors 
sl ¢ he advances ide in the design of counters, shelv- 
g, displa cases, cupboards, unit display counters, etc., 
eV e the skill of the steel worker embellished with rich 
( I subdued tints. The display, which was in charge 
| R. Caldwell fron he | é ce showed but 
four of the 500 complete items included in the 
G-F” store equipment line 
From plain shelving the line develops into high grade 
showcases, glassed, counters, wall displav cases, merchan- 
dise bins and other utilities for merchants who appreciate 
the old adage that “goods well displayed are half sold.” 


fixtures are provided for many of these 


Electric lighting 
G-F” items, and the decorative effectives of flat surfaces 
are exploited to fit the character of the merchandise lines 


displayed 


rby, a 
h the 
sales- 
romo- 
of the 
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lity to 
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nstallations that STAY sold 


STEEL office equipment offers complete satisfaction . . . brings re- 
peat orders and increased prestige. It is modern, permanent, has low 
depreciation, lasting utility and good appearance ...it STAYS sold! 


.-.and when it is made by steel equipment specialists, you are 
assured of expert assistance in the planning, manufacturing and in- 
stalling. The new, increased line of SECURITY Steel Equipment— 
made by specialists—justifies your writing today—-_NOW— for com- 
plete information and catalog. 


STEEL EQUIPMENT CORPORATION 
AVENEL, N. J. 


Ned Branches: NEW YORK, NEWARK, BOSTON 
ie CHICAGO, NEW HAVEN, PHILADELPHIA 











ee 
rd 


= orate mea 


OFFICE EQUIPMENT 


” 


veg 





Polskie ’ 


o. fer Th 
Preckia¥ if! 






! 








—— 
Pan, 
*~ A 
ea 


Baw, 


\\\\ Nena 
ot >. , 
i 9 


. to say nothing of keyboards in almost 
every other foreign language . . . keyboards for techni- 
cal and professional use... keyboards with a wide 
variety of typefaces ... plus light-weight . . . efficiency 

. compactness . . . all explain the growing popularity 
of the Remington Portable. And they explain to a great 
degree why dealership franchises are invariably profit- 
able... Write us... today. 


Remington Portable Typewriters 


Remington Rand 


BUSINESS SERVICE 


BUFFALO, NEW YORK 
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Trade Commission Ends Fountain Pen Fiction 
[he Federal Trade Commission has acted in the case of 
lames Kelley, who conducted a mail order jobbing business 


at New York, N \ 


pen ils and spec cialties 


He handled fountain pens, mechanical 
Che commission ordered Kelley to 


iat he is a manufacturer, and that 


discontinue advertising tl 
he saves the consumer the “middleman’s profit,” until such 
is actually the case. 
The word “iridium” is not to appear on the fountain pens 
and unless the pen points are tipped with iridium, 
according to the order 


Supplying customers with fictitious price tags to encircle 


ountain pens and bearing the figures $2.50, $7.00, $8.00, 
$10.00, or any other sum is also prohibited Che order bars 
the practice of assisting and abetting by the use of fictitious 
price tags the resale by customers of the fountain pens sold 
them by Kelley 

[he respondent is also directed to discontinue misrepre 
senting through coupons that those who purchase from his 
customers may obtain a large reduction from the “regular 
price” for a short time only, that the points of his pens are 
‘warranted 14-k.,” and to stop using as a trade name for 
his pens the name “Waterson” or any other name in sound 

appearance simulating the name “Waterman.” He must 
also cease simulating barrel levers and cap clips or any 
other parts of fountain pens manufactured by L. E. Water 
man Company 

——— 


Branch for Pioneer Philadelphia Stationer 


William F. Murphy’s Sons Company, 509 Chestnut street, 
Philadelphia, Penna., has purchased the property at 23 
South Sixteenth street, which will house a branch store 
Extensive alterations will convert the property into the 
most modern, up-to-date and efficient stationery store in 
the country The company’s customers have been urging 
for a long time that a branch be established in the center 
of the city 

A revolutionary change is being made in Philadelphia, as 
the Pennsylvania Railroad is constructing a new subway, 
which is to be opened the middle of this month Che 
main exit will be on Sixteenth street, and that thorough 
fare will succeed Fifteenth street as the chief artery of 
trafhe to and from the Broad street station. In the past, 
Fifteenth street has carried most of this traffic, a host of 
men and women passing up and down daily 

The property acquired for the branch store is 19x99 feet, 
to be improved by a three-story building. It is expected 
to have the new store opened for business this fall. The 
store will be devoted entirely to stationery and office equip- 
ment The original establishment at 509 Chestnut street 
will be continued as a manufacturing plant, warehouse and 
store, the Fifteenth street branch drawing on the warehouse 
for its requirements 

The William F. Murphy’s Sons Company is one of the 
oldest business houses in Philadelphia, and unique in the 
fact that the family of the founder is still represented in 
the ownership and management. 

oe —_ 
Paper Industry Museum at Dalton 

\ historical museum is being established at Dalton, Mass.., 
by Crane & Company, providing a repository for tools and 
data concerning the early days of paper making in Massa- 
chusetts. The organization of this movement is under the 
direction of Carl C. Curtiss, of the American Historical 
Bureau, New York, N. 

Among a group of modern mill buildings at Dalton is a 
Stone structure erected in 1846. This will house the paper 
museum, having been remodeled and restored. The grounds 
surrounding are to be landscaped, forming an attractive 


tte, 


setting for the building, with the river for a background. 
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Section of the Storage Vaults 
of the First Union Trust and Savings Bank 
Equipped with LIBERTY Files 


COLLAPSIBLE 


Storage Files 


HERE are many reasons why it pays to 

push LIBERTY Files as your chief line of 
storage filing equipment. First, these files have 
long been leaders in their field. They are today 
by far the fastest sellers in their field. 





Second, LIBERTY Files are superior in quality 
and in workmanship, and they have patented 
advantages that make them appeal more to pros- 
pective users. Where actual tests have been 
made by users, the decision has invariably fallen 
in favor of these files. 

Third, LIBERTY distributors are given full co- 
operation by the manufacturers. Distributors 
wanting our aid in increasing sales need only 
write for our co-operative selling plans. 

Fourth, for the capital involved, LIBERTY Files 
will prove to be one of your best paying lines, 
when properly presented to prospects. LIBERTY 
Files always repeat. The first users are still today 
customers and well satisfied. 


Rated stationers not handling LIBERTY 
Files are invited to write for our proposition 


BANKERS BOX CO.,, Inc. 


RAND McNALLY BUILDING 
CHICAGO 
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r THERE IS AN 


CIDCO CHAIN Post / 


BINDER TO FIT 
\ EVERY NEED / 


~J 








/ The CAIDCO\ 
CHAIN POST 


on the 


‘ GENERAL LEDGER \ 


No Protruding Posts — Unusual 
Room for Insertion or Removal of 
Leaves—Rapid Working Facilities 


THE GENERAL LEDGER BINDER 


With 


mechanism 


finish. Safety 


nickel 


desired 


metal parts, 


lock if Four bind- 


ings in stock to satisfy the most particu- 


lar. Full wine colored leather, full brown 


colored leather, leather and mouse gray 
corduroy, and full Adcotabrik—an arti- 


ficial leather. 











(ADCO Chain-Post Current Binders Retail 


at Lower Prices. 


OUR GUARANTEE 


We unconditionally guarantee the me- 
of Adco 
hain Post Binders, at no cost to you, for 


the full life of the 


chanical construction to users 


binder 


STATIONERS 


particulars and samples of 


YOUR 


Write for 
dco General 


PROFIT 


W. G. LLOYD COMPANY 


Accounting Devices Company Consolidated 


626 SOUTH CLARK STREET, CHICAGO, ILL. 


Ledger forms. 
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Vacationers Should Aid Post Office 


Summer is vacation time in the post office as well as in 


stores and offices. Under the law, letter carriers must be 
given fifteen days’ vacation, exclusive of Sundays and holi- 
days. But vacation or no vacation, the mail must move 


and deliveries must be made. During the absence of the 


carrier, delivery is made by a substitute who is often lim- 


wholly unfamiliar with the 


Under the best circum- 


ited in experience and may be 
district 


stances delivery is not an easy task for the experienced car- 


and those who live in it. 


ier and when a substitute is sent out on the district deliv- 


ery is often impossible because of the failure of patrons 


to cooperate with the post office by providing a proper re- 


with the name of the resident 


It is particularly 


ceptacle for their mail, 


plainly shown above the box. desirable 


that the names of visitors, who expect mail, shall be placed 


over the box during the period of their stay, or that their 
mail be addressed care of the person whose name does 
appear on the box. Arthur C. Lueder, postmaster at Chi- 


cago, says 


all over the United 
States can do and make 


grinding task easier for the substitute by furnishing 


patrons of the post office 


great deal to expedite delivery 
a hard, 
a proper mail box with the names plainly shown over it, 
particularly during the vacation season. 
coaceeciicialiiamnasins 
Berger Coast Headquarters Moved to Los Angeles 
The Pacific 


Company 


coast headquarters of The Berger Manufac- 


turing have been moved from San Francisco to 
Sales offices will be maintained also at Seat- 
but the larger stock of steel fur- 
niture and office equipment will be 


The Pacific 


have 


I Os Angeles. 
tle and at San Francisco, 
carried at Los Angeles. 


coast headquarters, managed by A. S. Tiede- 
company’s business in the 


Nevada, Utah, 


Texas. 


jurisdiction over the 
Washington, 
New 


giving franchises to responsible agents 


man, 
states of 
Idaho, 


[The company is 


Oregon, California, 


Arizona, Mexico and western 
in the Pacific coast territory, and has a few open territories 
available to energetic dealers 


Angeles branch had been located at 207 East 


New headquarters for the coast 


The | os 
Seventh street in the past 
are at 2458-64 Hunter street, 


located. Facilities are provided to do special steel 


where both offices and ware- 


house are 


work, and to give service. The warehouse staff 


kinds of 


furniture 


is equipped to do all special graining and color 


work 
siiliiicatzae 
“Seal-O-Meter” as Trade Mark Denied 

The United States Court of Customs and Patent Appeals 
has upheld the decision of the Commissioner of Patents in 
Postage Meter Company. 
sought to embody the words “Seal- 
O-Meter” in a trade mark. The Commissioner of Patents 
held that this name is deceptively similar to the composite 
“Mail-O- Meter,” the name 
Pitney Postage “Seal-O- 
was intended for use on a mechanical device which 
indica of a spe- 


the case of the International 


[hat corporation had 


which is registered in 


Meter Company. 


mark, 

of The 
Meter” 
automatically, 


3owes 


seals meters and prints the 
cific class and weight of mail on letters. 
o—_—_ 
Machine Numbers 
New York will 


change or manu- 


New York Law Protects 


September 1 a new law of the state of 


render it difficult for dealers to efface 


facturers’ serial numbers on electrical or mechanical 


devices 
Chapter 823 amends Section 436-a of the Penal Law by 
making it 


alter or destroy the manufacturer’s serial number 


a misdemeanor wilfully to remove, deface, cover, 
or iden- 
mark on any machine or electrical device, or for 


machine 


tincation 


any dealer or his agent or employee to buy any 


or device so detaced 
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FORCE 


Model */50 
AUTOMATIC NUMBERER 


Star Salesmen, these little fellows. And they’re doing a 
wonderful job in showing folks the superior mechanical fea- 
tures of the FORCE No. 150. Once a customer sees these 

features, he’s convinced that the Model No. 150 is the biggest 
value in hand numberers. And there’s the point! Tell the world 
you carry the FORCE No. 150. Introduce it to every individual and 
business concern. Give it prominence in your counter and window 
displays. You'll soon find out, like many other dealers, that this is 
one of the most profitable items you can carry. 
For these invisible ‘‘quality’’ salesmen are backed by a real profit--an 
extra dollar on each sale. 
If you’re not already acquainted with the FORCE No.150 and our extensive mer- 
chandising plans for putting it across, write us today for complete information. 


WM. A. FORCE & CO., INC. 


105 Worth St., New York 180 No. Wacker Drive, Chicago, Ill. 573 Mission St., San Francisco, Calif. 
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“Co-operative Marketing Activities in Business” 

Significant developments have taken place in business 
during the past decade, designed to reduce cost of distribu- 
tion and to increase the effectiveness of merchandising effort 
with a view to profitable operation by manufacturers and 
merchants. Noteworthy among these has been the rapid 
growth of a new form of co-operation—the pooling of mar- 
keting activities on the part of business enterprises, both 
competing and non-competing, in order to raise the efficiency 
of selling operations or to reduce costs 

In response to many requests for information on the sub- 
ject of group marketing, the policy-holders service bureau 
of the Metropolitan Lite Insurance Company, New York, 
N. Y., recently conducted a widespread survey of the special 
forms of co-operation undertaken by independent business 
enterprises outside the scope of regular trade association 
activities. The results of this investigation are set forth in 
a report just published by the bureau entitled “Co-operative 
Marketing Activities in Business.” 

[The foreword to the study states that the operations 
dealt with “are of such recent origin, with new develop- 
ments almost constantly appearing, that underlying princi- 
ples are not vet clearly in evidence. Generalizations, except 
within the narrowest limits, and conclusions are out of 
place The report is made up of brief case studies selected 
with a view to presenting a picture of the field.”’ 

Although co-operative marketing in agriculture’ has 
reached a high plane of development, the application of 
similar procedure in the field of business is in an embryonic 
stage. The report presents a survey of what is taking place 
by reviewing special instances of co-operation in marketing, 
analyzing the functions or activities which are handled 
through such joint arrangements, and describing the nature 


of the machinery set up in each to accomplish the objectives 


in view. The study shows that the extent of this collective 
action enjoys the widest possible range of variety In the 
simpler cases, no form of organization is involved. Each 


? 


ot two manutacturers, example, may agree to recipro- 
cate in giving publicity to the other’s product. At the other 
end ot the scale are those cases where the organizations 
joining in the co-operative effort set up a company, with 


a er 
capital stock held 


exclusively by themselves, for the purpose 
of undertaking the activity in which the associated com- 
panies have a common interest 

[he survey is divided into four major parts to consider 
the subject from its important phases—Development of 
Activities by Competing Manu 


Group Enterprises, Group 


facturers, Co-operative Efforts by Non-Competing Manu 


facturers, and Group Merchandising or Selling Activities 
vy Retailers In the rst section the factors influencing 
group marketing activities are analyzed, together with the 
general characteristics of co-operative arrangements. The 
other three divisions are devoted to case studies compiled 


trom information furnished by organizations which are, or 


have recently been, actively engaged in this field ot mer- 


chandi 


sing effort 

‘his brochure mentions the co-operative advertising by 
FE. I. du Pont de Nemours & Company and the Dennison 
Manufacturing Company, and also Roi Tan cigars, which 
feature “Cellophane” as a wrapping for merchandise 

\ limited number of copies of “Co-operative Marketing 
Activities in Business” are available to executives interested 
in this phase of marketing and distribution, and these may 
be obtained by addressing the policyholders service bureau, 


Metropolitan Life Insurance: Company, New York, N. ¥ 


——— 
“Ediphone” Cashier Resembles Coolidge 
Jay Edwards, cashier at the offices of Thomas A. Edison, 
Inc., Forty-second street, New York, N. Y., is acclaimed 


the double of Calvin Coolidge, former president of the 
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Profits Make PEERLESS 


The Dealers’ Preference 


MALL wonder 4 of every 5 dealers 
prefer Peerless Rubber Type- 

writer Keys. 
Peerless Keys mean greater turnover, 
bigger profits. Peerless advertising 
educates typists to ask for Peerless 
Keys by name. Consumer demand 
is created. 
Peerless Keys satisfy after the sale is 
made. Typists appreciate the easier, 
more accurate typing, absence of 
eyestrain, lessened fatigue and all- 
around better work possible with 
these concave, resilient, more com- 
fortable typewriter keys. 
Peerless pushes its dealers’ stock 
through selling aids and the Peerless 
Special Sales Plan. 
Write for this plan now. Learn how 
these bigger profits can be made. 


EERLESS 


KEY CO.., Inc. 


176 Fulton Street New York City 


Le ee Sy cr cue ceme eel 








PEERLESS KEY COMPANY, Inc. 
176 Fulton Street, New York City 

Kindly send us, without obligation, details of your 
profit-building plan for dealers, together with sample 
Peerless Key dealer helps. 
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Any efficient office requires a work table of appropriate 


size; often the equipment should include several. The 
spacious working surface is a big advantage and when two 
or three people are working on a quotation, a plan of 
campaign or a matter of business policy, they can gather | 
about it for speedier and more effective effort. 

And, in making your recommendation, be sure to empha- 
size the superiorities of SAMSON TABLES. All the i] 
way from the design and selection of lumber to the pro- 
tective finish, there are many points of excellence to be 
explained. All are demonstrated in detail in our cata- 
log. If you do not have a copy, we'll gladly supply you. iI 


MUTSCHLER 
BROTHERS 
COMPANY 


507 Madison Street 


Nappanee, Indiana ~, 
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Evils in Wastes of Distribution 

Chat inefficient distribution cost the people of the United 
States sufficient since the world war to pay off the national 
debt of the United States was brought out by Dr. Stephen I. 
Miller, executive manager, at the Dallas convention of the 
National Association of Credit Men. 

“Bankruptcies have caused a loss of over five billions of 
dollars in the last decade, and that represents only part of 
the waste of inefficient distribution,” Dr. Miller said. 

“Retail stores have multiplied by thousands, and the aver- 
age life of these stores has been short. There has been a 
constant stream of men bringing their small savings to the 
altar of merchandising ambition. Without a knowledge of 
turnover, credits, 
have cut down 


accounts, buying, advertising, mark-up, 
collections and service to customers, they 
the average volume of business per store, thereby increasing 
costs of distribution and prices to consumers. Handicapped 
by the lack of 
competition, they constituted an 
The cost to the public of being ‘over-merchan- 


probably 


business understanding and strangled by 


have unbroken business 
death march. 
dised,’ added to the 
amounted to enough during the years since the war to pay 
off the national debt. 

“Into this 


has come the chain store, quickening competition, hastening 


cost of bankruptcies, has 


scene of merchandising desolation and chaos 


elimination. This revolutionary change in distribution has 
been characterized by some as the beginning of the end of 
the independent merchant, by others as an incentive and 
stimulus to better merchandising on the part of the small 
dealer, by a few as a temporary marketing fad that will 
disintegrate of its own weight and complexity. 

“The competition of chain stores has undoubtedly hurried 
many a retailer into bankruptcy. On the other hand, the 
chains have introduced far-reaching economies, stimulated 
adaptation and brought about greater co-operation between 
wholesaler and retailer. 

“It might be well to bring to the chain store enthusiast a 
warning taken from the experience of business administra- 
tion. Stretch out a series of business units from east to 
west, from north to south, and observe the neutralization of 
economy as the system becomes complex and far-flung. 

“Retailing The merchant is a 
host, the Success in a 
upon consideration of detail, and a human equation closely 
The 
farmer out of 


is essentially a service. 


customer a guest store depends 


bound up with ownership. large scale farmer has 


never put the small business. I predict a 


profitable future for both the farmer and the independent 
retailer who observes the economies of the day.” 

Dr. Miller said that the responsibility for 
the ill-equipped and inefficient retailers with no real chance 
manufac- 


screening out 


for success rests upon the credit managers of 


turers and wholesalers who give them the credit backing 


necessary to establish their short-lived stores. He con- 


demned the loose credit practice resulting from competi- 


tion and the craze for volume 

“No nation is rich enough to carry an annual bad debt 
“When competi- 
the resulting 


loss of close to a billion dollars,” he said. 


tion takes the 
losses cannot be computed merely in terms of dollars, for 


form of lax credit practices, 


wholesale repudiation of obligations involves a loss in 


national character and integrity. If credit grantors continue 


to set up weak and inefficient retailers, they will slowly 


diminish the buying power of the public through waste and 
increased cost. 
honor, then our 


“If credit terms are to be held without 


business life will degenerate to the level of gang warfare. 
Che man who deals in credit deals in character. Charging 
off bad debt losses is not merely a ledger transaction; it is 

Shiftless 


decrease the 


more than a destruction of profits and capital 


credit methods debauch the recipient and 


usiness.’ 
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This trade mark stands 
for the “Y and E” Roch- 


ester Brand of supplies 














Nome ond Number Folders of 8 or 10 
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HEAVY WEIGHT a 9a0a TY 
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LETTER-Si7E ALPHABETICAL , =a 


“EOIUM PRESSBC;ARG 


ow, you can meet the stiffest 
N competition on supplies. 
You can fill entire orders... take 
care of low-priced needs . . . make 
the same percentage profit as on 
costlier items. Rochester Brand 
secures this extra business—with 
little effort on your part. Dealers 
now handling the RB line say it 
has never hurt their sale of higher 
quality goods. Their repeat orders 
on Rochester Brand insure an 


gives you a regular profit 





exceedingly steady sales increase. 

Rochester Brand is a complete 
line of supplies. You can stock all 
its many items at a small expendi- 
ture. The attractive green pack- 
aging takes up less shelf space and 
cuts cost of handling. Meet this 
new year better prepared to secure 
extra business and new customers. 
Write today for a free sample of 
RB values 


stock into sales. 


values which turn 





“Foremost for Fifty Years” 


‘YAWMAN 4»» FRBE MFG.(0. 


713 Jay Street, Rochester, N. Y. 
Export Dept., 368 Broadway, New York, N.Y., U.S.A. 


Cable Address: ““Yawmanerbe,”” New York 





STEEL AND WOOD FILING CABINETS 
SAFES - OFFICB SYSTEMS AND SUPPLIES - 
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- STEEL DESKS - STEEL SHELVING 


BANK AND LIBRARY EQUIPMENT 
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BURABLIT Y__ 


STYLED TO MATCH 
POPULAR... 
7 DESK LINES | 


IRST we have built a 

sturdy, comfortable chair. 
Then we have designed this 
chair to match with many of 
the popular desk lines on the 
market today. 


| 


And then we priced this 
chair to fit the pocketbooks as 
well as the needs of the con- 
servative buyer who is in the 


majority today. 


The entire High Point 
Bending & Chair Company 
Line of Office Chairs gives a 
range in styles—in prices— 
and 
hogany—oak and steel green, 
that affords a most attractive 
proposition the dealer— 
because each item represents 
an unusual value and because 


in finishes, walnut—ma- 
to 


are 





they sold together and 
shipped with the two strong 
desk lines listed below. Write 







for our new catalog—it may 
help solve your office chair 
problem. 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY N. C. 





SOLD TOGETHER AND SHIPPED IN 


=O] 0) BOF nN 


OFFIC! 


BUILD CUSTOMER 
GOOD WILL WITH 


ALMA DESKS 


ECAUSE Alma Desks are 

built to give service they go 
on building customer good-will 
long after the newness wears off. 
These points of service and good 
will are not considered as matters 
of cost by Alma. They are mat- 
ters of policy that we believe can 
apply to a lower cost desk line 
such as Alma, as well as to the 
highest in grade. 


Alma Desks offer an unusual 
saving to the dealer in selling and 
in shipping in pool cars with the 
Myrtle Desk Line of medium 
priced office furniture and the 
High Point Bending & Chair 
Company line of office chairs. 
Write for catalog and details of 
the Alma selling proposition. 


ALMA DESK CoO. 


HIGH POINT, N.C. 
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MYRTLE DESK CO. OFFICE DESKS 
ALMA DESK CO.. OFFICE DESKS 


HIGH POINT BENDING € CHAIR CO. 
...OFFICE CHAIRS... 
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Bes Myrtle 3100 Line, a set- 
ting of which we have illus- Rb 
trated here, offers something ‘Cae 
more for the dealer to sell than 
just office furniture. This line is " 
particularly well designed and 
fashioned for the needs of those 
desiring offices furnished in ex- 2 
cellent style and taste yet ae 
within the limits of a conserva- ee ~ 
tive budget. ie *y 
a g 2 
In all of the several Myrtle : iy 
Series, comprising 150 numbers, . 
are designs and styles that have “i 


a particular appeal to specific 
needs. In selling Myrtle Desks 
to a customer you can appeal to 
their requirements instead of 
offering your merchandise on a 
purely competitive basis. 


And yet when it comes to 
competition, the Myrtle Line BEST 
more than holds it own—style for style—value for value—which 
is another reason why the Myrtle-Alma combined lines shown in 
our catalog are considered the strongest volume selling desk 


proposition on the market today. 


tao Desk a: a O.A, 7-30 
. zh Point, ° : 

eSKsS , 4 FOR 7a came 

GOOVY » YEARS wet copy of your latest catalog and 


MYRTLEB{ADESKS 





SOLD TOGETHER AND SHIPPEDIN MYRTLE DESK CO. OFFICE DESKS 
ALMA DESK CO.. OFFICE DESKS 


Tele) m CARS HIGH POINT BENDING & CHAIR CO. 
...OF FICE CHAIRS... 
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The First Quarter of 1930 
Printers’ Ink published a summary of the financial state- 
ments of prominent American manufacturing industries. 
‘his showed comparative figures for the net profits for the 
first quarter of 1928, 1929 and 1930. Several of the leading 


manufacturers of this field were represented in the tabula- 


tion. 

American Writing Paper Company—(1928) $69,000; 
(1929) $72,000: (1930) $127.000. 

Art Metal Construction Company—(1928) $173,000; (1929) 


$186,000; (1930) $158,000 

E. I. du Pont de Nemours & Company—(1928) $21,514,- 
000; (1929) $25,240,000; (1930) $17,348,000 

Heywood-Wakefield Company—(1928) $122,000 [deficit]; 
(1929) $14,000; (1930) $95,000 [deficit]. 

International Susiness Machines Corporation—(1928) 
$1,237,000; (1929) $1,591,000; (1930) $1,798,000. 

National Cash Register Company—(1928) $1,487,000; 
(1929) $1,820,000; (1930) $912,000. 





Royal Typewriter Company, Inc.—(1928) [not available]; 
(1929) $455,000; (1930) $428,000. 


A tabulation by industries was included in the Printers’ 





— with the 
dependable, \ 
smooth, \ 
thin-lead \ 


Ink article. Figures were based on the net profits of four 
office equipment producers, showing net profits for: (1928) 
$4,104,000; (1929) $5,467,000; (1930) $4,142,000. Per cent 
change 1929-30, 24.2. 

Printers’ Ink explained that the early part of 1929 wit- 
nessed the highest earnings ever recorded, surpassing even 
those of the war years. Because of this the 1928 figures 








were presented to permit a fairer comparison for 1930. 


>__ 
Allen-Wales Sales Meetings in Field 
During June a series of sales meetings was held by rep- 
f Allen-Wales Corporation home office 


resentatives of the 


organization, affording opportunities for personal interviews 
| and discussion of plans for increased activities. 
| R. C. Allen visited Boston, New Bedford, New Haven, 


Providence, Springfield, Mass. Bridgeport, Washington, 
Pittsburgh, Harrisburg, Wilkes-Barre, Scranton and Wil- 


(nother Famous Product of i... 


Irven Davis met the field representatives at Newark, 
Cincinnati, St. Louis, Chicago Kansas City, Milwaukee, 
Wichita, Oklahoma City, Omaha and Minneapolis. 
- ” Percy C. Decker explained the new program at Albany, 


4 2 4 t oO ‘le a Jetro ii lz ous an ‘Oo » ) 
Easy - running, easy sharpening, non-crumbling, Buffalo, ¢ le veland, | etr it, Indi ul ap lis and Toled 
R. G. Fowler conferred with sales representatives at 


clear-marking, remarkably firm and strong. Ex. New Orleans, Birmingham, Atlanta, Charlotte, Roanoke, 
ceptional for copy service. | Richmond, Norfolk and Baltimore. 


A. J. Bolles covered Wheeling, Columbus, Dayton, 


«« NINE COLORS 7) Chattanooga and Louisville 


D. M. Vandawalker liaisoned with the field men at Bay 








VIOLET RED BLUE - , 
GREEN YELLOW BROWN City, Cedar Rapids, Grand Rapids, Davenport, Des Moines 
and Fort Wayne. 
CARMINE BLACK CRIMSON New financial backing has been arranged to facilitate the 
r ecutio oO | -€ lz roed TORT: l 
The more dealers know of the “Commodore,” | “*°8"0" OF Me emia aoa 
the more they will suggest its use. Wallace Stationery Store Moves 


Che Wallace Stationery Company, which had been oper- 


A W., F b ERASERS ating on the second floor at 210 East Ohio street, Chicago, 
. * a er Ill., has secured a ground floor location at 208-10 East Ohio 
win their way to the front in any comparative street, nearby Two commodious show windows present 


test. They will erase any check-mark made with 
a “Commodore” or any other colored pencil. that customers making personal selections from the stock 
can find everything needed close at hand. When the new 


ERASERS FOR EVERY PURPOSE store was opened every purchase of $1.00 and over was 


rewarded by a free midget pocket mechanical pencil. 


NC The floor displays include desks, filing cabinets and other 
a . “& furniture items 


A room at the rear of the store provides space for reserve 


FACTORIES ESTABLISHED IN 1761 stocks. Bulk deliveries are received from an alley which 
41 DICKERSON ST. uw NEWARK, N. J., U.S.A, ibuts the building 


ittractions to the drop-in trade. The store is arranged so 
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rhe “Executive”, newest JoneSteel execu- The “Executive” is also available in roll 
Ly, tive desk, introduces the beauty of carved top and clemco typewriter styles. Any 
wood into the manufacture of metal desks. standard or special finish can be supplied. 
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te The fluted legs strike Attractive bronze 
an entirely new note in hardware. 
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rs Jamestown Metal Desk Co. Inc. Jamestown, f.U. 
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EVERY BUSINESS CAN... 


INCREASE EARNINGS 


BY USING THE EQUIPMENT WHICH 
PRODUCES RESULTS LIKE THESE... 


A DEPARTMENT 
STORE... 


Lit Brothers, Philadelphia, saved 
the services of 24 people in one de- 
partment by putting in 9 registers 
16 to 9 in 


. cut force from 
another . .. did more business with 
6 fewer people in another... 


saved $4,000 a year on salesbooks. 


MANUFACTURER ... 
S. L. Allen & Company, makers of 


agricultural implements, installed 
National Analysis Machines for 
sales analysis, saved services of two 
clerks, get quick, accurate results. 


BANK... 


The Bank of Italy, in main office, 
San Francisco, saved services of 6 
men in savings department, elimi- 
nated two windows, saved 200 feet 
of floor space, handle two transac- 
tions a minute instead of one... 
all because of installing National 
Posting Machines. 


CREDIT STORE... 


Rotbart Brothers, Cleveland jew- 
elers, installed two National Posting 
Machines, saved services of eight 
clerks, eliminated mistakes and de- 
lays, have every account always 
up to the minute. 


A WHOLESALER ... 


Kantor Brothers, wholesale plumb- 
ing supplies, Newark, N. J., say 
that their National Posting Ma- 
chine does the work of four book- 
keepers, gets statements out on 
first of month, increases business. 


THE NATIONAL 


World’s Outstanding Producer of Accounting Machines and Cash Registers 
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National Cash Register products are saving thousands 
of dollars every week for concerns in every line of busi- 
ness. From the department store to the bank, from the 
manufacturer to the installment house the opportunity 
for these savings exists. They will mean much to 1930 
earnings. They represent a definite and proved source 
of lowering costs and increasing profit. 


CASH REGISTER COMPANY 


DAYTON, OHIO 
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The Field in Retrospect 





Paragraphic Bits About the Office Supply and 
Equipment Activities of the United States in 
Years Past 


[From The American Stationer, June, 1880—Absorbed by Office 
Appliances.] 
Fifty Years Ago 
A New York stationer commented on changes in the quill 
pen business. Previously ninety per cent of the quills were 
uncut (not sharpened), and ten per cent cut. The propor- 
tion was reversed, and the situation was interpreted to indi- 
cate that the forefathers were not as lazy as the current 
generation. 
rhe factory of John Holland, Cincinnati, was producing 
the MacKinnon fountain pen in addition to gold pen nibs. 
[From The American Stationer, June, 1905—Absorbed by Office 
Appliances. ] 
Twenty-five Years Ago 
C. E. Gowdy was then visiting the Chicago trade in| 
the interests of Richard Best, and the reporter of this day | 
meets him on the same rounds. 


| 
The permanent organization of the Associated Office | 





Appliance Manufacturers of America was effected at a 
dinner held at the Auditorium hotel, Chicago, June 8. An| 
editorial in the same issue commented on the opportunities | 
open to stationers in handling various types of office | 
appliances 

Woodson P. Waddy had been married June 6 to Miss 
Linda Bargamin. 

The Stationers’ Association of New York had reorgan 
ized as a New York corporation. 

{From Office Appliances, June, 1915.] 
Fifteen Years Ago 

W. H. Foster, then president of The General Fireproof- 
ing Company, graced the frontispiece. 

A page memoralized Elbert and Alberta Hubbard, whose } 
precious lives were lost at sea with a goodly company. 

The annual office furniture section gave the selling slants | 
of commercial stationers, presenting the viewpoints of rep- | 
resentative cities in all sections of the country. 

The machinery and tools of the Secor Typewriter Com- 
pany were sold at Derby, Conn., marking the end of what 
promised to be a flourishing typewriter industry 

A branch office had been established at San Francisco 
by the Eaton, Crane & Pike Company; W. J Willoughby | 
was in charge. 

“Passed Away” recorded the demise of Clarence Walker | 
Seamans and Lee S. Burridge, both pioneers in the type- 
writer industry. 


William A. Welty had moved his headquarters 7 
Waterloo, Iowa, to Chicago | 
[From The American Stationer, July, 1880—Absorbed by Office Appliances. ] 
Fifty Years Ago 
Buxton & Skinner, St. Louis, Mo., were having lively | 
sales for their “Neighbor Thompson’s Binder.” | 
Manufacturers of furniture were considering the use of | 
celluloid veneers, tinted and grained to simulate the natural | 
wood effect. 
A serial article on “The Paper Trade in New York” dis- | 
played extensive research. 
[From The American Stationer, July, 1905—Absorbed by Office Appliances. ] 
Twenty-five Years Ago 
The Ellis Adding Typewriter Company, makers of the | 
bookkeeping device now manufactured by The National | 
Cash Register Company, had been incorporated in New 
Jersey with capital stock of $800,000. 


——— 
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Being the detailed account of how 


one man succeeded in keeping business away. 


ASE | in a sunny little town in the 
‘Amiddle west, is a drugstore. The pro- 
prietor and his family are old residents. 
Their store is a landmark. For years the store 
has barely paid expenses. The owner claims 
that the chain stores are ruining his business. 


One evening a young woman walked 
in with a prescription. It developed 
that the main ingredient was kept in 
the safe. The druggist’s answer to 





ROWN 


her request was characteristic of his business 


methods. ““Waal now. Thetstuff happenstobe 
in thet thaire safe and (glancing at the clock) 
it’s near closin’. If you don’t mind tryin’ up 
the street, it'll save me a heap of trouble 
openin’ thet safe. "Course if you don’t get it, 
come back and I'll try and fix it up for you.” 


| We're glad to say that most retailers are not 
like that druggist. Thank Heaven for that! ! 
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The up-to-date stationer keeps in 
contact with his customers. A\ntici- 
RU ME Hl pates their needs. Advertises as ex- 
tensively as his means afford. And 
most important he takes full advantage of 
the advertising material furnished bythe man- 
ufacturer or jobber whose goods he sells. And 
he sells only for those manufacturers whose 
goods merit the confidence of his public. 


CHEAP GOODS WILL NEVER GIVE 
ANY STORE A REPUTATION 
FOR QUALITY. 


A copy of Stewart's new catalog No. 

is ready, waiting for a request 
from you, to go forward. So are 
folders describing CROWN Daters 
and Numperers and TRIUMPH 
Secr-Inxkers. Enclose these with 
your letters, invoices and statements. 
You pay 2c for postage . . . use it! \e 


A postcard will bring them. MAIL IT TODAY. | 


Every Stamp SOLD ... 
Records a Profit! 


=) 











eet 6G 


80 Duane Street, New York, N. Y. 























“It’s ‘Sturdy’— 
that’s what I said, Bill, 


when that hard-to-sell purchasing 
agent asked me why he should buy 
Barr lypewriters. 


“Did he buy any? 


‘He bought a hundred—and I sold 
him on the word ‘STURDY’.” 


‘Pass the good word on. How did 


you do it?” 


‘Well, you know Barr Typewriters 

all three models, including a wide 
carriage—are portables, but not 
even the smallest that sells for $50 
feels like the usual portable. Every 
part of it is built just a little 
heavier than on other portables. 
‘Sturdy’ sold him.” 


See if I don't 
increase on Barrs 


‘I'm sold myself. 
report a 50% 
next month. ” 





CORPORATION 
NEW YORK 


BARR-MORSE 
ITHACA, 
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The William H. Hoskins Company, Philadelphia, Penna., 
had bought the stocks and good will of Siebeling Brothers, 
half a century 


Milwaukee, 


adjacent to its former 


commercial stationers nearly 
The H. H. West 
panded by taking 


West Water street 


[From Office Appliances, July, 191 
Fifteen Years Ago 

Che frontispiece was dedicated to |] \ 
The Ault & Wiborg Company 


vice-president and general manager, 


Wis., had ex- 
establish- 


Company, 
space 


ment or 


Ault, late presi- 
dent of 
E. St. Elmo 
Art Metal Construction 
of Successful Selling.” 
Selling Steel 


Lewis, 
Company, contributed “The Laws 
Pens” presented an address 
Philadelphia Stationers’ 
Ee ster- 


“Making and 


been given before the 
Association by Edward S$ 
brook Steel Pen Manufacturing Company. 


Nathan W. 
Appliance Company to join Frank E 


which had 
Wood, treasurer of the 


The Office 
Cupper in the conduct 
Donald C. Miller 

field for Office 


Tupper had sold his interests in 


of the Annual Business Show Company 


succeeded him in the western advertising 
Appliances 
Frank B 


ager for the Barrett Adding 


Willis had been appointed division sales man- 
Machine Company, with head- 
quarters in Chicago 

An item Portland, 


Gill Company had devoted one display 


The J. Kk 


for a week 


from Ore., reported that 
window 
typewriter. An average of 


to demonstrating the Corona 


two machines was sold each day. 


- oe - 
Some Letters that Mitigated the Pangs of Non- 
Payment 


customers buying typewriters on the in- 


Letters from 


stallment plan are usually dry or contain a complaint. Two 


letters recently received by a tar-western typewriter dealer 
are a trifle out of the ordinary 


“The boy 


reads the first 


Oregon a few days 


with the 


(my son) came up trom 


ago,” letter in part; “he started 


our bills. 


* * * 


necessary money to pay 


“The boy bought a car and started o’er the hills, 
With money in his pocket to pay our bills 
Chen presently it happened, as it often does 
And, the old car wasn’t what she ‘uster’ was 
Che towed it to a station and the man said: ‘So-o 
[To put her back in shape again will take a lot of dough.’ 
[It took all his money and it made him sore, 
Now he’s back on the old job a-saving up some more 
These lines will explain it all; will get you the money as 
soon as possible “i 

The second letter is in a different vein 
“Dear Sirr! 
visit to Iny 
back to 


money you 


“This letter es aftersendt me. [ am now on 
Mont., or 


matter ab. the 


herre in Livingston, I vil be 


take 


gets for the 


parents 


Seattle and care of the 


have to typewriter. My son will give you 
you can, go to him and tell him 
You if hi 


kun not pay, both now ab 


somme at the money If 
you now not can veit more, or hi have to pay 
not want extra kost. Before hi 
15th of Jan 


“If vou not get the money Iet me no, or I will 
Magnus work for 


hi get pay for his work so hi have to pay. 
write 
to my son Henry or get the matter fix 


Henry.”—JCJM. 


- 
Metered Mail Regulations Liberalized 
Che United States Post Office Department has announced 


the removal of some restrictions regarding the dispatch 


of metered mail. First class matter under meter permit 


may be deposited in lots of not more than 300 pieces in 


designated street package collection boxes. Fourth class 


matter will be accepted from concerns holding permits for 
this rate irrespective of the number of 


preces 


CES 


na., 


ers, 


ish- 


eek 


ot 


on- 


in- 


“wo 


lavs 


the 


iny 

to 
you 
you 
him 
tf hi 
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He is especially right if you have guided his 
selection of office equipment to GF Allsteel. 
Every customer you have wants to depend up- 
on your specialized knowledge and experience. 
He looks to you for office equipment that brings 
him beauty, utility, long life and best value. 
And he gets all of these in GF Allsteel. 


\ moderate stock of GF Allsteel enables you to 


“The Customer Is Always Right” 





meet every customer’s demands. No slow-movy- 
ing stock to carry—no topheavy investment— 
and a liberal margin of profit on every sale. 
Business leaders the country over are recogniz~ 
ing the good investment that GF Allsteel Office 
Equipment represents—its long life and per- 
manent utility and beauty avoids costly depre- 
ciation and expensive upkeep. 

Concentrate your selling on GF Allsteel—the 
complete line of modern office equipment. 


The General Fireproofing Company 


Youngstown, Ohio 


Canadian Plant, Toronto 


“Serves and Survives” 





COMPLETE OFFICE EQUIPMENT 


DESKS - FILES - SAFES 


SHELVING ~ 





FILING SUPPLIES 
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When the Jewel Tea Com- 
pany moved to Barrington, 
Holabird 
and Root, came to Leopold 


to have their designs trans- 


their are h ite ts, 





formed into line furniture. 


The result is shown here. 














More and more business firms are 


specifying fine furniture by Leopold 


HEN 


moved Or are re- -designed, an 


business ollices are —and Ww hen a move is mé ade they or 


their architects seiz e the opportunity 





incre: asing number of pl: ans specify 
finer furniture by Leopold such as 


the one shown, designed by Holabird 
and Root. 
Business executives want ollices as 


attractively appointed as their homes 


to specify Leopold to pl: an and build 


the furniture. 


Hence dealers handling Leopold 


furniture are in a growing market, 
. 2 - . 
with the finest product human skill 


can create. 


THE LEOPOLD COMPANY 


BUILDERS OF OFFICE FURNITURE 


AT BURLINGTON, 


IOWA, SINCE 1876 
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Lead Pencil Inspires Muse 
Otto Kretchmer, president of the Peerless Key Company 
of New York, April 30. 


He took among his effects an ordinary pencil in the upper 


returned home from Europe on 


left-hand pocket of his waistcoat. It was—and is—a good 
pencil, and with it he wrote up some very fine orders 
while abroad. By-and-by the pencil came to have a senti 
mental appeal as a good and faithful servant, and was 


brought back home, somewhat shortened, but still the same 


pencil. A salesman for the Peerless Key Company’s British 
distributor discovered the affection which the pencil had 
inspired and immediately wrote the following “ode”: 
“In a waistcoat pocket 
All the way from A.., 
A piece of lead with wood all round 
In peacetul bliss doth ‘lay’. 


| 
‘Tis just a common pencil 
With a little rubber knob 
Notl 
And yet it does its job 


ling much to look at, 


“Orders by the million (?) 


Proudly written down, 


But when the knob has rubbed ’em out 


It sees its owner frown. 
“Lised 
It has big thing 


W hen 


It comes 


for many labors, 


s to do: 
master’s 


its hungry 


in for a chew. 


“Possibly—quite probably— 
When its boss sees red 
And else would say a word or two, 
It writes it down instead. 
“Happy little pencil, 
Always full o’ lead; 
His boss ne’er thinks o’ selling him— | 
He'd sell his shirt instead.” 
N. B.—We have no information as to who made Mr. | 
Kretchmer’s order-taking pencil which inspires verses as 
well as sales. If we knew we wouldn’t tell. We get into | 
enough hot water as it is. 
= ae — 
Shoeless Children of the Cobbler | 
The British Stationer] I went into a well-known London | 


stationer’s shop the other day, where fountain pens of all 
kinds were beautifully displayed, only to notice that half the 
and had 


safety bottles of ink on the counter, to which they often 


assistants were using old-fashioned steel pens 


had to move some distance for supplies! What an adver- 
tisement for fountain pens! 
* + » 


The same article furnished the information that Rudyard 
Kipling 


puzzles 


uses a fountain pen when working cross word 


He's an optimist 


_<o- —_—_ 


Kentucky Securities Desert Iron Safe 


Over $22,000,000 in securities, representing deposits of 


insurance companies doing business in Kentucky, have been 
moved from an iron safe in the office of the state treasurer. 
They Frankfort 
Louisville, of 


under military guard to 


banks 


from 
the 


were sent 


where vaults three were used to 


safeguard these valuables. 





Some vault engineer might convince the state authorities 
that a new vault at the statehouse would be the best place 
to store | 





the securities. 


} 


| 
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$10,000 INSURES THE SAFETY 
OF EVERY CENTURY-WRITTEN CHECK 





All progressive business organizations use me- 


chanical check writers. For the saving in time 
and labor. For neater checks. And, fundamen- 
tally, for protection. Most of them have chosen 
the Century Protectograph—because it provides 
the greatest possible protection! 


To guarantee the absolute safety of the Cen- 
tury, The Todd Company furnishes free with 
every machine, a $10,000 Check or Draft Alteration 
Policy, good for two years, and Jegally renewable. 
An outstanding feature of this policy, offered ex- 
clusively by this Company, is the affidavit clause 
covering the user against loss even in cases where 
evidence of such loss is unprocurable. 


To unfailing protection, the Century adds speed 
and versatility. Its two-color keyboard is easy to 
read and operate. Keys move quickly, smoothly. 
Amounts set up are instantly visible on the dials at 
the top of the machine. The handle responds to a 
mere touch of the fingers. Simple accessories per- 
mit the writing of vouchers or checks in sheets 
quite as rapidly as single checks. 


The Century Junior, recently announced, is a worthy 
companion to the original Century. Sturdy, compact, 
moderately priced, it is ideally adapted to check protec- 
tion requirements in the home or small business. For 
full information, address The Todd Company, Protecto- 
graph Division, 1129 University Avenue, Rochester, N. Y. 
Sole makers of the Protectograph, Super-Safety Checks 
and Todd Greenbac Checks. 


TOG WAGs ER PO. ers pees 


TODD SYSTEM OF 
CHECK PROTECTION 
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MARINE (GREEN unfolds a new 
profit vista for Sheaffer Dealers 


America’s merchants have made and are making, many 
thousands of dollars on Sheaffer's Jade. They repeated 
on Sheaffer's Black and Pearl. They did it once more 
on both colors and Black in Sheaffer's Balance® design. 
And now they score again with the most alluring, 
combination of all—Sheaffer’s Balance® Lifetimes® in 


dlorious, luminous MARINE GREEN. 


This is an age of speed and action, and these new 
instruments match it with the streamlined Balance® 
desiin—the style that changed this industry overnight 
and revised everybody’s ideas of how large pen profits 
could be. This is a colorful, luxury-lovin3, age, and 
Marine Green satisfies it with color and richness un- 
surpassed. And thisisa sophisticated, lon}-skirt period 
when jazz is a little on the wane, when conservatism 
is the style and too much color is much too much— 


and Marine Green is just enough. 


By just such knowin$, how and what and when, by 
ever setting, and overtaking’, new joals, Sheaffer came 
from last to first place swiftly, and those merchants 
who worked along with Sheaffer have cashed in every 
time. Now, here’s Sheaffer with another winner that 
has sold in volume wherever shown. Will Marine 
Green put more profits into your till? Will you benefit 
by Sheaffer's national advertising, on the Marine Green 
line in every important national magazine, and in 
newspapers throughout America? Check your stock 
and be ready for the school jift seasons when 
new numbers sell fast! 

SEE Marine Green advertised in Aug. 1 
Saturd 


ay Evening Post, Aua&. 30 Literary Digest, 


Aus. 15 Life and October American Ma2&azine. 


SHEAFFER'S 


PENS-PENCILS-DESK SETS-SKR 


’. A. SHEAFFER PEN COMPANY . FORT MADISON, IOWA, U.S. A. 
New York . . Chicago : . San Francisco 
W. A. Sheaffer Pen Co. of Canada, Ltd . 169-173 Fleet St., Toronto, Ont. 
Wellington, N., Z. . Sydney, Australia . London, Eng. 
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BALANCE 


The only Balance® pen 
and pencil is Sheaffer's. 





New garb. New design. New ability 
in Balance’ Lifetime’ pens and pencils 


Marine Green—luminous color of ocean deeps where 
sunken treasure ships Slow in vagrant sun and velvet 


C/4 shadow—that is the rich and restful color of the new 
¢ ‘pp . (e) . . . . 
ee Lifetime® writin}, companions. Give away stubby, 
S\42 garish pens and pencils! Carry graceful Balance® 
NO) 2 , 0 : . 
een Lifetimes’, matched in line and color! Each has mod- 
& FREE! To introduce ern design, restful-writing Balance®,and Lifetime°pens 
c eaffer s strong ack, . ’ ’ 
(| easy-writing Special HB are juaranteed against everything excepting loss for 
\ Blue Cap Leads for all } ‘ — life ; S h b 7 ‘£ l M . 
pencils, Sheaffer dealers the owners lifespan, oee the Deautitu arine 
: rite FREE with each Green Lifetimes’, and enjoy the eaper feel of 
IN expires | marl mag perfectly balanced pens and pencils! 
WN AT GETTER STORES EVERY WHERE 


Jade Green and Jet Black Lifetime® pens, $8.75; Ladies’, $7.50 and $8.25. Marine Green 
and Black and Pearl De Luxe, $10; Ladies’, $8.50 and $9.50. Pencils $5 and lower 


SHEAFFER’ 


PENS-PENCILS-DESK SETS-SKRIP 
W. A. Sheaffer Pen Company + Fort Madison, Iowa, U.S. A. 


ee. 













New York . . Chicago . . San Francisco ' ee NEA NS Pes 
W.A.SheafferPenCo.ofCanada,Ltd.169-173 Fleet St., Toronto, Ont. SAFETY SKRIP, SUCCESSOR TO 
Wellington, N.Z. + Sydney, Australia - London, Eng. INK, SKRIP-FILLED, 50c TO $10. 7 
° Reg. U.S. Pat. Off Every literate person between the 
© W. A. 8. P. Co., 1930 apes of five and one hundred should 


. have a package of Safety Skrip~saves 
5 furniture, rugs, clothing, keeps the 
7 OPT 
uv 


9 SRA SORKI 
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Addition Is a Simple Process 


fo @ 
9 


if TOP-0 -GRAPH 
Guipes 














BI-FOCAL 
GUIDES 


These can be furnished in 
any sizes and on any stock. 
Che Bi-Focal guide is espe- 
cially adapted to use in 
file drawers above or below 
the normal line of vision. 
The two lines of visibility 
in the caption are so 
arranged that one of them 
ean be read at any angle. 
It is also efficient where 
files are crowded because 
of the ease with which cap- 
tions are seen. 


TOP-O-GRAPH 
GUIDES 


Recommended where an 
unusual amount of label 
space is required. There is 
no wasted or hidden space 
on the tab. Tabs are cut to 
thirds or fifths. 





And when you add: 


Regular Stock Cards 
Regular Stock Folders 
Regular Stock Guides 


All sizes—all tab cuts—large assortment of 
colors—attractive boxes—priced to compare 


favorably with competition 


Plus 


F. E. B. PATENTED ITEMS 
Roll Top Tip Vertifile 
Top-o-graph 


Tripltop 


And many others which are also patented, non- 
competitive items, upon which exclusive profit- 


able business can be built 


Plus 


The great number of special-form cards which 
dealers can get through F. E. B. This is business 
which goes only to the organizations selling 
direct, and includes almost any kind of a spe- 


cial-form card made. 


The sum is equal to: 


A line of Filing Supplies which will mean real 
profit to you, a line which is the most complete 


that you can find anywhere. 


It’s the line you need, the F. E. BEE-Line. 


Filing Equipment Bureau 


F. E. B. Building 


Manufacturers of the Widest Line of Filing Supplies in the World 


—- 27 Melcher Street a 


Boston, Mass. 
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The Columnist’s Typewriter 
lames Weber Linn, a Chicago professor, writes “Round 
About Chicago” for the Chicago Herald and Examinet 
Here's a lament about his typewriter, prompted by a similar 


wail concerning the wordmill of the newspaper's dramatic 


critic, Ashton Stevens The “keen lad from the local room,” 
mentioned by Mr. Stevens, is a reporter. Those chaps have 
to split shifts on the machine—only columnists and feature 
writers having a mill for their individual uss 

“What does happen to typewriters? Ashton Stevens says 
that his has suddenly lost its power to say ‘r.’ That is the 
influence, no doubt, ot Ashton’s spats Che machine thinks 
t is in Boston. Pretty soo1 will refuse to print some ot 


Ashton’s stories, in fear of the Watch and Ward Society 
fut what is the matter with mine When I turn the paper 
upw ird, nothing clicks I have to set the lines by eve li 


the linotype operator should set these lines as I have them, 


“One reason why I have long believed I never could learn 


to run a car is that I have never yet been able to learn to 


run a typewriter I can smack the keys, to be sure, at a 
terrific speed, and with reasonable accuracy; but when any 
thing goes wrong, I haven't the faintest idea how to adjust 
it. Now and then, for instance, the keys keep catching in 
the ribbon. I go out and get some keen lad from the local 


room, and he comes in and looks at the typewriter and says 
I ought to shift my ribbor Well, I can guess that, but 


w does one shift a ribbor He shows me, but I never 


an ren embe r 


“T might get that keen lad now; no doubt he could tell 
me why the thing refuses to click and set the lines evenly 
But I don’t really mind. It 1s more stimulating to have to 
judge by the eye. Of course, something absolutely horrible 
may be going on in the typewriter’s innards, which will 
presently result in an explos But that thought is all the 
more stimulating. I feel as if | were fishing. The pleasure 
is far greater because I don’t know what ts going to happen.’ 

a 
Radio Cabinets Threaten Dignity of Walnut 

Che American Walnut Manufacturers’ Association is cam 
paigning against the manutacturers of cheap radio cabinets 
constructed of walnut It is held that the patterns and 


ornamentation are not in keeping with walnut, and the aim 
is to improve designs and construction of radio cabinets 
The present situation is a reversion to the machine made 


t 


walnut furniture of earlier days, when that timber was in 


generous supply Then the manutacturers produced un- 
attractive furniture, because there was no artistry in the 
desig here is a danger that the public taste for walnut, 
cultivated the past twelve years, may take a different trend 
with regard to cabinet woods 

In the twelve years the association has been working to 
build up the public taste, walnut has increased in use nearly 
2,000 per cent. 

——_ >  — 
Federal Furniture Specifications 

The United States Government Federal Specifications 
Board, George K. Burgess, chairman, care Bureau of Stand- 
ards, Washington, D. C., hi 


posed revisions of specifications covering office furniture 


s submitted to the trade pro 


No. 477-a covers steel desks; No. 408-a steel furniture 
and sectional cabinets; No. 358-a, desks of wood 
—— 
Woodstock Joins American Chamber at London 
‘he Woodstock Typewriter Company, Ltd., C. S. Me- 
Alister, managing director, has joined the American Cham- 
ber of Commerce in London 





BUSINESS MEN 
SCHOOLS 

CLUBS 

CHURCHES 
MERCHANTS 
HOTELS 
RESTAURANTS AND 
COUNTLESS OTHERS 
ARE BUYING IT 


The Instant Hand Duplicator met with instant 
approval. For it does real high quality work, quickly 
...yet is priced so low that anyone can buy it. 


Here is an enormous, practically untouched mar- 
ket opened up to you. Here is a quality product 
that is small, light in weight, and convenient to 
handle. A quick demonstration tells the whole 
story in sure-fire fashion. And every duplicator 
sold immediately creates a continuous, highly prof- 
itable supply business pyramiding your profits. If 
you haven't already stocked the Instant line learn 
more about it today... about the unusual interest it 
is attracting on dealers’ counters from coast to coast 

. about the national consumer advertising cam- 
paign... about the liberal trade discounts. Write. 


SAFE GUARD CORP. 

y fe LANSDALE, PENNA. 
4 119 Nassau Street 
New York City 

\ 435 Chestnut Street 
\ Philadelphia, Pa. 

\ 510 N. Dearborn St. 
Chicago, Ill. 
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What More 
Can We Say? 


When we say a Bentley & Gerwig 
desk is built for lifetime service, 
what more can we say about its 
remarkable quality: 

But the price )--- you ask. Well, 
here is where a revelation awaits 
you. ‘To accomplish this superb 
quality has not required expensive 
manufacturing processes. Instead, 
a B. & G. desk has all the features 
of costly furniture but remains 
moderately priced. 

The B. & G. 43rd catalog is yours 
on request. 


Bentley & Gerwig Furniture Co. 
Parkersburg, W. Va. 


BENTLEY 
& GERWIG 
DESKS 





for Lifetime Service 
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Los Angeles Trade Meet Largest in Ten Years 

Che largest convention the National Foreign Trade Coun- 
cil has held for the last ten years met in June at Los 
Angeles with an attendance of 2,170 delegates from thirty- 
one states and twenty foreign countries, and with a well 
balanced representation of all the foreign trade industries 


of the United States. The convention was enthusiastically 


t 
received in the tar west and its confidence in the future of 
American foreign trade was heartily reciprocated in the 
participation of the major industries of the Pacific coast. 


The consensus of opinion by the many hundreds of for- 
eign trade firms represented was expressed in the final 
declaration adopted at the closing session, which stressed 
the point that “in precisely those lines which are directly 
responsive to merchandising skill and enterprise, notably 
in finished manufacture, those events have not been im- 
paired by recent events The services of transportation 
and communication and our banking facilities have attained 
their highest point of efficiency, giving us sound reason for 
encouragement with regard to the future.’ 

Che declaration adopted by the convention continues: 


The present decreased volume of foreign trade of the 
United States is not peculiar to this country. It is con- 
current with the experience of other important nations. 
his fact reveals, as nothing else in recent years, the eco- 
nomic unity of the world. 

With the development of modern facilities of transporta- 
tion and communication, the world has become one great 
market every part of which is quickly sensitive to con- 
ditions in other parts. 

The sixteenth National Foreign Trade Convention at 
Baltimore last year called attention to the important fact 
that the international balancing of trade and the legitimate 
expansion of our merchant marine ought not to be preju- 
diced by any procedure on our part which would tend to 
invite retaliatory action by other nations. 


Influence of the Security Market 


During the last vear events in the security market re- 
sulting in the large increase of interest rates, operated 
adversely to the continuance of foreign investment of Amer- 
ican capital and reduced the volume of dollar exchange 
available for payment for American exports; restricted the 
inflow of merchandise imports and contributed to the slack- 
ening of international commerce throughout the world, 
thus furnishing a demonstration of the effect of foreign 
loans and investments upon American commerce 

Renewal of foreign investments of American capital in 
its former volume would tend to restore our normal foreign 
trade by increasing the supply of dollar exchange available 
in the world markets. We note with satisfaction indications 
that this renewal may be expected in the near future 

Che adoption of the Young Plan for the settlement of 
the reparations question in Europe and the establishment 
of the Bank for International Settlements are events of 
protound importance which should contribute materially to 
the re-establishment of a reasonable rate of progress in 
world trade 

Efforts made by leaders of industry in co-operation with 
the administration to restore public confidence and to 
stabilize industrial conditions should prove beneficial. 

[The habit common to all trading nations, of extolling 
exports while deprecating imports is the result of failure 
to comprehend the basic facts of international trade. While 
the modern machinery of exchange greatly facilitates trans- 
actions between widely separated peoples, its intricacy tends 
to obscure its real purpose, which is the old familiar and 
easily understood process of barter 

It has been clearly demonstrated that artificial fixation 
of prices in defiance of the laws of supply and demand 
without effective control of production has proven futile 
and disastrous 

In our foreign trade the gains in recent years have been 
most marked in precisely those lines which are directly 
responsive to merchandising skill and enterprise, notably in 
finished manufactures. The merchandising skill and enter 
prise of our traders have not been impaired by recent 
events. The services of transportation and communication 
and our banking facilities have attained their highest point 
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‘ally 
More Profit 
— Not Less! 


Dealers are making 
money with Vander- 
biltfurn iturethis year 
because this new line 
of quality leather fur- 
niture has opened up 
an entirely new market 
for them. They are 
making ten sales now 
where they made but 
one before. Why? Be- 
cause the Vanderbilt 
line gives them leather 
furniture in custom- 
built designs and quality --- at production 
prices. That’s the answer! 
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Leather Furniture Is Selling 


The Vanderbilt line is selling today because 
it costs your customer just a very little bit 
more than ordinary furniture. It sells be- 
cause it provides custom designs and quality 
at a production price. You can do a volume 
business in a new market with this quality 
line. Eagle-Ottawa leathers, also in the new- 
est Vealskin finishes, Nachman Feather Spring 
Units, frames designed and made in our own 
factory--these are a few of the quality fea- 
tures that are helping Vanderbilt dealers 
make money today. 
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. VANDERBILT . 


— Write for Prices and MANUFACTURING Co. 


‘lure Specifications 
ilure peci 
Vhile Samate beth of lenthe, General Offices - DETROIT - 333 State St. 


le complete specifications and Philadelphia Show Rooms....29 North Second St. 
special low prices will be Chicago Show Rooms....Furniture Mart Bidg. 


a { 

and — . a ! 
sent upon request. Address Factory....Vanderbilt, Michigan 
all inquiries to our Detroit 


ation offices. 
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Stuart Motor Car Company, Washington, D. C 


Hundreds of great corporations, as well as in 
dividuals and smaller enterprises, use and 
recommend Steelcase desks, filing cabinets, 
wastebaskets, safes, bookcases, etc., because they 
have come to an unbiased realization of the su 
periority of Steelcase equipment; they know 
teelcase products are built for service in every 


sense of the word. They make good. 


The Steelcase Sales Franchise is a real and a 
proven asset to any dealer regardless of his size. 
It is a success line and growing in popularity 
faster than ever. Our latest catalogs tell the 


complete story. We suggest that you write for 


OFFICE APPLIANCES 


\ 


\ 


, = a good look at these 


pictures of the Ford Agency 
in Washington, D. C. Every 
facility for efficient office 
work is provided by Steelcase 
equipment, without sacrificing 
1 single square foot of floor 
space. And, mind you, this is 
only one of hundreds of other 
Steelcase installations. Your 
locality undoubtedly has 
many prospects like this. 
Why not tell them the Steel- 
case story? Tell them and 
vou will sell them. 





‘STEELCASE 


Business gi upmerni | 





FOUND WHERE BUSINESS SUCCEEDS 


METAL OFFICE FURNITURE CO., Grand Rapids, Michigan 


ANCES 
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All these circumstances furnish sound reason for encour- 
agement with regard to the future, and call for the exercise 
of courage, confidence and continued activity. 


Basis of International Good Will 


This National Foreign Trade Convention recognizes the 


fundamental fact that the only enduring basis for world 
trade is founded upon the principle of justice and fair play 
between nations and that international good-will can only 
be maintained through the development of friendship and 
mutual understanding. This convention therefore favors a 
reconsideration of the provisions of the Immigration Act 
of 1924 in accord with these views 

This convention records its satisfaction at the progress 
made during the last year under the Jones-White act in the 


development of the American merchant marine. Several 
proposals pending in Congress are designed to improve 
the law. Provision should be made to extend to cargo 


ships adequate aid to equalize higher American construc 
tion and operating costs. It is essential that the American 
merchant fleet should be fully developed and that pro- 
visions shall be made which will insure the maintenance 
of shipyards capable of building and meeting new needs in 
design and construction. 

We deplore any competition by vessels of Governmental 
ownership with privately owned established American 
steamship lines operating efficiently in overseas and inter 
coastal services. We renew the declaration reiterated at 
our previous conventions that such Governmental compe 
tition with private business is a serious handicap to Amer- 
ican shipping and to the ship building industry. 

We commend the work of the Post Office department 
in extending the foreign air mail service which should be 
further extended and given adequate frequency, and Con 
gress should be asked to provide the funds necessary for 
this purpose. 

Our trade with Cuba, greater than that with any other 
Latin American country, 1s peculiarly susceptible of devel 
yment by the parcel post and the establishment with Cuba 
this convenient facility, already in effect with practically 


t 


of 
of 
every other country in the world, is most desirable 

The importance of training for foreign trade requires 
the closest possible co-operation between business and edu 
cational institutions in the placement of young men who 
select foreign trade as a career and make it the subject 
of their major studies 

The proposed international highways connecting all coun- 
tries to the south with the highway systems of Canada and 
the United States are endorsed and commended 

This convention has learned with approval of the efforts 
now under way to strengthen the friendly relations with 
the people of Latin America Essential to this desirable 
end is the educational work of the convention in the wider 
dissemination of knowledge of the peoples and countries 
of Central and South America 

Improvements in transportation and communication are 
bringing us into closer contact with the world. We extend 
to the peoples of all nations our cordial desire for the same 
peace, stability and prosperity that we seek for ourselves. 
~ Saeanen 
Booklet Available on Simplification of Paper 


Shipping Tags 


The Division of Simplified Practice of the Bureau of 





Standards, Department of Commerce, has just announced 
the availability of the printed booklet on Simplified Practice 
Recommendation No. 93—Paper Shipping Tags. 

A perusal of this booklet discloses the fact that the sim- 
plified schedule reduces the sizes of tags from sixteen to 
eight, grades of stock from twenty-one to eight, thicknesses 
irom seven to five, and colors from thirty-two to fifteen. 

Copies of the printed recommendation may be obtained 
from the Superintendent of Documents, Government Print 
ing Othce, Washington, D. C., for 10 cents each 

SEE PES 
Smith-Corona Man Heads Executives’ Association 

H. E. Stiles, managing director, L. C. Smith & Corona 
lypewriters, Ltd., Melbourne house, London, W. C. 2, is 
chairman of the Executives Association of Great Britain, 
Ltd. This is a new organization, chartered to promote 
commerce generally, to establish and maintain a club, ete. 
The board of directors also includes W. Dixon, of The 
Dictaphone Company, Ltd., Kingsway house, W. C., Lon- 
don. 
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Ever-Growing Market 


The UHL Steel ‘“‘Postur-Chair’™ symbolizes a new 
era in industrial life. For all America, indeed for 
all the world (for it is used extensively on every 
continent), the chair pioneered the way in cor- 
rect posture for workers. 

















é 


No. 9606-17 
“Postur-Chair”’ 


Today UHL Steel ‘ Postur-Chairs’’ and other 
units continue to lead the way. Thousands and 
hundreds of thousands of UHL units are now 
serving alike the worker and his employer in 
countless installations in practically every town 
and city in the United States. 
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The No. 50-36 
File Stool 


The UHL line of ‘“Postur-Chairs,”’ stools and 
stands, ranks high in favor among dealers and 
users alike. It will pay you to investigate the 
possibilities in it. Do it now, by writing us today. 


UfiL No. 67118 


THE TOLEDO METAL 
FURNITURE COMPANY 


1458 Hastings Street Toledo, Ohio 
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STIMULATOR 























PEOPLE will buy 
anything that lessens 
work in hot weather 


WHAT you sell in the Summer months 
will help you go over the top of your Quota 
next December. Hot weather is the ideal time 
to find extra supply sales, tor not only are the files 
relatively inactive, but folks are looking for things 
that reduce their work! 


Make a thorough canvas of your prospects and 
look into their files. Tell them about Natural 
System Index for card or letter files, Wabash 
Monthly Folders for crowded divisions of the 
file, or the Wabash Desk File for busy execu- 
ives....all labor savers. Try it out today! 


Wabash 


WABASH ~ INDIANA 









rHE WABASH CABINET CO., 
Wabash, Indiana 
Gentlemen 
Please tell us more about items in the Wabash line 
which will help to stimulate our Summer sales. 


Name 


Firm 


| Aime iF 








OFFICE APPLIANCES 
House Organ Philosophy 

Giving your job all you're worth is the best way to make 

yourself worth more.—The Coach (published co-operatively 

by the Boorum & Pease Company, Eberhard Faber Pencil 

Hunt Pen (¢ 


Manufacturing Company) 
* * * 


Company, C. Howard ompany and Sanford 


In these days of highly specialized industry there is a 


great temptation tor many of us to narrow down our own 


efforts so that we miss the big goal for which we are 
striving The “Y and E” Idea (Yawman and Erbe Manu- 
facturing Company) 

* . . 


Every year science enables us to get there quicker. I 
wish they’d figure out something to do when we get there. 
[t's Said and Done (Dictaphone Sales Corporation). 

* * * 


Some people cast their bread upon the waters and expect 


| it to come back with a hot dog and mustard.—Smith-Corona 


| Sales News (L. C. 


Smith & Corona Typewriters Inc.). 


* tad . 
There’s a wide difference between investments that sound 
good, and sound investments.—Faultless Loose Leaf Bulle- 
tin (The Stationers Loose Leaf Company) 


* * * 


utterly lost of all days is that in which you 


The 


have not once laughed.—Berloyalist (The Berger Manufac- 


most 


turing Company) 
ee @ 


Anyone who tells us what is wrong and helps us make it 


right is a friend—Bramwords (The Bramwood Printing 


Company) 
* * * 


W ood- 


[ypewriter Company). 


Expose yourself to luck. Don’t grouse about it 
stock, The Typewriter (Woodstock 
+ * . 
Save the energy that goes into worry and put it to work 
Che Stone Proof (Jos. J. Stone & Company). 


* * 


Many a self-made work too soon The Office 


Cat (The Richmond & Backus Company 


man quit 


a 


Rental Charge Incurred in 1896 Paid in 1930 
part of May, Ed Newton, manager of 
Metropolitan department of the Ameri- 


During the early 
New York City 
can Writing Machine Company, received a check for $2.50 
charge on a Williams typewriter 
for two and a half weeks back in 1896 
American Writing Machine Company is con- 


the 
in payment of a rental 
rented December, 
So far as the 
cerned, and we suspect any other company in the industry, 
collection of a due” account is a record. 


this “past 


i 

Envelope Maker Insures Employees 
The Pittsburgh Envelope Company has adopted a group 
the fifty-three 
Prudential Life 


for em- 


the 


life insurance policy protection of 


carried by Insurance Com 


plovees, 


pany. The coverage is $136,000. Each worker is insured 
it from $2,000 to $4,000, according to the rank or position 
held. The policy is of the contributory type—the workers 
themselves pay a part of the premium, and the employer 


issumes the remainder 


> 
Typist Has Conglomerate Cognomen 
Knoxville, 
the 


Miss Cenn., 
is a name which identifies her thoroughly 
field She this 
work by that 
his 


Corona Remingtotr *s nickname is 


Corona Remington, a typist of 


with type- 


writer has amplified thought of sticking 


will not marry 


Miss 


close to her announcing she 


inv man unless name is Oliver or Underwood 


”" | ypey , 
I 


NCES JULY, 1930 lll 
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; Dialer 

Autopoi 

- ) u opoints 
own Amazingly popular 
» are due to the increase 
lanu- 


in dial telephones. 
Short as well as 
long models. 


exclusively offers 





here. 


. these new ideas 


vs in Pencils 


you 





ufac- 


OU’RE missing something if you’re not han- 
ke it dling these new Autopoint inventions! Each 
nting is designed to meet a new need in office, home, 
wherever pencils are used. The public is going for 
them in a way that shows that again we’ve “rung 
the bell” just as we did with Autopoint Oversize. 


— 
any). 

Double Tip Autopoints meet the enormous 
demand for a two-color pencil, so necessary in vari- 
ous kinds of work. Made in solid color (blue) and 
fice also in red and blue to indicate lead color in tip. A 
cartridge of assorted leads is supplied with every 
Double Tip Autopoint at regular retail price of $1. 


vork 




















30 Dialer Autopoints are a necessity now that 
er of automatic telephones are be- 
$2.50 f ing used everywhere. These 
pes beautiful pencils are of black 
1896 Bakelite with Silvonite tip. ; 
con- Revolvable ball top of black Double Tip 
istry, Bakelite for manipulation of Autopoints 
automatic telephone dials. 
Short and long models with In solid color 
or without chain. To list at $1. and also in two- 
nae color to indicate 
Com- Order today lead color in tip. 
sured With the famous Autopoint Oversize, the favor- 
sition ite pencil of American business, these two Auto- 
— point models offer you merchandise that will find 
— ready buyers—even among present owners of auto- 
matic pencils. 
Why not order a dozen of each today? Phone @ 
‘enn., your wholesaler or drop us a line now mentioning The “Better Pencil” 4 Made of Bakelite 
type- your wholesaler’s name so that we can bill them 
xing through him. We supply display card free. AUTOPOINT COMPANY 


pri 1801-31 Foster Avenue * Chicago 
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OFFICE APPLIANCES 


Mew OFFICE SPECIALTY 
MAKES Rapip RISE TO SUCCESS 


BASIC 





IDEA DEVELOBS 


EARGE FAST SELLING LINE 


ERE it not for 

equipment 
largest surplus profits. New 
Safe’ idea has s 


the “Concealed 
ofthc problems as to become a 
] 


How the idea originated matt 
its sales are mounting is worth 
serious consideration. The market 


is proving greater than exp cted. 
Dealers Concentrate 

on Concealed Safes When 
Staple Lines Slow Up 


The “Concealed Safe” sells big 
because safe and file take no more 
spac than hle alone Phe sate 
is concealed et within reach. 

Sales to bankers, bond and 
mortgage exccutives, msurance 
men, attorneys, etc., demonstrated 
the eed ‘accessible satekeep- 
ing’ of valuable documents. Thus 
an estimated market for 250,000 
Concealed S s was discovered 

1] a1 S re hay ng (on- 
cealed “ ~ s the most ideal 
equipment tor sategual ling pre- 
scription blanks, as required by 

There are 138,735 physicians 


law 


in the United States. 


Dentists require Conce 
for the protection of costly mate- 
rials an nstruments. There are 


\ market. too large to estimate, 
exists in the general office field. 

Those who mav not be in the 
market for a file. mav nevertheless 
he sold a “Concealed Safe” and 
readv to discard an old file in favor 
of the new Combination safe and 
hile! 


National Advertising Quickly 
Establishes Volume Sales 


len months ago the Invincible 


Furniture Co. started to ad- 
vertise the “Concealed Safe” in 


the SATURDAY EVENING 


resourceful 
dealers would be deprived ot 
ideas make new sales, but 
staple item overnight. 


ters little now, but how 





othe: 


their 


new ideas, 


] 


successfully solved 


initial 


nities have come t 
ducing the “Concealed Safe” into large business houses 


ments and branch offices develop. 





ee ee a ad 


Clever NewSafe 
CONCEALED 













You Alone J 
Know it is There. 


| False Front CONCEALS Safe 


No longer need you en- 
trust important matters 
to vulnerable locks on 
files and desks. Your fil- 
ing cabinet may have 
a substantial safe (con- 
cealed) within reach. You 
alone know it is there! 


© STEEL Ss 


CONCEALED 
SAFE 


Complete safe is welded 
into the file. False front 
lowers to a ledge. Inside 
heavy solid steel door 
combination lock,three- 

oint automatic lock 
a Substantial, fire- 
resisting. Already over 
3,000 in use in business, 
and government offices. 













You can get Invincible Concealed Safes 
in three sizes: desk height, counter 
height. and four-drawer height files;each 
in letter and legalcapwidths. ’ 
Also in side tables, and in 
desks. Invincible steel files 
and desks to 
match (without 
safes). Any mo- 
del shipped on 
approval. See 
your office fur- 
niture dealer,or 
write us for de- 
tails today 


INVINCIBLE 
METAL FURNITURE CO. 
Manufacturers of Steel Bank and Office Furniture 
7 h St.. Manitowoc, Wiseconsi 


Mail the coupon 
for Ulustrated 
Folder andprices 














Peres MaMBrecccccccccccccccccccccceccccescccccccceseecceessoosese 
MAGNE. none rn eee ee ee enna eee e eee eee eee e eee sees ease eee eee eeesees 
The above advertisement appears in 
' J ; } s] ; ; - j + 
fie Ju Vy 2Til SSlte oT tile Saturday 


ung Post. 


POST. And in that time countless new sales opportu- 
) light. 


Steady advertising is intro- 


where repeat orders for volume deliveries to depart- 


Deale rs follow up 


sales profitably. 


Why Sales Pyramid 


Constantly for the 


“Concealed Safes” |] 


new uses 


ave cle veloped 


an almost endless chain of units. 
They are available in both letter 
and legal cap files in two, three 
and four-drawer heights 

e number of 


Che fastest selling 


the line 1s a side table with “Con- 


cealed Safe.” 


Steel desks are selling in in 


creasing volume with “Concealed 


7 


Safes” replacing the letter drawer. 


How Sales Develop 


When displayed in show win- 
the novelty of “Concealed 

draws greater attraction 
than the usual office equipment. 
Display furnished to 
draw a Circulars 
are provided for dealers’ use. In- 
quiries from SATURDAY EVE- 
NING POST advertising are 
turned over to dealers. The qual- 
itv of Concealed Safes now in use 
is steadily selling more and more 


dows 


Sates 


cards are 
demonstration. 


units upon recommendation. 


Why Every Dealer Can Sell 
Concealed Safes 


His present customers are pro- 
spective purchasers regardless of 
present equipment. It replaces 
nothing. Its sale is an “additional” 
item always. Every dealer can sell 
Concealed Safes regardless of any 


other lines or products he is carry- 
ing. Does not affect any franchise. 
For full details address the In- 
vincible Metal Furniture Co., 
Manitowoc, Wisconsin. 


up 
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Dictaphone Improves Philadelphia Facilities 

The Philadelphia branch of the Dictaphone Sales Cor- 
poration has taken space in the Lewis Tower, 1421 Locust 
street, to secure increased space and a better layout. The 
former location was in the City Center building. 

The affairs of the branch, which is managed by C. E. 
Hallenborg, required additional space, especially in the edu- 
cational and employment departments. The new location 
is more central for Dictaphone users. A whole floor is oc- 
cupied in the tower, which affords an improved layout, and 
fifty per cent more space. The branch maintains a private 
office for users of the Dictaphone traveling to Philadelphia 
and vicinity Here they can have privacy, the use of the 
Dictaphone, and facilities for transcription. 

Miss H. A. Yost, who has had both teaching and employ- 
ment experience, has been added to the organization to take 
charge of these important activities. 
As an aid in 
operators the company has compiled a complete 
Business This 


course covers the full field of instruction, and includes also 


meeting the increasing demand for Dicta- 
phone 
Practice Course, including a text book 
tests designed to eliminate those whose general intelligence 
1s de cient 


> - 


Ditto, Inc., Changes Field Organization 

Ditto, Inc., has reorganized its field establishment, in- 
creasing the number of divisions. Formerly the company 
apportioned the country into three divisions, the eastern, 
There are now six divisions, in charge 
Northeastern, C. D. Schmaltz; 
North Central, G. L 
Southwestern, H. T. 


central and western. 
of the managers listed here 

South Atlantic, C. E. Smith; 
Northwestern, W. R. 
Gates: Pacific Coast, W. G. Traud. 


Cooper; 


Longshore; 


The following changes were made in the home office 
Worthington, 

manager, has become secretary and treasurer of the cor 

R. R \tlanta 


become assistant sales manager; Frank Gregor, 


organization : J formerly advertising 


poration; Haskell, formerly manager of the 
office, has 
Jr., formerly assistant advertising manager, has been made 
advertising manager 
>_> — 
Three Woodstock Dealers to See Convention Free 
The Woodstock 


four-month sales contest for its distributors this month. 


[Typewriter Company will conclude a 


The leading distributor in each of the three divisions will 


be the guest of the company at the Detroit convention of 


the National Association of Typewriter Dealers August 
17-19 The highest percentage of quota determines the 
out e in each division. Each distributor may take his 
wife or one guest, the company paying railroad fare and 
tel expenses The offer is open to dealers who made 
twenty-five per cent or better in March, 1930 
— = <e—_—— 


Awards by “Y and E” Quota Club 
t “Y and E” 100 Per Cent Plus 
announced Conrad Scheer, of the New 


Recet awards in the 


York branch, has received tl 
orge A. Winegard of 
pin (in his second quota period). H. F 


ie diamond pin. 
Albany has secured the plain 
Dorey, New York, 


South, traveler, have been vested with the plain 


> 


Peatling Represents Webster in Texas Territory 
Joseph B 


territory by the F 


Peatling, Jr., has been apointed to the Texas 
S. Webster Company, Inc., with per- 
manent residence at San Antonio, Texas. Mr. Peatling had 
represented the company in the Chicago territory prior to 


his transfer to the southwest 
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NO 
STOCK 


NEEDED 


TO SELL 
ST. JOHNS 
OFFICE TABLES 


A trifling investment will put on your floor a 


_ pyramid display of St. Johns Office Tables. This 


pyramid display enables you to show five tables 
of varying size in the space ordinarily occupied 
by one table. 


Whenever you sell a table you notify us and we 
immediately make delivery to your customer from 
our warehouse. Thus, without carrying any stock 
or tying up any capital to speak of, you can do a 
very profitable business on St. Johns Office Tables. 
One dealer is averaging $975 a year net profit 
taking orders in this way. 


America’s Best Values 


St. Johns Office Tables sell easily because they are 
the country’s outstanding values. You can price 
them unbelievably low and still make a generous 
profit. These tables are sturdily built for lifetime 
service and are available in any desired finish. 
Each has a single dovetailed drawer with a three- 
ply bottom. 


Write us at once for further particulars regarding 
the St. Johns plan of selling office tables from 
samples. There is a lot of office table business in 
your community that belongs to you, and here 
is an inexpensive way to get it. 


ST. JOHNS TABLE CO. . . CADILLAC, MICHIGAN 


ST. JOHNS 


OFFICE 


TABLES 
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and NOW... 


The Greatest Improvement 
Ever Made in Stapling Machines 


— forty years 
Hotchkiss has 
led the field in 
paper fastening de- 
vices. For forty 
years Hotchkiss 
Paper Fasteners 
have been the ac- 
cepted standard 
pioneering, devel- 
oping, using every 
known improve- 
ment that could 
make them better. 
And now Hotchkiss announces for all its wire 
stapling machines the greatest improvement in the 
= history of stapling— the Adjustable Anvil!— ad- 
justable in an instant for either permanent or 
temporary fastening of papers— adjustable so that 
papers may be gently, safely gripped for a time and 
later slipped apart—or fastened together tightly, 
permanently, never to be removed or lost. 


FULSOUERONGOSSUERCEEOOSOEOOOOUEOORUEAOCEASOOEEOSOOGEBEDEOOAS 
iii niiininiiiity 








Gone now is the need for pins and clips, for any 
paper fastening device except the neat, compact, 
sturdy, efficient Hotchkiss. Gone is all sales resist- 
ance to paper fasteners! Your sales will mount, 
your profits will jump because your customers 
will all want Hotchkiss Wire Stapling Machines 

and now is the time to supply them. 

Write for details or send in your order immediately for a 


few LA and 2A Hotchkiss Wire Stapling Machines with this 
latest and greatest improvement—the Adjustable Anvil for— 


TEMPORARY or PERMANENT 

















=> = FASTENING > — 


THE HOTCHKISS SALES CO. 


Norwalk Connecticut 





HOTCHKISS 


PAPER FASTENING MACHINES 
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Petetin Store Remodeled 

Important changes have been made in the store of Henri 
Petetin, Inc., New Orleans, La. The entire front has been 
remodeled. Heretofore there was a canopy extending the 
entire width of the store. This has been removed. A large 
clock has been suspended from the corner of the building, 
affording an advertising sign which is visible from two 
streets The front has been decorated with a light buff 
hnisn 

Within the store a number of new showcases has been 
| 


installed, affording opportunity for live displays facing both 


streets. 
an 
Booklet Available on Simplification of Soft Fiber 


(Jute) Twine 
Printed copies of Simplified Practice Recommendation 
No. 110—Soft Fiber (Jute) Twine—are now available and 
may be obtained from the Superintendent of Documents 
Government Printing Office, Washington, D. C., for 10 
cents each, according to a recent announcement of tli 
Division of Simplified Practice of the Bureau of Standards, 
Department of Commerce 
Chis simplification has resulted in reducing the numbe: 
of varieties and put-ups of this commodity from 1,201 to 
639 or 47 per cent. 
i. 
Hobbs Estate Gives Property to Marblehead 
Lina Hobbs, widow of the late Samuel Hobbs, has 
deeded real estate to the city of Marblehead, Mass., lol 
literary, educational, hospital or recreational purposes. M1 
Hobbs was a veteran of the Boston stationery field, ope 
ating as Hobbs & Warren. The property devised to the 
city of Marblehead includes a tract of land approximately 
80,000 square teet in area, and the home at 66 Clifton 
avenue 
- 
Use of Misleading Name Discontinued 
Through a stipulation with the Federal Trade Commis 
sion a typewriter ribbon organization has abandoned the 
use of the name, “Silkloth” in connection with an inked 
ribbor [he fabric contained no silk, and the commission 
arranged that no such usage would be continued by the 
manufacturer, which tended to mislead the public into the 
belief that the ribbon contained silk 
> 
Longevity Souvenirs to Blade Men 
Three of the employees of The Blade Printing & Sta 
tionery Company, Toledo, Ohio, were honored at a dinner 
given by the Chamber of Commerce. Emanuel I rederick, 
Henry F. Bleismeister and Joseph G. Fraser received silver 
cups for their vears of service with the company—tilty-six, 
fifty-two and fifty-one years respectively 
_ 
Staff Changes by Cellophane 
The E. du Pont de Nemours & Company has appointed 
H. J. Eisman to its package development department at 
New York. He had been with the Robert Gair Company, 


a carton and shipping package manufacturer 


F. M. Burgess has joined the advertising department 
coming from The Lay Company, New York 
> 
LaSalle Typewriter Co. in New Home 
[The LaSalle Typewriter Company, conducted by E. ] 
Robb at the State Bank building, LaSalle, Ill., has moved 
to the Kaskaskia building, 649 Second street The store 
carries a complete line of Royal typewriters, Mimeographs 
and supplies \ rental and rebuilding business is done. 
> 


Adversity has no friends—Quality (Clarke & Courts) 


a 


. . another profitable 


GlobeWernicke 
installation I, 














. .. another feather in the dealer's cap. 
His confidence in Globe-Wernicke 
STEEL Office Equipment has brought 
him one big order after another, and now 
... the furnishing of the office equip- 
ment for the various departments of a 
large, new, midwestern railroad office. 











Ask Us About Territory Luck? Pull? No... just the ability 


Right in your home town similar installations to convince his customers that Globe- 
of Globe-Wernicke STEEL Office Equipment Wernicke STEEL Office Equipment will 


cede bn ae perfectly fulfill their needs for decades 


Wernicke Dealers an advantage—One Com- 
plete Source of Supply! Write today for 
particulars. 


to come, 











all in matched design 


Globe-Wernicke 


Steel Executive Suite 






atm attheetliinas seal 












Executive Type ( 
Filing Cabinet Executive Type 
Telephone Stand 
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Executive Type 
Waste Basket 
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Executive Type Desk w 


Executive Type Table | 











. as modern as the next minute . . . practical in design and re- 


flecting outwardly the taste and character of the user . . . the com- 
Send today plete Globe-Wernicke Steel Executive Suite commands attention. 
for catalog inserts on Appropriate for the very finest offices, it affords the executive a 
combination of enduring beauty and utility that will be of ma- 
1 ea Wyte a terial benefit to your future business relations with his firm. 
YOU can profit through handling this new equipment. Ask 
Steel Executive Suite us for details. 


Globe-“Wernicke 


CINCINNATI 


Canadian Representative: Preston-Noelting, Ltd. 
Stratford, Ontario, Canado 




















Presents this 


Marvelous New 


DOUBLE- 
DUTY 
MACHINE 


The only small address- 
ing machine that also 
prints what it addresses. 


A 2 in 1 Combination 
POST-CARD MESSAGE-PRINTER 


AND ADDRESSER 


For speedily and easily producing and directing notices, announcements, 
bulletins and price lists to customers, prospects, dealers, salesmen, agents, 
membership-lists, etc. 

It's AUTOMATIC—yet sells at a popular price. Unlike anything ever 
before offered. You have seen machines for printing Post-Card messages 
and other machines for addressing them but never a SINGLE machine for 


doing BOTH JOBS! 


No type to set up 
These all-fibre “Elliott” stencils contain no cumber e 
some metal and can be cut on a regular typewriter or Not even 3a typewriter needed 


hand-written with a stylus. Quick, easy, pleasant work 


~ 
Above is the Message-Stencil. Below is the Address- Try Post-Card ADVERTISING with this little ma- 
SAGES, Sieh ate mANTED TES ae Gem chine! A Government Post-Card costs only 1c for both 


postage and stock. Your message travels first class. And ,’ T 4 | S 


people read Post-Cards when they won’t notice any ,7 


other kind of circular. Pa COUPON 


In addition to Post-Card printing and addressing, ,” 

can be used for all, kinds of envelope, circular, tag, -” : 

label and wrapper addressing, billand statement —_-” pinned to your business 
heading, etc. Unquestionably the biggest | -* __ letterhead and mailed to 
value in the addressing machine field. Will | The Elliott Company, 141 
save you a vast amount of time, labor, |” Albany Street, Cambridge, 
money. 7 Mass. (or 980 St. Antoine St., 
y Montreal, if you are in Canada) 


: will promptly get you complete in- 
The ELLIOTT ADDRESSING MACHINE co. formation concerning this new “2 in 1” 
Cambridge, Massachusetts, U. S. A. ; machine, together with 

Largest Maker of Address Cards and Automatic Addressing Machinery in the World P : FR ia E BOOKS tend pro 
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‘Beauty, Strength and Efficiency 


Sreel Desks 
a complete Lae 


P 


Steel Honzootl 
Sections — unlimited 
combinanons 


Steel Shelving 
for all requirements 


nm 


Steel Lockers— 
to meet all needs 
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-OPERATION 

















O OTHER files combine to such a high de- 
gree the qualities of beauty, strength and 
efficiency as this new BERLOY line. 


As you inspect them at your BERLOY dealer's 
store, note the many distinctive features of de- 
sign —the silent operation, ingenious protection 
to contents, striking beauty of design and finish, 
greater rigidity of construction. 


A new conception of file efficiency and economy 
awaits you. By all means, see this new BERLOY 
line —the culmination of 44 years of crafts- 
manship in steel. 

THE BERGER MANUFACTURING CO. 


CANTON, OHIO 
BRANCH OFFICES AT 


Boston Philadelphia St. Louis los Angeles 
New York Chicago Minneapolis Detroit 
Cleveland 


Export Department; Canton, Ohio 


NE of the policies of 
this oréanization 1s thorough 


co-operation with dealers. 7 17 


One of the methods of accom- 
plishing it is to advertise to lower 
sales resistance. Here are two 
Berger advertisements appear- 


ing nationally during the past 


_ oo 


two months. r of oa Y 
The BERLOY name is being 
made better and better known 


through advertising. + 7 7 
BERLOY reputation is gain- 


é through the satisfaction 


in 


BERLOY products dive. 7 7 
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with dea lers — 


BERLOY sales are building 
up through the hard-hitting 


efforts of dealers and BER- 


LOY representatives. 7 7 


A co-operative relationship 
builds business and profits. ’ 
We shall be élad to discuss 


this with you further. y y 


The BERLOY line includes: Files. 
desks, storage cabinets, horizon- 
tal sections, tables, shelving, lock- 


ers, transfer cases, safes. 


The Berger Manufacturing Co. 


Canton, ( Yhio 





BERLOY 
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GREATER FILING 
EFFICIENCY ene 


Never befor 


offered the efficiency 


strength combined 
nodern BERLOY 
A greater capacity gives 


tiling cost per inch A 


BERLOY 
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SERVICE 





TYPEWRITER PARTS 
TYPEWRITER TOOLS 


RUBBER PLATENS 














Included in these three classes of type- 
writer shop supplies are thousands of 
items, many of them in continual de- 
mand among typewriter dealers. Suc- 
cessful dealers all over the country sat- 
isfy this demand by availing themselves 
of Ames service. By concentrating their 
needs in one order, they save valuable 
time and much trouble and expense. 


Ames branch offices are located con- 
veniently for quick service. Orders for 
tools, platens and parts are shipped 
within twenty-four hours of time re- 
ceived. Our service is for the trade 
only; we leave the retail field entirely 
to our dealers. 


If you buy AMESCO platens, you know 
we give every order utmost attention; 
why not obtain the same service for 
typewriter parts and tools? Remem- 
ber that 





Ames Means Excetccent SERVICE 


_ 


AMES : 
SUPPLY 
COMPANY 


564-572 W. Randolph St., Chicago 


Branch Office, 
583 Market St., San Francisco 


—  F. \ 


Branch Office and Export Dept., 
50 Lispenard St., New York 


Great Britain Office: Longs, Lid. 
79 and 80 Queen Street, London E. C. 4, England 
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Postal Regulations Permit Wider Use of Postage 
Meters 

Revision of postal regulations to authorize much wider 

use of the metered postage privilege by business houses is 

announced by the Post Office Department 


reforms intended to save time and money both to the gov- 


[Two major 


ernment and to shippers are included. The first is that 
hereafter first class mail to the extent of three hundred 
pieces may be deposited in street package collection boxes 
after being stamped with the metered postage symbol 
Heretofore, mailers were required to deposit all such mail 
at the postofhce. 

The second change is to permit miscellaneous parcel post 
y the meter machine, printing 


packages to be stamped | 
either directly on the wrapper or on gummed labels which 
may be pasted on the parcels. This has been permitted 
heretofore only for parcel post packages of identical size 
and shape in lots of two hundred and fifty 

It is pointed out by the Department that the new regu- 
lations are intended to expedite business and that they will 
operate especially to the advantage of small business houses 
whose mailings have not been large enough to permit them 
to take advantage of the metered postage privilege under 
the previous regulations. Possibilities of fraud and theft 
of stamps are also lessened and the unscrupulous practice 
of using pre-cancelled stamps a second time minimized 

[The growth of the meter machine method of postage 
since it was first authorized by the government in 1920 has 
been phenomenal In ten years more than one hundred 
and thirty million dollars of postage has been paid in this 
manner, postal authorities state. During the fiscal year 
1929 approximately one and a half billion letters bearing 
the printed meter symbol were handled by the post office 
department, which represents about ten per cent of the 
country’s entire mailing. The importance of the new regu- 
is indicated by 


lations so far as parcel post is concerned 
the fact that last year the department handled 770,397,000 


packages 


— > — 
Photo-Colering Kits Help Summer Sales 
A clever idea by the Eberhard Faber Pencil Company 


of Brooklyn, N. Y., is announced in the creation of a neat 





EBERHARD FABER PHOTOGRAPHIC 
COLORING KIT 


ind handily portable outfit for coloring photographs. It 1s 
designated as Photographic Coloring Kit No. 7021, and 
ntaimmns Mor vol colored indelible pencils, camel's hair 
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The Prince doubts the 
mighty sword of Rich- 
ard, who cleaves in 
two the Prince’s mace 


as evidence. 


Qk 
a4 . 





Sword of Richard. Painted by Ludwig Gassner 


CUTTING COSTS of Upkee 


| HIS famous sword, in the hands of Richard The 

Lion Heart, cut down resistance and brought him 
achievement and success in his crusades. 

Today, in the experienced hands of Lyon crafts- 
men, steel is fashioned into office cabinets and 
equipment that materially cut business costs and 
promote efficiency and order. These economies, 
immediately effective, are accumulative throughout 
the years. Upkeep costs and depreciation are negli- 
gible, for Lyon equipment is standardized and adjust- 
able to changing conditions. 

DESK-HI National advertising by Lyon has brought an in- 

creasing demand for such items as Tu-dor Storage | 
and Wardrobe Cabinets, Desk-hi Cabinets, Desk 
Trays, Waste Baskets and other Lyon numbers. DESK TRAY 

Write us today if you are interested in this profit- 
able line. Complete descriptive literature, prices, 
discounts will be sent to you. 


LYON 


LYON METAL PRODUCTS, INCORPORATED 


Converters of Sheet Steel into Practical Conveniences 


AURORA, ILELEN OTS 


Bronches, Jobbers ond Deolers in All Principal Cities 




















STORAGE AND DISPLAY EQUIPMENT IN STEEL 
STORE FIXTURES : COUNTERS AND SHOW CASES 


SHELVING « LOCKERS AND CABINETS 





FOLDING TABLES 


AND CHAIRS 





COMBINATION 


TU-DOR COUNTER-HI 
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See through Business Walls 


OU can't actually watch every 
5 ghee of your business 
all day every day. But you can 
know exactly what each depart- 
ment has done each day. You can 
have this information 
desk at nine o'clock, in a single 


on your 


report that gives you a complete 
fact and figure picture of your 
business, daily. 

Keep posted on the status 
of your business 
Thousands of executives have 
found that this is the only method 
which keeps them really posted 
on the status of their business. 


Elliott-Fisher - 


Flat Surface Accounting- Writing Machines 


Product of Underwood Elliott Fisher Company 


Distributed by 


GENERAL OFFICE EQUIPMENT CORPORATION 
342 Madison Avenue, New York City 


They have found that Elliott-Fisher 
enables them to make decisions 
based on fact. Their judgment is 
not made unsound by stale reports. 


Elliott-Fisher keeps the ever- 
changing picture of orders, inven- 
tories, sales billed, bank balances, 
shipments, accounts receivable and 
payable .. . and other vital facts 

. constantly before your eyes. 
Nor will Elliott-Fisher necessitate 
adding a single name to your pay- 
roll. In fact—it fits in readily with 


your present accounting routine. 


The Elliott-Fisher flat 
surface accounting- 
writing machine 





Name 


Address 


“Underwood, Elliott-Fisher, Sundstrand, Speed the World's Business” ————— 


And adds to the capacity of your 
present staff. 


Learn about this remarkable 
business machine 


You'll want to know how Elliott- 
Fisher may efficiently serve you as 
it is serving thousands of firms 
noted for their successful manage- 
ment. Send the coupon for more 
detailed information about Elliott- 


Fisher. 












General Office Equipment Corporation 

342 Madison Avenue, New York City 

Gentlemen: Kindly tell me how Elliott-Fisher can give me closer 
control of my business. 





your 
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brush, thumb tacks, mixing pen, eraser, etc., also an in- 
structive folder giving tull directions for coloring photo- 
graphs easily and successfully. This folder, entitled “The 
New Way to Color Photographs,” is also available in 
quantities for direct mail or counter distribution by dealers 
who have Mongol colored indelible pencils in stock 

It is stated that the assortment consisting of one dozen 
different colored Mongol colored indelible pencils packed 
in the easel-type box is in much demand by photographers, 


both professional and amateur 
i 


> 
Eaton, Crane & Pike Inaugurate New Department 


The Eaton, Crane & Pike Company of Pittsheld, Mass., 
have recently issued announcement of plans to inaugurate 
1 greeting card department to be devoted to the manutac- 
ture of high grade personal greeting cards. The company 
believes that the field offers an opportunity for personal 
greeting cards of Crane quality and the new line will be 
available in the same quality which has been standard for 
more than a century Distribution of this line will be 
through the retail trade, especially with reference to those 


accounts of the company which are selling the present lines 
of Crane’s fine writing papers 


The services of Ralph Hagen have been retained as 


manager ot the greeting card department Mr Hagen has 


ing card 


; 


had a wide and diversified experience in the gree 


business and has held important executive positions with 
one of the leading manufacturers in the industry He 
assumed his new duties about the middle of June and it is 


: , ; . 
planned to have the greating card line available for 1931 


man ; 

Rada Joins Sales Staff of Tri-Pen Company 

Roy J]. Rada, 1677 Thirteenth street, Milwaukee, Wis.., 
has been appointed sales representative of the Tri-Pen 
Company, Pawtucket, R. |., manufacturer of fountain pens 
and pencils with triangular barrels, covering Wisconsin 
and the upper peninsula of Michigan 

Mr. Rada is well acquainted with the trade in this terri- 
tory For six years he was connected with The Ault & 
Wiborg Company of Cincinnati, Ohio. Subsequently he 


went into business for himself, selling at retail. A year 
and a half later he sold out his interest and joined the 


sales organization of the Nationa! Bank Supply Company 


of Milwaukee. He is well fitted by training and experience 
to make a success of his new work 
i. — 


Smith-Corona Essay Contest Prize Winners 

The L. C. Smith and Corona Typewriters, Inc., recently 
held a prize essay contest Che following were the prin- 
cipal prize winners First prize, $1,000, Mrs. Blanche H 
Brown, San Francisco, Calif.; second prize, $250, Norman 
[. Dill, Savannah, Ga. In addition to the foregoing there 
were ten prizes of $25 each, the winners being scattered 
over the entire country 

rhe letters were judged by Dr. John B. Watson, eminent 
psychologist, formerly with the Johns Hopkins University; 
Sumner Blossom, editor-in-chief of the American Magazine 


and Floyd Gibbons, the famous war correspondent 


ie . 
Mr. Rogers Receives and Sends a Radiogram 
While aboard the SS. Olympic on May 5, enroute to 

New York City, J E. Rogers, president of the Addresso- 

graph Company, received a radiogram signed by sixty-six 

sales agents and salesmen of the company. The wording 
ot the radiogram was as follows: “Learning of your ar- 
rival May 6th, we determined to greet you with one 
hundred per cent or better of our April quotas.” The 
signatures of the quota-makers followed. 

Mr. Rogers responded with a radiogram in which he 
expressed his appreciation of the work the men had done 


and congratulated them on their fine records. 
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THE TALK 
of 
THE TRADE 


‘“Sunruco” 


EXECUTIVE CUSHIONS 





‘‘Sunruco” engineers have excelled their rigid stand- 
ards for quality and workmanship in the fashioning 
and development of the Executive Chair Cushion. 
For comfort, it has no equal. For appearance, we 
do not hesitate to state, it is the most attractive 
cushion ever designed. The pleasing colors of the 
velour covering harmonize with all furniture. The 
Executive lends dignity and prestige to the finest 
of offices. 


The sponge rubber core or filler is made by a secret 
process, of a light, fluffy, porous composition, 2” 
thick, that actually breathes with every move of the 
body. Completely housed in an envelope of rich 
velour material. Unlike other cushions, it will not 
pack or lose shape. Improves with constant use. 
For office comfort and efficiency, use “Sunruco” 
Executive Cushions. Furnished in four colors, 


Red, Green, Blue or Taupe. 


Wide Deep Each 


No. 1—Stenographer’s Chair..... 154” x 13” $5.00 
No. 3—Stenographer’s Chair..... 17” x 15%” 6.00 
No. 5—Arm or Swivel Chair..... 18%” x 174” 6.50 


Packed one to a box. 


The Sun Rubber Company 
Barberton, Ohio, U. S. A. 


Write today for new 1930 illustrated and descrip- 
tive broadside on complete “Sunruce” line! 
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The office supply dealer intent upon a program of 
“Everything for the office” welcomes the Canode 
line of SUPERFINE office supplies. Inks for 
every purpose are included in this broad line, every 
kind of supplies for rotary duplicating devices, paste, 
typewriter brushes, ribbons—carbon paper. 


IMMACULATE carbon made on a fine Crompton 
tissue is a high grade correspondence carbon meeting 
favor in competition with the best of the others. 
SUPERFINE offers a new standard of service in 
the general office—a carbon affording complete sat- 
isfaction to average users. 


CANODE carbon is a popular price grade—the 
happy medium combining price and quality answers 
the demand of the great majority of the trade. By 
concentrating on the most popular weight and color 
and selling in volume, we can provide an attractive 
package and put quality in it, and Canode pencil 
carbon provides excellent quality. 


We shall be pleased to send full information with 
price list and complete line discounts. 


Canode Ink and 
Office Supply Co., Inc. 


3005-17 Carroll Ave. Chicago 
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Texas House Issues Imposing Catalogue 
The E. L. Steck Company, stationers of Austin, Tex., 
has recently published its new general catalogue No. 130, 
a copy of which we have received and have looked over 


Che company states that it represents a new departure 


in catalogue construction Che company believe that sales- 
men sell and customers buy the articles on which they 
have the most information They have, therefore, selected 


the lines of merchandise which they prefer to sell and have 


tried to give as much detailed information as possible about 
them Thus the catalogue serves as a sales manual for 
the salesmen and a handbook of information for the cus- 


tomer The company states that on the item of pencils 
alone they have been able to reduce their stock to about 
one-third of what it was at the time they were carrying 
every line of pencils under the sun and the stock is being 
turned from eight to ten times per year instead of two 
or three The company believes that they are handling 
fewer competing lines than most stationers, yet with the 
full information concerning them that they give, they have 
no difficulty in selling the goods in greater quantities than 
ever before 

The catalogue which the company refers to is beautifully 
gotten up and contains 312 pages 

As intimated in the foregoing comment, the descriptions 
of the different articles are particularly full and precise. 
a sales talk in 


+ 


Each page is to a very considerable extet 
that it gives the precise information which the salesman 
wants to know in approaching the customer and which the 
customer desires most to know before he purchases the 
goods. Although the catalogue does not perhaps contain 
all of the articles manufactured in the stationery field, it 
nevertheless covers the field in tvpes of merchandise very 
completely and offers everything that the most fastidious 
office could desire in the way of office equipment and sup- 


plies, including printing, engraving, rubber stamp work, 


> 


Cleveland House to Move 
he F. W. Roberts Company, one of the oldest office 


supply and printing houses in Cleveland, are to move their 


store now located in the Ellastone building, Prospect 


avenue and East Fourth street, to Carnegie Hall building 
on Huron road, near the intersection of Euclid avenue 
Alterations to the building are now in progress and the 
store will be fitted up in the most modern manner. It will 
occupy a space of nine thousand square feet There is a 


and one-half feet at 1208-18 Huron 


road, widening to ninety feet for the rear half Lease is 
for fifteen vears at an aggregate rental of $300,000. The 


company\ has made bu 


t two moves since its founding in 
1885. It was then located on East Fourth street, two doors 
south of Euclid avenue In 1902 the business was moved 
to its present location The Ellastone building and annex 


was purchased from the widow of the late F. W. Roberts 


and his son, Warren K. Roberts, last year Che printing 
plant of the company will continue to occupy the Ellastone 
innex after the store is moved, which will be around 
August | 

Richard B. Sanders is president of the F W. Roberts 


Company, starting with the company in 1893 as a bundle 


——- 

New Manager Takes Up Duties 
George Hamm, newly appointed manager of the Cleve- 
land branch of the American Writing Machine Company, 


has taken up his duties The display of the 1873 model of 


l 
i 


the Remington typewriter in connection with the present 


No. 12 and Noiseless machines has brought many visitors 


to the store A. E. D 
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HAVE YOU A PRODUCT which is, 
ons or can be, sold best through the sta- 
ise. . ~ . 
‘s tionery trade? Has it a real market, 
ian and a real future? If you have that 
he . . ° 
“tn product, we will buy it outright, or 
ain manufacture and sell it with a royalty 
Be to you, or take over its exclusive sales 
ery cus 
as rights. 
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rk, Wearean old, large, well-established 
manufacturing firm—one of the good 
. old trade names of America. Our na- 
hee ° . ° ° ° ° 
oe tional distribution is complete, both in 
ect commercial and social stationery out- 
is lets. Our own products are the lead- 
the ers in their fields—with national de- 
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Sa . . . 
a national advertising. 
is 
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ved more active sales representation, and 
an in new, unmarketed products. 
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TOMORROW 
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(Yompany, 


GRAND RAPIDS, MICHIGAN 
NEW YORK: 


545 FIFTH AVE. WHERE NOT EXCLUSIVELY 
stint hee REPRESENTED WE ARE 
CHICAGO: INTERESTED IN RESPONSI 


610 SO. MICHIGAN AVE. BLE CONNECTIONS. 
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New Applications of Water Color Pencils 

The Eberhard Faber Pencil Company of Brooklyn. N. 
Y., state that the Aquarello water color pencils are develop- 
ing an important application, among others, for painting on 
linen, crash, silk and other fabrics. The company has 
arranged with Dritz-Traum Company of New York City, 
one of the largest makers of stamped patterns, to manu- 
facture patterns especially suitable for coloring with Aqua- 
rello pencils 

It is now possible for women to buy Hiawatha stamped 


patterns and the Eberhard Faber No. 1163 assortment of 
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ILLUSTRATION SHOWING A FEW OF THE MANY APPLI- 
CATIONS OF AQUARELLO PENCILS 


twelve different colored Aquarello pencils in a handy easel 
box, at adjacent counters in stores. Among the stamped 
patterns ready are crash hand bags, crash pillow fronts and 
backs, crash wall panels, linen framed pictures, in such de- 
signs as Ann Hathaway’s cottage, a bowl of flowers, a 
stage coach, etc. The Aquarello pencils are also being 
used very effectively on parchment, leather, wood and other 
materials 

Stores displaying these pencils with samples of the work 
which can be done with them report unusually large sales 
and find that these remarkable coloring materials are cre- 
ating a new fad of “painting with pencils” and are build- 
ing profitable business, opening up an entirely new field 
for sales. Eberhard Faber has recently issued a new folder 
giving complete instructions for the use of these pencils 
and offers without charge unusual window and counter dis- 
play material which has demonstrated its selling power. 
paper advertisements also are obtainable on 


Mats for news 


request 


oiemmesiiiiiiaiiada 
Dryden Represents FiberstoK in South 
James D. Dryden, a traveling man well known in the 
Southern territory, now represents the National FiberstoK 
Envelope Company of Philadelphia in that section. 
Mr. Dryden’s wide acquaintance in Dixie and his experi- 
ence as a salesman are assurance of his success in the new 


Situation 
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Tells the whole 


story at a glance 





Free Telephone 





The Burns Display Stand on your 
counter or in your window gives a com- 
plete story of the convenience of the Burns 
Hi-Lo Bracket. 


IT DEMONSTRATES— 


—the up and down feature 

—how it swings on the base 

—the simplicity of the extension 
—the many ways it may be mounted 


—ALL AT A GLANCE. 


It requires only a few feet of space in 
return for a constant, untiring selling 
effort. 


—And it costs you nothing — 


When you get the Burns Bracket Dis- 
play, you pay for only those parts as may 
be resold, the base and dummy telephone 
are free. 


1—H87 Hi-Lo Bracket ............ $5.75 


1— 98 Mounting ................ 75 
I— 85 Nee Came ee 
th -- 75 
I1— 83 ™ ; wisewome (an ween 
I— 86 7): acoveeemne eee 1.25 


RE Dn cc neve seewecdads No Charge 
1—Dummy Telephone ........ No Charge 


RO ican dkeecckantaeee $10.00 
Less your usual discount 


USE THE COUPON 


mee ee a ae ea ass cea cer nereanreacreae neers 


American Electric Company, Inc., 
State and 64th Sts., 
Chicago, Tl. 


Please send me.............- No. 30 Dealer Displays as 
sted above. 
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MIDGET 
BINDER 
equipped with 
lift spring in 
base (see illus- 
tration), sloping 
anvil and rub- 
ber feet. 


Profits. 
profit of some kind 


Nearly every one is after 
money or other 


gain. But in the sale of stapling de- 
vices, it is our sincere belief that 
profits from Acme _ Staplers are 


stapled to stay. Because of the posi- 
tion the device holds in the field of 
office supplies. 

In practically every office, large or 
small, there is some stapling to do— 
permanent fastening. The Acme is 
the answer. 


The Acme family embraces a model 


quirements. 


Send for full details today. 


ACME STAPLE Co. 


1643-47 Haddon Ave., Camden, N. J. 
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OFFICE APPLIANCES 
“Skyscraper” Desk In Window Display Parade 
Dealers of The Shaw-Walker Company 
1 


dressing ch the 


participated in a 


+ 


contest 


4) 


window in whi new “Skyscraper” 


desk was featured out photographs were sub- 


nity 








FIRST PRIZE—Bradley & Scovill Ine New Haven, 
Conr 
nitted to the committee of company executives, which 
passed judgment on the advertising value, number of in- 
quiries resulting, and general attractiveness. The awards 





suitable for every office and for every SECOND PRIZE—Rucker-Fuller Company, San Fran- 
purpose. Besides the sale of staplers, cisco, Calif 
there is a good business accruing . ae ; 
- - , : & were: First prize, Bradley & Scoville, Inc., New Haven, 
from the sale of supplies. A small , ; 
: Conn.; second prize, Rucker-Fuller Company, San Fran- 
investment takes care of your re- =" , 

. cisco, Calif.; third prize, E. L. White & Company, Fort 





: THIRD PRIZE—E. L. White & Company, Fort Worth, 
Texas 
OY as = ACME NO. 1 Worth, Texas. Honorable mention was accorded to the 
~ ss _— f sample r« ’ . 4 mt +] sL-ee ys - 
—_— a displays of the H. H. West ¢ ompany, Milwaukee, Wis., and 
. the Utica Office Supply Company, Utica, N. ¥ 
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ERE is a real tariff file—designed to hold tariffs; the 

only file of its kind! Its sales features make it pos- 
sible to replace every flat file and every letter file being 
used for tariffs by every shipper. 
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The Automatic Tariff File keeps tariffs flat, protects them 
from the dog earing and warping that comes with 
shuffling them about flat files or 
standing them-on shelves. And the 
Automatic expansion feature saves 
hours of time. 





















aven, 
Fran- 
Fort 


This specialty is not just an stem. It 
can be sold and it offers new leads to 
prospects you haven't been able to sell. 


THE AUTOMATIC FILE & INDEX CO. 
General Sales Offices: 
427 West Randolph Street 
Chicago, Illinois 
Factory: Green Bay, Wisconsin 


{Upper Circle} Part the 

drawer at the desired tariff 

—there are 9 inches of work- 

ing space and the full face of 

the tariff is visible, saving 
ours of time. 


{Lower Circle} Close the 
drawer. The tariffs are 
firm without buckling and 
warping—a real sales point. 
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$ OO 
60= , Sells One Hundred 


Forty-six in Two 


Months 


OFFICE MACHINE COMPANY, Los 
Angeles, Calif Mr John M. Agnew 


writes 








Slightly higher in the West 


and in Canada 






“Three years ago, I was selling about 
five Corona Adding Machines a month. 
During October and November of this 
year, I sold one hundred and forty-six 
machines and expect to sell seventy- 
five during the present month. The 
answer is—let the people see it, dem- 
onstrate, and it will sell itself.” 


Sells Lots of Corona 
Adders by Mail 


EDWARD H QUIMBY, Dover, New 
Hampshire, reports: 


Capacity 
999,999.99 






“It may please you to know that you 
can depend upon a steady business, 
month after month, from this agency. 
We sell a couple dozen, or more, each 
month, wholly by mail in addition to 


Why Dealer S are the saies made in the stere from win- 
Strong for Sells Fight in Six 


Days 


66 99 TYPEWRITER INSPECTION coM. 
PANY, INC., Toledo, Ohio—Mr. J. B 
Watkins, President, says 
the 


“We have sold eight in past six 
days. I am enclosing an order fer 10 
of the No. 7's.” 


Ai the right are excerpts from the letters of a 
tew dealers who have had experience in selling the Corona Adders 


new Corona “7” Adding Machine. They indicate 
; 5p “Ss Put” 

the enthusiasm shown by all who examine this ma- tay Fut 

chine and realize its possibilities. TALBERT TYPEWRITER EXCHANGE, 

Casper, Wyo Mr. Talbert says: 


Corona “7” is a strictly standard adding machine 
: “We have had the Corona Adder line 


in every respect, with ey keyboard and brs Gop bent ene and eno-hell cease, Then 
’ ret: r - )( » key ar “xible are easy to sell and good about staying 
t PS, m t iling at SO OO. lhe keybo urd iS fle xil c, put. Not only the Adders, but the 
with individual column control. Repeat, error, non- Corona Accounting Cashier as well, 
" - ° which is a splendid outfit The EX 
add and total keys are conveniently placed for rapid Cashier is particularly easy to sell 
pT ail : : ee , 4 iia from demonstration, and even from 
operation. It prints in clear, large type, always catalog.” 


visible. It has 7 banks of keys, but adds and prints 
8 columns, so its actual capacity is 999,999.99. Hav- " 
ing no oil governor it will operate perfectly in any Expect to Double 
position or temperature. It is built with great pre- Sales in 1930 


cision in the great L C Smith & Corona factories. 
THE OFFICE EQUIPMENT COMPANY, 


Another Model, Corona “G”", with Des Moines, Iowa—Mr. H. E. Russell, 
10-column printing capacity, $80. President, says 

; : “Corona Adders meet with very little 

For details of our attractive dealership write sales resistance We believe any deal- 


er who will give this item honest ef- 
> . : _ . . ‘ fort will find it a money making item. 
PorTABLE AppDING MACHINE Co. We expect to double in 1930 our 1929 
:- os: . rT . record.” 

Division of L C Smith & Corona Typewriters Inc, — 


51 Madison Ave., New York, N. Y. 


CORONA 
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In announcing the contest, The Shaw-Walker Company 
requested the dealers to work out their own ideas to pro 
duce an effective window. Suitable display material was 


supplied by the manufacturer to facilitate dressing ~ 


dows. 





MENTION 
Utica, 


HONORABLE U tica Office Supply Company, 
4 


desk 


the 


“Skyscraper” 


of 


The dealer organization has found the 


an actual source of profit. Seventy-seven per cent 


exclusive dealers show increases exceeding twenty 
the to 1929-30, as compared to the 


same period in 1928-29. Random selections of some of the 


per cent 


in July April period, 





Mil- 


MENTION—H. H. West 


waukee, Wis. 


HONORABLE Company, 


larger dealers indicate increases ranging from thirty to 


forty San Francisco, 
and ( 


are 


representatives in 


Utica, 


per cent 
Des Moines, 
Among the 
importance. 


among 
Dallas, 


dealers 


Bridgeport leveland 


larger such percentages of great 


> - 
A Few Boston Personals 


Lovett, president of the Standard Diary Com 


Malden Sav 


Wallace R 


made vice-president of the 


pany, was recently 
ings Bank, one of the largest suburban banks in Massachu- 
setts, having deposits of more than $25,000,000 


Charles B. Gordon, general manager of The Carter’s Ink 
Company was recently on a trip to the European Conti 
nent. His expectation when leaving was to return the last 
of June . 

At a recent meeting of the delegates of the Phi Delta 
Theta fraternity for Alpha province, including New Eng- 


land colleges, William H. Greenleaf, advertising manager 
of The : 


president 


Carter’s Ink Company, was re-elected province 


| 
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“. Excuse Us—Please 


All revolving Eff & C Chairs 
are now being equipped with 
“LIFETIME” 
Ball-Bearing Casters 


These new casters are going to be a sensation—they 


are especially designed for Fritz-Cross—they’re 
really wonderful. Service—everlasting caster serv- 


ice—they’re going to be standard on the Eff & C 


Revolving chairs—in keeping with Fritz-Cross 


quality—there is 


No Extra Charge 


but there will be a charge for casters to be used for 
replacement on chairs other than the Eff & C. 


No Other Chair In The 
World 


can compare with the Eff & C chair in any way— 
it’s the chair with the ball & socket adjustment— 
the ball-bearing swivel—the ball-bearing casters— 
the real saddle seat—the chair with the break-down 
test showing a factor of safety of twenty-six times 


—over two tons. 


Order Now 


but please mark your order “ship revolving chairs 


with the new ball-bearing casters’”—we’ll ship as 
300N as possible. 


By The Way 


include one of the new FRITZ-CROSS combination 
file stools AND one of the plain file 


THE FRITZ-CROSS 
COMPANY OF SAINT PAUL 


MANUFACTURERS 
SAINT PAUL, MINNESOTA 


stools. 


“The Eff & C Chairs Are Sold by DEALERS ONLY” 


William Burton Wilson, Eastern Representative, 


52 Vanderbilt Ave., New York City. 














ANY firms change files midyear. Profit 
/ 
1 most from this profitable time. Sell the 


Z 


Acco Folder, fastener 





and Punch 









[he Acco Folder is 
made of durable press- 
board — takes up less 
room binds contents 
neatly, compactly, as it 
contains the Acco | ast- 
ener, a broad based 
two pronged, lock com- 
pressed binder that holds papers tightly, accur- 
ately and as originally filed. When the file becomes 
inactive, the fastener, still 
holding the folders con- 
tents, is slid out of its metal 
holder—and safely bound 


indexed papers are ready to 





be put away 


[he holes in the paper through which the fastener 


prongs protrude to bind safely and tightly, are 


made by the Acco Punch, a short drive, powerful 
easil\ handled acces- 
sory that provides 
the third i.e 

this costiaied oa 
Acco S profit 


making trio 


hree. Send for the Acco Pocket Catalogue 
which tells how these and other Acco Products 


make filing time profit time for you 


ACCO PRODUCTS, Inc. 


American Clip Company 


9th Ave. and Long Island City, 
24th St. N. Y. 
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Income-Increase Plan for Royal Salesmen 
The Royal Typewriter Company, Inc., has established 
he following rules concerning those eligible to rewards 
der their new income increase plan 
“Each salesman continuously in the company’s employ 


between May 1, 1930, and July 31, 1930, is eligible for 


reward under this plan It is required that the salesmat 
ve in the same office under the same quota as established 
ind approved by the home ofhce, during that period 


Transfer, resignation or discharge prior to July 31, 1930, 


renders the salesman ineligible. 


“Should the salesman’s total sales for the three months 
beginning May 1, 1930, and ending July 31, 1930, equal or 
exceed his total quota for the three months, he will receive 
additional compensation of one dollar per machine tor new 
Royal Standard typewriters billed and delivered during 
hese three months. As for instance: Salesman A’s quota 
per month, twenty-five machines; Salesman A’s quota three 
months, seventy-five machines Actually sold, seventy 


seven machines Additional compensation $77 


; 


“Sales of Roval continuous form writers count as twe 


standard machines sales each Machines billed and deliv- 
ered on home ofhice accepted orders only are eligible Port 
ible. rebwilt and demonstrator sales do not count No 
lanket orders for future deliveries are counted All sales 
ust be in accordance with the sales rules 
“Selling managers who have in their office no other full 
ne salesmet or whose ofhee quota 1s thirty machines a 
nth or less, are considered as salesmen for the purpose 
ft this pla ind are compensated under the above rules 
“Selling managers eligible under the managers’ plan 
vever are not eligible under salesmen’s plan 
> 


New Atlanta Concern Buys Newell-Thomas Used 
Furniture Department 
The Bryan and Harris Company is the name of a new 
fice equipment firm which has opened at &9-90 Waltor 
street Atlanta, Ga 
F. J. (“Felix”) Bryan, who will be president ot 
neern, is well known in the Atlanta stationery teld 


iving been connected with the Newell-Thomas Office 


Equipment Company and later with the Baylis Office 
‘ ' 
Supply Company He leaves the Baylis Company to enter 


usiness for himselt 


Associated with Mr. Brvan will be Mr. Harris, also well 


known to the Atlanta office equipment field 


e firm has purchased the used furniture department 
the Newell I} mas ( 1 \ i d A I] ‘ il < clusivel 

— tur ure t 5s 2 ed It \ iis r¢ ( ited 
the old site of he News Thomas ( it the 


New York Stationer Buys Tower Branch 
H. K. Brewer & Company of New York City, one of the 
iidest stationery houses in the country, announces that they 


ive purchased the uptown branch of Eugene H. Tower, 


ni in the Chanin building, 384 Lexington avenu hey 

said t t the addition of this store to their cha vill enable 
em to pertorn etter service to cust rs e Grand 
‘ il ( ( 


Seattle Typewriter House in New Premises 


Another typewriter dealer in Seattle has caught the 


moving fever Che Typewriter Service Company, formerly 


it 716 Third avenue. has taken a suite on the second floor 


he same building.—J. C. J. M 
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Two TEN-CENT Pencils 


that offer a Real Opportunity 
as Profit Makers! 


Van Dyke * 
No. 601 ¥ 





Mongol 


COLORED 
INDELIBLE 





















Its adjustable clamp eraser—a patented 
Eberhard Faber innovation—has widened 
your market for 10¢ pencils. This pencil 
sells, not only to artists and architects, 
but to the general pencil-using public 
as well. Dealers tell us that display works 
wonders in selling this pencil — many 
people buy it as a novelty — but re- 
order because of its genuinely increased 
usefulness and convenience to them. 














The clamp holds 
eraser FIRMLY. 
It will not “jump 
out”’ in use. 





This new thin lead color 
pencil has made a smashing 
hit! That’s no overstate- 
ment. A single advertise- 
ment to the general public 
brings in hundreds of re- 
quests for samples, infor- 
mation and prices. Month 
by month these returns in- 
crease. Dealers write, wire 
and phone us to supply 
them at once. The two 


Try this test. Punch it 
through stiff cardboard. It 
will not break! 


YZ 
\ Yl 


Vz BB 


¢ 





% 


To lengthen the 
eraser when it 
wears down, just 
pull out the 
clamp. 








outstanding advantages of 
this new pencil are its amaz- 





Use it like a crayon. Then 
wash with a wet brush. You 








Se 


The eraser can be 
adjusted as it 
wears, and used 
to the very end. 


EBERHARD 


FABER 








. ° get smooth, even results. 
ing strength and its new 


use for water-color work. 


EBERHARD FABER PENCIL CO. 
Dept. OA-7, 37 Greenpoint Ave., Brooklyn, N. Y. 


Please send me some of your striking new window dis- 
play pieces featuring these two new pencils and also folders 
illustrating their use for distribution to my customers. 


Name 





Street ee 








City ; ; a 


—---- A  - - - -] 


State 








OFFIC! APPLIANCES 


134 








COST CUTTING 
FACTS 


you should 











Costs 

















CAN BE REDUCED et 
~ ~~ —s + ot one _— + i r-7 5 
—— a Pag, * 

== a= Passe 
THE YOUNGSTOWN PRESSED STEEL CO : > | # 
pee aS 

= _nenperonl | bs pine Another way 

: | a to cut Handling Costs 














Saud Plact ore e . eo 
Thee wnagune wher «© a . bw 
tiled «* « . ¥ me, tal 
heas quent SAVERS Read che lee of YPS Mace 
any part of the plant Dow . He <P shetom Pra the 
te any pow “ _* 2 FREE copy 
iy"e a0 Be Saved 


STEEL BOXES AND PLATFORMS 


for industry 
.. the MULTIGRAPH saves it for them 


Reducing costs for industrial organizations is a specialty of the 
Youngstown Pressed Steel Company. What YPS does for in- 
dustry, the Multigraph does for YPS. Says W. G. Armstrong, 
assistant to the president, “The savings that result from this 
method have made our Multigraph a most profitable investment. 

“It costs a great deal less to carry electrotypes and print 
enclosures, reprints, etc., in small quantities as needed than it 
does to carry a stock of printed matter, and it reduces pos- 
sibility of loss through obsolescence.” 

Savings for YPS have retired their investment in Multigraph 
(How often do you find an investment 














equipment in two years. 
that pays 50‘c per annum?) 

In addition to all of which, as Mr. Armstrong observes, 
“The Multigraph has been a 
vital factor in our sales pro- 
motion work and has made it 
possible for us to do many 
things which otherwise would 





The Multigraph department of the Youngstown Pressed Steel Company 
and (at left) some of the office and factory forms which it produces. 


The MULTILGRAPIT 








have been impractical.” 
Multigraph representatives 
can give you details. 


THE AMERICAN MULTIGRAPH 
SALES COMPANY 
1836 East 40th Street, Cleveland, Ohio 
THE MULTIGRAPH SALES COMPANY, 
LIMITED 
137 Wellington St., W., Toronto, Ontario 
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Ault & Wiborg’s New 


BEARCAT 
BRAND 


CARBON PAPER 


f 














CARBON PAPER 














For the Demands 
of Modern Business 


Try this hard service utility carbon— 
sharp writing, durable, non-smut— 
ideal for bank and corporation use: 
the ultimate for general correspon- 
dence and billing. 


Made in Black Only—Four Weights: 


8 lb. correspondence 

10 lb. correspondence 
and billing 

12 lb. billing 

15 lb. billing 


A line on your letterhead brings sam- 
ples and prices. 


The International 


Printing Ink Corporation 
Carbon & Ribbon Division 


CINCINNATI . OHIO 
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Staedtler Sales Staff Expands 

Supplementing the announcement of a month or two ago 
of an expansion in the sales plans of J. S. Staedtler, Inc., 
55 Worth street, New York City, manufacturers of Mars 
and other well-known brands of pencils, this publication 
learns from R. J. Urmston, president, of the addition of 
three new men to the Staedtler sales staff. 

Dwight N. Briggs, whose ten years’ experience as an 
advertising representative of Office Appliances in New 
York and the vicinity, has gained him a wide acquaintance 
among dealers and manufacturers alike, will cover the New 
York trade in his new selling connection. 

J. A. Bowen, who for a number of years represented the 
Russia Cement Company and Eberhard Faber in various 
territories, has been appointed Chicago representative of J. 
S. Staedtler, Inc. 

W. Lowenthal has also been appointed as New York 
sales representative to the drug and cosmetic trades and 
will present the Staedtler line of eyebrow pencils as well 
as the general line to jobbers and other distributors in this 
held. His new connection follows previous identification 
with other firms selling to this same field. 

Mr. Urmston says that despite general business condi- 
tions, his sales are considerably in advance of last year and 
that he is looking forward to a very active and profitable 
fall and winter. 


a 

Recent Addressograph Agency Appointments 

T. F. Lynch, former Providence, R. IL. sales agent for 
the Addressograph Company, Chicago, has been placed 
in charge of the Dayton, Ohio, sales agency, succeeding 
J. M. Roser, who recently resigned. Before his resignation 
Mr. Roser had completed a twenty-three-year period of 
service with the Addressograph Company in the Dayton 
territory. 

C. F. Rounds has taken over the Providence sales 
agency, succeeding Mr. Lynch. Mr. Rounds was formerly 
sales agent at Portland, Ore. H. R. Schultz, former senior 
salesman in Newark, N. J., has been promoted to sales 
agent at Portland. 

a 
Record Installation of Record Equipment 

Clarence R. Smith & Company, Louisville, Ky., were 
awarded the contract for equipping the new Model Regis- 
tration office of Louisville, Ky., an order that included 600 
Faultless visible record books, made by the Stationers 
Loose Leaf Company, Milwaukee, Wis., one million five 
hundred thousand record cards, Shaw-Walker counter 
equipment to house the records and thirty Continental 
stationery cabinets to house the duplicate binders and cards. 
The original order amounted to $18,000 but eventually ex- 
ceeded $24,000. Fifteen bidders from various parts of the 
country competed for the contract which was finally given 
to Clarence R. Smith & Company. 

Ge 
Business Improvement Expected 

An authority states that office furniture manufacturers 
of Evansville, Ind., and other points are looking forward 
to a marked improvement in sales beginning with the 
month of September. It is believed that the dullness with 
which the trade has been afflicted in the earlier months will 
by that time have passed away and normal activity will 
have been resumed. 

. ——— 
D. D. Macdonald Catches "Em Big 

Donald D. Macdonald of Bradley & Scoville, Inc., prom- 
inent stationers of New Haven, Conn., recently returned 
from Northern Maine, where he had spent a short vaca- 
tion at Vaughn’s camp, near the Canadian line. 

He reported a fine time and exceptionally good results 
with reference to trout fishing. 














“The best 
office furniture 
that money can 
buy -- at each 
price level” 








| 
Know more about Hoosier. INI 
We are always glad to send BN 
catalog and complete details. 


HOOSIER DESK COMPANY 


Jasper, Indiana 
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Portable Typewriters Now Used for Rental 
Purposes 

In the Dayton (Ohio) News of May 7, 1930, an item 
appeared concerning a Dayton typewriter dealer who re- 
cently maugurated a new service to the public by offering 
new portable typewriters for rental on the same basis as 
standard machines. This dealer, The National Typewriter 
and Repair Company, 814 North Jefferson street, Dayton, 
has had the local agency for the Corona portable for many 
years 

The growing popularity of portable typewriters for use 
in homes, schools and small offices caused Mr. Decker of 
Che National Typewriter and Repair Company to decide 
to offer the public a choice of any of the leading makes of 
portable typewriters, such as Royal, Corona, Underwood 
and Remington, on a straight rental basis The company’s 
proposition permits the application of the first two months’ 
rental charges on the purchase price of the machine in the 
event that the renter wishes to purchase the typewriter 
at the expiration of the rental period. 

Mr. Decker anticipates a large response to this new ser- 
vice in Dayton as well as in the larger cities of the coun- 
try. Only new machines are to be rented. Mr. Decker 
is building up his stock of new portables to accommodate 


all those who wish to take advantage of the offer. 


-_ >) a 
“Pencil Department ‘J’” a New E. Faber Feature 
[The Eberhard Faber New Pencil Department “J” is a 
new and useful feature of the line. It is a compact counter 


display case taking a space of only 171% by 18 inches, yet 





EBERHARD FABER COUNTER DIS 
PLAY CASE “PENCIL DEPART 
MENT ‘J’’ 
forms, it is said, a complete pencil department at an at- 
tractive price. 

Department “J” is made up exclusively of best sellers 
determined on the basis of actual sales records. The 
quantities of each of the items have also been carefully 
ascertained. The case with its contents is a sightly affair, 
offering pencils, penholders and erasers in a variety suited 


to practically every requirement of the average customer. 


> 
The Dunleavy Company Issues New List 


A new price list, No. 5, effective May 1, 1930, canceling 


all previous issues, has been sent out to the trade by The 
f standardized filing 


and card index supplies for all cabinets and systems, 16/ 


Dunleavy Company, manutacturers ¢ 


Oliver street, Boston, Mass. These supplies are marketed 
under the name Filex 

The makers state that those who receive the catalogue 
will find that thev have boiled down a number of items, 
yet the line is complete and will meet every requirement 
with minimum of investment. Grades have been consoli- 


dated and improved and the prices revised. Certain items 


have been added to meet new conditions, enabling the 


dealer to supply a demand for quality merchandise and also 


for “price” goods 
The new price list should be welcomed by dealers in 


filing equipment everywhere 
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money 









lifetime conveniences 
permanent economies 


HECK off the five Flexi-Post advantages. Each is 
outstanding, time-tested, and backed by the lifetime 
guaranty on the Flexi-Post mechanism. 






1. Disappearing posts—cannot protrude and scratch the 
desk. 2. Unlimited capacity—present and future needs 
met by adding post sections. 3. Direct screw compres- 
sion—sheets cannot work loose. 4. Wider release—more 
finger space for quick removal or addition of pages. 5. 
More compact—no protruding posts to waste storage 
space. 











These features make Flexi-Post Binders easier to sell at 
a more profitable price. Full page, two-color advertise- 
ments every month to binder users bring in the prospects 
—keep sales humming. Exclusive franchise! Protected 
profits! See if your territory is open. Mail the coupon. 


STATIONERS LOOSE LEAF COMPANY 


Milwaukee, Wisconsin 



















REG.U.S. PAT. OFF 
anteed Binder - a Unit of the FAULTLEss Line 


STATIONERS LOOSE LEAF COMPANY, Dept. C-?, Milwaukee, Wis. t 
Is my territory open for Flexi-Post? Send booklet and guaranty facts. 
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Designed for VOLUME 
Priced for VOLUME 


First swivel socket desk sets at low prices give 
you volume sales and more sensational profits 


———/T, 
COMPLETE 
WITH ONE 


No. 40 PEN 


| 305 Clear Glass 

Single Set — I qs ipt ped 

with one larg 

capacity h. a’ . rub ber 

Inkstand, one swivel 

socket, and one No 40 
Dipaday Pen 
15° conmenta 


WITH TWO 
No. 40 PENS 


No ; 
De ynuble e¢ 
with tu > No 75 ars 
capacity hard rubber 
Inkstands, two swivel 
jem and two No 40 
Dipaday Pens. 







OW the greatest desk set 


market in existence is yours! 


You can pile up new peaks of profit 
by selling these newest additions to 
the fast-selling Dipaday Desk Set line 
to business offices, where every sale 
is a multiple sale. 


Now Sengbusch gives you desk sets 
that answer the tremendous demand 
of business for efhicient swivel socket 
sets at low prices. 


Herethey are. Ideal for large offices 
where standardization is a necessity. 
Ideally priced for organizations where 
close buying is the rule. 


The socket allows free swing in any 
direction. It holds the pen securely, 
keeps the point moist and ready for 
instant use. The Sengbusch Self-Clos- 
ing Inkstand is extra large. Always 
delivers clean, fresh ink to the pen. 


The demand for these new sets 
is huge. The market is ready and 
waiting. The profits, sensational 
profits are yours the minute you 
go after them. Order a complete 
stock now. Display them. Fea- 
ture them. And watch them sell! 


Sengbusch 


SELF-CLOSING INKSTAND CO. 


715 Sengbusch Bldg. Milwaukee, Wis. 
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Remington Rand Takes New Offices in Seattle 

Remington Rand Business Service, Inc., extends an invi- 
tation to visit its new quarters in the Fifth avenue build- 
ing, 1426 Fifth avenue, Seattle. 

The organization has leased the entire third floor, part 
of the fourth floor, and the basement, the latter being 
used for storerooms and a warehouse. 

Carpeted offices are on the east side of the building 
Five individual display rooms for bookkeeping and account- 
ing machines have been arranged on the west side of the 
structure, while three individual display rooms have been 
outfitted on the north side. 

In the center of the building is a large display room. 
Part of the fourth floor is used as a service department for 
typewriters, accounting, and adding machines. 

Lines featured in the displays are the Remington Stand- 
ard, Noiseless, and Portable typewriters; all-electric, ac- 
counting, bookkeeping, billing, and portable adding ma- 
chines; Library Bureau card and filing systems, cabinets, 
vault interior and library equipment; Kardex and Rand 
visible records; Safe Cabinets and record protection devices; 
Index Visible; Powers accounting machines; Dalton adding 
and bookkeeping machines, and Kalamazoo and Baker 
Vawter loose leaf equipment. The organization maintains 
a complete indexing and filing department.—J. C. J. M 











WELL CONCEIVED DISPLAY IN STORE OF CHAS. G 

STOTT COMPANY, INC., WASHINGTON, D. C. The new 

Lyon desk tray is shown at the right. Other well known 

products in the display include Victor safes, Rand McNally maps 
and globes, Hanson scales and Stafford ink 








Bates Manufacturing Company Annual Shut-Down 
In accordance with an established custom, The Bates 
Manufacturing Company, Orange, N. J., maker of num- 
bering machines, eyeleters, telephone indexes, and other 
office equipment items, will close its factory during the two 
weeks ending July 19 and 26. Factory employees are thus 
accorded a two weeks vacation all at the same time and 
manufacturing will continue at full force through the sum- 
mer except for the two weeks of the shut-down. Dealers 
are urged to anticipate their needs as far as possible, as no 
shipments will be made during the period when the factory 
is inoperative. The New York office of the company at 20 
Vesey street will remain open as usual. 
_ 
Business Improving in New England 


Reports from New England are to the effect that busi- 





ness conditions are becoming a little better and that one 
particular department that seems to be improving is that 
of office furniture. Many customers are considering the 
purchase of new equipment, but some of them are holding 
off and this has the effect of slowing up business to a 


certain extent. However, the outlook is very encouraging. 
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IF YOU WERE A 


Ribbon and Carbon Salesman 
selling the PHILCO LINE, 
with its patented specialties, 
you would gain an interested 
audience in every office. 


You would be enthused and 
anxious to start the day. 
Seldom would you hear the 
words -- “not interested” or 
“we are well supplied” ~- as 
everyone is interested in and 
anxious to try 


“TAB-EDGED CARBON” 
“CARBO-GRAPH” 


TYPE-ART RIBBONS IN 
“HUMIDOR PACKING” 
The “ERASER PLACER” 


and other specialties that get 
the orders on merit. 


HOW ABOUT YOU? 


Are you satisfied with your 
present volume of business? 
Write for our proposition and 
samples. Exclusive territory. 


Phillips Ribbon & Carbon Co., Inc. 


61 Halstead Street 
Rochester ° New York 
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Quality 
for Satisfaction 


Quality is a distinguish- 
ing attribute which 
marks men or merchan- 
dise with outstanding 
character. In merchan- 
dise it means integrity 
of purpose and perform- 
ance; finest grade ma- 
terials and skilled 
workmanship---a_ truly 
FINISHED product backed 
by a reputation which 
Quality alone can 
achieve. 


Munson Rubber Type- 
writer Keys, first in the 
field, established a high 
standard which main- 
tains their unique posi- 
tion of universal recog- 
nition for Quality. 
Quality in Rubber Keys 
means economy in un- 
failing service and satis- 
fied customers whose 
repeat business is as- 
sured. 


Munson Supply Company 


The Largest Exclusive Manufacturers of Rubber Keys 


348 Hudson Street NEW YORK 
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Window Display Contest a Success 

Che window display contest recently announced in Office 
Appliances by Mittag & Volger, Inc., Park Ridge, N. J., 
was a great success. It is interesting to note that from the 
Southern territory particularly so many excellent photo 
graphs were received that the judges were obliged to qual 
ify more than one display tor second and third choices. 

Che winners were as follows Group A—Eastern and 
Central territories: first prize, The Miller Stationery Com 
pany, 25 East Third street, Dayton, Ohio, $25; second prize, 
Geer-Dunn Company, Inc., 18 West Third street, James 
town, N. Y., $15; third prize, Duggan-Rider Company, 729 
State street, Erie, Penna., $10 

Group B—Southern territories: first prize, The H. & 
W. B. Drew Company, Jacksonville, Fla., $25; second 
prizes, The Benford Stationery Company, Lakeland, Fla., 
and Virginia Stationery Company, Richmond, Va., $15 
each; third prizes, Pound & Moore Company, Charlotte, 
N. C.; Tampa Book & Stationery Company (Miss Virginia 
Stevens), Tampa, Fla., and Miami Stationery Company, Inc., 
Miami, Fla., $10 each. Displays given honorable mention 
ind qualifying for $2: A. W. Hyatt Stationery Company 
Ltd., New Orleans, La., and The DuPre Book Company, 
Spartanburg, N. ( 

Group ( Pacific Coast territories: first prize, Gundel 
finger & Meyers, Fresno, Calif., $25; second prize, Melvin, 
Roberts & Horwarth, San Jose, Calif., $15; third prize, 
H. M. Clark Office Supply Company, Phoenix, Ariz., $10. 











CHICAGO DEPARTMENT STORE FEATURES UNDERWOOD 

PORTABLE TYPEWRITERS.—The stationery department of 

Marshall Field & Company, Chicago, which has been an author 

ized Underwood portable dealer for some time, report excellent 
results from the above display 








Sales Records Eclipsed by Parker Pen 

Gross sales for April and May, 1930, that totally eclipse 
ill previous records for this period are reported by The 
Parker Pen Company, Janesville, Wis [he previous sales 
record for April and May, 1929, represented the high water 
mark for this period in the company’s history 

Unabated newspaper advertising and special magazine 
campaigns are given much of the credit by Parker officials 
for this spring’s unprecedented fountain pen business 

Parker salesmen from all parts of the country report an 
upward turn in general business, which is reflected not only 
in Parker sales, but in retail conditions generally 

Parker's business in Great Britain and continental Europe 
for the April-May period shows a gain of twenty-one per 
cent over last year, also the record-breaker for this period 

For the first five months of 1930, Parker export business, 
excluding Great Britain and continental Europe, also shows 
gains over the corresponding five months last year which 
marked a peak in the company’s export business 

New styles and color combinations, and an improved 


product ire contributing factors in the gerowing sales 





JULY, 1930 





141 


“New Desk? 
Lil Order it on Art Metal Day!” 


This dealer’s idea 


might work for you, too 


\ -™ is Art Metal Day 


in a Pennsylvania manufacturer's 
administration building. Early in 
the morning the local Art Metal man 
calls on the office manager. To- 
gether they tour the building. They 
make a note of an overcrowded file 
a too-littered desk ...a 
corner that needs an extra table. 


section ... 


Next, in quick succession, the Art 
Metal man drops in on the file super- 


visor... librarian... mailroom chief 
... head stenographer . . . building 


superintendent. Sometimes just to 
say, “Good morning.” More fre- 
quently to discover some new equip- 
ment needs . . . to give his advice on 
a problem saved for “Art Metal 
Day.” On his way out he stops to 
get the purchasing agent’s O.K. on 
the orders jotted down on his rounds. 

Can’t get an entrée like that in 
every office, of course. But other 
Art Metal men have their ““ Wednes- 
days” and “Thursdays.” And fre- 
quently the Art Metal dealer gets 
the inside track with big organiza- 
tions when it comes to office equip- 
ment. 

He has such a complete line. . . 
everything from correspondence 
trays to movable partitions. And 
Art Metal furniture is so clean-cut 
... has such a look of “belonging” 
in the right type of office. Intelli- 
gently planned . . . convenient .. . 
fast-gliding drawers, tight-clicking 
doors, nothing to warp, shrink, crack, 
or sag. Art Metal advertising, in the 
business man’s own magazines . . . 
Saturday Evening Post, Time, Na- 





<.] 


.% 


‘ 


«~ 


. . backed by the 
experience of hundreds of firms who 


tion’s Business . 


have used it . . . has led many office 
managers to standardize on Art 
Metal. 

If you’re not selling Art Metal 
now ...if you want more sales at 





lower selling cost . . . write to the 
Art Metal Construction Company, 
Jamestown, N. Y. We'll be glad to 
tell you whether the Art Metal fran- 
chise is open in your community . . . 
and what a good thing you can 
make of it. 


Art Metal 


JAMESTOWN ~ NEW YORK 


THE ART METAL LINE... Fire Safes... Film Storage Cabinets 
Desks... Shelving ... Horizontal Sectional Files .. . Plan Files 
Upright Unit Files ... Counter Height Files . . . Postindex Visible Files 
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ORIGINATION 





[t is but natural that 
FILING SUPPLY SPECIALISTS 
concentrating on filing requirements 


and dealer sales problems, 


should have originated such 


outstanding features as: 


f I Pen Wi MIU TPH PAM AIT YU WIT 


(1) Complete correspondence filing outfits in drawer units: 


(a-z guides, miscellaneous folders and name folders packed together for unit sale) 


b TTT Ts: TRUMAN i Hit POCUAAT ULL BaR.'11* RPLSEMULENALL!"Y AEEEGUEDNUALEEO TOADEDAOTERAAL? ARID TU: OT LF 
(2) Rounded corners on straight cut folders: 
(preventing dog-eared corners; promoting neatness in the file) 
FEES! OUREDSUNNNN ALN CTT PANUUALLNN A ATRAITEDERDARILIN HUH TTT 
(3) Double expansion scores on manila folders: 
( forming “‘book”’ bottom at 1/4” and 1/2” expansions) 
AUAELHAN OSEAN TUANTSDL AAT ENEUA ALN UUMQUDAMAMMUILS(; SULUAARMASULAAASOREIU AUS E844 | ALLL UYMD ONT ALL Ld) AN ALLLAQOIE UIT MMU 
(4) Rol-labels packed in handy dispensing containers: 
( folder labels in continuous rolls) 
Wath mee Pn TT QUVTOUQAETLLEALSADADAAEMOT 4120 SUNT LL matt 
(5) Clamshell edges on steel tabs: 
( preventing papers or folders from catching under base of tabs) 
mT " me A MM LT UL OOS WiNatet 
(6) A comprehensive, practical plan for increasing dealer sales 
on filing supplies. 
PERT He MUM et nT LAAMAIEUOASSARREDAMANT NTT!" HOt TTTTELTPT Tanti 1 WM MIM TOUT TUTTE" ATUL muon IUPUI LLL HF i ue 


For samples and details write your filing supply specialists. 


OXFORD FILING SUPPLY CO. 500 Driggs Ave., Brooklyn, N. Y. 
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Seattle Working for International Typiny Contest 
Members of the Associ 
twenty-sixth 

1931 held in 

President 


[ypewriter Dealers’ ation of 


Seattle are formulating plans to have the 


Annual International Typing Contest in 
Seattle, 
that the management of the event declared it would be held 


Ore 


following an announcement by Goss 


either in Seattle or Portland. 


As recognition for bringing J. N. Kimball and Chester 
Soucek to one of the weekly meetings, Mr. Hoyt, manager 
of the local office of the Underwood Typewriter Company 
and chairman of the association’s entertainment committee, 


of thanks 
was Mr 


was given a vote 


Hoy of Los Angeles, 
['ypewriter Company in the 


about 


Among notable guests 
formerly with the Underwood 
Seattle Mr. Hoy talked to the 
salesmanship.—J. C. J. M. 


othce members 














FOSTER & REYNOLDS STORE IN MIAMI, FLA., FEATURES 


CARTER PRODUCTS - In this effective display only Carter 
products, including writing inks, adhesives, fountain pens and 
pencils, carbon papers and typewriter ribbons, were shown 








Seattle Concern in Own Building 


Brothers announced June 1 the opening of the 


Typewriter Exchange, 1325-29 Lenora street, 


Filz 
North Coast 
Seattle, in their own building. 

The Seattle 


Northwest, having been dealing in the sale and repair of 


Filz’ are well known in and the Pacific 
typewriters for a number of years. 

A complete stock of stationery supplies has been added 
to their various lines. The firm, in addition to selling “all 
makes” of rebuilt standard typewriters, will handle the new 
Underwood, Remington, Royal, Corona, and Stoewer porta- 
the Alpad brand of ribbons, and a collapsible table. 
Alpad ribbons are 

Coast 


who 


bles; 
The Stoewer portable typewriter and 
by the 


Company, 


imported from Germany Pacific distributor, 


the University Typewriter also manufac- 
tures the collapsible typewriter table—J. C. J. M 
—__~> 
Son of Pencil Man Wins Honors 
Louis Wingert, Jr., son of “Lou” Wingert, western rep- 
resentative of the General Pencil Company, upon his recent 
graduation from Missouri State University, received a com- 
mission United Army 
serve Officers’ Corps, and has been accepted by the U 


He will for the training camp 


Re- 
S 


as second lieutenant in States 


Army Air Service leave 
in the near future. 

Lieutenant Wingert was one of four men out of seven- 
teen competitors to be chosen for the air service from his 


district. 


how Harter HANDISTANDS, 





_ are many models for many pur- 


| 


Fandistand 
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if if if if if 4 
if if if if if 
if if if if if 1 


a million ‘ifs 
can be working for you 


“If only we had a place for if if if if if 


“age Plage A ” if if if if if 
this extra typewriter .... if if if if if 


if if if if if 
if if if if if 

if if if if if 
ae 


“Wouldn't it be handier if 
the adding machine were on a 
stand of its own?” 





How many times each day in 
scores of business places do 
such “ifs” pop up? Often 
enough to make it profitable 
for you to show your customers 


of rigid steel construction, ad- 
justable, portable, are logical 
solutions for their problems. 
Put these “ifs” to work for you 
—bring in extra profits with 


Harter HANDISTANDS. 


Show customers there are 
HANDISTANDS for countless 
office needs—for typewriters, 
adding machines, dictaphones, 
as auxiliary desks, as _ tables 
adaptable in hundreds of con- 
venient ways ... there’s no end 
to their profitability. There 


poses. The line is complete. 
Write today for interesting 
facts, prices, discounts. 





if if if if if 
if if if if if 
if if if if if 
if if if if if 
if if if if if 
if if if if if 
if if if if 


The Harter Corporation 
STURGIS, MICH. 
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if if if 
if if if if 








HANDISTAND 
Height from floor 
Adjustable 25” to 
41”";Top18” x 36”, 


(ee FIARTER 
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Can’t you show 
me any more? 


How many office basket sales have been 


lost because of that question? But how 
few are lost when dealers carry the entire 


Canco line. 


Canco office baskets are furnished in rich 
finishes of oak, walnut and mahogany; in- 
stitutional baskets in white; others for 
more general use in green, corrugated or 
plain. There is a type and size for every 
use. Carrying the Canco line means a 


better percentage of sales. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


ee , 
Toledo CANCO Ohio 
— 






Illustrated here is the Canco 
No. 82, 13% x 10 3/16 x 14%, 
furnished in green, walnut, 
oak or mahogany. We have 
available also the small size 
corrugated basket No. 160, 
12% x 9% x 11%, also No. 
480, 19% x 12% x 18, a larger 
corrugated basket. Both of 
these baskets can be had in 
etther green or white. 
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How a Kansas Dealer Sold Metal Chairs 


The Aluminum Chair published by the Aluminum Com- 
pany of America, Pittsburgh, Penna., recently described 
how the Hutchinson Office Supply & Printing Company of 
Hutchinson, Kas., made a capital record in selling alumi- 
num chairs. The Hutchinson people requested several hun 
dred copies of some direct mail material and used that to 
circularize prospects in small towns around Hutchinson. 
Che mailing was so timed that the circular arrived on the 
prospect’s desk about three days before one of the Hutch- 
inson Company’s salesmen called, thus serving as an intro- 
duction. The result was that twelve chairs were sold in a 
very short time in towns under five hundred people. Hutch- 
inson itself has under twenty-five thousand and is located 
in an agricultural center without the potential prospects 
which industrial centers have. Nevertheless, the Aluminum 
Company of America regards it as remarkable how this 
live Kansas organization goes out and creates business. 

fj — 
Swedish Dealer Visits Barr-Morse Factory 

[he Barr-Morse Corporation recently had the pleasure 
of a visit from Doctor Grafstrom, managing director of 
\. B. S. Gumaelius Maskinaffar of Stockholm, who repre- 
sent the Barr-Morse Corporation in Sweden. 

While the length of Doctor Grafstrom’s visit was of 
necessity short, it was nevertheless enjoyed by the officials 
ot the company. 

The sales of Barr typewriters in Sweden are rapidly 
increasing, due to energetic representation by Doctor Graf- 
strom and his associates 

>  — 
New Catalogue of Crocker Chairs 

The new Crocker office chair catalogue is now ready for 
distribution. The line is complete with every type of chair 
necessary to furnish correct seating for offices, banks, court 
houses and public buildings. The company says: 

“We have striven to maintain our high standard of con- 
struction, which, combined with character and beauty in 
design, we are confident upholds our established reputation 
for manufacturing quality merchandise.” 

Dealers are invited to write the Crocker Chair Company, 
Sheboygan, Wis., for their copy of the new catalogue, and 
for detailed information concerning dealer franchise in their 


cities 
—— 
Toledo Typewriter House Celebrates Good Month 
by Picnic 
James Watkins, president of the Typewriter Inspection 


Company of Toledo, Ohio, L. C. Smith and Corona type- 


writer dealers in that territory, reports that “Ted Conger 
Month,” May, 1930, was the largest in the history of his 
company The contest was concluded by a picnic banquet 


it which Mr. Conger was the guest of honor. 
Che five branch stores of the Typewriter Inspection Com 


pany participated in the festivities. 


— 
Addressograph in New Quarters at Washington 
On April 1 the Washington, D. C., branch office of the 
Addressograph Company moved into new quarters at 1206 

H street The new othces occupy two floors and the base- 

ment of a completely remodeled building. The company 
»ww has three branch offices, one in Chicago, one in New 

York City, and the other in Washington 

in 


Brownwood, Tex., Concern in New Building 
J. A. Collins, who handles L. C. Smith and Corona type 
vriters, Dalton adding machines, Marchant calculators, 


iones and Eff and C. chairs, announces his removal 


Dictap 
to 107 East Anderson street, where a new building has 


been erected for the use of the business 
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| use one 
myself — 


that’s why IT sell 
more “Y and E” 


steel desks...” 


**s 


HAT is the reason 

for such a healthy 
growth in our steel desk 
business? There’s no magic reason for it. It’s 
just because we merchandise desks just like 
an auto salesman sells a car. 





“No prospect gets away before we point out 
all **Y and E” advantages. The natural wood 
finishes are pointed out first, because they 
match the furniture one already has. 


‘Then we show how all drawers slide on 
ball bearings. The superiority of the bronze 
drawer pulls is easy to prove. When we show 
the unusual arrangement inside—the prospect 
starts selling himself. 


“**Y and E”’ steel desks give us plenty of 
opportunity for intelligent and forceful sales- 
manship. I use one myself—that’s why I sell 


===! || aaa 
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AND BE’’ FRANCHISE 





more “‘Y and E” steel desks. Every day, asa 
user, I see its practical advantages . . . 


This letter comes from J. A. Emmerich of 
Erie, Pa. who is an exclusive ““Y and E” Rep- 
resentative. Perhaps you can profit by his 
experience. If you are interested in this 
franchise, let us hear from you. 











ee > . ssf , ” 
Foremost For Fifty Years 


YYAWMAN «»> FRBE MFG.(0. 
755. Jay Street Rochester, N. Y. 
Export Dept., 368 Broadway, New York, N. Y., U.S.A 


Cable Address: ‘‘Yawmanerbe,’’ New York 
In Canada: The Office Specialty Mfg.Co., Ltd., Newmarket,Ont. 
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Join the PROFIT PARADE 


with , | 


CTER REL 


Dealers who handle the Terrell line of storage 
equipment, filing cabinets, etc., are skimming the 
cream from the bottle of business. They are lead- 
ers in the profit parade. Terrell dealers are mak- 
ing money right now because the line represents 
outstanding values and their customers know it. 
Terrell products are well known everywhere— 
they are in use everywhere—they create their 
own customer-satisfaction. 


Terrell’s is a line that you can use in your own 
business and at the same time demonstrate its 
real value to your prospective customers. You can 
boost your sales volume and make a reasonable 
profit margin by getting in line with the 
Terrell line. 


Remember that Terrell’s is not “just another line.” 
A careful perusal of our latest catalog will prove 
this statement. We are proud of this new catalog. 
It contains more numbers, more sizes, more infor- 
mation, more merchandise with that “come 
hither, Mr. Buyer,” atmosphere, more of the 
things you would make and offer if you were run- 
ning our plant. A copy lies here waiting to be- 
come an official member of your business building 
family. Won’t you send for it today? 













SPEED UP SALES W/TH 


TERRELL’S EQUIPMENT CO. THIS CATALOG 


Grand Rapids Michigan 
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Electrically Actuated Corona Attracts Crowds 

\ single Corona portable typewriter flanked on either 
side by a display card proved to be a very effective window 
display in a small Indiana town because the machine was 
hooked up with an electrical actuating system that caused 
the typewriter to automatically and continuously type the 
word Corona on a sheet of paper. This unique display 
appeared in the window of the Columbus Typewriter 
Company store on West Fifth street, Columbus, Ind. It 
testifies to the enterprise and astuteness of Ralph Wester- 
field, owner and manager of the little typewriter shop. 

Although it is housed in only one small room, the busi- 
ness of the Columbus Typewriter Company is thriving. In 
addition to cailing on customers in Columbus, Mr. Wester- 
county and the surrounding 


field covers Bartholomew 


counties once every month. In the general operation of 
the business he is ably assisted by his wife. 
Mr. Westerfield reports business as good as usual but 


harder to get and harder to hold.—C. L. C. 
——_<—__— 
New Coxhead Distributors 
The Ralph C. Coxhead Corporation, 22 Park place, 
New York, N. Y., 
ment 
“E. T. Critchfield, 1246 Mulberry 


has been appointed distributor for Mercedes and 


recently made the following announce 
street, Harrisburg, 
Penna., 
Mathematon calculating machines in Harrisburg, Penna., 
and vicinity 

“G. L. Rogers, Inc., 407 South Dearborn street, Chicago, 
Ill., announce the addition of C. R. Rosendahl to their 
sales force. Mr. Rosendahl is well known throughout the 


office appliance industry as a very capable producer.” 
ee 


Recent Business Books 





Accounting Theory and Practice, Third Edition 

The Ronald Press Company, 15 East Twenty-sixth street, 
New York, N. Y., has published the third edition, revised 
and enlarged, of Accounting Theory and Practice by Roy 
B. Kester, professor of accounting, School of Business, 
Columbia University. The new book is Volume 1 of a 
two volume work. It deals comprehensively with the 
fundamental principles and procedures of accounting, start- 
ing with the financial statement and explaining step by step 
the various operations involved in the mechanics of record 
keeping. Scattered throughout the book’s more than 800 
pages are graphic illustrations of the forms of the chief 
books of original entry and the ledger. 

In addition to detailed explanation of record keeping, 
the book covers the salient features of partnership and cor 
poration accounting, office organization for control, rela- 
tions between accounting and the problems of administra- 
tion, and the analysis and interpretation of reports by ex- 
ecutives 

The retail price of the book is $4.00 


iis 
Dartnell Direct Advertising Guide for 1930 

The 1930 edition of the Direct Advertising Guide has 
been published by the Dartnell Corporation, 4660 Ravens- 
wood avenue, Chicago, Ill. The book contains some 320 
pages of pertinent information for the user of direct mail 
idvertising Its contents include a review of outstanding 
direct mail campaigns of the past year; illustrations and 
descriptions of successful broadsides, folders, catalogues, 
house organs, etc.; articles on “The Year's Best Sales 
Letters,” “Selecting the Envelope and the Container,” “Out 
standing Advertising Displays and Dealer Helps,” and 
At the back of 


the book is a supplement consisting of forms for use in 


much other useful information and data. 


recording returns from direct mail advertising campaigns. 
The retail price of the Direct Advertising Guide is $2.25. 
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IMPERIAL desks are well styled, 
ruggedly built and have a char- 


acter and appearance far beyond 
their price. There is real value in every 
grade, whether your selection be a low 
priced commercial oak desk or an artistic 
turned leg design in figured veneers. 


The IMPERIAL line is a complete line, 
furnished in ten grades, with chairs and 
related pieces to match. 


The dealer can supply his entire require- 
ments from IMPERIAL with the assur- 
_ance he will get full dollar value and uni- 
formly good quality in every grade. It 
is on dependable merchandise such as this 
that profitable repeat business is built. 


We want you to know more about these 
good desks and matched suites. 


Inquiries from responsible dealers are 
welcomed and will receive prompt at- 
tention. 


If you have nol received our 
| 1930 catalog illustrating the 
| new IMPERIAL line 
please write for it. 











IMPERIAL DESK COMPANY 


EVANSVILLE** INDIANA 
| aban eiass eee 
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Wood Chairs for 


Ancient Kings 


—and Modern 
Business 
EY Rulers 







Wood 
Always 
Correctly 
Interprets 
the Spirit 
of the Age 


and th 5 Sikes ad 


vertisement in the J ily 


12th issue of the Satur 

aay | ‘ nme P st te ls 
why. 

Don't miss it! Don't allow 


your ules force to miss it. It 


nessage of real in 


terest for every business mat! 


your community 


THE SIKES COMPANY 
Philadelphia 


Chairmakers for 70 Years 


PHILADELPHI® 





A complete line of matched office suites and com- 
mercial desks is manufactured by the Sikes- 
Cutler Desk Corporation at Buffalo, New York 
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Goodrich to Conduct Business of Goodrich & Klein 
The dissolution of the partnership heretofore existing be- 


tween Barney D. Goodrich and Howard Klein, trading 


under the name of Goodrich & Klein, 35 South Seventh 
street, Philadelphia, is one of the recent events of interest 
in Philadelphia office equipment circles [he dissolution 
took place by mutual consent, Mr. Klein withdrawing. 

Che business will be continued without interruption under 
the direction of the remaining partner, who will trade under 
the firm style of Goodrich & Company, and will remain 
at the same premises where every modern facility is at 
the command of customers Mr. Goodrich has assumed 
the liabilities of the partnership and will collect all ac 
} 


counts. The best interests of patrons will be consistently 


promoted in every possible way and there will be no 
departure from the conservative trade policies of the past. 
The house is well known and has built up a large and 
important trade in this industry 
Associated with Barney D. Goodrich are Samuel Good- 
rich and Lewis Goodrich, brothers of the present owner, 


who are well known in commercial circles 














NEATLY DIS 
PLAYED IN THE WINDOW OF THE HUI 


ROYAL TYPEWRITERS 

} 

SON VALLE TYPEWRITER COMPANY 

YONKERS, N. Y This attractive exhibit was 
prepared by Miss Ruth Vrindten 








Interesting Booklet of Information 
[The Ninety-two Elements is the title of an interesting 
booklet which will be supplied gratis on request by P. C. 
Kullman & Company, 110-116 Nassau street, New York, 


N. ¥ The booklet gives the names of the chemical ele- 


ments, their atomic numbers, symbols, atomic weights, 


melting points and years of discovery 


[The company states that additions, suggestions and cor 
rections will be thankfully received 
This little folder has been highly spoken of by various 


journals in the gas and petroleum field, also in the mining 


field, and by other scientific and trade publications 
—_— a oe — 
A New Smith Corona Erasing Shield 


Ray Manning, manager of the supplies department ot 


L. C. Smith and Corona Typewriters, Inc., New York 
Citv, has forwarded an advance sample of a new erasing 


shield of very attractive appearance which has just been 


tten out by the company 


ri 
[The erasing shield has a number of different openings 


of different sizes and shapes to facilitate its practical use 
ind carries on either side information concerning the Type 
Bar brand and the Pigeon brand of carbon paper for all 
purposes This erasing shield follows the style of the sup- 
plies catalogue and the carbon paper box label, the idea 
being to emphasize the products by the appearance of the 


package as well as by merit 
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Nothing but the best will satisfy the sue- 
cessful business man. Naturally, such men 
turn to Imperial furniture when furnish- 


ing their offices. 


Furniture and office equipment dealers 
will find in the Imperial line, a complete 
selection of fine furniture for the office, 
combining all of the artistry and merits of 


the finest in contemporary furniture craft. 


IMPERIAL FURNITURE COMPANY 


GRAND RAPIDS « MICHIGAN 
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CHINA USES 
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Qualities—rulings—bindings—sizes 
to meet all requirements 


STOCK BOOKS—6x9 and 43x9 
60 or 80 leaf—full count 


SPECIAL sizes—bindings—imprints 


—promptly to order 





May we submit prices and send catalog showing all grades and rulings? 


ROCKWELL-BARNES COMPANY 


1511 WEST 38TH STREET CHICAGO, ILLINOIS 
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(New Machines and Devices.—Continued from page 41) | MI W 
The “Polytype” Sign and Chart Printer L ye \ U K E E 
Hans H Hellesoe, 2444 Ainslee street, Chicago, IIl., has 
placed on the market the “Polytype” sign and chart printer. ( HAIRS 


Che outfit is recommended particularly for use in schools, 
churches, clubs, stores, offices, factories and restaurants for ! WG - wl. 20 


printing charts, bulletins, announcements, price cards, win- | 
| 


dow signs, notices, menus, real estate listings, show cards, 


etc. 

The “Polytype” printer is very simple and is easily | 
operated It consists of rubber type fixed on wooden 
blocks with grooved backs, a “U” shaped aligning rubber | 











THE “POLYTYPE” SIGN AND 
CHART PRINTER MADE BY | 
HANS H. HELLESOE, CHICAGO, 
ILL.—At the right is a sample of 


he type used in the set. 


| The Aristocrat of 
_ Bank of England Chairs 


This new MILWAUKEE 250 Line has been most appro- 
priately named “The Aristocrat of Bank of England 
and a locking stick. After the desired type is picked out | Chairs.” It is the finest family of chairs in the Bank of 
and arranged in order the aligning rubber is pressed into | England style that is humanly possible to design. During 
the groove on the type blocks and then the locking stick | the period of its development, price was given no consider- 
is pressed into position on top of the aligning rubber. The | ation. However, our final costs decreed they could be re- 
line of type is then ready for printing. Further informa- | tailed at a most interesting price. 

tion can be obtained by writing direct to the manufacturer. Those three all-important features of Comfort, Construction 


and Design—so characteristic of MILWAUKEE Chairs 


m . Innovation in Egg Stamps . —are truly personified to the last degree in this distinctive 
Che Louis Melind Company, 362-64 West Chicago ave- 250 Line 

nue, Chicago, IIL, has produced a new type of rubber stamp | ; ’ 
: a ares yee ‘ ae ° COMFOR T—These chairs are exceedingly comfort- 

for marking convex surfaces, such as eggs, golf balls, etc. | able due to their ample proportions; deep saddle wood 

The die is mounted flat on a special rubber cushion, which | shaped seats, perforated leather over cane seats or re- 


silient hair filled cushions over cane seat; spindle backs 
or hair filled padded leather backs. Rounded seat fronts 
; . ; . to eliminate under-knee restriction of blood circulation. 
This stamp is made up in several arrangements: No. 1 Natural shaped back rest, and wide flared arm rests. 


has non changeable lettering, the die embodving anv word- CONSTRUCTION—Three screws join the arm 
stumps to the boxing to provide more than necessary 
strength at this point. One piece steam-bent back posts, 
instead of two-piece back posts, add 100% to structural 
strength. Stretchers are placed low to give substantial base 
support. Four corner blocks, hand fitted, glued and screwed 
with double screws to the boxing and legs. Bottoms of 
chairs filled, stained and varnished to retard moisture ab- 
sorption and prevent possibility of joints opening up. 
DES1IGN—Enhanced through the broad, artistically 
shaped back; the graceful shaping of the under part of the 
back; the beautifully hand shaped arm rests; the pleasing 


| swing of the arm stumps; and the distinctive spindles. 

| Dealers will find this new 250 Line a ready, fast seller. Write and ask 

| that we ship you one of these chairs. It will convince you of the excellent 
sales possibilities of this line. 


MELCO” EGG OR GOLF BALL MARKER THE MILWAUKEE CHAIR COMPANY 
;, ; :; hres Executive Offices and Factory 
ing within the capacity of the stamp, which is a circle | Milwauk Wi 
seven-eighths inch in diameter; No. 2 has a date slot and — as 


permits the die to conform to a rounding surface, yet it caf 


be used to make impressions on flat surfaces. 








set of egg dates; No. 3 is provided with a slot suited to Me eee “ian 
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“KRLUTCH’—_ 


BINDERS BOARDS 





Tar Board—Wood Board—Aluminum Board. 


Above: 


Below: “Klutch” Binder, pebble grain cloth cover. 


Many Business 
and Industrial 
Uses 


Handier, more positive in action and easier to operate than 
ordinary clip and archboard devices, KLUTCH is in as great 
demand and has as many selling features (if not more) than any 
other stationery specialty. A new principle of operation elim- 
inates springs, levers and handles and makes possible more 
compact, effective and simpler device. It grips with vise-like 
“Klutch” one sheet or one hundred, yet releases quickly and 
easily. 


In dimensions as well as in operation, “Klutch” is just the 
thing for binders, providing large capacity in cover of normal 
size; it lies almost as flat as a tang fastener, with all the 
speed and security of a spring clamp. Mounted on tarboard, 
wood or aluminum, it performs hundreds of tasks in factory, 
shop, office, hospital, etc, in a faster, better way. 


Ask for information about “Klutch” Binders and Boards— 
let us tell you how other Stationers profit by featuring 
them. 


ATLAS STATIONERY 
CORPORATION 


109-111 LEONARD STREET, NEW YORK CITY, N. Y. 
DISTRIBUTORS FOR CUSHMAN & DENISON MFG.CO. 


Middle West and Western Distributors: Associated 
Stationers Supply Company, Jefferson and Quincy Sts., 
Chicago, Illinois 
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change the center line of lettering—it includes twenty-two 
solid rubber plugs, 
ments of the 

When made 


the initials of the owner and 
to 


with wording adapted to the require- 
egg farmer. 
includes 


Cents 


up for golf players the die usually 


an offer of “Twenty-five 
Finder.” 

McGill Utility Ticket Punch Improved 
McGill Metal Company, 130 North 
Chicago, IIl., McGill Utility 


greater been 


Wells 
ticket 
ob- 


The Products 
street, has improved the 


of visibility has 


=> 


punch so that a degree 





< 





McGILL UTILITY TICKET PUNCH 

uined. The punch has been greatly strengthened, being 
made entirely of steel As before, dies are r placeable when 
worn out 

etait 
A New Synthetic Leather 

The National FiberstoK Envelope Company, 429-447 
Moyer street, Philadelphia, has perfected and is producing 
a new leatherlike substance which they have trademarked 


‘Fiberhyde.” 


Expanding portfolios and wallets in envelope type are 
being made from this new material and offered to the sta 
tionery trade in the following sizes: 444x111 inches; 10x12 
inches and 10x15 inches. All of these portfolios have an 
eee ot two inches 

Fi hyde has a felted cotton bass Chis foundation is 
sin or tanned by a process similar to that used with 
leather, and nally, heavily coated with an improved 
pyroxyli The tinishes now produced are a calf finish 
unusual in imitation leather; pigskin grain and seal grain 
The calf finish is provided in both black and brown, while 
the seal is in black only and the pigskin in brown 

Another feature of Fiberhyde is its flexibility, which 


permits manufacture of gusset portfolios and wallets in one- 


piece Chis assures a sturdy and serviceable container 


that will not 
[he 


commercial stationery 


type 


crack, scuff o1 iray at the edges 


with a sale 


attr 


new items have already met ready in 


stores. They are actively packed 


three of one size and color to the box each portfolio 


separately wrapped in tissue 
> 
Some Improvements on Rotafix Machines 


Breuer’s Rotafix A. G., Motz strasse 79, Berlin, Germany, 


stated that they have recently brought out a number of 
improvements on the Rotafix rapid printer and that these 
new improvements can be fitted to old models. 

The Rotatix now has a patented paper feed giving exact 
registration Improvements have also been made in the 
fastening of the steel bands, leather bridge and silk gauze 
ink carrier. These may now be taken off and changed 
quickly and easily for cleaning purposes or changing the 
ink. An electric counter records from one to ten thousand 
copies It can be set at anv number and on reaching the 
designated number the motor and machine will automatically 
stop Che latest model created much interest at the recent 
Leipzig fair. It possesses advantages which will be more 
fully described by addressing Breuer’s Rotafix of Berlin. 

> 

A good fighter avoids a lot of troubl Bramwords (The 
Bramwood Press) 


es 


its 


ng 
ed 


the 
uze 
xed 
the 
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ent 
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NO MATTER WHAT THE RISK, 


Diebold ean handle it 


A FOUR-HOUR SAFE, a two-hour safe, or a one-hour safe —a 
burglar-proof chest or a vault door — it doesn’t matter which 
type of protection a customer may want, you can supply it from 


the complete Diebold line. You won’t have to turn a customer 





away because you haven’t got what he wants—not when 
you're handling the Diebold line. That’s one reason why 
Diebold will mean more business for you. The Diebold line 


is nationally advertised, to make it sell easier and quicker! 














ABOVE—(1) Triumph Line—vault doors. 
(2) Commander Line—two-hour safes. 


Underwriters’ label B and T-20. 


RIGHT—Dominator Line—four-hour safes. 
Underwriters’ label A and T-20, 


BELOW—(1) Commercia! Line—two-hour 
sajes. (2) Cashgard Chests. (3) Cuar- 


dian Line—one-hour safes. 





Diebold Safe & Lock Company 


Canton. Ohio 





L SEVENTY YEARS OF BANK SERVICE 
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No summer slump with this line! 
-_ 
Engineers and lumbermen 
have found that these 
Standard B & P books 
satisfy their requirements 
completely. Is your stock 
of this profitable line large 
enough to meet the constant 
demand you can create by 
displaying these books > 
Good Sellers at 
Popular Prices! 
BOORUM & 
PEASE > 
Standard B & P Standard B & P P. O. Box 272. a 
FIELD and LEVEL LUMBER and LOG station, New York City 
BOOKS TALLY BOOKS 349 Broadway New York City 
84 Hudson Ave., Brooklyn, N. Y. 
Field and Level Books contain Lumber and Log Tally Books are 29 Otis Street Boston, Mass. 
a most complete set of E:ngineers’ used by the majority of lumber con- 212-214 South 7th St.. 
Tables. There are 88 leaves to a cerns throughout the country. These St. Louis, Mo. 
book. The ruling and binding is are made in a handy pocket size, and 500-532 South Throop St. 
waterproof. have 72 leaves to the book. ~ at Harrison, Chicago, III. 




















Pure hemp rope gives longest wear 


PAPEROID 


Time and time again we have stressed the 
fact that not all red wallets are made of 
hemp rope fibre. This knowledge is neces- 
sary to the buyer if he is in search of con- 
tainers that will wear. 

Durability in red papers is dependent on 
hemp rope fibre content. Color does not 
make wear. 

‘“‘Paperoid”’ used exclusively by us in the 
manufacture of BUSHNELL WALLETS 
and VERTEX POCKETS, is an all-hemp 


rope fibre—extremely tough and durable. 








Alvah Bushnell Co. 


Thirteenth & Wood Sts. Philadelphia, Pa. 
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New, Versatile Telephone Pad Holder 
R. ( Haglund, Office Equipment Division, 374 East 
Third street, Jamestown, N. Y., has announced the “Three- 


In-One” telephone pad holder The name is descriptive 





“TH REE-IN-ONE”"” TELE 
PHONE PAD HOLDER 


is far as the function of the device is concerned. It can 
be used flat on a desk or table, at an angled position made 
possible by spring clips which fold flat under that pad 


when not in use, or affixed to a telephone by means of a 
spring clip arm extending from the side of the pad. This 
arm can be removed when the pad is not fastened to a 
phone 

The “Three-In-One” pad is offered in four finishes— 


oxidized copper, mahogany, green, or genuine silver plate 
Further details are available to dealers on request 


> —- 
Sheaffer Pourout Bottle for “Skrip” 


Che W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
has developed a new pourout bottle for the larger sizes of 
“Skrip” writing fluid. This is especially convenient for 
users of the safety “Skrip” package. The bottle has a drip- 
less lip which eliminates the loss due to dribbling down the 
outside of the bottle when filling the safety package or 
desk inkwells. 

siicaenae 


A New Moore Push-Pin Packet 


Che Moore Push-Pin Company of Philadelphia has re- 
cently introduced a new packet for Moore push-pins and 
pushless-hangers so that purchasers in stationery stores 
can see the exact sizes they want without opening the 
packet, in each one of which, covered with cellophane, the 
contents are shown at a glance. It is stated that this inno- 
vation in seven months resulted in more than doubling the 
retail sales of these two products. This seems to indicate 
that people do not always think to buy what they need, 
but that the thought or intention often comes to them on 
seeing the goods. 

Thirty years ago the Moore Push-Pin Company intro- 
duced glass-headed pins which the inventor, Edwin Moore, 
called push-pins. Today that name is generally applied to 
this kind of a pin. He followed that invention with another 
which he called a pushless-hanger, to hang up relatively 
heavy pictures and other wall decorations. The success of 
these two devices is a matter of history. 

—— oe 
Collins Document Carriers 

The A. M. Collins Manufacturing Company, Philadel 
phia, Penna., is producing document carriers made of dark 
brown fiber. These are made as flat and expanding wal- 
lets, and several items in the line have snap tasteners. 
The wallets are reinforced wherever wear is anticipated, 


adding to the useful life 





100% 

Rebuilt 
Underwoods 
by 
Shipman-Ward 


Sell Faster 


You do not have to be afraid of competi- 
tion because they have the best nickel, en- 
amel finish and adjustments obtainable. 


nt 
| 


Require Less Service 


All adjustments are done by skilled me- 
chanics and machines receive a thorough 
inspection before shipment. This reduces 
your service calls and expense. 


Small Stock 


We carry a large stock of Rebuilts at all 
times so that you may replenish your stock 
as fast as you sell the machines. 


100% Rebuilding 
90% Rebuilts 
Improved Rentals 


Underwood Parts 


Write Today 
for Our Latest Price List 


Shipman-Ward Mfg. Co. 


B-177 Shipman Bldg. 
4401 Ravenswood Ave., Chicago, IIl. 


Take Your Vacation in August Attend- 
ing the N. A. T..D. Business Show and 


Convention at 
Detroit, Mich., Aug. 18, 19, 20. 
You Will 
GET NEW IDEAS 
MEET OLD FRIENDS 
ENJOY YOURSELF 
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Save—Improve—Speed Up 
on Office Printing with 





OTAPRINT reproduces charts, 
graphs, sales bulletins — every kind 
of office, factory and advertising litera- 
ture by offset lithography, the finest 
reproductive process known. 
Prominent firms throughout the country 
are getting finer, faster, more economical 


office and factory printing through 
ROTAPRINT — operated by regular 


office employes in a space no larger than 
that occupied by the average desk! 


Our files contain many unsolicited testi- 
monials to ROTAPRINT's substantial 
savings, finer work, quicker runs. Learn 
what ROTAPRINT can do for you. A 
line to the nearest ROTAPRINT agency 
brings you the whole story without 
obligation. 
Drop that line in the mail now! 

There are a few good Rotaprint 

territories still available for men 


who know office specialty selling 


One Park Avenue 
New York City 


REINER’S 
ROTAPRINT, INC. 





Agencies In All Principal Cities 
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Price Brothers Issue New Catalogue 


Inc.. 2640-48 North 


Ill., have published a new 


Price Brothers, Maplewood avenue, 


Chicago, catalogue of interior 
illuminated directional signs and reflectors 


No. 30. 


rhe catalogue, 


contains sheets 


NFORMATION 


a 


form and 


leaf in 


18 loose 


twenty 





ad 





—~e~ 


{[LLUMINATED 


SIGN 


PRICE BROTHERS 


the 
company. 


specifications of 
the 
is some valuable infor- 


carrying line drawings and detailed 


various types of illuminated signs made by 


Under the heading “General Notes” 


mation and suggestions to specification writers. Dealers 


are invited to write for copies of the new catalogue as well 


Brothers’ general catalogue covering bronze 


tablets in addition to illuminated signs. 


as the Price 











the Art Steel 
It is made of 


d by 
York 


CARD TICKLER introduce 


East 145th street, New 


NEW 
Company, In 


ASCO JR. 
, 206 


steel, finished olive green, furnished with or without card index 
and 100 cards; capacity is 300 cards. The manufacturer reports 
over 5,000 sold in New York City since the recent introduction 








George Cunningham Improving | 
George Cunningham, representative of the Carter’s Ink 
Company in Texas, has begun to show some improve- 
ment after several weeks’ illness. It is expected that he 
will soon be fully recovered and able to cover his territory 
again, relieving Mr. Parry of the Carter home office, who 
has been pinch hitting for Mr. Cunningham during the 
latter’s illness. 
> 
The Dorsey Company Adds New Department 
The Dorsey Company, Dallas, Tex., has opened an in- 
terior decorating department under the supervision of Miss 
Betty Mitchell. According to Otto Eisenlohr, general 
merchandising manager of The Dorsey Company, the new 
department has already shown signs becoming a_ thor- 
ough success 
> 


A. H. Irvin Company Moves 


The A. H. Irvin Company, Inc., announces the removal 
of its executive and sales offices from 331 Madison avenue, 
New York City, to the Lincoln building, 60 East Forty- 
second street, New York. 
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During Transfer Time Feature 


BEN TSON fires 


These popular steel cabinets and transfer 
cases will add to your profits during transfer 
season. Strong construction, easy, quick 
operation, various sizes for all requirements, 
attractive olive green, mahogany and walnut 
finishes, are features. 


or 


Stationers interested in good grade steel files 
of moderate cost, should write us for descrip- 
tive matter, prices and discounts. 





Bentson Mfg. Company ru" som 


full size drawers. 


Aurora, Illinois 





t 800 li 4-drawer A. H. DENNY, Inc. 
ee hie made 356 Broadway Near Leonard Street, 
counter height and in cap size Eastern Wholesale Distributors 


FRED C. FUNKE, 
P. O. Box 244, Detroit, Michigan 
Michigan and Ohio Representative 


VERNON J. SELFRIDGE, 
800 N. Spring St., Los Angeles, Calif. 
Western Representative 







The Bentson Transfer Case with 
stacking, interlocking feature. 


























SEEING THE 





- 4 OPPORTUNITY 
. : A most unusual opportunity exists right at this time for 
= | “Corps evens securing new business. 
ne | We have developed a plan. 
Let us tell you about it. 
t | | A request on your letterhead is all that is necessary to 


mn 2 bring our plan to you. 
eral 


i The “Complete Line” 

| of Carbon Papers and H ° M ° S T O R M S & O e 
Typewriter Ribbons. — 56] Grand Avenue Brooklyn, N. Y. 
val | Manufacturers to the Trade 


1ue, 
rty- 


























158 OFFICE APPLIANCES 


The Line of Lowest Ultimate Cost 


-_ 





— 




















ut 








An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 





Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U.S. A. 














ARMOR 


Corry-Jamestown Mig Corp~ 


CORRY PENNA 





FEATURING THE 600 ARMOR LINE 


Having established a surprisingly new high mark 
of value the 600 ARMOR line of steel office files 
continues to meet the requirements of those who 
have been seeking a good quality file at attrac- 
tive low prices. 

If you are not familiar with the outstanding value 
and large sales possibilities of this line it will be 


well worth your while to investigate. 





Corry-Jamestown Meg. Corp. 


Corry, Penn’a 


























Kyle Now Monroe South-Central Manager 

lr. R. Kyle has just been appointed manager ot the re 
cently organized South Central Division of the Monroe 
( alculating Machine Company, Inc. The territory included 
‘n the new sales division, formerly part of the Southern 
Division, covers the states of Mississippi and Louisiana, and 

e eastern half of Texas 

Following his very successful work as manager Oo! the 
Newark, New Jersey district of the Monroe company, Mr 





Kvle becat assistant Division manager of the Souther 
Division, working first out of Atlanta and then going to 
Houston, where he has been for the past year 


Mr. Kyle will make his he idquarters at 203 Gibbs build 
Sal Antonio, Tex 
_ : 
Harris “Meets All Trains” 
\s an active member of the reception committee of The 


iv< Association 


manager at Chicago for The Carter’s Ink Company, 


f Commerce, Frank F. Harris, assist 


meets almost as many business men attending conventions 
Chicago as the station masters of the various terminals 

he is a rival of the small town hotel bus that 

“Meets All Trains.” He is much in demand as the official 


greeter, and also as addresser-in chief of officia conven 











FRANK F. HARRIS 


tion meetings Mr. Harris knows his Chicago, and the 
people and places of interest in the city. He is mild-man- 
nered, a good speaker, and has a voice that needs no ampli- 
fiers, even in a large hall. 

Frank is Mr. Harris’ Christian name, and he can be 
emphatically frank to make a point in his discussions. 
On occasion he has the presiding officer introduce him as 
a “Chicago gangster,” and then adroitly turns the appella- 
tion into a credit for the city. 











Beautiful! 
Artistic! 
Modern! 


No. 44—Spun brass 
throughout — Shade 
17” diam. Height 
234”—Base 6” diam. 
No. 31 — Toile de 
joie shade 14” diam. 
9” deep. Height 28” 
—Base 4}” square. 


No. 47— Toile de 
joie shade, hexago- 
nal, 18”. Height 314” 
—Base 53” square. 
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Toile de joie 


Shades 


These shades treated 
by our patented proc- 
ess give a beautiful 
effect. Finished with 
a high lustre, they 
are at the same time 
very translucent, and 
are like real skin. 
The colors are richer 
than hand painting 
on real parchment, 
and there is a wide 
variety of designs to 
choose from. They 
may be washed with 
soap and water with- 
out damaging them. 





The newest thing 
in beautiful shades 








Silverglo Lamps, Inc. 


300 E. Federal St. Baltimore, Md. 
“The Modern Genii of the Lamp” 
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Bearing the Names 


of Makers of History 


N the romantic days of Crinoline, Lavender, 

and Old Lace, now nearly three-quarters of 
a century past, State papers, contracts, and 
various documents, public and private, many 
of them bearing the names of Makers of 
History, were preserved on 


BYRON WESTON CO. 
LINEN RECORD 


The condition of these records today has 

prompted the specification of this paper by 

those who desire permanence and economy. 
There is no permanent paper quite so good, 


BYRON WESTON CO. LINEN RECORD 
isused where ONLY THE BEST will serve 
Records Deeds and Wills Policies Stationery 
Minute Books Ledgers Maps 


WAVERLY LEDGER is used where 
QUALITY AND COST ARE FACTORS 
Blank Books Ruled Forms Pass Books Drafts 
Stationery Legal Blanks Diplomas 


CENTENNIAL LEDGER is used 
wherea GENERALUTILITY PAPER isrequired 
Ruled Forms Breadsides Accounting Forms 

Stationery Pass Books Legal Blanks 


FLEXO LEDGER is used where a 
FLAT LYING LOOSE LEAF sheet is desired 
For High Grade Loose Leaf Ledger Sheets and 

Special Ruled Forms 


TYPACOUNT LEDGER is used where 
quality and permanence are required in 
Machine Posting Forms 


WESTON’S MACHINE POSTING 
LEDGER 
a grade below Typacvunt—But Made te the 
Same Exacting WESTON Standard 


DEFIANCE BOND is used where a 
quatity bond OF HIGHEST CHARACTER counts 


Wrile for samples of Byron Weston Co. Linen 
Record and other Weston papers 


BYRON WESTON COMPANY 


{ family of paper makers for nearly three-quarters 
of a century 


DALTON, MASS., U.S. A. 


Leaders in Ledger Papers 
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Chicago Merchandise Mart Open to Public 

Many of the tenants of the new Merchandise Mart at 
Chicago are now established in this mammoth building at 
Wells, Kinzie, Orleans streets and the Chicago river. Sev- 
eral of these tenants are engaged in the stationery field 
and have excellent facilities for the display of products, 
warehousing and shipping. Merchandise displays are shown 
along brilliantly lighted corridors These corridors run 
east and west, and also north and south, affording some 
excellent corner locations, and facilitating “short cuts” to 
the elevators and stairways. 

The Cardinell Sales Company is in Room 11, 102, elev 
enth floor. William A. Albrecht, western sales manager, 
shows the lines of the various Cardinell products, which 
include “Inkout,” “Eradopen,”’ the “Cleopatra” cigarette 
holder, tracing paper and “Nuoda” and “Newhair” toilet 
roducts. Mr. Albrecht also has distribution in the Chi- 
cago territory for the “Teldex,” merchandise cabinets of 
the Service Steel Products Company, Bacharach inkstands, 
“Presto” moisteners, Wooster wire baskets and novelties, 
Van Valkenburg clips, Rubin manifold order and sales 
books, Emeloid desk sets, ash trays, pens, pencils, midget 
pencil and book ends, and 7 


t 
Che Greist Manufacturing Company has a complete dis- 
play of “Daylight” desk lamps and also lamps for the home 


I 
[his is located at Room 15, 1085. 


urner & Harrison pens 


The Quality Park Envelope Company, of Chicago and 
St. Paul, makers of the world’s largest line of stationers’ 
envelopes for mailing and filing, occupies Section 11, 116, in 
the Chicago Merchandise Mart. 

There are over 500 linear feet of double-deck bins ten 
feet in height, which are used for storing a $50,000 stock of 
“Qualitybilt” items ready for immediate shipment on re 
ceipt of orders. Merchandise is taken out of the rear door 
of the warehouse directly into freight elevators, which carry 
the loads down to the freight loading platforms in the sub 
basement of the building, where shipments are loaded on 
freight cars for all points. This eliminates all delays which 
are due to trucking congestion on the streets and at the 
railroad freight depots 

It is the aim of this company to handle all orders for 
standard stock items with unusual promptness which will 
permit the dealer to keep faith with his customers in the 
quick delivery of orders for goods which might be out of 


STOCK 


Buvers are invited to write for the latest price list, No 


15, which contains over 600 items in mailing and filing 
envelopes for legal, financial and general office us« 


Lvon Metal Products, Incorporated, will move its Chi 
cago branch to the Merchandise Mart in July 

Entrances to the Merchandise Mart for the use of tenants 
ind their customers are located on the Wells, River and 
Orleans sides of the building The Kinzie street front 
ides access tor trucks 


> 
Victor Adding Machine Company Take New Phil- 
adelphia Offices 


Che fice of the Victor Adding Machine Company in 
Penna.. was recently moved from Thirty-sixth 


nd Walnut streets to 1600 Arch street, where they now 


nt quarters in the business section of downtown 


instead of in the suburbs where they were betore 

he new offices are fitted up handsomely and have a 
service department and every facility necessary to handle 
the business of the increased territory. 


lohn Adams, who was formerly on the west coast for 


en transferred to Philadelphia as 
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An Economy for 
filing space 













S. Pat. Office 





Trade Mark Reg. U. 





No. 5—$5.00 


Correspondence, valuable papers, ete., permanently or tempo- 
rarily fastened with Speed Fasteners present an economy of filing 
space that every office appreciates. And, Speed Fasteners make 
a compact, flat and substantial staple, as 
fast as lightning and extraordinarily neat. 






“BABE” 
$3.00 


$3.50 W est of the 


Speed Fasteners are made to last a life time. Mississippi 


They are equipped with an accurate gauge 
for depth of fastening. Positive and easy 
in operation. Made in many models to per- 
form every stapling job. Loads 100 frozen 
staples with sharpened points. 





Frozen Staples 
with 
Sharpened Points 





\ You can profit by pushing Speed Fasteners. 
And we will be glad to send full information. 


PARROT SPEED FASTENER CORP. 


388 Broadway, New York, N. Y. 


















































Have You a Sample of the 
NEW IMPROVED 


AURORA-800-LINE 


FILING CABINETS ? 


Vastly improved with new cast brass hardware 
polished and lacquered, together with an 
oven-baked enamel finish in glossy olive green 
ename!i, the AURORA-800-LINE Filing Cabi- 
nets offer the latest note in fine 
office equipment. 


These two improved features of our 800 line 

added without any additional cost-—-mean 
increased sales for you. To see them is to 
appreciate their greater orth. Order your 
sample now. The 800 line offers many styles 
and combinations for various needs. 


AURORA Files and Cabinets 
are made in a wide variety of 
styles. Cabinets for letter, 
legal papers, invoices, storage 
cabinets, wardrobes, blue 
print cabinets and card cabi- 
nets. Cabinets not covered in 
our standard models can be 
made to suit individual needs. 


Write for Details and Prices 














S p> 
YAURORAJLL USA. ~ 


435 WOODLAWN AVE., AURORA, ILLINOIS 
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Polytype 
thee 





ry 
The 
’ T T “ a 

GUNLOCKE 

PLAN 

Y . 
Gets Business 

Gunlocke matched suites and leather upholstered furniture are 
sold in volume thruout the country because the Gunlocke plan 


clears the way for success. Opportunities for equipping recep- 
tion rooms, club rooms, private offices of business executives, 











; 9° ° - o s00 > - M “pecs etc., occur often in many localities and fade away again some- 

é 1 wor d or two m ith eac h imp? ession times from pure neglect or lack of a qualified salesman. Frankly, 

Every Stationer can profitably handle the Polytype sign printing out- we want that business and that is why we developed the Gun- 
fit, whether or not he regularly carries rubber locke sales plan for co-operation with dealers. 

stamp goods Useful in retail stores, Gunlocke furniture has added power and prestige to many fur- 

real estate offices, restaurants, schools, niture departments; we believe that every thoughtful, energetic 

churches, clubs, newspaper offices, etc. dealer can handle it with profit. We shall be pleased to explain 


Single characters or letters, or com- our proposition. 


plete words or phrases are easily and me e r ’ ‘ 
clearly printed The letters are one Ww H UNL Kk H AIR " 
inch high and, by means of the Poly- © e G : OC 4 C ‘ Ci )». 
type aligning rubber and locking stick, Wavland. New York 
can be grouped in words or phrases up ° »* 

to eight inches in length, thus printing 
a complete sign in one or two impres- 
sions, neatly and in perfect alignment. 
For window and counter display signs, 
Polytype offers a method superior to 
that of outfits hitherto introduced. 
Order one today; demonstration will 
sell many others Illustrated folder 
and price on request. 


HANS H. HELLESOE 


2444 Ainslie Street, CHICAGO 
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PREMIER-REMINGTONS | A new name fora 
proven product 


Rebuilt by Remington, Ilion, N. Y. 
. THE ARDICO 


NUMBERING MACHINE 


formerly known as ‘‘Paul’’ 


R e c O v e r e d That this new numbering ma- 
> | . chine might be easily identifhed 
Platens 


as one of our products it will 
Rubber 


now be known as “The Ardico.” 
Wherever the ARDICO has 
Covers 
» P 2 . 
Part s 

















been introduced it has proven 
an immediate success. With its 
6 wheels and 5 separate actions, 
its sturdy construction, its easy 
operation, the ARDICO num- 
bering machine will impress you 
as it has others as being of ex- 
ceptional merit. 

Every ARDICO numbering 
machine bears our unlimited 
guarantee. It is the outstanding 
numbering machine value today. 
You should have full informa- 
tion. Send for our stationery 
catalog. 


The ARDICO 


Numbering Machine 


$7.50 retail 


6 wheels--5 actions 


Supplies 


BLICK 


Ty pew heels 
Pads — Supplies 






































AMERICAN 





W R I TI N G M A + H I N E CO. Watch for Announcement of New Metal Dater 
374 Broadway New York City EDWARD P. PAUL & COMPANY 
41 West 25th Street New York 





Branches in 22 Principal Cities 


es | XXX KXXK KKK D> DDD HPD HHH HaHa HEHE RE RD RR RK 

















JULY, 1930 


McCoy Returns to Y and E. 


Ira J. McCoy, assistant manager of the Y & E Chicago 
branch during 1924-1928, has returned to Y & E 


for one of the Loop territories. Mr. 


employ at 
Chicago as salesman 
& E, been employed as office 


Peck & Hills, 


McCoy has, since leaving \ 


furniture representative for household and 


office furniture dealers. 
Mr. McCoy's office furniture sales experience has covered 


rable period of time and represents service in 


a CO! sicle 





IRA J. McCOY 


various branches of the industry. In Youngstown, Ohio, he 
served several years in the executive offices of The General 
Fireproofing Company in different capacities. In the esti- 
mating department of G-F a broad experience was obtained 
in the sales engineering features of steel office furniture. 
After nine years with The General Fireproofing Company, 
Mr. McCoy joined Yawman & Erbe at the Buffalo, N. Y., 
Two years later he came to Chicago 
Yawman & 


branch as salesman. 


to become assistant manager of the Chicago 
Erbe branch. 

As representative for Yawman & Erbe Mr. McCoy built 
a reputation for service to his accounts by detailed study 


During 


of their individual office 
his term as assistant manager at Chicago he was a frequent 
related to 


furniture requirements. 


contributor to trade publications on subjects 


office furniture sales. 
pa 


Denny Distributes “Leatheroid” in East 

The Quality Park 
St. Paul has announced that arrangements have been made 
for A. H. Denny, Inc., 356 Broadway, New York, to 
become eastern wholesale distributors for the entire line of 


Envelope Company of Chicago and 


“Leatheroid” products. 
This introduce, on the 


line which has 


will serve to eastern market, a 


new individual features with an un- 


usual appeal to the consumer, which makes sales easy by 


many 


the dealer through store and window display. 
A large and complete stock will be carried in New York 


for the purpose of filling all orders for standard items 
promptly and efficiently. For further information, dealers 
in the east are requested to communicate with A. H 
Denny, Inc., in regard to samples, price lists, etc. 

> —— 


Underwood Men Who Will Attend Typewriter 
Dealers’ Convention 

The Underwood Typewriter Company reports that they 

will be well National Association of 

Typewriter Dealers convention in Detroit next month, both 

in booths and entertainment, and that the following promi- 


represented at the 


nent men of their company are planning to attend: “Jack” 
Wolle, portable division; A. E. Tongue, 
advertising Marschalk, president of Mars 


sales manager, 


manager; H. ( 
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BETTER 

METHODS 
DO 

TELL! 


ETTER dyes (DuPont, we use), 

better cloth, better tissues, Every 
particle of material that goes into 
Grand Prize Carbons and Ribbons is 
tested in our own plant . . . to assure 
us that it is detter. We know that 
when Grand Prize Carbons and Rib- 
bons meet the test of daily usage 
they’ll come out winners! 


Better materials tell in sales and prof- 
its, too. The merchant who stocks 
and sells the Grand Prize line will 
find his customers coming back and his 
We know that, too, 


because the merchants who push these 


profits rising. 
better made Carbons and Ribbons 
come back to us for more! 


We should like to tell you of our sales 
plan . . . and let you in on how to 
obtain the Grand Prize tester for 
Carbons and Ribbons... free. A 


postal with your name and address 











... and we’ll do the rest. 











GRAND PRIZE 


CARBONS AND RIBBONS 
Pacific Carbon & Ribbon Mfg. Co. 


J. Francis O’Connor, President 


1451 Harrison St. San Francisco, Calif. 











396 Flinders Lane, Melbourne, Australia 
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Only half a look 


will impress you with the naturally 
pleasing appearance, convenience, 
adaptability, quiet operation and real 
worth and profit in EDCO DESKS. 


Take a whole look 


write for our catalog. We 
welcome orders for sample 
shipments 


EVANSVILLE DESK Co. 


EVANSVILLE ... INDIANA 
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chalk & Pratt, who handle the Underwood advertising ac- 
count; J. T. Lafferty and C. M. Jungbluth. 
> 
Cross Word Puzzle 
Mrs. A. Nachman, cashier of the Palfrey-Rodd-Pursell 
Company, Ltd., 332 Camp street, New Orleans, La., re- 
cently made up a cross word puzzle using many words 
earing reference to the company and its activities Chis 
clever puzzle is being used as an advertisement by the 


company. 


7 iments 

A Book About the Bush Terminal Sales Building 

Che Bush Terminal Sales building, 130 West Forty-second 
street, New York, N. Y., is one of the commercial show 
places of the big metropolis. The management occasionally 
issues booklets, one of which recently came to Office 
Appliances. It is in the form of a folder printed in colors 
giving a map of the principal business. districts of New York 
showing how the Bush Terminal Sales building is in the 
center of a circle touching the East river on one side and 
the Hudson on the other and from Central Park to the 
other extreme of the midtown section of Manhattan Island. 
A list of the different lines represented in the building is 
given, an account of special accommodations. The layout 
of the building is given in a series of diagrams. 

Anyone who is interested in the fine service made avail- 
able by this building, which is located at Times Square, 
should communicate with the management at the street 
address given above. 

- - 
Market for American Office Machines in Morocco 


Commerce Reports] The development of the postal check sys- 
tem in Morocco is progressing more rapidly than that of the 
corresponding institution in France. New accounts are being 
opened in the French protectorate at the rate of seven per 
thousand inhabitants as compared with a corresponding ratio of 
1.3 in France 

In view of this remarkable growth in business the Moroccan 
postal authorities are now studying new methods of handling 
the rapidly increasing number of accounts and recording the 
even more rapidly increasing number of transactions involved 
The new methods now being worked out call for use of various 
labor saving devices in the way of accounting and tabulating 
machines. 


> —— 
Identification Cards for Commercial Travelers 
Commerce Reports] Commercial travelers in Tunis are re- 


quired to have a professional identification card similar to that 
required by French law, by decree of August 27, 1929 This 
decree further provides that professional identification cards 
issued in France and in her colonies or protectorates will be 
considered valid in Tunis 

. > 


On the Outside Looking In 


Current Comment on the Copy and Plans of the Manu- 
facturers and Distributors of This Field, and Brief 
Reviews of Magazine Articles of General Interest. 


American Lead Pencil Company.—An article on advertising 
technique in Printers’ Ink reproduced in black and white an 
American Lead Pencil Company advertisement in colors devoted 
to the “Unique” pencil The handling of this copy was char- 
acterized as “‘A Unique Plan for Preventing the Illustration 
from Throwing the Display Out of Balance.” 

Barker Brothers—The Furniture Age described and illustrated 
the office suite displays of this Los Angeles furniture house, and 
commented favorably on the careful service accorded to office 
installations 

Central Alloy Steel Corporation.—Printers’ Ink described this 
company’s advertising campaign for “Toncan”’ piates and rivets 
in “The Value of Advertising in a Thin Market.” 

General Office Equipment Corporation—Class reprinted one of 
this organization's illustrations with this comment “The Gen- 
eral Office Equipment Corporation, of New York, illustrates the 
manner in which business may be made to pass in review each 
day before the watchful eye of management with Elliott-—Fisher 
business machines. The illustration is significant.” 

Monroe Calculating Machine Company—‘‘Laying the Bugaboo 
of Figures’’ in Printers’ Ink Monthly told of the philosophy 
behind the illustrations used in current Monroe advertising. 
These are realistic and sparkle with apt comparisons 

Remington Rand Business Service Inc.—The American City 
described and illustrated a Kardex installation at Sioux City, 
lowa, which handles the registration of voters. A master file is 
kept in the office of the Commissioner of Registration and a 
separate cabinet with duplicates of the cards in the master files 

sent to the various precincts on election day This is bring- 
ing business to government—and economy also, as it is esti- 
mated by officials that the installation will save sufficient to 
pay its first cost in handling six elections 

W. A. Sheaffer Pen Company.—W. A. Sheaffer, president of 


this company, contributed to Printers’ Ink ‘“‘Honest Substitution 

Key to Profits for Department Stores.”’ Mr Sheaffer be- 
lieves that if a store has not what the customer calls for it is 
legitimate to offer something in stock which will afford satis- 











500 South Peoria Street 
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A NATIONAL BRIEF CASE 


EQUIPPED WITH TALON “ZIPPER” 

































No. 241 
WALRUS OR SEAL 


This model, equipped with the nationally adver- 
tised Talon Zipper fastener exemplifies but one 
of the many new, exclusive features embodied in 
the 1930 line of National Brief Cases. 

Many other ingenious, practical features are de- 
scribed and illustrated in the new catalog, which 
presents 50 different styles of National brief cases 
in a wide price range. 


Send for new catalog. 


NATIONAL BRIEF CASE MFG. CO. 








CHICAGO, ILLINOIS 
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Our Central Distrib- 
uting Warehouse 
Meets the Needs of 
the West. 


Quick deliveries 
speed up turnover... 


You know the outstanding features and uniform qual- 
ity of the FiberstoK line. You know you can sell 
FiberstoK products. You can count upon quick, de- 
pendable delivery of your orders, large or small, re- 
gardless of your location. 


And prompt filling of your orders means more busi- 
ness for you—profits that might find their way to the 
pocket of some other retailer. 


NATIONAL FIBERSTOK ENVELOPE CoO. 


General Offices and Factory 
429-447 Moyer Street, 
Philadelphia. Pa. 


Chicago Warehouse: New York Office 
54 West Lake St. 150 Nassau St. 


The East is served 
by exceptionally large 
stocks at the Factory. 
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SHALLCROSS 
PENN-MIMEO 


This Watermark is your guarantee of good results. 
Penn Mimeo is a fast-drying paper that is non- 
offsetting, is non-linting, easy to feed, and will 
stack easily. It is blue-white in color with a fin- 
ish which, though soft enough to instantly take 
mimeographing ink, has all the strength of sulphite 
bonds. Considering all these excellent features, 
usually found only in better-grade papers, its cost 
is very moderate. 





A new paper developed especially to meet the 
exacting needs of present-day duplicating machines. 
Specifications :—Made in white only, in sizes 16 and 20 
pound basis, in the following cut sizes: 8%x11, 8%4x13, 
8%x14. [nm flat reams 17x22, 17x26, and 17x28. Packed 
10 cut reams to a carton, permitting easy handling and 
shipping and keeping paper in good condition until used. 


Write us today for samples and prices. 
Dealers will be supplied at mill prices. 


The: SHALLCROSS COMPANY 


Manufacturers of 


Inks Ribbon, - Stencils-Papers 


FORTY EIGHTH and GRAYS FERRY ROAD 
PHILADELPHIA, U.S.M. 


MecGILL 
TICKET PUNCHES 


































McGill Ticket Punches are known na- 
tionally and internationally for quality and 
dependability. 


All grades and styles for offices, factory 
identification, street railways, railroads, 
premium cards, etc. 


Ask your jobber for McGill Punches. 
If he does not carry the line, write us. 
McGILL METAL PRODUCTS CO. 


130 North Wells Street 
Chicago 
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EVEREADY STAPLER 
TELLS ITS OWN SALES STORY 


Customers like the looks of the Ever- 
ready Stapler. The bright nickel trim 
and green enamel finish do credit to 
any desk. Eveready makes 5000 staples 
at one loading from flat steel tape; 
clinches papers firmly together. 
Popular model “A” sells at $6.00 with 
liberal profit for you. Write today for 
details of dealer proposition. 


EVEREADY MFG. CO. of BOSTON 


FFICE HURCH NEW Y RK TY 











THE NEW ASCO 
JUNIOR CARD TICKLER 


meets with instant success 


This new ASCO Junior Card Tickler finds ready 
acceptance. It’s so handy and attractive in appear- 
ance and price, it sells very readily. Made of steel 
finished in olive green, it is furnished either with or 
without card index and 100 cards. The capacity 
of this new box is 300 cards. Over 5000 have 
already been sold in New York City. 


Send for full information about this new number. 


THE ART STEEL COMPANY, INC. 
New York, N. Y. 


‘Ss +] +++ © 4444444446646 64644 es +444 44444444444 4 @ -_-** +444 4444 


406 East 145th Street 
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City and Country Contracts 


Come Easy when you show this 
NON-STUFFABLE BALLOT BOX 


CLOSED 


Write for descriptive booklet now and get 
your share of this profitable business 


Douglas Manufacturing Co. 
Crete, Nebraska 


f steel collapsible ballot boxes, steel collapsible 
€cl ury wie l fray 


Manufacture 
votin lection table eels and letter 


g booths, ¢ 


























>? 4 4 4 4 444444444444 446464646464444444744774% 





MASTER GRADE 


the world’s finest remanufactured 


UNDERWOOD 


You, too, can reap the profits from the sale of 
Master Grade remanufactured Underwoods. For 
the Master Grade is first an Underwood—a name 
universally recognized as the peer of typewriter 
perfection. And second, the Master Grade is a 
100° remanufactured Underwood, comparable 
only to a new Underwood. 


It pays to concentrate on Master Grades. Satis- 
faction is certain. Our price list will be sent 
promptly. 


WHOLESALE 


TYPEWRITER COMPANY, INC. 


428-430 Cable: 
Broadway Saletype, 
New York | New York 




















JULY, 
Articles of General Interest 

E J Heimer, general sales manager The Barrett—Cravens 
Company, wrote for Printers’ Ink “Why Cold Turkey Selling 
Must I Done.” 

Manag ent published a mtribution by Philip D. Wagoner, 
resident, Underwood Elliott Fisher Company, titled ““Executive 
Control Through Mechanical Accounting.” 

Hal Johnson, manager of advertising and sales promotion for 


Dealers and $750,- 


The Wahl Company ontributed ‘2,500 New 
000 Worth of New Business’’ to Printed Salesmanship 
Henry Simler, vice-president and general manager, American 


Ink 
change 
attitude 


“Teach 
in 
of 


contributed to Printers’ 
‘Cultivate’ Instead of ‘Canvass.’”"" A 
brings about a change in the mental 
salesman to the possibilities of his territory. 
“Unpersonalized Circular Letters Bring Better Results” was 
written for Printers’ Ink by Ed Thompson, manager Philadel 
phia branch, A. B. Dick Company In his extensive experience, 
both in retailing and manufacturing, Mr. Thompson found that 


Writing Machine Company, 
Salesmen to 
phraseology 


the 


a virile letter made its impression regardless of whether it bore | 
the name and address of the recipient or not. Mr. Thompson 

found that outline illustrations added life and efficiency to cir- 

cular letters 


> 


Records of Stock Steel Furniture Shipments 


The Department of Commerce reports data on the operations 
of manufacturers of steel furniture stock goods, based on the 
report of thirty-four companies in the “business group,”’ and 
fifteen companies manufacturing shelving. The following figures 
show orders received, shipments, and unfilled orders for both 
groups from September, 1924. In a few cases in the business 
group, where orders or unfilled orders were not reported, these 
were calculated on the relation of the firm’s shipments to total 
shipments. 

Business Group 


1924—-September—Orders received, $1,589,994; shipments, $1,- 
619,078; unfilled orders, $1,193,871; October—Orders received, $1,- 


761,431; shipments, $1,783,162; unfilled orders, $1,184,731; No- 
vember—Orders received, $1,615,912; shipments, $1,678,636; un- 


filled orders, 


$1,216,144; December—Orders received, $1,914,038; 
shipments, $1,872,677; 2. 


r 

unfilled orders, $1,220,232 
1925—January—Orders received, $521,877; shipments, $1,972,- 
137; unfilled orders, $1,455,890; February—Orders received, $1,- 
986,151; shipments, $1,939,097: unfilled orders, $1,501,460; March— 
Orders received, $2,012,322; shipments, $2,027,863; unfilled orders, 
$1,482,859; April—Orders received, $1,964,059; shipments, $2,009,- 
199; unfilled orders, $1,466,428; May—Orders received, $1,855,- 
552; shipments, $1,918,869; unfilled orders, $1,383,424; June—Or- 
ders received, $1,792,656; shipments, $1,805,599: unfilled orders, 
$1,390,540; July—Orders received, $1,823,435; shipments, $1,810,- 
745; unfilled orders, $1,445,897; August—Orders received, $1,664,- 
649; shipments, $1,688,965; unfilled orders, $1,358,386; September 
—Orders received, $1,969,769: shipments, $1,816,484; unfilled or- 
ders, $1,535,231; October—Orders received, $2,170,076; shipments, 
$2,130,498; unfilled orders, $1,406,117; November—Orders re- 


ceived, $1,975,117; shipments, $1,885,505; unfilled orders, $1,496,- 
242. December—Orders received, $2,454,277; shipments, $2,418,- 
577; unfilled orders, $1,531,505. 

1926—January—Orders received, $2,652,208: shipments, $2,434,- 


February—Orders received, $2,- 


unfilled orders, $1,760,573 
unfilled orders, $1,833,862. March 


72,555; shipments, $2,183,948; 


205; 


2iz 200; 


—Orders received, $2,289,276; shipments, $2,387.866; unfilled or- 
ders, $1,718,189. April—Orders received, $2,356,403; shipments, 


$1,576,103. May—Orders received, 
$2.464,457; shipments, $2,57: unfilled orders, $1,568,788. June 
—Orders received, $2,556,631; shipments, $2,605,502; unfilled 
orders, $1,535,166. July—Orders received, $2,283,666; shipments, 
$2,149,546; unfilled orders, $1,668,989 August—Orders received, 
$2,298,526; shipments, $2,342,615; unfilled orders, $1,637,538. Sep-— 
tember—Orders received, $2,419,554; shipments, $2,449.906; un- 
filled orders, $1,613,823. October—Orders received, $2,614,780; 
shipments, $2,552,997; unfilled orders, $1,687,319. November— 
Orders received, $2,603,152: shipments, $2,734,540; unfilled orders, 
$1,547,540. December—Orders received, $2,802,325; shipments, 
$2,934,331; unfilled orders, $1,556,404. 

1927—January—Orders received, $2,886,815; shipments, $2,730,- 
714; unfilled orders, $1,727,608. February—Orders received, $2,- 
771,477; shipments, $2,686,419; unfilled orders, $1,803,500. March 
Orders received, $3,021,915; shipments, $3,080,931; unfilled or- 
ders, $1,743,968. April—Orders received, $2,750.877; shipments, 
$2,849,536; unfilled orders, $1,645,599. May—Orders received, 
$2,381,369; shipments, $2,528,672; unfilled orders, $1,597,944. June 
—Orders received, $2,369,244; shipments, $2,519,512; unfilled or- 
ders, $1,469,071. July—Orders received, $2,091,804; shipments, 
$2,040,209; unfilled orders, $1,507,120. August—Orders received, 
2,381,889; shipments, $2,474,854; unfilled orders, $1,412,244. Sep-— 
tember—Orders received, $2,367.857; shipments, $2,218,602; un- 
filled orders, $1,557,988 October—Orders received, $2,410,552; 
shipments, $2,379,557; unfilled orders, $1,574,461. November— 
Orders received, $2,476,230: shipments, $2,856,181; unfilled orders, 
$1,577,410. December—Orders received, $2,850,314; shipments. 
2,740,602; unfilled orders, $1,413,602. 

1928—January — Orders received, 
712,663; unfilled orders, $2,000,450. 


unfilled orders, 
2 575,561; 


2,323,447; 


$3,248,165; shipments, $2,- 
February—Orders received, 


$3,295,861; shipments, $2.908.306; unfilled orders, $2,389,306. 
March—Orders received, $3,283,329; shipments, $3,169,351; un- 








April—Orders received, $2,915,344; ship- 
orders, $2,359,877. May—Orders re- 
$3,213,291; unfilled orders, 
$2,764,085; shipments, 
July—Orders received, 
orders, $2,071,553. August—Or- 
ders received, $2,619,234; shipments, $2,564,638; unfilled orders, 
$2,118,423. September—Orders received, $2,689,009; shipments, 
$2,754,135; unfilled orders, $2,061,856. October—Orders received, 
$3,184,100; shipments, $3,155,353: unfilled orders, $2,089,956. No- 
vember—Orders received, $2,675,664; shipments, $2,854,312; un- 
filled orders, $1,916.890. December—Orders received, $3,610,645; 
shipments, $3,117,139; unfilled orders, $2,409,985. 
1929—January—Orders received, $3,905,906: shipments, $3,625,- 
633; unfilled orders, $2,579,055. February—Orders received, $3,- 
060,290; shipments, $3,242,581; March 
—Orders received, $2,883,716; unfilled 


filled orders, $2,511,518. 
ments, $3,065,637; unfilled 
ceived, $3,085.638; shipments, 
594. June—Orders received 
unfilled orders, $1,992,665 

shipments, $2,515,482; unfilled 


unfilled orders, $2,408,258. 
shipments, $2,923,363; 
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-PRESSTEEL 


Vertical and Visible 
INTERLOCKING 


UNITS 

















For solving business problems 


The safety and progress of a business are 
features of paramount interest to the 
ownership and management. PRESSTEEL 
vertical and visible file equipment sold on 
a systems basis renders facts readily ac- 
cessibie and is actually an important aid 
to both safety and progress. 


Commercial Stationers who exploit their 
PRESSTEEL franchise on this basis get 
the full benefit of their efforts. PRESSTEEL 
equipment and the PRESSTEEL agency 
proposition are interesting. Full details 
sent you, with pleasure. 

















PRESSTEEL 
ENGINEERING 
CORPORATION 


DERBY, CONN, 
New York Office --52 Vanderbilt Avenue 











168 


hat's the 
matter 


with hh 
BLOTTERS 


There is 
thing very radi- 
cally the matter 
when blotters 
are laid away on 
dusty, hidden 
shelves — out of 
sight of custom- 
ers. 


The WRENN SHOWBLOTT opens up new 
sources of profits. It keeps stocks clean and 
within the vision of customers. Your store can- 
not afford to pass up this increased business 
made possible by the SHOWBLOTT. It comes 
fully stocked with a beautiful assortment of 
Wrenn Blottings and is constructed of GF All 
Steel—choice of two finishes—mahogany or 
olive green. Write today for the details about 
the liberal installation plan. 








some- 























The WRENN PAPER COMPANY 


MIDDLETOWN, OHIO 






















OFFICE APPLIANCES 
orders, $2,343,888. April—Orders received, $2,880,395; shipments, 
$2,844,938; unfilled orders, $2,379,491. May—Orders received, 


2,814,423; shipments, $2,783,992; unfilled orders, $2,400,734. June 
—Orders received, $2,530.723; shipments, $2,584,539: unfilled or 
ders, $2,320,642 July—Orders received, $2,: 559,991: shipments, 
$2,624, 552 unfilled orders, $2,240,260. August—Orders received 
$2,517,725; shipments, $2,482,594: unfilled orders, $2, 171, 493 3 
tember—Orders received, $2,278,575; shipments, $2,: 5 
filled orders, $2,067,742. September—¢ rders receive d, 
shipments, $2,333,984; unfiled orders 4 . October 
received, $2,848,741; shipments, $2,983.615; 
059,474. _November—Orders rece ived, Fe ». 900,452 
631,079; unfilled orders, $2,345,471 December 





Orders 
“unfilled orders, $2,- 
shipments, $2,- 
Orders received, 


$2,583,220; shipments, $2,781,610; unfilled orders, $2,166,610 








1930—January—Orders received, $2,298,735; shipments, $2 . 
333; unfilled orders, $1,798,624 February —Orders received, $2, 





385.053; shipments, $2,485,544; unfilled orders, $1,771,145 March 
Orders received, $2,627,339; shipments, $2.726.519: unfilled or- 
ders, $1,589,770 April—Orders received, $2,523,746: shipments, 
1,427,006; unfilled orders, $1,680,003 May orders received 
294; shipments, $2,349,911; unfilled orders, $1,644,738 
Shelving 
1924—September—Orders received, $415,163; shipments $471.— 


390; unfilled orders, $334,485 ictober—Orders received, $681,364: 
shipments, $595,157; unfilled orders, $327,455. November— rede rs 
received, $526,707; shipments, $549,120; unfilled orders, $469,315 


December—Orders received, $596,934; shipments, $650,923; un- 
filled orders, $364,813. 

1925—January—Orders received, $2,206,952; shipments, $517,- 
363; unfilled orders, $361,268 February— rde rs = ceived, $539,- 
286; shipments, $443,514; unfilled orders, $453,358. March—Orde “ 


received, $606,754; shipments, $539.972; unfilled orders, $515,43 


April—Orders received, $566,834; shipments, $650,769; unfilled —. 
ders, $436,048. May—Orders received, $523,426; shipments, $549,- 
272: unfilled orders, $372,296 June—Orders received, $501,182; 


; unfilled orders, $398,973. August—Orders re-— 
ceived, $516, 694; shipments, $452,716; unfilled orders, $447,255 
September—Orders received, $624,676; shipments, $542,173; un 
filled orders $511,689. October—Orders received, $730,911; ship 
ments, $692,471; unfilled orders, $626.933. November—Ords rs re- 


ceived, $686,814; shipments, $574,905; unfilled orders, $739,831 
December 7 


shipments, $482,187 





Orders received, $620,947; shipments, $788,461; unfill a 
orders, $570,941 

1926—January—Orders received, $580,948; shipments, $5 
unfilled orders, $583,415 February—Orders Epeaeven, $6 
shipments, $603, 144; unfilled orders, $633,545. Mar —Orde rs re 
ceived, $583,701; shipments, $726,413; unfilled te oe $604,991 





56. i: 29: 











April Orders pe, $704.432; sh ipments $699 370: unfilled 
orders, $570,693 May—Orders received, $578,364; shipments, 
$617,260; unfilled orders, $587,310. June—Orders received, $603,- 
915; shipments, $601,913; unfilled orders, $553,660. July—Orders 
received, $600,904; shipments, $531,361; unfille d orders, $602,134 
August—Orders received, $506,324; shipments, $545,901: unfilled 
orders, $662,148. September—Orders received, $707,082; ship 
ments, $588,096; unfilled orders, $790,426. October—Orders re- 
ceived, $591,652; shipments, $639.780; unfilled orders, $745,364 






November—Orders received, $5 17; shipments, $583,488; un- 
filled orders, $730,846. December- Orde rs received, $561,979; ship- 
ments, $621,773; unfilled orders, $607,656. 
1927—January—Orders received, $576.377; 
unfilled orders, $623,355. February—Orders received, $657, 
shipments, $607,622: unfilled orders, $675,201 March—Orders re- 
ceived, $689,964; shipments, $690,783; unfilled tte $678,531 
April—Orders received, $621,888; shipments, $67 7,745 unfilled 


shipments, $555,996: 





orders. $627,266 May—Orders received, $686,144 7a ipments, 
$585,397; unfilled orde rs, 731,157 June Orders received, $638 
485; shipments, $657,927; unfilled orde rs, $710,300 July—Orders 


shipments, $656,584: unfilled orders, $679.309 
shipments, $604,107: unfilled 
received, $607,905: A 4 
23 oe ee Orders Te 


received, $534,875: 
August—Orders received, $592,353; 
orders, $668,621 September Orders 
ments, $531,154; unfilled orders, 












ceived, $551,239; shipments, $6 i9,: ; unfill orders, $665.790 
November—Orders received, $574,763: ~ nts, $590,764; un 
filled orders $650,908 December—Orders received, $619,276: 


shipments, $577,910; unfilled orders, $605,809 
1928—January—Orders received, $768.748: shipments, $680,264: 
unfilled orders, $679,745. February—Orders received, $741,310; 
shipments, $681,999; unfilled orders, $743,376. March—Orders re 
ceived, $841,098; shipments, $831,607: unfilled orders, $774,947 


April—Orders received, $740,658; shipments, $716 104; unfilled 
orders, $793,903 May — Orders received, 3732 921; shipments, 
$768,562; unfilled orders, $752,512. June—Orders received, $737,- 


Orders 


$705.657 


060; shipments, $720,253; unfilled orders 729,310 July 
received, $713,330; shipments, $722,516; ‘unfilled orders, 
August—Orders received, $863,422; shipments, $836.105: unfilled 
orders, $734,367 September—Orders received, $799,850; ship- 
ments, $678.422; unfilled orders, $753,813 October—Orders re- 
ceived, $958,726; shipments, $953,804; unfilled orders. $760,104. 
November—oOrders received, $875,354 shipments, $915,640; un- 
filled orders $720,888 December—Orders received, $828,555; 
shipments, $791,576; unfilled orders, $757,429 

1929—January—Orders received, $1,099,575; shipments, $901,970; 
unfilled orders, $819,420 February—Orders received, $919,557; 
shipments, $974,305; unfilled orders, $765,541 March—Orders 
received, $1,145,632; shipments, $1,109,876; unfilled orders, $801,- 
643. April—Orders received, $1,095,329; shipments, $1,131,362 
unfilled orders, $765,484 


May—Orders received, $1,120,990; ship- 
ments, $989,120; unfilled orders, $897,361. June—Orders received, 
$949,553; shipments, $910,534; unfilled orders, $934,834. July—Or 
ders received, $939,057; shipments. $867,496; unfilled orders, 
$999,328 August—Orders received, $931,468; shipments, $899,947 
unfilled orders, $1,041,309. September—Orders received, $732,020; 
shipments $689,347; unfilled orders, $807,529 October—Orders 
received, $927,578; shipments, $979,236; unfilled orders, $1,014,754. 
November—Orders received, $801,223; shipments, $859,697; un- 
filled orders, $950,437. December—Orders received, $735,452; ship- 
ments, $856,011: unfilled orders, $823,870 

1930—January—Orders received, $707.719; 











shipments, $659,174 


unfilled orders, $696,647 February—Orders received, $750.062 
shipments, $667,629; unfilled orders, $776,797 March—Orders 
received, $839,189; shipments, $812,080; unfilled orders, $807,596 
April—Orders received, $796,100; shipments, $814,706; unfilled 
orders $782,460 May—Orders received, $725,243 shipments, 
$751,521; unfilled orders, $753,976 
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JULY, 1930 
MR. AUDITOR 
Here is a sorting device that will sort any 
series of 1000 ‘checks te 10's in one CVC 
sorting. 
_ io request. 30 day trial. Millions Depend on 
the Written Signature 
On 
Saves desk York. City, "The "Nation's 
reatest inancia enter. 
Time only 
and when 
Space in that 
- Has No Business 
SANFORD: 
PREMIL’ 
Senco cenninad tex ea WRITIN /mportant Records are 
~. ace required for sorter 6x18 inches. Us Wi W H th 
‘indows and doors may be kept open and fan going. 
se in any sg and ha we to fit your ne 4 Sua Y 7tten We al 
rite tor Catalog and full details. 
THE KOHLHAAS CO. FORDS 
Manufacturers of 
Instant Reference Files 
183 N. Dearborn St. Chicago IIl. PREMIUM WRITING FLUID 
“The Ink That Has Defied Time for 70 Years* 











WHAT EVERY DEALER NEEDS 





Manu- 


An attractive Reception Room Table. 
factured in 3 sizes, 4, 5 and 6 feet by 2 feet wide. 
Mahogany and Walnut. 


Look thru our catalogue and notice the large as- 
sortment we manufacture of Reception Room and 
Long Narrow Tables for the office. 


The Quigley Furniture Co. 
Whitesboro, New York 


New York City Office: 
130 West 42nd. Room 414 
































Sainberg Accessories Enhance the 
Beauty and Utility of every Office | 





In the Sainberg line you find the answer to the executive's 
desire for high quality hand tooled individual creations to 
match his office appointments, the office manager's desire for | 
rugged, serviceable yet harmonious, every day working 
companions, and the purchasing agent's desire for the com- 


mercially priced grade. 


The Sainberg line of desk pads, letter trays, waste baskets, 
and other desk accessories satisfies every purse. With a 
stock of Sainberg office accessories you can supply all needs | 
—at a good profit. 


Our catalog will be sent you on request. 


SAINBERE & CO.. INC. 


37-43 West 26th Street 

















NEW YORK | 











OFFICI \PPLIANCES 


MEMO TRAY 


NEW PRODUCTS ARE THE LIFE- 
BLOOD OF BUSINESS! 
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Here is a new and novel desk companion that will 
create new business for you. Memo I[ray is some- 
thing your customers have been looking for. Fur- 
nished complete with 250 each, small and large 


The bE B LooseLeat memo sheets. Walnut and Mahogany Finishes. 
- LJ. HOLDER 


Simple—But so Practical 








How true it is that the little, simple, inex- 
pensive things frequently prove so essential 
sO practical. 





A conspicuous example of this is the F-B trans- 
fer binder—a marvel of simplicity. Two bolts Put a dozen Memo Trays in your window and get your 
and two bars make it a most efficient holder for share of the new business it is creating. 
loose leaf forms, adjustable to all sizes of rec- 
ords and distances of centers. Firms large and IMPERIAL METHODS CO. 
small are using it. You'll find sales satis- Fesest Pash. 
factory Illinois 
Western Wholesale Stationers, Lid. 

228 . Leos A sles St. 530 Mark St. 
THE F. B. MANUFACTURING CO. a a ck 


1228 Intervale Ave. New York 
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CADP ITTLE 


QUALITY 
CARBON PAPER 


ROCHESTER.N.Y.. U.S.A 
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The 
INSIDE 
STORY 
of 
ECLIPSE Pneumatic INK WELLS Deserving Full Satisfaction 
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enough ink at each dip of the pen. ‘The result is no wasted ink or | The “Little” line of Carbons & Ribbons is pledged to sus- 

SIT URAEEIT Tn Nese dceaitinds dina G0 tat Unies Gittins tanta tain and advance a high quality of service for American 

Bo ey Bony cums — Ne parte to wear out, nothing te clos business—a quality that has been for 40 years a standard 
an “Eclipse” is practically indestructible of comparison. . 

\ proven product—perfeet in use and profitable to sell. The ‘*Little” line requires men of equally high standard 

to develop its distribution in certain markets. There 


HW rite for Dealer Offe “e wr 
Wee Juv Seater Cyer are real opportunities. Write fully. 


GENERAL ECLIPSE COMPANY A. Dp RIiGIiLce ine 
— o e 


Dept. A Danielson, Conn. Rochester. New York 


New York Office, Bible House, Astor Place 























Change in Seattle Commercial Furniture House 

Nugent & Harris, Inc., 1207 Fourth avenue, Seattle, 
Wash., is successor to the Allen Wadenstein, Inc., office 
furniture department, which had been operating at 133 
Fifth avenue Paul C. Harris has had many years’ experi- 
ence in the commercial furniture field. Edward Nugent is 

business man with interests in Seattle and Tacoma. He 
will be active in the new corporation. Mr. Nugent is a 

meer resident of the Puget Sound country During the 
war he was comptroller and treasurer of the Todd Dry 
Dock Company, which operated in Tacoma and Seattle 

The new company handles the lines of The Macey Com- 

vy, Grand Rapids, Mich., Colonial Chair Company, Chi 
cago, Chicago, IIL, and the American Desk Company, Los 
Angeles. The store is in the heart of the metropolitan 


irea, aftordu ff a convenient location with refere nce to 


Seattle’s business houses 

Chere is considerable building activity in Seattle at the 
present time, and the company has been enjoying a good 
business in its new location [The company anticipates a 


fine future for high grade oftice furniture 


——SSSSS>>>~Elhl_>S>S>Sp 
PENS AND PENCILS 


Chicago, II!.—Allan Welty, of the Wm. A. Welty Companys 
spent June in Wisconsin, combining business with fishing in 








favored waters 

Chicago, Ill.—J. A. Bowen has been appointed representative 
in this territory by J. S. Staedtler, Inc. He had been with the 
Russia Cement Company and the Eberhard Faber Pencil Com- 
pany formerly 

Chicago, Ill M. A. Fountain, manager for The Conklin Pen 
Company, will spend part of July on a motor trip, accom- 
panied by Mrs. Fountair They will drive in Mr. Fountain’s 
Nash—the fifth he has owned—through the New England states 

indianapolis, !tnd.—The Sentinel Printing Company has in- 
stalled a pencil imprinting department, in charge of A. W 
Mason The product is used for advertising purposes The 
company was established in 1822 

Milwaukee, Wis.—Roy J. Rada, 1677 Thirteenth street, has 
become sales representative for the Tri-Pen Company in Wis- 
consin and the upper peninsula of Michigan He has had an 
extended experience in the stationery field 

Wilmington, Del.—The Locklip Company has been chartered 
to deal in pencils, pens, clips and writing devices of all kinds; 
capital stock, 10,000 shares no par value; H. E. Grantland, 
charter representative, Wilmington 


<€ —————————— 
LOOSE LEAF 


Chicago, Hil.—t ( Carpenter has been elected vice-president 











of the joorum & Pease Company, with headquarters at the 
local branch, 500 South Throop street He is executive director 
for the midwest district Mr. Carpenter is one of the pioneers 
of the loose leaf field, with vears of service with The Sam’'‘l C 


Tatum Company and more recently with the Wilson-Jones 
Company 

Cincinnati, Ohio.—Max Hopkins has joined The International 
Visible Systems Company as sales promotion manager He 
had been general manager of The Cincinnati Art Publishing 
Company previously 

Hartford, Conn.—Z. DTD. Flenor who has been with The 
McBee Binder Company at Philadelphia, Penna., has been made 


manager of the Hartford agency 25 Main street 

New York, N. Y.—-W R Braden has joined the sales or- 
ganization of The Stationers Loose Leaf Company hers He 
had been with the Irving-Pitt Manufacturing Company and 


later with the Wilson-Jones Company 
San Francisco, Calif.—George P. Snyder, president of Graham 


Chisholm Company, %-15 Murray street New York city, is 
making an extensive tour with his family to the Pacific coast 
visiting San Francisco and Los Angeles, leaving the latter city 
for the east about July 

> = 


Personal Leather Goods in Guatemala 
Commerce Reports] Pocketbooks and purses for women ar 
not used to any large extent in Guatemala, but these articles 


for men are in good demand Leather billfolds—two-fold and 
three-fold—are imported principally from the United States 
Some Gert n bill folds were noted in stock, but the size and 
shape are not popular in Guatemala Leather pocketbooks used 


in Guatemal 
> 


range in price from $12.00 to $36.00 per dozen 
F. O. B. fac ; 


Blacks and tans are the favorits colors 
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“PREFERRED 
STOCK” 


with American Stationers 


FIVE POINTS ABOVE PAR 


Genuine Pressboard. 

Super Quality Folder Stock. 
Slant Tabs (see below). 

The Perfect Insertable (Pat.) 
Red and Black Index Printing. 





Pat. Pending 


All celluloid guides slanted as ‘shown. 
They sell better because they are better. 


Quick Service on all Stock Items 


Send for Salesman’s Sample Outfit. 





“THE LINE OF LEAST RESISTANCE” 
Grand Rapids, Michigan 

















COLONIAL 


offers these 


Moderate Priced 
MODERNE CHAIRS 





Here is something new in moderne chairs of ex- 


tremely moderate price. 

Ideal for “toning up” an office at small expense. 
match any straight line desk. 

These chairs are in large demand for assembly halls 
in schools and in public buildings where the “moderne” 
effect is required to harmonize with architectural designs 
—but at moderate cost. 

Side-leg and armless rotary chairs available. 

Made in Genuine walnut, quartered oak and imitation 
Ask about them! 


Will 


finishes. 


Colonial Chair Company 


1730-1758 No. Maplewood Ave., Chicago 











APPLIANCES 


=> 


OFFICE 








N= 





FURNITURE 


N. C.—The Office 
established on South 
had been 


Supply & Equipment 
Second street. H. N 


business at 


Albemarle, Stanley 


Company has been 


Bannister, the manager, engaged in 


New Orleans 

Alliance, Nebr.—The Times and Herald has occupied its new 
two-story building, which houses the commercial furniture and 
stationery business, publication and job shop, and offices ar- 
ranged for the use of the medical profession 

Cedar Rapids, lowa.—D. R. Holden, a veteran of the sta- 
tionery and book business here, has retired from the Holden- 
Kahler Company The business is being conducted by Walter 
R. Kahler and Willis Mohn. 

Chicago, ti!.—The Art Metal Construction Company has leased 


the entire second floor of the Lovejoy industrial building at 
2901 South LaSalle street for warehouse purposes About 
18,000 square feet of floor space is used for storage and service 
facilities. The local branch is at 173 West Madison street 
Chicago, Ill.—The Berger Manufacturing Company has leased 
a warehouse at California avenue and Twenty-second street. 
In addition to carrying extensive stocks, the warehouse is 


equipped to do special steel work, graining and colored finishes, 


ete. The company has approximately 25,000 square feet of 
floor space on the first floor at 2509 West Twenty-second street. 
The local offices are in the Builders building. 

Detroit, Mich.—H. J. Schultz, a new salesman for the Yaw- 
man and Erbe Manufacturing Company, has been assigned to 
Territory No. 2 

Hamilton, Ohio.—The Stationery & Office Supply Company 
held the formal opening of its new building a short time ago. 
The main sales floor is 60x40 feet The basement is occu- 
pied by the commercial furniture department The company 
has for officers Ellis S. Rump, president; George P. Sohngen, 


Jr., secretary-treasurer. 
Los Angeles, Calif.—The 

moved its local office and 

to 2428-64 Hunter street 


Berger Manufacturing Company has 


warehouse from 207 East Seventh 
street 

New York, N. Y.—Charles J 
“Y and E” 
No. 4 


McCormack the 


training course and has been assigned to Territory 


has completed 


Pittsburgh, Penna.—The Pittsburgh Desk & Chair Company, 
545 Sixth avenue, has changed its name to the Pittsburgh Desk 
& Specialty Company. This business is conducted by E. E. 


Baker, 
San Francisco, Calif.—D. S 
Metal Office Furniture Company 


president 
Hunting, sales manager of The 


brought news of developments 


in the steel furniture business to the local trade on the occa- 
sion of a recent visit 
a 
Wood Furniture Exports Show Growth 

Commerce Reports] Exports of wooden furniture from the 
United States have shown a definite upward trend since 1926, 
registering an increase from $3,071,342 in that year to $4,669,932 
n 1929, or fifty-two per cent. The gain in the past year over 
1928 was nearly $1.000,000, approximately twenty-three per cent. 
The greatest increases have been recorded in two classes, 
chairs,”" and “other wood, willow and wicker furniture.’’ In 
these two classes the combined value of exports in 1926 aggre- 


gated $2,285,090, or seventy-five per cent of the total exports of 


Bs 


wood furniture, and further increased to $3,862,730, or eighty- 
three per cent of the total, in 1929 On the other hand, exports 
of office furniture, store fixtures, and school, theater and church 
furniture showed only slight increases in the past four years, 
the rate of growth not having kept pace with the gains in 
exports of other classes of wood furniture 

> . . 

Exports of wood office furniture form but a comparatively 
small proportion of the total exports of wood furniture. Ship-— 
ments of wood office furniture for the past four years have 
been sporadic, but the trade in the past year was slightly 
improved over that of the previous year, sales increasing fifteen 
per cent. The following figures show exports of wooden office 
furniture to the leading countries of destination since 1926 


Exports By Countries 


Argentina (1926) $40,876; (1927) $44,831; (1928) $36,405; (1929) 
$62,987 

Canada—(1926) $33.222: (1927) $39.310: (1928) $51,979; (1929) 
$51.44 

Mexics (1926) $65,920: (1927) $49,685: (1928) $28,129 (1929) 
$46,417 

United Kingdor (1926) $21.657: (1927) $48.465: (1928) $39,799; 
(1929) $39,639 

Colombia (1926) $14,281 (1927) $22,319: (1928) $21,815: (1929) 
$91,569 

Panama—(1°26) $1 S92: (1927) $6.770: (1928) $5,850: (1929) $13,- 
ma 

France (1926) $5,012; (1927) $7,738; (1928) $7,450; (1929) $8,216 

Dutch West Indies—(1926) $1,889; (1927) $4,055; (1928) $3,487 
(1929) $7,219 

Peru—(1926) $8,527: (1927) $4.696: (1928) $6,025: (1929) $6,060 

(jermany (1926) $1,045: (1927) $847: (1928) $1,394 (1929) $5,480 

(Continued on Page 150) 
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PERI 
Wee 


Permanent and Profitable Bb ib Tt 


The demand for built-in fur- 
niture is constantly growing. 
The dealer who is in a po- 
sition to bid favorably on such 
special installations is in line 






























































for a good profit. With the Wee 
Imperial Steel line, the dealer cI |) Cay 
can confidently promise the oe ||| — 
quickest service and the fin- ——— ame 
est installation at the lowest cI | a 
price. An immediate profit es oe . ee eT 
and a steady customer ac- = eS) Caeta 
I ol fe, a eT The 
company every imperial in- | co cI | Baa. 
stallation. It will be a pleas- — |i) == 
ure to send you full particu- nes: —= —= 
lars about our service. Write ‘ FF IETS iP 
us today. . é! . a 
te ee Sh at eatl » 

IMPERIAL STEEL CABINET COMPANY 

2130-2152 Fulton Street CHICAGO, ILL. 
We have made chair actions of steel Note 6 points of attachment to seat 





and semi-steel for over 50 years. We 
are the only manufacturers who fur- 
nish ground screw with patented 
plain terminal so there will be no 
wobbling when chair has been in 
use. Various styles of hubs, stamped 
steel or cast semi-steel. We can fur- 





Patented plain terminal screw, 


nish iron, steel, and semi-steel fittings ground to fit bere tn hub 
for hundreds of kinds of stools, tables 
and chairs. Catalogue and prices on | 


request. 





GILSON- BOLENS MANUFACTURING COMPANY 


PORT WASHINGTON, WISCONSIN, U. S. A. 
| THE BUSINESS WORLD REVOLVES ON GILSON CHAIR ACTIONS 
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DRESTO? 


INKSTAND 


It Sells! 


Presto is the ink stand of real merit The auto- 
matic self-closing feature soon saves enough ink to 
pay for the stand. It cannot spurt either—another 
sales point. The durable construction and attractive 
appearance make a hit instantly—and the low price 
clinches the ordet 


Send for full information 


BACHRACH SPECIALTY CO. 
2275 Third Avenue 
New York, N. Y. 











Catalogue 
on request 


Manufacturers 
of 
OFFICE 


DESKS 
Since 1890 


OFFICE AND FACTORY 
2527 MOFFAT STREET 
CHICAGO 














7642-2 
SWIVEL TO MATCH 
76426 





CROCKER CHAIR COMPANY 
SHEBOYGAN, WISCONSIN 


CHICAGO NEW YORK OAKLAND 


















In the New Gussco 
Catalog— Filing 
Supplies at Profit- 

Bringing Figures 


I. new GUSSCO catalog will demonstrate 


, vou as it has hundreds of other dealers 
that this statement is no idle boast—but an 





actual tact. 
And the new GUSSCO catalog shows you a 
complete line of filing supplies 


INDEX CARDS—INDEX CARD GUIDES—PRESS- 
BOARD GUIDES—METAL TIP PRESSBOARD 


GUIDES—CELLULOID TIP INDEX CARD 


GUIDES AND FOLDERS. 


We wil send your 1 mmediately 


Write f 


GUIDE SYSTEM & SUPPLY CO. 


“The House That Sticks to the Trade” 
335 Canal Street 


New York, N. Y. 

















™ 


on 
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TYPEWRITERS 


Attleboro, Mass.—The Grant Company has be 





butor the Woodsta l'ypewriter Company 
Augusta, Maine The Voodstoc Sales & Service Compar 
Water street, has beer ! nted distributor Wood 
Typewriter Compar Hiomer F. Fletcher is inage 
Bay Shore, L. }I., N. Y. The Jedlicka Music Shop, 62-64 East 
Main street us become dealer in the Royal portable type 
write 
Bethlehem, Penna Typewriter Sales & Servic conducted 
06 West Broad street talph B. Herber has been ay 
ited distributor of Woodstock typewrit 
Brownsville, Texas J A. Oe ns has oved 1 fl n 
ne business to 10 East Ad s street His nes inclu 
L. CC. Smitl ind t (or pewriter Daltor " i 
es, Marchat uleu ' Dictapl Ss ar 1 : 
iirs 
Buffalo, N. Y. \ I tung i een appointed manage 
Woodstock Typewriter Company's local brat 
Chicago, II! Miss Beatrice tichardson has ret 
‘ igo branch of the Woodstock Typewriter Compar She 
id ymer manager about ve zg l n 
gz was icceeded b Miss Rae Schwart Mis Ss Val 
} resignes I ce int f l healt! s Miss I 1 ! 
zg connecting Ww n ¢ cag st re | s and 


users of Woodstock tyvpewri 


Chicago, Ill Several experienced typewriter salesmen have 


added to the sales staff of the I 
These include John A 
and the Royal 


nderwood Typewrite! 


Company here Guest, formerly with 


the Hammond Typewriter Company Typewriter 


Company In¢ Claude Fant formerly with the Underwood 


James previously with the 


Texas Georges 
Oshk« Wis lL, \ \ Johnson, for- 


Galveston 
office it 


Stail at 


Underwood 


merly with Royal Typewriter Company, In 

Dayton, Ohio.—The Woodstock Typewrite1 Company has 
opened a branch at 35 East Third street n charge of EK. M 
Ferree 

Des Moines, lowa Dwight Newburn has joined the Royal 
Typewriter Company here ‘ intryvy salesman He 4 work 


the southern territory 
Duluth, Minn.—A 


Typewriter Company t 10 


brancl as been opened here by the Wood- 


stock West First street Franklin 


W. Goggins is manager 


Durham, N. C.—The Durham Book & Stationery Company 
owned and operated by M hugene Newsom, president of 
Rotary International, has been Smith-Corona dealer Durham 
and surrounding counties the past seven years 

Grand Junction, Colo.—The Western State Typewriter Com- 


pany has been established here by L. L. Ooley The company 
has distribution for the Woodstock Typewriter Company on 
the western slope of the Rocky Mountains in Colorado 
Joplin, Mo. Ray Ward whi has sold for the W oodstock 
Typewriter Sales Company while it was operated by H 1) 
Doty, has become distributo Mr. Doty has resigned. 
Ithaca, N. Y E. K. Ray, a veteran portable typewriter sales 
organizer, has become assistant sales manager of the Barr 
Morse Corporation He oined the Corona staff in its early 
days and later went with the L. C. Smith & Corona Type- 
writers In¢ 

Los Angeles, Calif.—Ill healt has obliged George Smith to 
resign from the local sales staff of the Woodstock Typewriter 
Company His friends look for restoration of health up in 
the mountains 

Louisville, Ky.—The Royal Typewriter Company Ine has 
ulded two portable dealers here—The Hammer Printing Com- 
pany 127 South Third street and The Meffert Equipment 
Company (special dealer), 126 South Fourth street 

McPherson, Kans.—D. M. Hale has taken his son, Gilbert, 
nto his business, which is now known as D. M. Hale & Son 


number of years 
portable the 
Woodstock 


northwest 


Mr. Hale been in business a and has the 
northwest territory for the Royal 
ction of the handled for the 


and the Corona 


has 


Kansas south- 
west sé state is Type 


writer Company 1dding machine in 


Kansas 


Memphis, Tenn The Doyle Typewriter & Supply Company, 
197 Monroe street, has become Royal portable dealer 

Middletown, Conn.—John Newman, manager of the Hazens 
Company has been appointed a distributor by the Woodstock 


Typewriter Company 


Minneapolis, Minn.—\\ \. Randa has joined the ocal sales 
{ ie Woodsto Tv 


reanization rt ti writer Company 


Monroe, Mich.—The Typew Inspection Company Ine 
Toled Ohi has opened branch here at 18 South Monrose 
street Tor Karr is loca nager issisted by H. Oxley 

rvice epartment manage! 





DAVIDS’ 


MARKING INK 


This Ink is 
Fire-proof 
Water-proof 
Will not fade 
smut or rub 
off 





OAT. NO. 350 


Write fer Catalogue and Prices 


Thaddeus Davids Ink Co., Inc. 
Makers of Fine Sealing Wax—Inks—aAdhesives 


95-97 VANDAM ST. NEW YORK, U.S. A. 
ESTABLISHED IN 1825 








POLAR-No. 705 


A 
New 
Waste 
Basket 


Priced 


Walnut or 
Mahogany. 
Price $11.00* 


All 


This exceptional value has caught the fancy of 
buyers everywhere. The basket is finely fin- 
ished and has excellent lines. It is in keeping 
with the better desks. 


If you have not seen the new Polar No. 705 
mail your sample order for one of each finish. 


*Less regular dealers’ discount. 


Polar Manufacturing Company 
PHILADELPHIA, PA. 
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Discriminating buyers and dealers of 
Office and Directorate Furnishings 
need to know of GUTH TABLES. 


Squared leg designs or elaborate hand 
carved—stock sizes from 3 to 16’. 


GUTH, INCORPORATED 


Main Office and Factory—Fleetwood, Pa. 


STURGIS 


(All Metal) 


POSTURE 
CHAIRS 


AND 


STANDS 








Sold exclusively 
through office 
furniture dealers 


Write for our 
proposition 





Sturgis Posture Chair Co. 


Sturgis, Michigan 











OFFICE APPLIANCES 


Newark, N. J The Kresge Department Store is now a dealer 
in Royal portable typewriters. 

Typewriter 
Robert 


branch of the Royal 


junior salesmen 


Oakland, Calif The local 
Company, Inc., has put on 
Brian Bedford. 


two new 
Trevers and 


Omaha, Nebr.—Lloyd D. Leckner has joined the local branch 


of the Royal Typewriter Company, Inc He had been selling 
typewriters previously in Chicago, Detroit and this city 
Pensacola, Fla.—C. A. Koch has been appointed distributor 


for the Woodstock Typewriter Company 


Philadeiphia, Penna.—W. A. Hogan has become a member of 


the Woodstock Typewriter Company's sales staff here 
Philadelphia, Penna.—The Office Machinery Company, 205 
South Eleventh street, has been appointed a portable dealer by 


the Loyal Typewriter Company, Inc. 


Richmond, Va.—Ross O’Connell has joined J. A. Kempton, 
ocal distributor for the Woodstock Typewriter Company He 


had been with another typewriter manufacturer formerly. 


Rockford, itt.—The W oodstock 
branch at 307 Mulberry 


Typewriter Company has 


opened a street, in charge of C. N. 


Kelley 

St. Petersburg, Fila.—C. Hale, of the Consolidated Typewriter 
Company, Visited the Detroit branch of the Royal Typewriter 
Company a short time ago He went to the Motor City. to 
lrive home a new automobile. 

San Francisco, Calif.—Phil Clark, formerly with the Wood- 


stock sales organization at San Francisco, has been transferred 
to the Los Angeles branch. 

L. Pollak 
Commerce of 


San Francisco, Calif. was in San Francisco early 
with the Chamber of Idaho 


Pollak has typewriter stores in Pocatello, 


good will 
Twin Falls 


in June 
tour Mr 
and Idaho Falls (lIda.). 

Billington, San Francisco division 
Smith & Corona Typewriters, Inc., was 
Ten for the month of April He had 
months of January and Feb- 


San Francisco, Calif.—C. H 
manager for the L. C. 
again one of the Big 
held the honor for the 
making three months out of four to possess the coveted 


previously 
ruary 
honor 
who is 


Gregory, manager 


stoppe d 


San Francisco, Calif.—Charles J 
of the American Writing Machine Company in Seattle, 
off here on his way south, early in June, and visited the San 
Francisco store of the company. Mr. known 
connected with the 

this city. H. A 


well 
\merican 


Gregory is 
having formerly been 
Machine Company of 


acting manager here 


here, 
Writing Toteson is 
Francisco, 
Smith & 
February. 
when the Mayor 
lady a check for 


Miss Blanche Brown, of San 
first prize in the L. C 


essay 


San Francisco, Calif. 
was declared winner of the 


Corona Typewriters Inc contest, started in 


The award was made to Miss Brown in June 


of San Francisco formally handed the young 

$1,000 in a pleasant ceremony at which C. H. Billington, man- 
ager, San Francisco division, Smith-Corona, and other local 
members were present. The presentation took place in the 
City Hall Miss Brown is a copywriter for a large local de- 


partment store, O'Connor, Moffatt & Company, and it is stated 


that when she wrote her prize-winning essay she did not even 
keep a carbon copy. The subject of the essay was “Why lI 
Want a Corona Two hundred words were the limit and the 
winning essay ran to 180 words. The contest was world-wide 


and $500 was divided between winners in other localities. 


San Francisco, Calif.—The Atlas 
street, has been bought out by 


Typewriter Company, 149 


California Lester Secor of the 


Guaranty Typewriter Company, 17 Second street Cc. A. Burg- 
land, former owner of the Atlas Typewriter Company, has 
joined the staff of the Guarantee Typewriter Company to take 
eare of shipping Secor says that Burgland probably knows 
every captain and ship's officer that puts in at this port, both 


American and foreign A good many typewriters are used on 


board ship The captain, the wireless operator and the purser 
and first and second officers all have typewriters, as well as 
the chief engineer. In fact, the third officer seems the only 
man in authority who does not operate a typewriter or have 


one for his use. Mr. Secor says that many nautical men buy 
rebuilt typewriters for their own use and sometimes a good 
chance presents itself in a foreign port to sell the rebuilt ma- 
chine to advantage. On his return he buys another rebuilt 
nachine Mr. Burgland’s experience and acquaintance with 


seafaring matters makes him a regular waterfront typewriter 


salesman 

San Luis Obispo, Calif.—V. W 
office at 1019 Chorro street, has 
for Remington Rand office equipment He was formerly 
nected with The Typewriter Shop, San 


Howard, who has opened an 


announced that he is agent 
con- 


Luis Obispo 
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SOLID BRONZE DESK SETS 


FOR BANK OFFICIALS AND BUSINESS EXECUTIVES 








Set consists of cast bronze desk lamp with marble 
base and pen holders; cast bronze officer's name 
plate; cast bronze ash tray; bronze blotter pad. 
Any part of set can be purchased separately. 


You can sell these beautiful bronze pieces with 
every fine desk. 





PRICE BROTHERS 


Mfgrs. Bronze Tablets and Signs—Bronze Specialties 
General Offices and Factory: 2644-48 N. Maplewood Ave. 
Sales Office: 333 No. Michigan Ave., CHICAGO 
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Goods of Quality 
bought right are 
half sold... 


This is proven by the ever 
increasing sales of 


FILEX 


standardized filing sup- 
plies and the reception 
given the new 


KRAFTEX 
long life filing folders. 


Apply for catalog and samples 


THE DUNLEAVY CO. 


Manufacturers 


167 OLIVER ST. BOSTON, MASS. 














One dealer adds *4000-*5000 
to his income imprinting 
fountain pens alone — 


If one big dealer can increase his yearly income four 
to five thousand dollars imprinting fountain pens 
lone, imagine your possibilities with the Simplex 


Challenger Model R Gold Stamping machine which 
imprints all kinds of impressible material—leather 

imitation leather—celluloid—wood—muslin, etc 
simplest machine yet devised for 
a very small space for 
Anyone can 


The Simplex is the 

imprinting. It requires only 

operation yital work 
operate it 

[he usual charge for imprinting name or ini- 

tials is 15 to 50 cents Not one in a thou- 

sand objects. Here is real profit. Write 


and does c if 


| 


our Service Department for full in- 
formation 











Simplex Gold Stamping Press Co., Inc. | | 
425 Fourth Avenue, New York 








Tel.: Caledonia 4056 Cables: Mildoheil, N. Y. | 




















No. 260F 


Sales— 
Are Satisfactory 


ALES of the new Western desks are satisfactory 
—better than we expected in this early period 
of their newness. 

Dealers have been quick to sense the advantages 
of the new Western line and the models now in use 
bear evidence to the unusual value. Repeat sales 
may well be expected. 

You should find a lot of satisfaction in represent- 
ing Western desks. No elaborate sales talk needed 
—just plain facts. The desks reflect the sincerity of 
the workers and the confidence of the seller. You'll 
be more than satisfied. Send for catalogue No. 35. 


WESTERN 
DE'eK-S 


Western Furniture Co. 


Blair Avenue and Palm Street, ST. LOUIS, MO. 


























SAVE 90% 


OF YOUR FILING COSTS 


IR LOK 


sible STORAGE 
Collapsibh FILE 









Ar ne xpensive system of filing inactive records 
that iplicates your active filing system in 
every detail except cost Same arrangement— 
ist 1s accessible just as dust-proof—keeps 
ecords clean and crisp For letters, docu- 
ments, checks, vouchers, etc 94 stock sizes 
f r e\V 


ry kind of record 
=f —- ie 


Quik-Lok Automatic Locking Files are made of 
heavy damp-resistant fibre board A heavy 
triple steel reinforcing strip extends the length 
f cover, making it dust-proof, adding rigidity, 


and forming the automatic lock at each end. 
Smooth top and bottom makes handling easy 
and safe Extra strong, long-wearing Uncon- 
ditio ly guarant l or money back. Write for 
cata og today 


TO DEALERS—Write for literature 
and discounts 


THE KAY-DEE CO. 


3644-3664 S. 36th Se. Lincoln, Nebr. 














etter 





Sle" SS 





No. 75 


Conrades Better Built furniture, both chairs and 
matched office suites, have furnished a foundation for a 
successful office furniture business in communities large 
and smal! Conrades furniture is “Better Built Cata- 
logues and price lists on our new MATCHED OFFICE 
SUITE line are now ready——-send for your copies today 


MFG. CQ. 
1942 North 2nd Street 
ST. LOUIS, MISSOURI 


CONRADES 
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That Alone Is Sufficient Reason for 
Concentrating on Columbian- 
Success Calendars 


A beautiful finish — bases in color —red- 
edged, lithographed pads — nickel-plated 
lock arches— gives the Columbian-Success 
line immediate preference for home as well 
as office. 

Free dealers’ helps attract new customers 
and build profits. 


Place your 1931 order Today. 


Chinese Red, Olive Green, Satin 
Black and Mahogany Brown lac- 
quer finishes are available. 


COLUMBIAN ART WORKS. INC. 


1024 JUNEAU AVE. 


MILWAUKEE,WIS. 
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Seattle, Wash.—The North Coast Typewriter Exchange has 
been opened by Filz Brothers at 1325-29 Leonora street All 





makes of rebuilt typewriters are handled as well as standard 
makes of portables 

Syracuse, N. Y.—Arthur Edward Jones has joined the local 
sales organization of the Royal Typewriter Company, In 

Westport, Conn.—The Bigelow Stationery & Gift Shop has 
been appointed a representative for the Royal portable type- 
writer 

Wilmington, N. C.—H. I W olfe recently appointed dealer 
here by the Royal Typewriter Company, Inc., sold his first 
machine over the telephone while unpacking it 

Youngstown, Ohio.—-W \ Reeves, 41 North Phelps street 


is been appointed Roy rtabl listributor for Mahoning 








€ > 
ACCOUNTING MACHINES 


Boston, Mass.—The Gardner Company has opened an office 
at 3S Chauncey street John D. Haughey is district manager 





San Francisco, Calif.—The San Francisco force of Remington 
Rand won the annual spring picnic contest from the Los 
Angeles force of the corporation The outing was held on the 
Russion River, Saturday and Sunday, June 7-8 One hundred 
men thoroughly enjoyed themselves in games and sports 
Remington Rand Inc. has a new regional manager in Seattle 
in L. A. Fowler, who has represented the Library Bureau inter- 
ests in that city for a number of years and is well known 


there Frank Brantley of the general sales department, Rem- 
ington Rand Inc., Buffalo, has been touring the Pacific coast, 
visiting the various offices of the company He was a recent 


visitor in San Francisco and spent several days visiting the 
offices here where he held interesting meetings with the sys- 


ems men 
Seattle, Wash The Remington Rand Business Service Inc., 
has established itself at 142 Fifth avenue The entire Rem 


Rand line is shown, with adequate service facilities. 
= =p 
ADDING MACHINES 


Chicago, Itll.—C. R. Rosenthal has joined the local sales or- 
ganization of the Ralph C. Coxhead Corporation 

Chicago, Ill—A. J solles, who had been in charge at Chi- 
cago for the Allen-Wales Corporation, has been transferred to 
the New York office, 233 Spring street 











Chicago, I!I!l.—Miss Estelle Schwartz, secretary of the Sund- 
strand division, General Office Equipment Corporation, will 
spend her vacation at Montreal and vicinity, early in July 

Evansville, ind.—George Boehne, for many years in charge of 

local office of the Burrovghs Adding Machine Company, has 
been elected a director of the Evansville Rotary Club for the 

nsuing year w. B.C 

Portland, Maine.—Joseph Wigon, for sixteen years sales agent 
for The Dalton Adding Machine Company in Maine, has taken 
on the Sundstrand adding machine in the same territory Mr 
Wigon will be located in the newly remodeled Office Appliance 
building, Rooms 1-2, 231 Middle street 

Philadelphia, Penna.—The Victor Adding Machine Company 
ias moved its office from Thirty-sixth and Walnut streets to 


1600 Arch street, in the downtown district. John Adams, the 
new division manager her: had been engaged with the com- 
many on the west coast 


Opportunity for Business 


Chicago, Itll.—The Workman Calculating Service Company, 
echanical calculating work for business houses, 308 West 
Washington street has oined the Chicago Association of 


Commerce 


= => 
OTHER MACHINES 


Chicago, Ilil.—Nicholas G. Kenth, of the Addressograph Com- 
pany, served the commonwealth in June as a member of the 











( *k county grand jury 


Philade!phia, Penna.—The Dictaphone Sales Corporation has 
moved the local branch from the City Center building to the 
Lewis Tower, 1421 Locust street 

Saginaw, Mich.—The Ohmer Fare Register Company, Dayton, 
Ohik has acquired The American Cash tegister Company's 
susiness Certain of the latter's machines will be given place 
in the Ohmer line 


(Continued on Page 180) 


ROUGH 


UNDERWOODS 


REBUILT 


(Other makes—if you want them) 
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x 


100% 


“Gold Standard” 


GENUINE PARTS 


PERSONAL SELECTED ROUGHS 
UNEQUALLED EXCELLENCE 





x 
PRICE TALKS! 
BUT 


QUALITY PAYS 


Yours, 
Est. 33 Years 


General Typewriter Exchange, Inc. 
462 Broadway, New York, N. Y. 


Cabies: GENTYPRPE 











Show Cards, 


Walk along any business street and 
note the increasing use of show 
cards. Almost every store has 
them. That’s why Coit’s Improved 
Ball Bearing Lettering Pens are so 
universally popular—they are need- 
ed everywhere. So easy to use, 
too. Students, storekeepers, artists, 
agents—everyone who has lettering 
to do take to these pens instantly. 
No training or experience neces- 
sary. If you are not selling these 
pens now, write for sales trial offer. 


Sold also by your jobber. 


THE BRIDGEPORT PEN CO 
— 239 John Street — 
BRIDGEPORT, CONN. 

















180 OFFICE APPLIANCES 


; —o-o-o-eeeeeeeerererererrerererererererevwevevwvwvweeee . 


Atlanta, Ga.—The Miller-Bryant-Pierce Company's Service 
center in this city has been moved to 219-23 Walton building 
Chicago, til.—The Wirth Sales Book Company 1446 North 
Knox avenue, has joined the Chicago Association of Commerce 
Chicago, Ill.—E. K. Porter, purchasing agent for The Carter's 
Ink Company, attended the June convention of the National 








a 


WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 


- 


Association of Purchasing Agents at Chicago 


‘ Chicago, (tll.—W \ Prickett manager of the ribbon and 

4 carbon division of The Ault & Wiborg Company, has moved 
his office from 705 South Wells street to 161 West Harrison 

street 

4 Chicago, !tl.—The F. S. Webster Company Ine made an 
exhibit at the Informashow, held by the National Association 
of Purchasing Agents at the Stevens hotel June 16-19, in- 
clusive 


New York, N. Y¥Y.—The Fanform Corporation of America has 
been chartered; capital stock, $200,000 preferred and _ 10,000 
shares common; E. C. O. Thomas, charter representative 122 





East Forty-second street 
Philadelphia, Penna.—The Paramount Carbon & Ribbon 


TYPEWRITER 


‘ Company, 2018 South Eighth street, has been registered as a 

{ RIBBONS commercial title in the common pleas court by Leo Alberts, 
2018 South Eighth street 

San Antonio, Texas.—Joseph B. Peatling, Jr.,. who had rep 

resented the F. S. Webster Company, In in the Chicago 


territory, has been transferred to the Texas territory, with 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


headquarters here 

San Francisco, Calif.—W G Huston coast manager for 
Mittag & Volger, Inc states that the branch is now very 
satisfactorily settled in new quarters on the third floor of 591 


_rrrrerereeeererererermeermYeeremermhCermhCrmhCrmCrrrrrrryeyYrerrYreYryrrerrrrryrrryre 


} Mission street, having moved from the second floor of the 
same building Miss Pierce has returned here after an active 

Allen & Company trip in the territory. Just back from visiting the Los Angeles 

branch, Mr. Huston said that business there he had found to 

11-13-15 Vandewater Street be very good with them, as it is here They finished their 

window display contest Juns 10. the following firms being 


www 
~~. 
ee eeeeeeeeeeeeeeeereeeeeeeeeeeeeeeeeeeeeeeTeeeee 


New York 


awarded the prizes: First prize—Gundelfinger & Meyers, Fresno 
Calif second prize—Melvin, Roberts & Horwarth, stationers 
and office outfitters, San Jose, Calif.; third prize H. M. Clark, 


i i i i i i i i i i i i i i i i i i i i i i i i i i i 


~errrrry. 
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office supply firm, Phoenix, Ariz 
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(Other Machines—Continued from Page 179) 
St. Paul, Minn.—The St. Paul Addressograph Sales & Service 


Agency has moved from 2362 University avenue to 126 East 


THE Fourth street. 
The Mail-O-Press Holding 


Wilmington, Del. Corporation has 
ARITYPER been chartered to deal in stocks and bonds capital stock, 

\ $510,000; H. L. Brown, charter representative, Wilmington 

Wilmington, Del.—Gerrard Gravure, Inc., has been chartered 


to deal in all kinds of package sealers and sealing machines; 
Difficult to describe in words—but how capital stock, $500,000; H. E. Grantland, charter representative, 


eloquent its accomplishments! Wilmington. 
Imagine a typewriter capable of 
writing 27 different type-faced letters! STAMPS--STENCILS AND SEALS 


Chicago, Ill.—Justin R. Swift, general manager of The Supe- 
rior Type Company, returned some time ago from a business 














Imagine, Mr. Executive, being able to 
trip to the Pacific coast 


choose the type to suit your mood, Chicago, Itll.—John Meyer, of Meyer & Wenthe, is making 
your purpose, your taste,—to relieve good progress in recovering from an operation for appendicitis 
the deadlv sameness of all typewritten In June he went home from the hospital and before long he 
; . will be handling his desk with the usual dispatch 

letters and lend distinction and indi- Los Angeles, Calif.—The American Stamp & Stencil Company 
viduality to your messages. and the Pacific Rubber Stamp Company have merged, oper- 
ating as the American-Pacific Stamp Company, $18 South Main 

In script—in italic—in small type and reer 
. Lyndhurst, N. J.—The Personal Memory Company, In has 
large wide spacing or narrow —— IG been chartered in Delaware to deal in metal tablets, etc. Capital 
letters to the inch or 12, or 14 -all on stock, 25,000 shares no par value Gladys M. Domnick, charter 


representative, Lyndhurst 
Orange, N. J.—The established annual shutdown of The 
Sates Manufacturing Company will take place during the two 


one machine, and 


Your own stenographer can operate it 





weeks ending July 19 and July 26 During this period the fac- 
as @asuy as the ordinary typeu riter. tory employees will enjoy their annual vacation The New 
York office at 20 Vesey street will continue to operate as usual 
- - 
(Wooden Furniture Exports—Continued from Page 173) 

LET US SHOW YOU All other countries (1926) $68,703; (1927) $67,625; (1928) $76,- 

Ri (1929) $57,485 
Total—(1926) $274,494 (1927) $296,341; (1928) $279,176; (1929) 

$320,47¢ 
The totals for the entire classification of wooden furniture 
VARITYPER INCORPORATED exports [comprising chairs, office furniture, store fixtures. 
school and church furniture, and other wood, willow and wicker 
9 . y o furniture! follo. rivine onnor nit to comnare offic, 7 

2 Lafayette St. New York City a ee oe ene o. eoeeee & furniture 
Grand total of wood furniture exports—(1926) $3,071,312: (1927) 








$2 18 6 (1928) $3.719.925 (1929) $4.669.92 
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Lv, 
THE BEST KNOWN 
LINE IS THE EASIEST 
ONE TO SELL 


Berkshire papers have been known and used for forty 
years. Through this long period we have studied the 
requirements of our customers until now the line fills 
all your needs, however diversified they may be. You, 
in turn, will have a lower selling cost on Berkshire 
Eaton, 


because it has a wide consumer acceptance 


, Pittsfield, Mass. 


Crane & Pike Co 





BERKSHIRE 


TYPEWRITER PAPERS 


LITTLE DEVICES THAT 


SPEED UP BUSINESS! 
endorsed by Visible 


System Manu facturers 


Graffco V1Z SIGNALS 


tell when shipments should be made— 
follow up letters sent out—stock or- 
dered, etc. They warn 
when credit is_ limited, eed 
when accounts are over- 
due, when action of some 
kind should be taken. 
















Made in 12 colors, 
sizes, and styles to fit every} ~_L 
type of Visible Index System, — —~~_-—— 


Write for samples and prices. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 






FREE 
HAND 


Reg. U. S. Pat. Off 








Quicker 


and 
Better 






That’s the Free Hand—a loose leaf binder of 
unusual merit. Forms are held securely but 
released instantly. Inventory sheets, bills of 
lading, stock lists, invoices, etc.—the Free 
Hand takes all of them. It has no favorites. 


Write for details 


FREE HAND BINDER CO. 


74-76 BEEKMAN ST. NEW YORK, N. Y. 














~ 


Figures Don’t 
Lie Still! 


Almost constant change is in 
process in whatever field of 
business computation they 
may be. Records must be 
re-calculated and _ verified. 
Adding machines are click- 
ing everywhere, producing 
business facts, thus insuring 
business safety—and __inci- 
dentally widening the market 
for adding machine roll 
paper. 

Stock and sell CERTI- 
FIED—the quality paper. 
You'll have quality and 
price to convince the most 
doubtful purchasing agent. 
Let us send you samples and 
prices. 


U. S. LACE PAPER WORKS, INC. 


163 Union Ave., Brooklyn, N. Y. 


123,462 
630,159 | 
— 112,001 | 
- 102,334 
100,910 
101,379 
512,151 
204,860 





ef Cd 29s: 


Adding Machine Rolls and Paper 














OFFIC! \PPLIANCES 








BAR X 


for CATALOG AND PRICE LISTS 


POSTS 


METAL 
HINGE 
EXPANDING 





IT OPENS EASILY 
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WRITE US FOR PRICES 
LARGE OR SMALL QUANTITIES 


GRAND RAPIDS 
LOOSE LEAF BINDER CO. 


GRAND RAPIDs, MICH. 

























The Chippendale 
in solid walnut, 
walnut or mahog- 
any finish. 





Craftsmanship 
Send for our new catalog and price list. 


NEWARK CHAIR COMPANY, INC., ‘sr5'* 





Makes the Ideal 
Costumer 


STEEL will not crack, 

warp, mar, or 
splinter It lasts in- 
definitely. Finished as 
Sanymetal Costumers 
are finished—in perfect 
wood grain effects or 
plain color—it harmon- 
izes beautifully with 
any office furnishings. 

















These costumers are 
designed on graceful, 
modern lines. It's al- 
most impossible for 
clothes to tip them 
over. The welded hol- 
low metal construction 
defies wear. 


These advantages 
help you sell Sanymetal 
Costumers Write for 
illustrations and prices 
on this line. 






THE SANYMETAL PRODUCTS 
COMPANY 


j 
; 
1695 Urbana Rd Cleveland, Ohio 





TRADE MacK US REC 


COSTUMER 





CARBON TYPEWRITER 
PAPERS RIBBONS 





An Opportunity 


for Stationers 


One of the functions marking a leading stationer 
is the exclusive merchandising of quality lines. 
More than a mere symbol of position, such ar- 
rangement is evidence of recognition by the man- 
ufacturer and is frequently an aid to greater profits. 


Bucki supreme typewriter ribbons and carbon 
paper have been sold thru dealers for over thirty 
years—always high grade, produced by processes 
developed in lifelong study of available mate- 
rials and of business requirements—conceded by 
competent authorities to be among the best upon 
the market. 


In certain cities Bucki ribbons and carbons are 
now handled by the leading dealer on an ex- 
clusive basis. If you are interested in establish- 
ing a Carbon and Ribbon department, special- 
izing in the sale of these products, and building 
a prohtable business, better write us; we may 
have a proposition to offer in your territory. 


The BUCKEYE 
RIBBON & CARBON 'CO. 


1458-1468 East 55th Street Cleveland, Ohio 



































STATIONERY 


Albany, N. Y.—Sixty-four years in the stationery business is 
the record of Frank Fisk, of Stenton-Fiske, Inc He is still 
ictive, arriving at the store early every morning and continu- 


ing to closing time 


Berkeley, Cal.—Radston's new stationery store, at 1710 Uni 
versity avenue, deals also in office equipment and office sup 
plies. The office furniture department carries the West Made 
desk line 

Chicago, tll.—The Wallace 
201 East Ohio street, has moved to 208-10 East Ohio street 

Chicago, I!l.—Leslie A. Dietrich has joined the sales staff of 
Schiller & Schmidt, 223 West Jackson boulevard He had been 


tationery buver for a consumer before undertaking the new 


Stationery Company, formerly at 


work, and understands the user viewpoint 


Chicago, ltil.—Faithorn Chicago Stationers, In« 211 South 
Wabash avenue has been chartered to continue the business 
of the Faithorn Companys lll West Jackson street: capital 
stock 1000 shares no par value; incorporators—Walter E 


Faithorn, Herman J. Funk and Maurice J. Kelly, et al 


Elmira, N. Y. \ stationery store has been opened at 418 
Carroll street by the Franklin J. Cassada Company 

Holyoke, Mass.—R. |). Ewing, general sales manager of the 
American Writing Paper Company, In has been elected a 
vice-president and secretary of the company He joined the 
rganization in 1912 

New York, N. Y.—The Binney & Smith Company {1 East 
Forty-second street, has been appointed distributor of Grip—Fix 


th imported adhesive 


New York City Incorporations 





Bradhurst Stationery a new incorporatior capital stock 
$5,000 A. Kushner, charter representative 1475 Broadway 
Chase's Office Supply House Ine has been chartered in Dela 
ware to deal in office supplies; capital stock, 30,000 shares no 
} value; John G. Bell, charter representative, New York The 
Fran Sl Corporation has been chartered to do a stationery 
I iness; capital stock, 2 { hares common; 8S. L. Pollack 

representative, 256 Broadway The Supreme Stationery 
Company has been chartered; capital stock, $20,000; A. Mos 
kowitz, charter representative, 11 Park place Wines & Kadisl! 
have incorporated a stationery business; capital stock, $15,000 
H H Benjamin, charter representative 03 Fifth avenue 
David H. Greenberg has incorporated a stationery business; cap 
ital s k, $5,000; W ’. Golden, charter representative, 2 
I dw rafter n chartered t ck is ‘ ry 
! ~ ! ls $ ( lL. A. Stor hart repres 
2 I id I Git Stationers has |! or 
ted ! il s k, $ ] A. Eisenberg, cl ter representa 


91 Broadway 


New Orleans, La.-The house of Henry Petetir In has put 
handsome new clo« sig n front of its place of business 
New Orleans, La.—Harold O'Donnell and Killian Huger, New 
Orleans tutioners, are commutine to the Gulf Coast for the 
summer 
New Orleans, La.—A. W Hyatt Stationery Manufacturing 
c* pany Ltd has repainted its building and added a beau 
ful new sign over the front 
Philadelphia, Penna.—-Marcus & Company, stationer, 28 North 


Twelfth street, has been registered as a commercial title in 


the common pleas court by Isaac Marcus, 5243 Lebanon avenue 


ind Jerome Milton Marcus 1927 West Venango street 
Philadeiphia, Penna.—J. Frank Redfern, of the William F 
Murphy's Sor Company, was elected chairman of the Rulers, 

Blankbook Manufacturer nd Pamphlet Binders division of the 


Typothetae of Philadelp! Wiiliam Mann Prizer, of the Wm 
Mann Company, was elected treasure! 
Poughkeepsie, N. Y.—T! Ambler-Matteson is operating in 
l 


ts lilding at Academy and Cannon streets The commercial 
stationery department, which is in charge of George Nobal s 
entered fro the Academy street side 

San Diego, Calif.—Walter W Austin is on an extended tour 
to the easter ection of the country, visiting Pythian temples 


in many cities as imperial prince of Knights of Khorassan le 
ilso attended the convention of Rotary International at Chicago 
in June and will be present t that of the B. P. O. Elks at At 
lantic City n August 

San Francisco, Calif.—The Office Supply Company has moved 
to larger space in the Masky building, 46 Kearny street 

San Francisco, Calif.—laul Elder, of Paul Elder & Company 
well known bookseller and dealer in greeting cards and other 
lines affiliated with stationery was elected vice-president of 


the American Booksellers Association at the last booksellers 
gathering in New York City 












































WESTAB | 
COLUMNAR PADS 


Two color pen ruling and proper spacing are outstand- 

ing characteristics of Westab Columnar Pads. Fur- 

nished in two styles, white sulphite bond or amber 

writing. Both papers will stand hard usage. Heavy 

board back and blue pressboard cover. 

ALL STANDARD SIZES AND RULINGS FROM 
2 to 28 COLUMNS 


Every sale makes a Friend. 


Send for catalog showing this and many other spe- 
cialties for the commercial stationer. 


Kalamazoo Stationery Company 
Division of Western’ TabletlStationery§Corporation 
Kalamazoo, Michigan 











BARRETT 61 
62" 


F. O.8. Phila, 






Adds and Lists 7 Columns 
Totals $99,999.99 
Six-Column Keyboard 


DEALERS WRITE FOR SAMPLE OFFER 


Lanston Monotype Machine Co. 
Monotype Building, Philadelphia, Pa. 
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COOK’S FILE SIGNALS 


MADE BY THE H.C. COOK CO., ANSONIA, CONN. 









Name 


es 


Cook's Sig 


. . 
HE colo | nals are 
tells in heavily 

A 
stantly enameled on 


' Address 
J 


Terms 


— Let each color mean stainless 
something and Cook's | steel. Twelve 
Signals will make your bright colors 

records quick and easy | and a style 

use—' How to Sig- | for every 

— : sent on request purpose. 
ey By Write for 
otae a samples and 


color card. 
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AT YOUR SERVICE 
e cooperation with our deal- 


| Ch 
Q | 
=>) ers and an ever-heedful ear to 


< their suggestions and problems 
Py} | have played an important part in 
4 the progress of the Tell City line. 
We realize that our dealers are a 
part of our organization — that 
uccess hinges on theirs. 





Tell City Desk Company, 


TELL CITY, INDIANA 








OFFICE APPLIANCES 


San Francisco, Calif.—R. M. Southgate of the Oakland force of 
Neal, Stratford & Kerr, having been with the former Barber 
planned to be married in June and he resigned 
n order to take a honeymoon trip to Honolulu (T. H.) to stay 
here for some time with new affiliations he has made in that 
! y Fletcher Mulholland of the San Francisco force of 
Neal, Stratford & Kerr is taking over Mr. Southgate’s Oakland 
territory 

Seattle, Wash.—John Worthley has joined the outside 
staff of the Crescent Office Supply Company He had been with 


the Helwig—Chapman Company, Portland, formerly 


ib —{ 
CATALOGUES 


Paragraphic reviews of current issues from the catalogue and 
allied fields, classified for convenient reference. 











Manufacturer 

Superior Type Company 3948 Ravenswood avenue, 
Chicago, Ill., comes a striking catalogue of “Inks for Marking 
Devices."" This lists the various Superior products for inking 
the pads of office machines, renewing stamp pads, for stencils 
tching on metals, et« A useful classification by function shows 
he correct Superior medium for various types of marking and 
tamping in office and factory and the sort required for metal 
or rubber dies, brushing, et« 

From The Shaw-Walker Company 
Catalogue No. 704-C, “ ‘Skyscraper’ Business Furniture.”” This 
gives detailed information regarding the “Skyscraper” desk, 
tables and chairs. This explains in detail the organization fea 
tures of the desk, describes the construction features and gives 
full detailed specifications of the various types The catalogue 


From The 


Muskegon, Mich 


comes 


is an alluring presentation of this novel line, showing fine plan- 
ning and skilled craftsmanship 4 six—page bulletin i: 
colors from The Shaw-Walker Company is a condensed pre- 
entation of the ‘“‘Skyscraper’’ desk line for general use by 
dealers 

Dealer 


From The Pruitt Company, 190 North LaSalle street, Chicag 
Ill., comes a new catalogue of office machines In it are listed 
ind llustrated various types of duplicating machines, metal 
dictating machines and accessories, addressing 
supplies, typewriters, adding machines, check 
openers, coin changers, copy holders, nun 
bering machines, paper fasteners, envelope sealers, stamp af 
fixers and folding machines This catalogue makes sixteen 
pages, with cover in two colors 
Direct Mail—Manufacturer 

The Work-—Organizer Company, Detroit, Micl sent its ‘““W-O”" 
Idea Bulletin No. 1548S to educate stationers that “‘Better Grades 
Multiply Net.’ 


£ » 
HOUSE ORGANS 


Paragraphic reviews of current issues from the house organ 
field, classified for convenient reference. 


type or stencil 
machines and 
writers envelope 











Manufacturer 


Retailer Review (W \. Sheaffer Pen Company) has 
enced the use if process color engravings I ts picture 
pple ent Merchandise is shown in true colors 
The Elbe News (The Elbe File & Binder Company) mentioned 
(me Timers is the bane of modern commer Men and mer- 


ndise t it repeat bring profits to manufacturer and retailer 


‘Modern Bank Books” in The Du Pont Magazine (E. I. du 





Pont de Nemours & Company) illustrated a number of bank 
' books and check books. produced by The Todd Company 
bound in du Por “abrikoid 
Speedy delivery of speci equipment wa recorded by The 
Mouthpiece (Dictaphone Sales Corporation) \ pecial order 
for thirty 1 hines was cabled from London, and in seventeen 
da the shipment was in the London warel e, ready for de 


The \ddressograph-—er (Addressograph Company) asked its 


ide f the were getting the itmost value from their ma- 
if confined to addressing xclusivelyv, the iser is ove! 
‘ multitude f short cuts in handling office routine 
whis t! Addressograph does efliciently 

Leopold News (The Leopold Company) published an imposing 
nstallatior of Leopold desks and suites, classified by) 
This is upplemental te 1 brochure Approved by In 
nt People circulated sor months ago ting severa 

indred representative users of Leopold furniture 
The “Y and B” Idea (Yawman and Erbe Manuf turing Con 
) noted the thirty-first anniversary of Fred D. Haak witl 
the company In a his years Mr Haak ha been in sale 
ories at Rochester, New York, Pittsburgh or St. Louis 
he xception of period hen } handled the home office 

‘ t uzency divisior 
l I man Printer (The An in Multigraph Sales Com 
) report eresting use of the co ul s product ir 
dling nformation”™ call by a central telephone exchange 
‘ ubscribet and changes ure sted throug! Multigraph 
board “Compotype” plate the plates assembled and printe 
ible file 


for mounting in Acme rotary vi < 
: . 4 inaugi 


Lan Lea icntries has bee irated by the Wilson 
jones Company, to be sued tin a year. This will bring 
the dealer ind his salesmen news about the mpany s 
duct with merchandising infor ition and inspirational ma 
erial to better sales standards and to add to t general 
wledg f e leaf device ind their appl tior 
Art Metal Service (Art Metal Construction Company) told of 
nean trick played on the wl ul of the Sudar Wood i 
r favorit lis! ind to destr I Br ! rnment 
r ! Sudan needed t hit t nd the Lar 
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20 Years I 


steed Work 


have resulted in the 
production of the 
present perfected, 
lower priced line of 
Sherman-Manson 
Tubular Steel Stands; 
adaptable to scores of 
office and factory 
uses. 





CROWN PRODUCTS, for more than 
a quarter century, have been making 
“Good Impressions” and afford: 


1: Exceptional durability. 

2: Excellent opportunity for energetic 
and capable distributors. 

3: A large percentage of repeat orders. 


They are backed by nearly thirty 
years of manufacturing experience. 
Samples and exclusive sales propo- 
sition upon request. 


Use the coupon to se- 

cure further full in- 

formation and prices. 

SHERMAN-MANSON MEG. CO. 
621-31 S. Kolmar Ave., Chicago 


Style 23-B 








Crown Ribbon & Carbon Mfg. Co. 
Rochester, N. Y. 
U. S. A. 





Please send folder with full information regarding your new, lower prices. 








Name 
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City State. 


QUALITY FIRST— 


THEN PRICE 


The Model 110 
American wins 
on both counts 


It’s the biggest dollar for 
dollar value in the field, 
that’s why it sells so easily 
and stays sold. 


Provides 5 Actions 


1 Consecutive 

2 Duplicate 

3 Triplicate 

4 Quadruplicate 
5 Repeat 


Retail Prices: 


Model 110 
(5 Wheel) $7.50 


Model 111 
(6 Wheel) $§.50 


AMERICAN 
Numbering 
Machine Co. 


224 Shepherd Ave., 
Brooklyn, N. Y. 
Chicago—Los Angeles— 
London—Paris 
Pacific Coast Representa- 
tives: ~ L. & K. W. 













All-Steel 


Construction 





The Big Seller—the good old 
“Bread and Butter” model that 
sells—and sells—and sells. 
—Competitionless at the price— 


-<-—<— 


. 408 South Spring St., 
Automatic Pencil Sharpener Co. 9 . ly ma Ca. 
CHICAGO ILLINOIS t 234 5 A.B, McDoug ie Co, 




















Fac-Simile Impression West, Toronto, 2, Ont. 
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No. A66F 
66 x 38 inches. 


The President Suite, consisting of desk, 
table, costumer, waste basket, telephone stand 
and bookcase, is the newest development in the 
attractive line of office furniture made by 
Dietz—makers of good desks since 1881. 


Made of the finest selected walnut. An are 
tistic harmony that appeals to the eye and 
builds sales volume. 


Write for catalog and price list. 


THE J. F. DIETZ COMPANY 


CINCINNATI, OHIO 


The Dietz plant is centrally located for 
quick, direct shipping to most business centers. 


SUPERIOR DESK PADS 


An entirely new line of folding pads of different construc- 
tion, design and color combinations is now ready for the 
trade. The files are legal size, giving greater capacity. 
They are equipped with seven pockets on each side instead 
of six, and can be furnished with one wing only if desired. 
The work files can be folded over the pad when desk is not 


in use. 


Superior Folding pads are bound in genuine and in imitation 
leathers. Their attractive appearance gives them a ready 
sale, are the biggest value in folding pads and offer a repeat 
profit for you. 


We are ready to tell you about it Write 


Superior Office Specialty Co. 
Manufacturers of Desk Pads and Chair Cushions 
544 W. Lake Street Chicago 


SL a a TWA uh | 








OFFICE APPLIANCES 


PEERLESS SANITARY LINE 


PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all 
sizes, mail and tape baskets, space baskets, 
built up trays, locker baskets, PEERLESS 
paper burners, wire globe guards, office 
partitions, wire guards, etc. SPECIAL 
WIRE GOODS MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 


LAFAYETTE, 
INDIANA 





PEERLESS SANITARY LINE 


























QUICK AS A FLASH! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Meilicke ready-made answers to routine problems cut 
calculating time in half for Western Union, Western Electric 
and many other users. Any employee can use Meilicke 
Systems without training. There are no keys to punch, no 
levers to pull. Just turn the card and copy the answer. 


The Meilicke line con- 
sists of the following 
devices: 


Interest Calculators 
Savings Bank Calcu- 
lators 
Time Calculators 
Pay Roll Calculators 
Bonus Calculators 
Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 
Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
Price Checkers 
Vertical Cataloging 
Phone Indexes 
The Dictaform for let- 
ters paragraphs and 
all data. 


Meilicke Systems meet every need, and special Calculators 
can be supplied to meet any special requirements Let us 
show you without obligation how Meilicke systems can save 
money for your business. Dealers, send for our new catalog. 


Meilicke Systems Inc. 
3471 No. Clark St. Chicago, Illinois 


























yn installed steel shelving 


othache among the white 


ierce Company) printed its 


enter spread in colors to show the various types of inked rib 
bons and carbon paper supplied to users of Burroughs machines 

\W or tecord (B n Weston Company) credited the pres 
ervation f early classi iterature to the monks of the early 
centuries, A. D., who transcribed manuscripts and thus recorded 
the thoughts nd principles of the early philosophers 

The Jacobeat suite was featured in The Leopold News (The 
Leopold Company). The sual folio format of this publication 
became 1 quarto, to allow a four-page spread in which the 


entire suite was shown effectively in highlight 
The “Pittsburgh Policy’’ was explained in The 


halftones 
Royal Standard 


( val Typewriter Company, In Members of the sales staff 
have agreed to put in an extra hour each day, which virtually 
idds day each week to productive time of the met! 

Walter F. Wyman, gene! sales manager, The Carter's Ink 
Cc pany, wrot “Meeting Present Day Conditions Overseas.” 
He showed the need of a new pitch in export merchandising to 
I t the reduced purcl singe power of the consumer abroad 

The National (National Blank Book Company) published ‘Are 
Your Windows Earning Their Salary”? The article showed how 


ind told how to 
attractively 
(Dicta 


estimate the cos tf window display pace 
give the windows a break by showing merchandis¢ 
Authorship en route w described in The Mouthpiece 


phone Sales Corporation) \ writer had undertaken to complete 
a book while crossing the Atlantic to Paris \ Dictaphone was 
installed in his cabin, and work progressed as the vessel steamed 
‘ ist 

The Secovill Standard Seovill Manufacturing Company) 
sketched the history « The Eagle Pencil Company, which util 


zes Secovill pencil tips, caps and clips in manufacturing its 
products This handsome publication is a product of The Robert 
KE. Ramsay Organization, Il 

l erature had its 


! Roval Standard (Roval 
Typewriter ‘ 


turn in The 


‘ompany Inc.) The lead article was. titled 

Shakespeare Could Hav Sold Typewriters and offered proot 

Another article gave opportunity to Chaucer in bringing forward 
the merits of the Royal machine 

The wiles of the itinerant inked ribbon seller with his test 


(Crown Ribbon 
showed the dif 


} 
machine 


& Carbor 


by The Crown Tattler 
Manufacturing Company). The article 


were diset 





ference between a ribbon made for demonstration and one mad¢ 
for daily use in turniz it calligraphic work of merit 

The Leopold News Leopold Company) announced the 
vddition of the Senior and Junior Colonial suites to the Colonial 
line This partnership enables the commercial furniture dealer 

outfit the various ranks of an office organization in harmony, 
without excessive costs for the equipment provided for the 
subordinat executives 


Manufacturing office desks by adopting the assembly line of 
the automobile factories w described in The Du Pont Maga-— 
zine (E. I. du Pont de Nemours & Company). The Grand Rapids 
Desk Company operate turning out handsome 
furniture, which is supported by a steel skeleton frame There 
rluing—every assembly depends on bolts and nuts. The 

finish is Duco 
“Fifty Years of Acc plishment by ‘Y 
ind KE” Idea recorded the congratulatory 
Gustav Erbe, president of Yawman and 
ing Company on the fiftieth anniversary of the business These 
ne from agents ield representatives and other business 


issociates, as well as members of the families of the founders 


basis, 
is no 
and E’” in The “Y 


messages received by 
Erbe Manufactur 


of the organization 

The Leopold News (The Leopold Company) published a pi 

re showing the effect of a fire on filing cases At a tem 
perature high enough to ignit wood the contents of wooden 
drawers were serviceable Metal files in the same fire per 
mitted their contents to char In one case the cabinet pro 
vided insulation against heat n the other the heat was com 
municated to the papers 

“Be Seated” in The Lyor Standard (Lyon Metal Products, 
Incorporated) said ‘“‘Be Seated” in a number of languages Pik 
tures—th universal langzuags showed representative seating 


foreign countries and in the United States, ranging 
Blue Coat School at London in 1808, to Lyon “Steelart” 
olding chairs used in the eture room of a first aid car oper 
ted by the Canadian National railways 

When Is a Prospect Dead?’ in Smith—Corona News 
(l.. C. Smith & Corona Typewriters Inc.) narrated particulars 
about a sale to a prospect on whom various salesmen and 
other sales emissaries had worked without a dent in six years’ 
effort Finally a new approach “‘cracked the nut and twenty 
eight machines were placed Later the new customer made a 
recommendation to who bought forty-two machines 
in one shot 

The Coach (published co—operatively by the joorum & Pease 
Company Eberhard Faber Pencil Company, C. Howard Hunt 
Pen Company and Sanford Manufacturing Company) printed 

r 


faciiities in 
from tl 
f ’ 


Sales 


a 

“Why Many Stationers Lose Good Customers.” was writ 
ten bv the advertising manager of The Chas. E. Hires Company 
and showed how he had found it necessary to visit several sta 
tionery before he found common utilities of the brand 
he desired 

Weston's Record (Byron Weston Company) receives much in 
teresting material selected from records in the hands of various 
county and state officers 4 fac simile was printed of a 
by a veteran of the War of the Rebellion, who, after providing 
for a relative and debts, devised the remainder of his estate to 
the Government of the United States Most estate rep 
resented his pension, and the veteran thought that Uncle Sam 
should receive it the Government was the source of 
his estate 


stores 


of the 


because 


Truth in Advertising was discussed by It’s Said and Done 
(Dictaphone Sales Corporation) The company had used testi 
monial letters in its advertising until this type of advertising 
was discounted by many readers because of its being over 
dons Testimonials were withheld from Dictaphone advertising 
until the Federal Trade Commission cleaned house, and elim-— 


inated suspicious and overdrawn letters Now the air is cleared, 
so Dictaphone users tell of their experience in the company’s 
advertising again 

Pounds (Hanson Scale C 
handles begging letters \ 
scale to be raffled off at a churel 


mpany) showed how the company 
specimen request for a gift of a 
bazaar was followed by the 
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: NO PRINTING= 


ALWAYS NEAT— 
HOLDS FOREVER— 


—a growing profit 
every stationer 


has every advantage for the user - 
Ready and easy to use, neat : 
lors and four sizes. our 
play box that sells for you- 
eates demand. 


item for 


Executab 
the decler! 
attractive, in five col 
first order brings © dis 
National advertising cr ae 
FREE SAMPLES with liberal # 
prec to dealers. See for yourself how 


different Executabs are 1 


EXECUTAB Corp. 
G 
20 Nracara PowFR BuILDING, 
Please send us samples, prices, —" 
declers introductory plan on EXECU . 


S F. . 

PRESIOEN 
NortH TONAWANDA, N. Y. 
and particulars of 


om $< 
SIGNED. 





Chairs 


No. 2400-46WB 





If you wish to increase sales, 
Buy the chairs that will not fail 
PIERCECRAFT samples on your floor 
Means that soon you'll order more. 


S. K. PIERCE & SON CO., GARDNER. 


MASS. 
*% New York Boston Philadelphia 














San Francisco 2 
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letter, which declined the opportunity There was no sting to 
this reply merely a frank statement that in its forty years the 
ompany has distributed its merchandise through trade chan- 
nels To give a scale to the bazaar would spoil at least one 
sale for a local merchant, and deprive the manufacturer of 
compensation for material and labor 

Association 

Rags in Paper (Rag Content Paper Manufacturers) explained 
the research work done by members in testing raw materials 
and processed pulp, that the finished paper may give the utmost 
to the user 

Rags in Paper (Paper Content Manufacturers) dressed th: 
theme, “Selling Courage fjegets Buying Courage” in attractive 
typography, printed on rag stock paper. 

\ Hanson bathroom scale was illustrated in Making Markets 
(National Association of Flat Rolled Steel Manufacturers) as an 
example of modern progress in the use of pressed steel 
Dealer 


Phunnygraphs (Lester Book & Stationery Company) was dedi- 
cated to Mother’s Day, and devoted the first page fo an in- 
spirational article 

The Strathmorean (Strathmore Paper Company) announced 

DESK the annual convention of Strathmore paper merchants at Mit- 
tineague, Mass., June 14-16, inclusive 

Important facts for the business man when considering office 


) , 
(Patent applied for) arrangement and equipment was embodied in ‘“‘Laying Out the 
Office’ in Office Vogue (Lynn B. Emery, Inc.) 


Price 50c complete with pad The May issue of The Blank Book News (The Columbus Blank 


Book Manufacturing Company) was printed on ledger stock, per 
The Holder is well made and covered with a good grade mitting the reproduction of a loose leaf ledger sheet by the ma- 


cloth in red, green and blue with button to match chine ruling process on . : : 
Kirtland’s Klippings (The G. D. Kirtland Company, Syracuse, 























The mottled edge pad, containing 150 sheets 4°x6", is N. Y.) announced that the Kittinger line of distinctive furniture 
made of 16 lb. bond paper with each sheet well perforated for a had been added. This house organ is a fine specimen of the 
clean tear-off. It is punched to slide over the post in the holder work done i tt é company : printing de partme nt : 

feauty Is ore Than Skin Deep” in The Stone ‘roof (Jos 
on which the flap is snapped as shown in illustrations. J. Stone & Company) showed that quality in merchandise is 

Can also be had in a printed telephone memorandum self—expressive ind needs no frills and bangles to win attention 
form and a petty cash form. The best articles will be conservative. rich, simplk 

The Honolulu Item (Mercantile Printing Company, Ltd.) re 

Holder may be furnished with imprint on the flap in ferred to the typographic fads of recent months which have Ful 

gold stamping to the use of freak types The company’s printshop has disre 
TRADE DISCOUNTS ON REQUEST garded such faces because of their illegible character 

“The House of Service” ‘Suggestions on Office Layout’ in Office Vogue (Lynn B 

Emery, Inc.) outlined character of the equipment usually in 

stalled, and told of the proper applications of single and flat 


top desks and typewriter desks with the drop head or the 
pedestal attachment 

General Sam Houston ahorse, done in process color printing, 
brought unusual animation to the pages of “Osco’’ Business 
Ideas (Office Supply Company, Inc.) The ‘Liberator of Texas 


SALES CORPORATION carved his niche in the Hall of Fame with military and political 


Stationers’ Glassware, Hardware and Specialties strategy and technique. 
The Gill-O-Gram (The J. K. Gill Company) made a sugges 


72 SPRING STREET NEW YORK tion which other stationers can apply to profit Employees 

shopping for themselves can leave printed matter with the store 

imprint at the business houses where they buy This can inspire 
considerable reciprocity 

Winfield’s Winner (Winfield’s of Grand Junction) suggested 

the use of landmarks in business just like the experienced 

timber. The 

















. 


KEEPING STEP WITH 


MODERN BUS 7 “ dsman uses th n plotting his course throug! 
successful business man sets a goal, lays his cours d doesn't 
SATISFYING A PUBLIC DEMAND FOR beauty= | BUSIN SERVICE detour for trifles which might obscure the prime objective 





Said The Gill-O-Gram (The J. K. Gill Company) Before 
you can give efficient service you must be thoroughly familiar 
with the merchandise you are trying to sell Nothing inspires 


the customer with confidence more than the ability to give him 
truthful and intelligent answers to whatever questions he asks.” 


Baer Facts (Baer’s of Canton) printed the naked truth about 


kits lying That and some other interesting matter, was for 
the children For the grownups there were attractive displays 
featuring various office requisites, all priced with strict regard 
to the reduced superficial area of Uncle Sam's printed promises 

pay 

The Dixonite (employees of the Joseph Dixon Crucible Com 
pany) editorialized on “Gophers.’ A casual allusion to the 
gopher himself, as a destructive creature, led to the christening 
of wasteful folk in office and factory as “gophers.” Prevention 
of waste and spoilage is an easy way to discard the titl 
gopher 


Quoting from a customer's letter, The Office Cat (The Rich 
mond & Backus Company) mentioned a statement book which 
had been made previously by another concern for about ten 
dollars less than “‘Are and B” offered “But the company that 


made it is not in business now and we will admit that this fact 
may be part of the reason.” 

The Y and BB” News (Yawman and Erb: Manufacturing 
Company) narrated details of a combined air and rail trip to 
the Pacific coast taken by Gustav Erbe, Jr treasurer of the 
company, for conferences with his father, who was spending a 

ication in Southern California This trip required but forty 


eight hours from Rochester to Calitornia 

We of the Rag Room” in the Strathmorean (Strathmore Pa 
per Company) narrated some of the incidents of the day’s work 
n that department of a paper mill The pet peeve is rubber 
n the rags used for paper pulp. This is cut into minute specks 


€ 
— ney 
INK CON sh WE? £ REQUIREMENTS OF in the beater, and each piece makes a dark spot in the paper 
RANGE cs vv -_—— at THE The rubber comes from buttons and elastic webbing 
AND pRrict® SCHOOL OR HO The third anniversary of The Office Co-efficient (Charles G 
OFFIC: ME, Stott & Company) was celebrated in May The editor wotted 


En that in addition to the pleasure of preparing the monthly issues 
for publication the house organ had brought some oO’. in 
Vit: ott CE SATISEACTICA” A bringing home the bacon,”’ a quaint means of indicating that 
the cash register had jingled at divers and sundry times 
oN 9 10 — CTION * = \ double _ spread in Stationery Suggestions (A. Carlisle & 
Hear , N Company, Uphan & Rutledge, Inc.) played up the All Amer 
n”’ line ¢ steel furniture, lade b The Browne-—Morse Cor 
HARD SA BOSTO Pat ook - T T _- e tah told en library pe d office gl ~ 
pany Th me issue told of ; 
bast ® ER FOR EVER yO that sell at as high as $175 Which is pretty cheap, at that, : 
‘Ruo Gs ATURe TIVEL the asking price for the earth Monte Cristo, please writ 
2° NC SHAD Gs 5 Or ga! ATTRAC COUN The Pacific Coast Stamp Works, Seattle, Wash issues The 





STE E; nN THE 
‘Aun ONG Wiky ree ~ > . t . thing 
; ToMay "tn, Cu SND — ae ~~ Paragraf to keep its customers posted about new ings in 
ORE AT ic rect at = —~— marking devices, and applications of them which bring about 


Savers’ told 


Renin Sw ’ 
‘ Ova; Aere ENC, “© ens new methods in offi factory and stor Time 
& AUT ig >: Chip Siveg ST Op what salesman saw it n office he visited, and the suggestions 
NicetOn, g LLY Recep, 2 } ' f Prructifyv. tl minutes of executives ind routine 
me, oa Ano INI Sy TaCig e& made o fru \ ‘ 1 [ % tly | 
veg ° w MED workers 
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“Pelouze” Postal Scales 


HEY tell automatically the exact amount of 

postage, in cents, required on all mail matter, 

including parcel post rates by zones. Warranted 

accurate. Beautifully finished in French gray or 
gold bronze enamel. 

Made in Several Styles 

Intended for 

individual desk, 

library, office 

or shipping 





STEEL DIE ENGRAVED | 


Business 
Motto Cards 


can be used to good advantage in your 
correspondence especially where quota- 
tions are being made. They are steel die 
engraved on a paneled card, size 34x4} 
inches, and are enclosed in folded wed- 
ding tissue. We give below the wording 
of a few of the cards. 
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New “Standard” 


Dealers Supplied by 
Leading Jobbers 


Beware of the higher cost of the 
lower price. 

Cost is measured by the results 
obtained and in no other way. 
It’s what you get, not what you 
pay. 

Anybody can cut prices but it 
takes Brains to make a better 
article. 


ASK FOR 
PELOUZE SCALES 


We have samples and price list; send for them 


The American Embossing Co. 


Steel Die and Copper Plate Engraving 
and Printing in All its branches 


192-96 Seneca Street Buffalo, New York 


Pelouze Manufacturing Co. 


232-242 East Ohio Street, Chicago, IIl. 
Original Manufacturers Reliable Automatic Postal Scales 
“The Best Scales to Use Are Made by Pelouze” 
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ONE great banker said, as he PSS 
CHECK looked over his superb new offices: 
“When I buy anything that is consumed 
constantly, as a daily or hourly repeated For 
WRITER cost, I fight for price to the last hundredth Sta 
of a cent. But if it is a permanent thing, dards 
MEN! lasting practically forever, I hardly con- 
e sider first cost at all,—it lasts so long that 
cost-per-year is so small it isn't worth UL 
worrying about.” fi 
Have you seen SPEEDRITE? Men of that type have Vul-Cots 
in their own offices and one for each of 
Anyway, it’s just the figure, set-up mach- their employees. Vul-Cots are practically 
ine you have been waiting for. Indeed, permanent. a 
it makes the whole world VIRGIN terri- The biggest companies are stand- |s T 
tory again! ardized now on Vul-Cot. They have 
ae P looked into it; finished their figuring; 
Striking colors—unquestionably, the most settled it once and for all. Today any Waste 
beautiful device in whole appliance field. requisition for one more waste basket, Receivers 
Two color imprint with ink reservoirs. simply means another Vul-Cot. ? 
. , - 
Novel payee name protection. Sturdy Cold, hard, purchasing men; but — 
construction, easy quiet action. with minds wide open,—weighing ALL Every. 
the considerations. Deciding for them- 
AND, for all its quality, beauty and selves. 
value, SPEEDRITE carries the LOWEST Answer was Vul-Cot; couldn't 
distributor cost! be anything else. _ 
A collect wire from any REAL check You are on the track of real 
writer man will bring mighty interesting advantages, gains and savings right now. 
details. Your next step is a talk with your stationer. Look for the 


Vul-Cot trade-mark. 
NATIONAL VULCANIZED FIBRE CO. 
HALL-WELTER COMPANY, Inc. a Sa 


Pacific Coast Representatives 
180 St. Paul St. Rochester, N. Y. N. L. & K. W. Zeagler, 408 South Spring St., Los Angeles, Calif. 
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RROE- 


gives correct focus 























ERROR-NO holds the work in direct line. Eye strain is 
avoided, tatigu lessened, greater efficiency secured. 
ERROR-NO is commonly accepted as the ideal copyholder 
for all typing; hence its adoption by the many businesses 
whose managements stress the importance of accuracy and 


economy 





rhe ERI R-N¢ s ganization nposed f de 
spe t xper r every s¢ f y ling p I They 
ure t i 1 rall by fice managers of most ire n ns 
wher . nd copying problems aris¢ At present there 
are air urge cities opportunities for high grade specialty 
men ERROR-NO and share r t progress Men who 
in q ted t write for letails ERROR-NO, INC., 
Little I 














BLANKS 





THE HALL MARK OF QUALITY 
FOR STEEL ENGRAVED BLANKS 





HEY offer a less expensive solution 
to the problem of properly engraved 
bonds, stock certificates and essen- 
tial business instruments that may be im- 


printed by type or lithographed. Made 
like United States Bank Notes. Every 
necessary form stocked in six colors. An 


attractive and profitable line. 


Write for particulars 





KIHN BROTHERS, BANK NOTE ENGRAVERS 
205-209 West 19th Street New York City 

















PRODUCTS 


DIEMER | ) 

Sed 

Always Convenient 

Everyone in business needs these 
durable envelopes for filing, mail- 
ing and carrying records, mem- 
oranda and various papers. In 
window or counter, these envel- 
opes displayed in actual use, 
demonstrate their protection 
against loss, misplacement or ob- 


literation. 





Ask for samples and catalog 
No. 30 


John F. Diemer Co. 


Established 1869 


519 Broadway 
New York, N. Y. 

















NEW AND IMPROVED 


Up-To-Date Calendar 









JANUARY 1931 


TM 
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Made of High-Test Metal. 
New Low List Prices. 
New Large Discounts to Trade. 


List $1.50. Three attractive colors. 
List $2.50. Oxidized Silver and 
Bronze. Beautifully Designed. 
List $2.50. Same as No. 135 with 
5x8 Memo Pad attached. 


No. 135 
No. 235 


No. 335 


IMn «ily 9 cALDes afr 
“LiAloo SIT UW Wiha CVI, 
50-52 Franklin St. New York, N. Y. 














Uses and Economies of Treated Wood 


The United States D iment of Comme published 
for Natior ‘ W 1 iti i bulleti 
Treated Wood. Its Uses and Economies Copies can be ob 
t (310.00 ndr ror the Su 
, i mel ( vernme | ne Oi Wash 
gto » « fror ffices lepartment 
I } S ! " is uses f ed W ad 
" , . na s and It was con 
iw ial re ! 1 soni ms 











EXPORTS 
Typewriters 


United States exports f V pe iters by countries during April, 19380 
In eX rts nele this issification where the machine is driven by an 





t va ‘ I r is include with the machine 
By Div of Statis s Depe ent of Commerce 
Standard, Ne Portable, New Used & Rebuilt Parts of 
Countries N No No 
A 168 & 12,1 115 $ 17,160 191 $14,658 $ 2,844 
I gi HH 24 “61 8,436 167 6,506 1,035 
Bulgaria i) Ht , 110 
Cx s 2 22,22 Ot 21,511 772 
Denma 175 1a), svat is 2.615 s be 227 
Estonia 1 1a 24 Sud 
Finland 15S 1.467 17:5 6.00 361 
Ira 1.S74 1. Sut 1.244 Mod 12 11,587 6.50 
‘ nany 4\) S.S44 7 Bo US 165 6,22. $241 
ai 26 1M ao 22 
liunga liv 7 “0 lim) OM 10 ; i1 
I i l lw Os ‘ 24 th 
I y 1.caM 70,208 14 9,406 af 2.014 1,530 
Latvia ‘ ist lw cr 2 16 
Lit I 7 252 
N ria 1 =S,41S Lis 6,252 231 $002 1,341 
Norway Lev I S l +7551 l 2 690 
I ind WD Xz 171 11,160 ls S7 7 -,019 24 
Portuga 14% 11,208 L 1,170 2 45 
I ania +7 is 1.674 06 v11 630 
Sov R ‘ t t 
Spair at) } S.SA0 181 SS 4 
Sweden 1S ; ma) TsO 0.632 1 th ww 
Switz it s1 ri i 2 0, 2 123 me ) Bet 
Unite King 128 256,450 SHE 27 027 So4 22,142 6,705 
bl und All 114 s i 1™ 
Canada WOT 67,054 24 12,14 250 6.500 20,154 
Brit Honduras 7 t24 l oD 7 
Costa Rica Z 1S7 
( atemala 4 l 
Honduras o2 i, 327 1M) 
N iragua 1s “ Ww ha ’ 171 a 0 BY 
Panama 7 8 BUT 2 1,257 at S46 5 
Salvador Ww Lent] ay LoOSsO 
Mexico j j nee rose 4 2 2 1.078 
Miquelon and St 
I rre Is l 
Ne nd ume 
Labrade iD ! ‘ 144 in 163 
Rer das l " . 1s 1 2S 
Barbados 1 3 
Jamaica s 1 pra 12 
rrinidad and ‘I 220 12 io 
Other Br. W. Ind , IN 
‘ ba ’ ww SS + 16S is 1 iy SSB 
Dominican Re Ss “0 
therlands West 
Indies 1 1.18 1 60 
I 1 W l ‘v2 ; ‘ 
Hait Re} 2 1 4 
Vire Is ft.s l j l Ho 
Arg nat 281 19.7 115 I = ‘ 2,439 1,799 
Bolivia 2 7,«M 4 2.645 
Bra 76 rab ( 2,276 2 134 6.0 
‘ On $2.57 7 15.311 14 HOS 2,022 
olor n i Ps 1,08 1 16 718 17 
I dor i o- 18 747 yO 
Rr (suiana 1s 
Ss nam WM 1 op 
Parad pl ‘¥ 10 1-Ho 9 
Peru j » oO Io 77 18 727 7s 
Urue ( 2? 62S “wo 2.450 12 4 249 
Vene In 6 +45 172 6,82 BY 
Ader 2 17 
Brit India 71 18.641 639 23,456 77 199 18.406 
I Ma =, 50S 6 2,511 20 
ce yn 16 74 -» 2,192 6 161 
China ot) ' 7 * 1s0 23 770 5S4 
Java and Madura 15.292 140 ‘ 2 87 1 
or r Netherland 
I Indies 1 10 1d 40 
Fret Indo ¢ i 2 240) aM) 72 15 
longkong 10 0 9 | O45 1 +1) 
Japar ) 1 ” 63 2.511 151 
Kw v 2 70 
Palestir 2 1.279 ‘ 1,053 12 652 
I I 1 12,2 2t7 10,142 2 744 190 
Sia 2,82 7 17 i 157 110 
Sy¥ y iy ya ix 72 
rurkey s ‘ 
Austra 1 14.466 Sv 244 4) 1,060 6.814 
| t a nia 10S 1 f 
} ! 0 in 1 4 
New Zealand 7 1 SO er IR 1.46 
Relgian (¢ rh ~6 vey 
Rrit | 4 680 21 Ti 
I Ss \ 7 Ss 7 ‘ 1.227 y 
‘ eS 4 1 18S 
Nigeria ONS 2 oo 
Pey ‘ $.170 67 2.412 
Algeria in mur 17 ; “ “ 10 0 
Or Fr. Af 7 1 1" 78 
M a 1.44 tit "7 3s 
Mozambigq 14 as 
Canary Islan 14 1.10 ‘ 7s 
0 r Spar Af i 2 =, 180 = 1,325 
Petal 1 7 31,084,568 12.088 $444,747 {14 $116,823 $148,402 
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ENVELOPE 
SEALER 


























Retail in The 


PRICE $12. United States 


“SAVES TIME WHEN MOST NEEDED” 
THE DANDY SEALER is a practical, efficient 
and economical machine which business houses, 
public offices, colleges, labor unions, fraternal or- 
ganizations, letter shops and similar organizations 
buy readily when brought to their attention. 

We co-operate by furnishing free, attractive 
circulars and order blanks which help to get the 


business 








Liberal proposition to established dealers. 


THE OFFICE APPLIANCE CO. 


191-195 Devonshire St. Boston, Mass. 
(Sole Selling Agents Dandy Sealer Corp.) 





























VAFERROL 


Adding Machine Paper 


An exceptionally 
white bond paper, 
accurately cut to 
machine widths. 


LOW PRICED. 





250 feet 
Guaranteed 


~eq-—- 
For samples 


Freefromlint and prices 
YANKEE PAPER& SPECIALTY CO. 


Write 






Menasha, Wisconsin 
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A 
Better FELT 


Chair Pad 


BETTER FELT.... 
PIGSKIN STRAPS last longer. 
TACKS and INSTRUCTIONS for attach- 


ing to chair furnished with each pad— 
an added selling feature. 


TWO QUALITIES ... all wool and wool 


mixed. 
FIVE SIZES ... to fit any chair. 
THREE COLORS... Tan... Maroon 


and Green. 


Send for folder and prices to the trade. 


Continental Fol Company 
Sead 


Manufacturers 


890 Broadway New York City 


Felt for Every Purpose, by the 
piece or cut to size 

















Attracts Attention 


and makes quick sales 
This Popular “F’’ Display of 


Moore Push-Pins 


and 
Pushless Hangers 


shows 

our new 
window 
front packets 
and brings 


profits. 


Contains 42 10-Cent Packets 


Your Jobber Will Supply You 
Constantly Advertised 


MOORE PUSH- PIN COMPANY 
Philadelphia 





Wayne Junction 
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Adding—Calculating—Billing—Tabu- 
lating—Machine Exports 


United States exports of adding, calculating, bookkeeping and billing 
machines, etc., by countries, in April, 1930 In exports under this 
classification where the machine is driven by an electric motor the value 

f the motor is included with the machine Parts of adding and calcu- 
lating machines are not shown separately rhey are included under a 
general classification, “‘Other machinery and parts of,"’ which is not 
segregated for publication By the Division of Statistics, I S. Depart- 
ment of Commerce 

Listing rypewriter, 

adding bookkeeping Non-listing Listing 
bookkeeping billing adding adding 

machines machines machines machines 

{ intries No No Ne No 
Austria . 4$ 4,224 1s 168 108 522 55 $ 5,321 
Belgium l 1,131 aD 14,844 70 5,879 
Czechoslovakia 1 1,056 15 42 1 9,026 
Denmark : 1 130 31 2,014 
Finland 2 2,052 6 1,884 12 1,654 
France 5 4.578 198 109.968 10 52 221 20.614 
Germany 47 33,867 96 42,604 168 14,407 11 20,515 
Greece ‘ ' ‘ 2 135 
Hungary . ; 150 0 1,048 
Iceland 600 
Italy 4 4,224 2 11,376 ‘ 2 612 1 9.859 
Latvia . . 300 
Netherlands 8 7,433 12 602 1 " 71 8,492 
Norway . 6 “yw s +669 
Poland and Danzig l 1,086 5 1,575 271 0 5,590 
Portugal 24 2,070 
Rumania ‘ . eecee 1 412 2t 2.945 
Sov. Rus. in Eu . 1 105 9 1,822 
Spain 4 4,653 2s 18.960 7 6.562 
Sweden 6 4.070 1 9.647 kD 14,525 
Switzerland 1 1,029 36 “926 7O 7,854 
United Kingdom 45 42,670 157 7,435 167 13,047 
Yugo. and Albania 1S 1,780 
Canada 2 1.724 7 13.209 9 Or 174 9 573 
Guatemala 1 219 
Honduras > 525 
Nicaragua l 245 
Panama ) 2.37 19 1,551 
Mexico 4 1 668 i 1.232 21 1.470 2 4.912 
Newfoundland and 

Labrador 750 
Bermudas 1 oO 
Jamaica 2 2,251 261 
Cuba 1 O68 1.919 
Dominican Rep 1 14 , 
Haiti Rep. of : 2 126 ) i79 
Argentins 11 11,196 0 11.42 116 9,062 
Bolivia ‘ 48s 
Brazil 1 8.812 4 8,800 
Chile 0 : 577 
Colombia 14 1,347 
Ecuador 4 2,708 
Brit. Guiana 1 13 . 
Surinam 1 
Peru 4 240 22 1.17 
Uruguay 2.1% 22 1,485 
Venezuela 29 1,895 
Krit India 23 6 308 ll wu0 
China , 1 
Java and Madura 1 iSO 6 70 3,425 
Fr Indo-China 4 260 
Japan 105 
Philippine Is 20 1,225 26 2,865 
Turkey : 1 18S 15 1,486 
Australia » 4,380 23 4.416 1 nm 11 1,658 
New Zealand 177 
Brit E. Africa 18 1,931 
Un. of S Africa 1 696 214 t Sod 
Algeria and Tunisia To 
Morocco 1 oO 1 1 OSD 
Mozambique 471 
Brit. Malaya ‘ 11 1,165 

Total 156 $137,825 S00 $384,217 317 $23,705 2,401 $215,461 

Shipments from the United States to 
Hawaii 28 1.647 2$ 1,200 15 $ 862 
ort R 1 125 
‘ iT 
punching, sorting Other 
Ca lating ind tabulating including used 
es machines and rebuilt 

( intries No N No 
Austria . 11 $ 1.598 
Belgium 21 $ 4,405 28 2. 7¢ 

echoslovakia 6 1.20 
Denmark ‘ 1,840 1 100 
Finland 14 [> «6 cases «os  6s6an 
France 161 30,036 1 $ 7.891 4 3,414 
Germany 7 17,728 ) 13,646 71 10,942 
Hungary 1 105 
Italy 22 7,400 1 210 7 2,172 
Netherlands 7 2.081 : 
Norway 47 1.085 1 "0 ‘ S06 
Poland and Danzig 2 690 146 
R inia 1 77 . 
Sov Russia I pe ; 765 g2 28 O46 
Spa 14 4,410 1 1.732 
Sweder 12 50 1,244 i n18 
Switzerlan 2a 4.334 285 
United King 12 37.650 1 1,000 ° 
Canada 12 8.084 2 14,466 11 745 
Guatemala 6 o7h 
Honduras 2 3 
Panama 7 1,227 
Salvador ) 1,477 
Mexico 3 8.914 7 7,270 4 591 
Trinidad and 1 igo t "71 
Cuba ‘ 7 1,020 
Netherlands W Ind 2 Sv ees : 
Haiti Rep f 12 = (44 1 40 
Argentina 8 S40 1 320 
Chie 21 2,24 1 -. 2 . 
Colombia 2 0 1 30 
Brit. Guiana 1 C—O 
Peru 785 
Uruguay ‘ HOO 
Venezuela 1 20 
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STEEL FOLDING 
CHAIRS 


in All Finishes 
Wood or Upholstered Seats 


WARK-BEACON 


STEEL FURNITURE CO. 
1410 S. Wabash Ave. CHICAGO 


Bae 

















193 





Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 4. 12% inch blade. 

No. 5. 15 inch blade. 

No. 5%. 18 inch blade. 
24 inch blade. 


No. 1. 61% inch blade. 

No. 2. 81% inch blade. 

No. 3. 10% inch blade. 
No. 6. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 














—_—_— 





PRESS-STONE OFFERS 
SOLID COMFORT 
For the Executive Office 








Here is a new line of leather upholstered chairs and 
davenports within the means of practically every 


customer in your territory. For the executive office, 
reception room, club rooms, etc., it will be in good 
demand,—it is no experiment—it is here to serve 
and to stay. 


It includes davenports, easy chairs, swivel and 
side arm chairs, beautifully designed, furnished 
either with mahogany or walnut finish, Queen Anne 
or turned legs. Leather upholstery is in large as- 
sortment of colors. | 


Office Furniture Dealers can add to their vol- 
ume and profit with this line. Description and prices 
will be a revelation to you. Ask for them. 


PRESS-STONE MFG. CO. 
Bn North Wells Street Chicago 



































Order today 


Autumn is near 


METAL-BILT CUSPIDORS 


formerly 
—I. & M. LINES— 


DETROIT METAL SPECIALTY CO. 
DETROIT Dept. 6-7 MICHIGAN 


Sales Office, 176 W. Adams St., Chicago 











— ——— — 
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Letter Trays 
Letter Baskets 
Waste Baskets 
Mail Baskets 


Filing Hooks 





Ne. 68 Letter Tray 


Worcester Wire Novelty Co., Inc. 
540 Hearst Tower Bldg., 


Baltimore, Md. 


Baskets and 
Trays retinned 
after making. 


All Trays come 
with rubber 
feet attached. 


wa 
+2 


4 


Write : “ig 
for Catalogue Fararre ee 

















For the precise, particular purchas- 
ing agent— 

For your “impossible - to - satisfy” 
trade— 

For any especially difficult demand 
in inked ribbons or carbon paper 

Put it up to 





(USI TOWN Rasen c Carre Co se 


BROOKLYN, NEW YORK 




















OFFICEI \PPLIANCES 





Gunn 


: 
: 
Early Colonial 
in Genuine Walnut 


*. 


CHARACTER 
STYLE 
REAL DESK COMFORT 


Wood or Lino Tops 


THE GUNN FURNITURE CO. 


Grand Rapids Michigan 


Catalog on Request 


ovo0000000000ogc co00000n 


GUMMED 


——_. 
—_ 





4 
: ; 
O oO 
3 A Safe and Sound Bank Specialty = 
3 A Safe and Soun k Specialty 5 
5 THE BANDLESS CURRENCY MAILING BOX §& 
5 FOR THE NEW AND OLD SIZE CURRENCY 5 
5 A PERFECT MAILER of strong, heavy, durable = 
] manilla paper of exceptional strength throughout. oO 
} Ends and sides do not break in bending up over 5 
the currency and wil! stand the roughest kind of 4 
; handling in the mails. O 


The outside wrapper is genuine rope manilla as 


near cloth as paper can be made It folds over 
eact lap or fold at the ends to make a perfect, 
tight seal and attaches to the back of the box It 
simply can not tear or pull away without destroy- 


ing the entire box No more danger of torn and 
tattered boxes on delivery Each size contracts 
one half inch In packing, squeeze the inner box 


tightly over the currency, moisten the gum on the 
outer wrapper and seal, bringing the end flaps over 
and sealing tightly to the back of the box You 
then have a perfect fit and a perfect tight seal 
On account of its lightness, from 2 to 4 cents in 
postage is saved on each box mailed 
Dependable bank stationers should have sample of 
this new line No obligations to learn all about 
it now 


The Smead Manufacturing Co. (Dept. ¢) Hastings, Minn. 
Makers of High Grade Bank Filing and Mailing Containers 
joOoOoooooo00000 


000000000 00000 0o0000000,.0001 
O 
090000 000 300 ooo0o00o0on0nc 


4 


oOooooDooooooOoOoo00000000000 





























JULY, 
(ar 
pur ng, sorting Other 
i iting ind tal ating ncluding used 
s machi and rebuilt 
i N No o | | | 
Brit India ie 4) e 
( na 23 eeece 
Java a Madura J4 : ° 
Japar t 1 107 
Philiy Islands ‘ 
New Zeala 7 . 
Brit. | \ " 8 
Union of 8. Africa l 2,440 1 65 
a : = es Trade-marked Nationally Advertised 
rota 76 $182,011 164 $82,082 2352 $26,576 
iis Shipments soem - a States to Approved by the Manufacturer 
Porto Rice l 128 
Metal Office Furniture Exports 
nited States exports of metal furniture by countries during ROUGH I Y PEWRI I ERS 
Mare } By the Division of Statistics, Department of Con 
Safes Bank 
and iT d ° ” ‘ 
cabinets, safety Other Stock in 82 Cities 
fire posit office 
and vaults furni— Other 
burglar and ture metal All Makes All Models 
Filing root! jui ind fix— furni- 
ries N N er tures ture . n 
ieathiial aoe 4 95.429 esa sae All Series All Types 
ze ' , 2 ) 87 
—_ 5 ae 8 a Lowest Prices 
KF ind 41) 1,274 ove 
, : 3 1.002 1,419 1.885 
Ger ny { 1 847 284 1,77 
Gibraltar 651 : Write for the Regal Plan 
Gl ‘ 26 ( { 17 
Irish Fr Stat ) 
Ita 7 6 1 $9 102 
Laty a4 
Nethe 1 10, } 1,49 
Norwa 81 76 I REGAL TYPEWRITER COMPANY, Inc. 
Ruma 1.008 28 524 Broadway, $2-14 So. Jefferson St., 
Soviet ‘ 7 ‘ ‘ ‘ 
Europe 17% 65 New York, N. Y. Chicago, Illinois 
Sr) ' } ‘ 1.1 734 "260 
+ tt a I . =. “oa 1,104 ‘2 Cable Address: REGALTYPE, N. Y. 
United Kir lor RR 8 184 10 171 
Yue \ 
\lbar f 165 123 4 
Canad 1.4 15.990 $5,428 12.2 $9. 304 
(uate ( 997 o4 
Hondur 9 ( 14 ove 38 
NY iT 151 
Panan S] 7 1,319 997 16 418 \ 
ei , iS 1938 65) 1edms 3.68 or £0 £0” ~O” ~O 
f ind and AQ AQ 4 4 AQ 
radon 21 185 ©” .O” 40” 40” «© 
i 244 ayy gh gh” ag)’ a 
Ni J 
amaica ORS 
Trinidad I « 
hago S ) gn 
Other Br West Ss 
Indies 9 ’ 873 
‘ ba | S 200 6,106 l 0 1.062 
Dominicar tepubli ! R87 
Netherland West You can recommend No. 2....3%x6% inches 
Indies 92 118 99 VICTORY Stamp Pads to No. 3....4%x7% inches 
Republi Ha 10 ( 1a ee a9 your trade — full assur- No. 4....4 x9 inches 
"ire . na o 7: . ance of satisfactory service, s 
virgin Islands... 1 1528 gig 203,138 Made f "nigh quaiity ma: SUPPlied uninked. or inked 
oi , ; pe “ LSS 1,009 terial, they wear long and and green. We have a 
Be ~ a ~ ‘1 1,0 102 retaina smooth inking sur- price-list and details of our 
Br vf l s9 G28 1,424 654 face despite the most severe line of stamp pads, inks, 
Chile . : 64 29% 99S 1,687 pounding and scraping. mucilage, paste and sealing 
Colom! ' 1,751 7 892% Made in six sizes as follows: wax for stationers on ap- 
Keuador 1" vf 120 S74 Junior ..2 x3% inches plication. We can furnish 
British G " 12 No. -2%x3% inches any of these items for 
Peru 11 1,02 1.171 No. 1....2%x4% inches your own private brand. 
lrugua 1 97 1 1.014 
Vonamual a 2.780 6.785 I U T HE R 'NK AND STAMP PAD 
Br tist Indi 8 ) 1 COMPANY 
British Malaya : +. + o 55-57 East Park St. Newark, N. J. 
China 6S 1 696 177 1 200 
Java and Madut 67 1.674 , ‘7 
Other Netherlan 
E Ir 9 
Frer IY Chir 0 
Hor Kor 16 51 
Tapar f 23,74 837 149 
Kw ul 9 0 ‘ 
Palestine 117 
Pers 1 
PI) &7 17) 
S R roe , 
\s 
\ 712 61 0°94 
br E \f 
’ rx +} 
Afr 1. %¢ 8 g 
Ot he Brit 
South Af 642 











196 








For that Sales Manual, Catalog, 
Book of Regulations, etc.— 


PERFECTION METALS 


Our service is particularly designed for stationers who 
operate their own printing and binding plants. Many 
different types and sizes of ring and post binder metals are 
now being used and because we specialize in their produc- 
tion, frequently bringing out new metals embodying latest 
developments and improvements, this service is exceptionally 
valuable in its field. 

If you do not have our catalog, send for a copy. Besides 
specifying and illustrating our many stock metals, it is a 
veritable compendium of useful information on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 


6816-6824 Arsenal St. ST. LOUIS, MO. 











TRINER AIR MAIL SCALE 


| Selected on Competitive Bids by U. S. 
Post Office Department Using 
30,000 No. 9 Scales 





EQUIPPING THE 
SERVICE WITH THIS 
SCALE IS THE GOVERNMENT'S 
MARK OF APPROVAL AND JUDGMENT 


It is entirely t t of steel, with a brass beam and poise. 
Each half ounce s learly cut in beam with deep “Vv” 
shape notc! ittaining easy and accurate weight 


Price moderate for FAST SELLING. Write your Jobber 


for Triner No. 9 Air Mail Seale. 


TRINER SCALE & MFG. CO. 
2714 W. 21st Street Chicago, II. 


We also manufacture Parcel Post and Mail 
Automatic Scales used by the Post Office Service 


OFFICI \PPLIANCES 
Safe Bank 
ind and 
cabinets, safety Othe 
fire deposit office 
ind vaults furni— Other 
burglar and ture metal 
Filing cases proof equip— and fix— furni- 
Countries No Ni ment tures ture 
Key pt 9 835 S 2.458 7 16,4 
\lgeria and Tunisia 35 75 ) 195 
Morocco 27 
Mozambique 166 
Other Portuguese 
Africa 20 950 
Canary Islands 7 258 15 
Total 4.163 $99,799 4,.677$176,.764 $53,931 $83,145$125.161 
Shipments from the United States to: 
Hawaii $25 $12,911 88 $3,158 $260 $5,859 $9,728 
Port Rico 2% 521 41 1.626 1,319 1,567 


Carbons, Ribbons and Filing Supplies Exports 

















United States exports of carbon paper, typewriter ribbons, 
ling folders, index cards and other oft forms in April, 1930 
By the Division of Statistics United States Department of 
(Commerce 
Filing 
folders, index 
eards and Carbon Typewriter 
other offi paper ribbons 
Count forms Pounds Dozen 
Austri S2 $52 130 $305 
Azores and Madeira Is $25 
Belgiun 41 5 2¢ 68 922 
Denmark 265 1,787 1,179 217 6) 
Finland 18 7 127 155 576 
France 291 1,062 768 138 2.336 
Germany SI 5.854 $951 S4 2 O04 
Greece 1s 
Huneary 76 1.641 
Italy 194 1.564 S2S 1,180 2,745 
Latvia 25 li s 50 
Netherlands 9,442 1,583 1,316 ‘1 811 
Norway 24 39 656 172 44 
Poland and Danzig 1,064 78 634 1,771 
Portugal 142 248 
Rumania 62 150 
Spain 133 157 129 30 105 
Sweden 78 $,151 3,186 $12 1,453 
Switzerland 285 1,372 1,146 120 1,376 
United Kingdom 1,659 27.994 21,834 1,644 14,756 
Yugoslavia and Albania 74 37 aes 
Canada 12,329 12,380 6,782 «, lod 6,101 
British Honduras 129 2 _ 
Costa Rica 106 4 66 13 
Guatemala 2,386 276 3 i 105 
Honduras 4.837 92 71 25 82 
Nicaragua a0 14 9 6 42 
Panama 346 678 ‘2 18 33 
Salvador 18 144 391 
Mexico 2,136 242 6,570 164 1,948 
Newfoundland and Lab- 
rador 149 2 ri 10 26 
Bermudas 51 
Barbados 23 i 10 
Jamaica 1,761 106 60 16 8 
Trinidad and Tobago 232 121 16 
Other British West Indies 51 
Cuba 2,040 2,598 2.545 144 1,240 
Dominican Republic i 20 
Netherland West Indies 81 ‘1 185 
French West Indies 10 ‘ 
Republic of Haiti 5 
Virgin Islands of | Ss 13 
Argentina 1,25 2,006 1,686 1,640 4.766 
solivia 7 90) 67 28 121 
Brazil 12 2,183 2,115 $89 1,465 
Chil 355 712 1,107 222 862 
Colombia 1,198 511 33 82 664 
Ecuador 62 81 327 24 85 
British Guiana mh) ~ 
Peru 0 6 117 75 1,019 
Uruguay SON 1,16 
Venezuela 277 413 296 97 435 
Arabia 11f 80) 28 7 
British India 32 17,927 10,19 S61 7.888 
British Malaya 12 157 109 
‘eylon 27 191 22% iH S4 
China 664 71 634 92 312 
Java and Madura 13 298 115 D2 132 
Other Netherland East 
Indies wo 129 
Hong Kong 7 15 61 
Japan 234 7,051 79 121 179 
Philippi Islands 1,284 iS6 hy 50 1.180 
Siam 16 1S 28 1 93 
Turke y 25 *-* 
Australia 11% 8.516 Ho 19 1,708 
British Oceania 66 
French Oceania 76 . 
New Zealand so 1,209 853 ae 268 
British East Africa S76 163 12 103 
Union of South Africa 62 1,265 1,200 11 292 
Nigeria 12 102 
Egypt So 
Algeria and Tunisia ‘1 
Other French Africa W 20 6 14 
Mozambique 70 s4 9 
Tota $50,633 120.639 86.996 23. 600 $65. 896 
Shipments from the United States to: 
Hawaii $15,590 726 $682 36 $126 
Rice 2.277 645 167 9 150 
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“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(PATENTS PENDING) 

All parts machined from bar stock and heat-treated, outer races 
are one piece and can be made in any desired shape. (No 
soft stampings used whatsoever). 

For cradle slides our ball bearings and rivets are in one unit 
for quick assembly. 

95% of filing cabinet drawer slides in United States and 
Canada operate on “Kilian” unground bearings. 

Samples made to your specifications. 


KILIAN MANUFACTURING CORPORATION 


107 North Franklin Street Syracuse, | New York 











‘Where space 










is very 
valuable 


it will pay the office 
equipment dealer to 
display these light dur- 
able stools and stands 
and it pays the user to 
buy them. 


Furnished with rubber 
tips, steel caps or cast- 
ers. Descriptive mat- 
ter and prices on 
request. 


Searles Electric Welding Works 


Manufacturers 


1850 Fulton Street Chicago 














STATIONERS 
*o« PRINTERS 





BOeae 


can procure 
extra business 
by showing 
our 


Sample Book 
of 


(Oiiitaware | 
Christmas Cards 


tear nt of cards and folder 
1 4: 
ul di 


4 complete and varied as 


priced complete with indivi é ind imprint. Tare) 
in compact form very c« 


dollars. It will pay you to order a book at once. 


, 
yNnvenient for salesmen and cost 


just two 


STEPHEN GREENE COMPANY 
Sales Office Factory 

200 Fifth Avenue PHILADELPHIA, PA. 
NEW YORK 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





LEVER SEALS 


Ty: 


POCKET SEALS SPECIMEN IMPRESSION 





Self - Inking 


Numbering 
Rubber Stamps 


Machines WAX SEALS 


Rotary Dater 





NAME PLATES 


BADGES METAL CHECKS 


MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 28 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 
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BALTIMORE INDEX MFG. CO. 


(Specialists in Metal Tab Guides) 
AN ASSORTMENT OF FIVE COLORS 


RED BLUE - ORANGE - GREEN BLACK 


Your Name Can be Stamped in the Metal Tab 





WRITE FOR 112-114 S. Calvert St., 


PARTICULARS Baltimore, Md. 





Stamp Pads 





Daters 
Numberers 
FULTON~<i;; N farkers==>PROFITS 
ik hoaoa Ly is not merely chance that the trade looks 
, to us for the latest and best in loose leaf, 

Indelible Marking Sets magazine, catalog and periodical binders. It 
is because our many years have been devoted 

Every Month in the Year to the development of the best. 
You are welcome to our catalog that you may observe 

FULTON SPECIALTY Co. for yourself. 

ELIZABETH, N. J. ENDLOK PARTS COMPANY, INC. 


200 Hudson Street, New York 


HOFFMAN 
DESK 
DADS 




























Azora air cushions and twirlers, two 
highly practical accessories, are 





sands of users. Sales, both new and WH . 
replacement, are large. Write 
prices and discounts 


AZORA RUBBER CO. 
S4th and 20th Streets, 


Desk pads—blotter type, Battleship linoleum, Bronze 
and Brass cornered, padded or plain, flexible or stiff 


CICERO, ILLINOIS Hoffman has them. Sixty styles. It meets every 
Aiese Below requirement. Also full line of filing boxes. Send 
Te eee THE AZORA for catalog. 








TWIRLER AIR CUSHION 
RING (Cross-Section View) i iH © r FMA ~ 145 Lafayette Street 
PAT. DECEMBER 21. 1915 = = New York, N. Y. 











INCREASED SALES & PROFITS IN RIBBONS & CARBONS 


Expand your ribbon and carbon business with 
meritorious products at small investment. 


A business built with TYBON RIBBONS 
and CARBONS is built 
on the solid foun- 
dation of quality. 


Our latest booklet, “YOUR OPPORTUNITY,” shows the way. 
Send for a copy and our new special offer NOW. 


“HIGH QUALITY” 
TYPEWRITER RIBBONS AND CARBON PAPERS 


TYBON CORPORATION 


1026 FILBERT STREET PHILADELPHIA, PA. 
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The Business Card Way to Make Printing Pay 


Printers everywhere have found printing advantages you can print and sell these at 

and selling Wiggins Patent Scored Cards a saving to your customers and still make 

put up in Wearwell Lever Binder Cases about 50% profit for yourself. 

a dependable way to lower overhead and __ Send for one of our three sample orders today and try 

increase profits. these scored cards out with some of the firms to whem 
you are now supplying ordinary loose printed cards. 


Business men recognize at a glance the 
Stubsof cardsheld firm- value of this new method of putting up WIGGINS 
ly by lever binder in case . . 

cards. Cardsalways neatand clean—easily 















Note smooth 
edge of card 
when detached 








ie 


_ 























detached with straight, smooth edge; no 
Trial Assortment Order ‘vec*! waste from spoilage. With such apparent 


Price 
No. 1— 200 cards, 2 styles, and 2 Cases, 2styles, $1.00 
No2-100 “4 " g “ 4 * 5.00 THE JOHN B. WIGGINS CO. 
No.3—2500 “4 “ is“ 4 * 40.00 1157 Fullerton Ave. CHICAGO 705 Peoples Gas Bldg. 


Order today anyone of these sample orders. Wiggins Patent Scored Cards * Wearwell Lever Binder Cases 














































“SATELLITE” 
PLAYS A 
STELLAR 
ROLE 


In the field of 
typewriter stands, 
“Satellite” is a 
star seller. The 
steady, solid-piece 
top, the accurate 
adjusting mech- 
anism, the large 
quiet rollers, all 
combine to make 
a stand that sells 
on sight and re- 
mains sold when 
in use. All “Sat- 
ellite’”” users are 
thoroughly satis- 
fled because 
“Satellite’’ stands 
give the perfect 
service desired. 
Model 2X, illus- 
trated above, isa 
simple stand, 
made entirely of 
metal except the 
top, which is a 
solid piece of 
Oak wood six 
teen inches 
square. The tops 
dre also finished 
in Mahogany or 
Walnut and if 
desired, can be had in all metal which is adjustable. 
The metal top is supplied im a baked ebony enamel. 
Write for complete information. 


Adjustable Table Company 


Grand Rapids, Michigan 


The The Bump fastener is as practi- 
cal as it is novel and unique. No 

Bump metal staples, pins or clips re- 
quired; instead, the Bump uses 
a part of the object to be fast- 
ened and produces a neat, secure 
fastener. There are two models 
—the stand machine preferred by 
some for its convenient and fast 
operation and the hand model 
here illustrated, preferred by 
others for its portability and 
easy squeeze operation. Identi- 
cal results. 










Model 2X 


THE BUMP PAPER FASTENER CO. 
LA CROSSE, WISCONSIN 


Eastern Representatives— 
Seymour-Conover Co., 350 Broadway, New York City 














: 

: 

S 

| A UNIQUE FASTENER 
x 

: 

x 

& 

: 




















A pencil of superior quality that you can be proud to handle 
nd that will bring customers back to your store. Made of 
finest Southern Red Cedar wood with perfectly graded leads 
in 5 degrees of hardness. Commanders are hexagon shaped, 
finished in vellow with long HEXAGON gilt tips and red 
erasers Packed 1 dozen to a box; gross to a carton. 





Moderately priced; big sellers; big profit makers SWAN PENCILS 
Write for samples and our 1930 catalogue. Also manufac- 
turers of Casino, Vanguard, Othello, Flora, Fortuna, Ultimo SWAN PENCIL CO., INC. 


and Stabilo pencils. 221 Fourth Ave., a '. & 
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RIBBONS 


ESTABLISHED 1895 


Dealers 


Sansom at Tenth Street 





Inquiries Solicited 


CARBONS 


Philadelphia, Penna. 











DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 
advantages and merits 
no other key possesses. 
You'll get MORE key 
business by selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Inc. 
28 Columbus Place 


Brooklyn we we 











Gardner’s Pull Tab Leather Lines 

















Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 





GARDNER’S HOT 
GOLD LETTERING 
MACHINES 





Write for Samples and 
Prices 


P. A. GARDNER 
LEATHER WORKS 


Inc. 


709 Pine St. St. Louis, Mo. 














Generally acknowledged as the 
mark of Quality Protection. 





Universally recognized as Better 
Protection. 


The Meilink Steel Safe Co. | 


Toledo, Ohio 














CONFIDENTIAL WHOLESALE 
CATALOGUE No. 600 


34 pages full of information. . . Information and Prices 
on all makes of Typewriters, Adding Machines, Calcu- 
Machines, Duplicating-Addressing-Folding-Ma- 


PELIABLE 
Typewriter& Adding Machine Corp. 


f° conripen out! 












Neg ‘ SINGLE FLUID Y 


ERADICATOR 


Zemoves> ONE APPLICATION 
FROM 1 BOTTLE 


















TF ONLY 

D rad? & Hundreds of thousands in ' 
One Fimo * 

Evadicate’| - daily use round the world 

' 


TRY IT 


Send 25c for One Large 50c Size 


TRIAL BOTTLE 
INK-OUT MFG. CO., INC. 


: MONTCLAIR, N. J. 
Gradually Displacing Old Style Two-Bottle Eradicators 4 




















“SECURITY” 


Pen and Pencil Clips 


—~th 


STA-FAST 


CHAMPION 
Window or Display Hooks 







STEELGRIP 


7 Paper Clips 
et 4 = in sizes No. O, 1, 
- “ 2, 3 and 4. 











VAL-CLIP 


Pencil Point Protector, Eraser and Clip 





L. D. VAN VALKENBURG CO., Holyoke, Mass., U.S. A. 
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SIMONSON 


For Vertical Letter Files, Ledger 
Check Files, Are 








NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. 







Manufacturers 


PATENTED 

METAL TIP CSUIDES 
Posting Trays, Card Systems and 
Indestructible 








for Free Samp! and 
Send for oo pant, P 


122 S. Michigan A Ave., Chicago 

















LER = BRAND 
DESK ACCESSORIES 


Catalog on request 


THE MILLER BROS. PEN CO. 
MANUFACTURERS aaa 


305 Broadway 
Conn. 


New York City 


98 | asa = 
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VISIBILITY ON THE LEVEL 


Accessibility—( Flat Open Surface 


AtEG- VISIBLE PRONG BINDER 


Built with heavy metal, box within angle type, locking in 
HALF OPEN position, sheets lying flat, firmly locked by 
two latches operated by a single bar release trigger, are 


JUST A FEW of the OUTSTANDING features of this 


ompactness 


STURDY, MODERATELY PRICED Binder. Write for 
descriptive literature. Some territory still available, bet- 
ter investigate. 
G. J. AIGNER CO. 
Mnifr BINDERS, INDEXES, LOOSE LEAF SUPPLIES, ETC. 
503 S. Jefferson St., Canal Station. Dept. 07. Chicago 
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" Solid Bronze cee 


Write us about our line of high grade solid bronze SIGNS, 
NAMEPLATES, DESK SIGNS, TABLETS and the liberal 
discount to dealers. 

We will give you full cooperation in furnishing free sketches, 
special designs, etc. You can be sure of prompt service. 


UNITED STATES BRONZE SIGN CO. 
Office & Factory, 231-233-235 CENTRE ST., NEW YORK CITY 
“Where the best costs less”’ 














—_— 





SGVG 
















" 
~ 


UT 









A 
a 


Y 

















() 
We 






ii 


ive 






















4 






7 





ey" 





A 






7 \ 














evil \i'vevivex! 





I SGV OVW GNVQ yyy SASS) TOSUBUSUSUD 


—_—— ~*~ St 






CARD and PRICE 
TICKET HOLDER 
No. R7 






STAYS PUT 


Special Rudor Clamp with 5/8” 
opening assures rigidity. Bal- 
ance prongs extending to the rear 
hold the device in correct posi- 
tions on Bins, Glass Dividers, 
Boxes, etc. For prices on this and 
other items send for descriptive 
circular. 


ADJUSTIT DISPLAY SPECIALTY CO. 


Se R. ORTH WINE 


344 West 34th St., N. Y.C. 
LISTO Choice of a Million Users 
The Friendly BUSINESS PENCIL 
for Every Pocket—for Every Desk 


N the Listo exclusive center-turn with the locked-in mechanism— 

here is perfect balance. Its slender, aristocratic barrel of non- 
metallic material, such as fine fountain pens are made of, gives— 
light weight. The “‘easy-grip’”? of its knurled lower barrel com- 
pletes positive assurance of the utmost comfort and 
relaxation—greater writing ease than can be obtained PRICED 








in any other mechanical pencil. LOW AT 
Made in a variety of cee and color combinations. 50c 
Leads all colors. Address Dept. G. 


LISTO PENCIL CORPORATION 
ALAMEDA, CALIFORNIA 
Eastern Distributor: C. P. warms. 202 8S. State St., 
Chicago, Ill. 


EASY-GRIP - - - - OCENTER-TURN 























‘“‘SKYSCRAPER’’ 
DESKS 


give any office new orderliness 
— make the exclusive Shaw- 
Walker Selling Franchise more 
valuable than ever before. 


W-WALKER 


Muskegon, Michigan 
Office 








Equipment 


2700 


Items of 
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A Distinctive Line 
that will hold your trade 
TURNER & HARRISON 


STANDARD, SILVER-ALLOY 
and GOLD-PLATE PENS 


Smoothest, slickest pens made 


> 
aw 


N°736 


7ADEL Pe 


5 
1z 
; 
a 
: 
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Catalog on request 


TURNER & HARRISON PEN MFG. CO., Inc. 


Establist 1 1 





PHILADELPHIA, PA. 
IMPRINT PENS A SPECIALTY 


¥ 





Sell This 


A bathroom or health scale 





that can be sold for $12. At- 
tractive, with appealing 
lines. Colors: six-spring 
mechanism—250 lbs. capac- 


ity. This scale cannot tip. 
Write for prices on this 
popular item. 


Hanson Scale Co. 


525 N. Ada St., Chicago 
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SELF INKING 
STAMP PAD, 


CLARKE PATENT 
TO RE-INK. TURN PAD UPSIDE DOWN INTO COVER Ig 
” lelti- me) Oa Os OM Leh Basal 
\.*.",*,.",."."," PATO JUNE 3.19!9 Saas ee 
ymmend SOLO for perfect rubber stamp impressions at 
. ews : ie 


he« me flooded class service 


nder an atmospher Not 
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pad—the sect s in the self-ir g ribbo 
PEERLESS CARBON & RIBBON MFG. CO. 
176-478 Broome Street, N. VY. 
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For Quality in Felt 
Top Cushions 


a n felt 


Economy Products Corp. 
2901 Indiana Ave. 








Chicago 











Templar — 


The Aristocrat of Pencils 
OF GENUINE SOUTHERN RED CEDAR 


SR om eseltictamicte loans) amaats 


RELIANCE LINE 


OF PENCILS, PENHOLDERS AND ERASERS. 


RELIANCE PENCIL CO. 


FACTORY: 
Mr. Vernon, N. Y. 











“PRINTS 
THE 
TICKETS” 





Third copy rewinds for checking and is under lock and key. 
Gives an itemized record of each sale, cash or charge. 
Using rolls of blank paper saves printing costs. 


Let us quote you on our attractive agency proposition. 


MULTI-PRINT SYSTEM CO., INC. 


ll West 42nd St... New York, N. Y. 


Cables: **Multiprint” 

















STOP evertastinc NOISE 





Made for L. C. Smith, Remington, Royal and Underwood 
typewriters. 

When ordering state make of machine. 

Saves repair calls, does away with desk drumming, makes 
typewriter more quiet and snappy. 

The typewriter is quickly and automatically attached and 
as quickly removed, without tools, from the desk. 

Sold at all offices of The L. C. Smith & Corona Typewriters, 
Inc. Ask for trial. 

Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 






















atOW Oe STRay 
eo n, 


® 


and_ economical. 
cor respondence 


Efficient 
Will keep 
and papers always on hand 
and properly arranged. The 
most efhcient desk file on 
the market. Made in four 
sizes. A very prohtable 
item for stationers. 








Stanley R.Bristow 
24 Central Ave.West Orange,.N. J. 
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Thousands 
Use Harvey's 


AUTOMOBILE EXPENSE 
BOOK 
Big Profits 
Get Your Share 
It Repeats 
SEND FOR A SAMPLE 


FRED W. HARVEY CoO. 


206 E.Genesee Syracuse, N. Y. 
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ONKEN 


“Make Your Show Windows 


Pay Your Rent” 
“Don’t Forget! Many Sales 
Are Made on the S a 


ONKEN TOWER Merchandise 





ful for a quick changes ip 
ur wi 
NKEN TOWERS have inter- 
c le Features, Two-in-one. 
ONKEN TOWER Merchandise 
Window Dispiayers are made tn 5 
sizes from 27° to 48° high and 12° 


to 36° Wide. 
ONKEN TOWERS range in 
from $6.00 Up and made like 
rite for Description Matter No. 24 
THE OSCAR ONKEN CO. 8 
624 W. 4th St., Cincinnati, O. 











‘*Steel-Strong”’ 
The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags—Coin Storage Trays 
Seal Presses 


Coin Bag Seals 


Manual Coin Counters 


Currency Racks — Tellers Moisteners 
Handy Wrapper Cabinets 


Nationally advertised in some oy Bank Journals. 
d exclusivel px: through dealers 
Write for Catalog and Salesman’s Sample Case 


The C. L. Downey Co., 943 Clark St., Cincinnati, O. 

















Loose Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated 
Paper FIVE SIZES 


Inside Diameters 
14"—1.35 Per 100 
y"—1.50 “ 
_— .75 ca) ity | 
s"—2.65 “ “ } 
2”—3.50 ry “ 


Open Easily, 
Close as 
Securely 


For loose leaf books, binding reports, blueprints, etc. 
Write for 9 


pee ty be Loose Leaf Metals 
The E. W. Carpenter Mfg. Co. 


Bridgeport, Conn. 
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SILICATE BLACK BOARDS 
Madc of the best material thoroughly 
seasoned—Framed or Unframed—All 
Frames are Oak Finished. U. S. Gov- 
ernment Contracts and New York City 
Board of Education Specifications for 


40 Years 


CORK BULLETIN BOARDS 


Sizes 18x 24 inches 


Framed or Unframed 
to 4x6 feet 


Frames are Oak Finished 
vealers write for catalogue 
N. Y. SILICATE BOOK SLATE CO. 
20 VESEY STREE1 NEW YORK CITY 
ERED EBECIUBtA ss 2 2 


SEB 282 2 2 2 we ee 


4M inu 22) s 


H. H. COLLINS 
INK ERADICATOR 


The Original 
Best By Test 





Small size retails for 25 cents 
Large size retails for 35 cents 
Attractive display cards with every dozen 


At all Jobbers or 


H. H. COLLINS INK ERADICATOR CO. 
1325 GRAND STREET HOBOKEN, N. J. 


“A little drop of ink 
makes millions think” 


Collins Ink Eradicator 
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a4 The Roberts 


Roberts 
Numbering Machines 


Are sold by dealers throughout the world 
by a special merchandising plan which 
emphasizes rapid turnover and only a small 
stock. 

Larger discounts than on any other line 
of numbering machines assure greater and 
quicker profits. 

Write for details 


Roberts Numbering Machine Co. 
694-710 Jamaica Avenue Brooklyn, N. Y. 
Western Distributors: Louis Melind Co. 


362 W. Chicago Avenue Chicago, Ill. 
593 Market Street San Francisco, Calif. 
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Improved | 
LETTER FOLDERS 


Finer and uniform in quality, at lower | 
prices. The only folders on the} market 
featuring the rounded corners.® Tabbed 
folders supplied in 1/2, 1/3 and 1/5 cuts. 
Write for free samples and illustrated 
price list. 


THE WARSHAW MFG.CO., INC. 
35 YORK STREET BROOKLYN, N- Y. 
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HIGGINS’ COLORED percep ten INKS 


emphas: eve rd point on freehand 
and mecha u drawings, tracings and blue 
prints Sto chk the full lor line to satisfy 
increasing demand 





CHAS. M. HIGGINS & CO., Inc, 271 Ninth St, Brooklys, N.Y 


THE COLYTT “REDI-ROLL” 
TELEPHONE MEMO ee 


A neat, compact writing shelf, f 
with paper roll, for attaching / 
to the telephone stand—for A, 
memorandums ¢ 
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Has continuous writing sur- 


face for standard paper roll. 
Sharp cutting edge for tear- 

ing off 

Takes up smal! space, ‘i 
leaving room for on E: 
hand grip on tele 

phone 

Easily attached PRICE 

Nickel and black 

finish $1.00 


Dealers Write for Discounts 


THE COLYTT LABORATORIES 565 w. Washington St. 
(Engineering ) Chicago, Ill. 











MAR KILO 


CELLULOID 
L ENVELOPES 


| have the welded 
reinforced flex- 
ible edge seams. 
Extra strong and 
finished in appear- 
ance. (Patented 
processes. ) 














MARKILO Envelopes are made in all ring-book sizes. 
MARKILO INDEXER Strip (blank-label) ready-to-cut. 
Transparent signals, card cases. etc. Sample on request. 


Dozen System vs. Decimals, Booklet Mathamerica 25c 


The 
Markilo Co., Mfrs., 936c W. 63d St., Chicago, U.S.A. 
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LOOK TIP TOP 


p= al TRADE-MARK 


~~ 


3sizes 









—the guide to qual- 
ity in paper clips 
: : : made of brcss 
or steel. 






NO.O 


Sample display 


carton for Sta- 
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: . 
—_— Patent and Trade-Mark Lawyer 

40.2 1115 K St. N. W., Washington, D.C. | 

+ THE TIP TOP MFG. CO., Inc., Syracuse, N. Y. & | 
‘ Canadian Agents: Brown Bros., Ltd., Toronto = ——s ; , 





MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 


In the supreme test of use, Union 
Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. 


and Laurel Streets 
PHILADELPHIA, PA. 


demand. 


Front 











and protect your inventions? 


They may prove valuable. 


Why 
Not 


Patent 


I have made a specialty of 
Patent Office practice for the 
past eighteen years and can 
assure you of expert service 
and prompt attention to pat- 
ent and trade-mark matters. 


LESTER L. SARGENT 















BOEHNER 








Improved 
Stationers : ee 
use it to bul : ip thei 
volume on business oan LEATHER NOVELTIES 
personal cards. It takes 22 Fes graces 
the regular loose cards, Aumoes Ku nore 
holds them firm, keeps 
them clean Holds 
one as securely as a 
full case Imported morocco binding—metal parts highly 
nickeled—28 different sizes 
We manufacture leather novelties only we do not compete 
with engravers or printers Please mention size in asking 
for prices 
Address, Department OA 

roved Boehner Binder Co. 

1 =m 1 Fox Street Aurora, fllinois 














READEASY 


World’s Greatest Copyholder 
Made in four standard sizes: 


Desk stand .......... $3.00 
With lime guide....... 4.50 
RUE cccencccccees 3.50 
With line guide....... 5.00 


Liberal trade discount. All READEASY 
Copyholders shipped ready for imme- 
diate use. No adjustments necessary. 
Not a screw on them. Standards col- 
lapsible. Fixtures of brass and alumi- 
num and are not affected by weather 
conditions. 

New dealers advised to make first order 
on approval. 


Address READEASY 


223 Grand Ave., West Highland Park 
DETROIT U. S&S. A. 
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Nationalize 
and Standardize 


Ans BRAND, running straight through every item of 
record-keeping equipment, saves time in selling, in buy- 
ing, in overhead. National covers everytning from Loose Leaf 


Ledgers to Pocket Memos; from Visible Records to Engage- 
ment Books; from Machine Bookkeeping Trays to Analysis 
Pads— all backed by National advertising. 


law’ 
(NATIONAL ) 


NATIONAL BLANK BOOK COMPANY 
HOLYOKE, MASS. 
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Thousands of Dealers 
can’t be wrong 


which brings repeat profits is proof of good 
Clarotype, a 10-year-old success, 
profits for thousands of dealers. 


A product 
buying judgment 
has spelled repeat 


cLAR-O-TYPr 


THE MODERN TYPE CLEANER 


is the one simple way of cleaning type- 
Tens of thousands of stenographers buy 
This item on your counter today will 
tomorrow from your shelves. 
Let us give you complete in- 
product ... a necessity 


Clarotype 
writer type 
it each year. 
bring profits to you 
Worthwhile profits, too. 
formation on this reliable 
with profits of a specialty. 


THE CLAROTYPE COMPANY, INC. 
16-H Hudson Street New York 











Quick Sellers—Big Money Makers 


“Instant” Desk 


° 
and Handy Files 
Pocket pages keep papers in 
order but instantly accessible, 
indexed A to Z, 1 to 31, or spe- 


clally classified by celluloid cov- 
ered removy ible aden tabs, 
Idea Books 
with pasteless pocket pages for 
news clippings, striking advts., 
et nstantly accessible 
Albums for Every Purpose 
Autograph, Camera, Portrait, 
Postcard, Dise Record, Greeting 
Card, Memory Address Books. 
Handsomely School 
Girl Diaries 


Scrap Books. Games. Double 
Dummy Bridge Boards 





illustrated 





Write for prices and special discounts. 


W. C. Horn Bro, & Co., i 200 5th Ave., New York 


















COLUMBIAN CLASP 
ENVELOPES 


The most satisfactory mailing envelope 


UNITED STATES 
ENVELOPF COMPANY 


The world’s largest manufacturers of envelopes 


SPRINGFIELD, MASSACHUSETTS 


With thirteen manufacturing divisions covering the country 
























| BEACH’S 


“Common Sense” 


TRAVELERS’ 
EXPENSE BOOKS 


now contain calendars 
for the last half of 1930 
and all of 1931. 


Send in your orders! 


AT LAST! 4 Ssia Holder 


—and a real profit-maker for you 
The Three-In-One Pad Holder is a Quality 
piece of equipment finely finished and designed 
to fit any office or home. 

Three positions of use include telephone, flat on 
desk, or angle position enabled by use of spring 
clip which folds underneath pad when not in use. 
Furnished in four finishes, oxidized copper, ma- 
hogany, green, or genuine silver 


plate. Write today for com- 
plete description, prices and 
discounts. 


R. C. HAGLUND 


Office Equipment Division 
374 E. 3rd St., Jamestown, N. Y. 








Rane Mak -ur-own 
Index Tabs 


Offer unusual opportunities 


for profitable sales—na- 
tional advertising brings 
customers to your store. 


Write for details of intro- 
ductory offer including at- 
tractive display and stock 
cabinet with $4.50 worth of 
merchandise—F REE. 





Get this display and stock 
cabinet FREE 


THE VICTOR SAFE & EQUIPMENT CO. 


MARIETTA, OHIO 











IFR 





adjustable rm~ 
desk 
racks 

This handy desk 





file is ideal for all 
kinds of papers, 
folders, circulars, 
small books, etc. 
that demand ready 


















No. 4 Base 6”x10” 


and fast reference. Partitions 6” high 


Built to last a life- 
time—easily adjustable-—felt pads protect the desk surface, Used 
everywhere a quick, handy reference file is required. 


























Send for descriptive circulars and discounts. 


Improved File & Rack Company 
86 Park Place New York, N. Y. 











Beach Publishing Co.,1351 Book Bidg., Detroit 
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AA ASL AE SL SUE TE 
: QUEEN BRAND 


TYPEWRITER RIBBONS 
CARBON PAPERS 


—— 



























| To Get Best Results from This | “Impressions that Last!”’ 
\. CARBON _/ 
~\ se / 


Manufacturers of a complete line. 


Inked Ribbons for a Variety of Purposes 
Carbon in Rolls to Suit Every Requirement 


QUEEN RIBBON ACARBON CO 
saw Youn 


A distinct achievement in uniformity of 
quality. 


QUEEN RIBBON & CARBON CO.,, inc. 


360 FURMAN STREET 
BROOKLYN, N. Y. 


pe CHA 
Apt /R > 





As pioneer desk makers of New No. 800 Series Chairs in 
Jasper, Indiana, we can offer Solid American Walnut: A 
you the best in high quality 
desks, time tried and quality 
tested for fifty-two years. 


Pleasing Design, with a Deep, 
Rich, Durable Finish. 


The JASPER . 14 The JASPER 
DESK CO. CHAIR CO. 


Desks and chairs can be purchased from us in pool cars 
at carload discounts, lower freight rates and the assur- 
ance that goods arrive in first class condition, without 
A damage. We solicit your inquiries 


JASPER INDIANA 








JOHN W. MESSIMORE, Chicago Representative, telephone Longbeach 4821, 1467 Catalpa Avenue, CHICAGO, ILL. 
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«e THE « 


BASINOLA 


TAKES ITS PLACE AS STANDARD 
OFFICE EQUIPMENT 


The Basinola transforms the old office eye-sore—the screen, the 
wash basin and towel rack, always an aggravating sight to the 
office executive—into a beautiful piece of furniture. Made of 
pressed steel, durable yet removable like any piece of furniture, 
it is finished to match the finest in mahogany, oak, walnut or 


olive green. 



















It is installed in a jiffy, adjustable to height of basin and size of 
bowl, whether wall or pedestal type. Being open at the back it 
just shoves up against the wall concealing all, and provides a 
commodious cupboard beneath for towels and soap. 









The Basinola is now used in perfect harmony with some of the 
newest office installations. It is taking its place as a standard 
piece of necessary furniture. 










There is a tremendous market waiting for Basinola. And, there 
are exclusive territories still open. Write for full information. 


AUTO-OVEN, Incorporated 


122 East 42nd Street 
NEW YORK, N. Y. 












Closed—The Basinola is 
in perfect harmony with 
the office. 






Open—The Basinola offers 
complete toilet equipment 
instantly ready for use. 





23 YEARS’ 


EXPERIENCE IN THE MANUFACTURE OF 
SPECIAL BUILT STEEL EQUIPMENT FOR 
as) BANKS, LIBRARIES AND 
— COURT HOUSES 


Enable us to give 
QUICKEST DELIVERY 
HIGHEST QUALITY 
and LOWEST PRICES 
To be had on this class of 

equipment. 











We help you by furnishing BLUE 
Prints and Estimates. Increase 
your profit and improve your 
service by writing us on all Spe- 
cial Work. 


THE STEEL FIXTURE MEG. CO. 
» TOPEKA, KANSAS 
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The use of 
Genuine Woods 
in Manufacture 

is a strong 

advantage 
in selling 


OFFICE APPLIANCES 








ORPIN 


200 


GRADE 





Genuine Walnut 


Genuine is a simple word; practically everyone understands 


Genuine Mahogany 


measuring stick for the proposition, and it makes the Orpin 


it. When you tell a man that he has before him an article 200 grade outstanding among office desks of this type. Metal 
of furniture constructed of combination woods and finished knobs, in place of wood pulls, are furnished as regular 
to simulate the appearance of so-and-so, your position and equipment. The all over harmony of design adds to the 
your statement are not nearly so strong as when you can general desirability. And the delivered price compares 


say “This is genuine mahogany.” 


There are so 
the actual worth of a product made 
to establish. With the genuine, it is not so 


many degrees of quality in substitutions that 
of substitutes is difficult 
The word is a 


so favorably. 

These are powerful advantages: 
complete proposition 
lars of the Orpin 200 Grade 


why not check up our 
let us send you catalog and particu- 





ORPIN DESK COMPANY 


121 Medford Street, Charlestown, Mass. 





“ML. B 


ALAA 


CAUUULLUUUE 


To us “M. B” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for you! 


American goods are extremely popular in France and much needed, too. This 
especially applies to office furniture and all modern business appliances. 








MON 
BUREAU 


’ LE MAGAZINE DE ORGANISATION 
COMMERCIALE 2 INDUSTRIELLE 
iT e 
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To sell your goods in France, you should advertise in the 
right French medium. Now, this right medium is M. B. 
because it is the progressive business publication ‘‘par 
excellence.”” As a matter of fact, M. B. was the first to 
advocate highly efficient business methods in France and 
was the pioneer of modern office equipment in this country. 
So it is no wonder that it is read all over France, Belgium, 
Switzerland, Spain, Italy and Rumania, by the most 
progressive firms, that is by the firm that is likely to be 
interested in your goods. 


Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public you 
are anxious to get at. 


Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. His depart- 
ment will write ads that pull for you or translate your copy into 
French just as you like. 
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The entire field of office ma- ARE YOU? 


chines and office equipment in 
general 





is set forth in the Are you interested in 
illustrated , trade doings in 


GREAT BRITAIN? 


If so, there is only one 


Buromaschinen- 








r way of keeping abreast 

Dauer-Lexikon of the times and that 

is by the regular 

(Permanent Lexicon of Office monthly receipt and 
Machines ) perusal of the 


in card-index form 


and it gives in card 1 BRITISH STATIONER 


form the sources of 
supply for efficiency 


equipment. -a monthly journal 

for the Stationery and 
Because of the fact Allied Trade whose 
that cards may be editorial pages are 
added from time to unique for news, in- 
time this work can struction, originality 
never get out-of- and general interest. 


date, since it is 
brought up-to-date 
semi-annually. 


(Up to now eight 
supplemental issues 
have appeared.) 


You are invited to request Prospec- 
tus BL from the 





ORGANISATION- 


VERLAGSGES. 
m. b. H. 
ex (S. Hirzel) 


Leipziger Strasse 115-116 





Berlin W. 8, Germany 
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Man Power 


Varies under different conditions and 
management. 


Salesmen working under favorable 
conditions bring in more orders than 
the same ability working under 
adverse conditions. 


Where thousands of good business 
people are seeking better office 
methods and equipment there are 
very favorable conditions for your 
salesmen. 

It puts pep into any selling organiza- 
tion to be there with an exhibit and 
realize that regardless of general 
business conditions the interest of 
visitors is always the same—at the 


New York At the Grand Central Palace 
October 20th to 25th, 1930, inclusive 


Chicago At The Stevens Hotel 
November 10th to 15th, 1930, inclusive 


“It’s the personal contact that counts” 


Incorporated 


Frank E. Tupper, President 


50 Church Street . NEW YORK 


Chicago: 417 S. Dearborn St. C. H. Hunter, Manager 


OFFICE APPLI 


NATIONAL BUSINESS SHOW 


NATIONAL BUSINESS SHOW COMPANY 
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USER SATISFACTION 


“We are pleased to advise that after trying out for several months the steel counter equipment furnished by 
the Columbia Steel Equipment Co. for our new office, we have found it satisfactory in every respect. 


‘The counter frame work is very substantial in construction and pleasing in appearance, and the various 
drawers with their progressive roller-bearing suspensions operate as nicely as could be desired. We are quite 
firmly convinced that we made no mistake in giving the Columbia Company the contract for this equipment. 


So writes the West Baltimore Building Association in a letter addressed to a prominent Columbia dealer 
in Baltimore shortly after the completion of the special counter height installation illustrated above. 


When you become a Columbia distributor you can expect letters of commendation like this. Because of 
its construction, appearance and ease of operation, Columbia steel equipment wins approval over a long period 
of years as well as when first installed. 


A catalog showing the Columbia line and many installations will be supplied upon request. The latest 
price list with discount and terms will be included. 


Columbia Steel Equipment Company 


Office and Showroom P. O. Box 2244 
Chestnut Street at 18th Philadelphia, Pa. 


OLUMBIA 


A QUALITY LINE OF STEEL OFFICE EQUIPMENT 
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Burroughs 


OFFICE APPLIANCES 








Adding-subtracting machine illustrated, 
$175 delivered U. S. A.; $205 in Canada. 
Other electrics as low as $130; hand mod- 
els as low as $80. 


Occupies little more desk or counter 
space than the average business 
letterhead. 


Has the Burroughs visible, self- 
correcting keyboard. A fast, simple, 
easily operated keyboard, standard 
the world over. 


Automatic punctuation and print- 
ing of ciphers. 


Light depression of motor bar actu- 
ates the motor, whichinstantly com- 
pletes the operation. Total key and 
sub-total key also actuate motor. 


Motor operates from any outlet or 
socket. 


Current used only when machine is 
in actual operation. 


Backed by the Burroughs standard 
guarantee. 


BUILT IN MANY STYLES 
AND MANY CAPACITIES 


Burroughs offers a complete line of electrically operated 
Portables in addition to its popular line of hand operated 
Portables, hundreds of thousands of which are in use in 


stores and offices all over the world. 


As the motor is built directly into the mechanism, there 
is no sacrifice of portability or compactness in these elec- 
trically operated machines. They are ideal for desk or 
counter use. 

All Burroughs Portables are built in six, eight and ten 
column sizes. Many styles are equipped with direct sub- 


traction, and with a wide or a narrow carriage. Other 
models for handling fractions, and for writing customers’ 


statements. 


Call the local Burroughs office for a demonstration, or write— 


BURROUGHS ADDING MACHINE COMPANY, 6357 SECOND BLVD., DETROIT 


BACKED BY 





WORLDWIDE BURR OUCGH 
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WOODSTOCK TYPEWRITER CO., 35 EAST WACKER DRIVE, CHICAGO, ILL, 














THis ls WHAT WE TELL THE IRAVELER 


f 7OR a short business trip to New York or Chicago, a two weeks’ jour- 
« ney to California, or a summer’s tour in Europe, it is more convenient 
to have some means of writing better than the laborious hand method. The 
Underwood Portable Typewriter has been designed for such occasions. 
On its swift moving keys business reports, letters, diaries and other cor- 
respondence can be typed in a fraction of the time ordinarily required. 





A\ND THIS IS WHAT WE TELL You, 
AS A DEALER 


\ SOU can sell the Underwood Portable Typewriter to the Traveler 
P because it is light enough to be carried anywhere and will stand the 
hard knocks to which it must necessarily be subjected. The Underwood 
Portable is easy to sell. Write for our profitable Dealership Plan. 


Underwood 


Standard, Noiseless and Portable T ypewriters—Bookkeeping Machines 
PRODUCT OF UNDERWOOD ELLIOTT FISHER COMPANY 
Distributed by 
UNDERWOOD TYPEWR 
542 \{ di a Avenue New York N \ 
“UNDERWOOD, ELLIOTT-FISHER, SUNDSTRAND — SPEED THE WORLD’S BUSINESS” 


ITER COMPANY 

















